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EXECUTIVE .SUICARY
 

The primary goal of this ,pilot project in the Khomissat 
Province of Morocco was the promotion of rural-savings, with 
a special effort made to include women. The project was 
carried out by the Caisse Nationale de Credit Agricolek 
(hereafter CA) as part of its new orientation to promote
rural development, partially by expansion of its banking
 
funds and services.
 

The project also had three secondary goals. The first was 
to learn the most effective way to promote rural savings in 
other parts of Morocco by the description, analysis.and 
evaluation of the project in this report. The second was to 
inform the heads of provincial services, directors of CA 
local offices, and potential clients of the new banking 
orientation of the CA. The third goal was to learn about the 
banking practices and banking services desired by different 
segments of the target population. 

This pilot project was carried out by the newly-created 
Team for Promotion Feminine at the CA. This is a group of 
five,women with varied specialties selected from the 
professional staff of the CA headquarters in Rabat. They 
were assisted by the author of this report, an American 
social scientist. In addition,,the support of the CA central 
administration and regional staff were essential in their 
success. 

This project, carried out over approximately two and one
half months, had several important outcomes:
 

* 	 we learned a great deal about the pilot region 

This allowed us to ascertain that it had the economic
 
potential to utilize expanded baiking services, and also
 
to pinpoint the human and material inputs necessary for
 
the CA to be fully effective in banking.
 

* 	we saw that rural people were very interested in
 
banking, and in dealing with the CA
 

A majority of the 122 people contacted already dealt
 
* with a bank, and all but a few said they were willing
 
to become CA clients. Two groups that one might
 
expect to show less interest, .those with small-scale
 
economic activities and women, were in fact very
 
interested. The banking services most requested by the
 
target population in general were facilite de caisse
 
(easy access to funds), dicouvert (credit for supplies),
 
credit for housing and equipment, and checking accounts.
 

* 	 our visit greatly increased the CA's number of accounts 
and amount deposited in the pilot province 



During the one and one-half months we spent contacting 
potential CA bank cliento,.the number of accounts 
ncreased by 333 (65%), and the deposits by 8,293,000.-
Dirhans or $987,262 (176t). If full banking services had 
beein in place, we expect these increases would have been 
much greater. 

*.we produced this report to serve as a guide for future 
projects 

The questionnaires and methods for data collection and 
analysis that were developed for this project, in 
addition to suggestions for improvements, will be useful 
in carrying out even more effective programs to promote 
rural savings in other parts of Morocco. 
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INTRODUCTION
 

This project, and some of the changes it has undergone,
 

are best understood when viewed in the context of important
 

recent changes at the Caisse-National de Credit Agricole, or
 

Credit Agricole (hereafter CA, the national agricultural
 

credit fund or bank). In January of 1987, His Majesty King
 

Hassan II of Morocco appointed a new director, Mr. Rashid
 

Hadawi, to the CA. At this time His Majesty also assigned
 

the CA the role of contributing to the integrated
 

development of rural Morocco. Several actions were seen as
 

important in reaching this goal, including:
 

* 	 increasing the financing of the agricultural sector, in 

order for Morocco to to become self-sufficient in food 

production, as well as producing an exportable surplus 

* 	 enlarging the CA's areas of intervention to cover the 

widest possible range of agricultural and non

agricultural rural economic activities (eg. handicrafts, 

fishing) 

* 	becoming a competitive bank, modeled on the agricultural 

credit system of developed countries 

To attain these objectives, the CA has adopted a global
 

strategy, one which includes increasing their assets through
 



the noouragement of savings in rural aeeas, including 

wome. It is with these last points that this project is 

conderned. In addition to savings, the CA wants to include 

the rural popuiation in economic development by making 

available .to-them a wide range of banking services. One way 

in which this will relate to women is that the CA will 

assist with the identification and financing of projects 

that would help to improve their standard of living. The 

fihancing of future projects for women who have savings or 

,checking accounts is also seen as a way to encourage women
 

to open accounts. While USAID originally envisioned two
 

separate projects, one on credit for rural 74omen and aiother
 

on mobili ation of rural savings, both have been collapsed
 

into the current project. In August 1986 research on rural
 

women and credit was begun; it is summarized in Appendix I,
 

and should be useful when the CA arrives at the stage of
 

granting more varieties of credit to rural women. However,
 

they explained that they feel it is first necessary to 

mobilize funds through savings, which can then be lent out, 

so they are beginning with this step. The identification and 

financing of income-generating projects will receive more 

attention in the future. A current action to encourage women 

clients is the-planned appointment of special female staff
 

(dimarcheuses) to work in the CA's major rural offices to
 

welcome women clients and help them with bank formalities.
 

Thus this report focuses on the pilot project undertaken
 

in March, April and May of 1987 in Rhemisset Province, a
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pdojsot whose major goal was to promote rural savings,: 

ipcluding among women. in order to reach this primary goal, 

hree secondary goals were.involved..The first was the 

roduction of this report to describe, analyze and evaluate 

the pilot effort, in order to learn the most effective way 

to promote rural savings -in the future. In effect, this 

report should serve as a blueprint for future efforts that 

are planned for other provinces of Morocco. A second goal of 

the project was to inform the heads of provincial services 

and potential clients of the new, broader banking 

orientation of the CA; in this sense, the research efforts 

involved simultaneous marketing. Third among the secondary 

goals as to learn which banking services are most desired 

by different segments of the population, in terms of 

profession or of sex, so that they can be provided. 

This pilot project was carried out by a newly-created team
 

of five professional women from the CA staff and one
 

American consultant. The creation of this team, charged with
 

promotion f minine (the advancement of women), is itself a
 

step in involving women in development at a managerial 

level. Beginning early in 1987, the administration notified 

staff that were interested in women about a CA group that
 

would do reading on and discuss this topic. From about
 

twenty initial participants (all female), the current group
 

of five were chosen. A sixth member, Tennate Berrahma, was
 

centrally involved at first, but other duties forced her to
 

leave the group. A seventh member, Mae. Ez-Zahiri, took part
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in the early stages of questionnaire formulation, but -was 

unable to participate in the field research. Thogroup 

currently consists of women with -avariety of backgrounds 

which-represent the various facets and.expertise of the CA: 

Zeidguy, Itto .training
 

Sba'i, Rahma 


El Ouafi, Malika 


Naji, Raja 


- Bouayach, Amina 

Davis, Susan 

secretary general's office
 

rural housing
 

banking operations
 

materials, with sociology background
 

social science research
 

It was this team that planned and carried out the pilot 

project, and analyzed the results and wrote ,i final report. 

A joint final report was planned, but time considerations 

precluded this. However, the Moroccan and American reports 

were outlined together and should be very similar. 

PREPARATION FOR ON-THE-GROUND RESEARCH AND PROMOTION 

A good deal of preparation was necessary before contact 

was made with regional officials and the target population 

in mid-March. Before this time, the team selected a pilot
 

region, defined the target population, and decided upon
 

methodology.
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/The Project Region
 

/The project group, in consultation with the Director
 

eneral, decided on desirable criteria for a pilot region;
 

these are listed below. They then collected data from
 

several sources to see whether a proposed pilot region met
 

these criteria, and based on these sources prepared a
 

monograph of the region. The sources used included an
 

ioverview of the province prepared by the Ministry of the
 

Interior, data from the department of agriculture and some
 

organizations dealing with women on their activities in the
 

* area, nd information from the Office of Cooperation on the
 

* 	nunber and type of cooperatives. In addition, different
 

departments of the CA supplied data on their locales,
 

materials and personnel in the area, as well as background
 

information on integrated projects and current clientele.
 

Because it fulfilled the-criteria for a pilot region well,
 

* 	the province of Xhemisset (about an hour's drive southwest 

of Rabat-Sale) was chosen. One major criterion for the pilot 

area was that it should be an area of strong and diverse 

economic activity, so that savings and banking operations 

would be useful for the population. Further, women should be 

economically active, so they would be involved ib the 

project. Khemisset's major economic activity is agriculture, 

with 75% of the province's population earning its living in 

this way. The major crop is grain, which is grown on 53% of 

the land; grain is a major crop for Morocco in general. The 
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ag&-icultural production of the province is 35% of that for 

the economically-productive northwest region of Morocco. In -

ahdition, herding is also important, with 6.8% of all cows
 

in Morocco (the area in third place) and-4.6% of all sheep
 

,(in seventh place),located in the province. After
 

agriculture, handicrafts (defined locally as all work done
 

by hand and including activities like weaving, sewing,
 

carpentry and construction) are the most important activity,
 

involving 12% of the population. Women are active in this
 

sector, especially in processing wool and weaving. Further,
 

there are 13 cooperatives in this sector, with seven in
 

Khemisqet, four in Rommani and one in Tiflet,
 

Two other, related criteria were the existence of an 

adequate infrastructure in the area and the presence of an 

integrated project. An adequate infrastructure in terms of 

roads, telephone service etc was necessary to be able to 

carry out this first project efficiently, so that the CA 

could proceed to others. Khemisset is connected to Rabat by 

a good road, and to the towns with regional and local CA 

offices (the starting point for contact with clients) by 

paved roads, and telephone contact with these offices was
 

possible. In addition, the regions of Oulmes and Rommani in
 

the province are part of an integrated project. These
 

projects exist in several parts of Morocco and have as their 

goal raising the standard of living of rural people by 

helping increase animal, vegetable and forest production, 

and developing the socio-economic infrastructure, including 



health and educational facilities. Thus the presence of-an 

ijtegrated project will encourage economic activity, one of 

a -selectioncriteria. 

/ Another criterion was the presence of both an actual and a 

otential banking infrastructure in the area. The actual
 

infrastructure was readily available, both through several
 

commercial banks and through the basic banking services
 

currently provided by local CA offices, as is clear in Table
 

1. This suggests both that there is an active market for
 

banking services in the area, and that a good deal of the
 

population is already familiar with them.
 

TABLE 1 
- BANKING INFRASTRUCTURE IN KHEMISSET PROVINCE 

Location Commercial Banks CA Offices 

Khemisset BP - BMCE - BCM - SGMB CRCA - CLCA 

Rommani BP - SMDC CRCA - CLCA 

Tiflet BP - BMCE - BCM - SGMB CLCA 

Oulmes CLCA 

(Note: CR means Caisse Regionale, which deals with well
off farmers; CL means Caisse Locale, which deals with small
scale-farmers.) 

The potential infrastructure was examined in terms of 

whether the existing CA offices could readily support new 

banking services given their current staff, locales and 

material supplies. The widespread existence of CA offices in 

rural areas was felt to be an advantage in providing banking 

services to an agricultural clientele. While all offered 

'2 



9 
basic savings services, it was -felt that some were 

understaffed (either in terms of numbers or of banking 

expertise) and should have new personnel. Several also 

lacked necessary materials, including typewriters and 

vehicles, to be fully effective. Some also had inadequate 

space, and will be relocated. Although the current CA 

infrastructure at this point was unable in some ways to 

support full banking services, the assessment of needs was 

very useful as a step to this end, and showed that the 

potential does exist. By April, new locales were being
 

examined and new equipment supplied; a computer at the CA in
 

Rommani was the first step in providing more automated 

services and better communication with the central office.
 

Two of the criteria for choice of a pilot region were
 

directly related to the desire to include women in the
 

project. One was that there should be a good number of both 

actual (or effective) and potential female CA loan clients 

in the area, indicating women's economic and banking
 

activity. These data, the first enumeration of CA clientele
 

by sex, were gathered in a mail survey of all offices
 

conducted by Jennate Berrahma. While the percentage of
 

female potential and actual clients was low (as it is
 

nationwide), ranging from 1% to 10%, the actual numbers in
 

Table 2 show that such women are available.
 



TABLE 2-
ACTUAL AND POTENTIAL CA LOAN CLIENTS 

Office Total Clients Female Clients 
Potential Actual Potential Actual
 

CR Khemisset 3,668 3,113 41 24
 

CL Khemisset 17,803 5,037 1,039 215
 

CR Rommani - 410 920 5 47 

CL Rommani 9,854 7,127 125 72
 

CL Tiflet 9,553 3,914 945 195
 

CL Oulmes - 8,869 3,184 275 116 

(Note: CR means Caisse Regionale, which deals with well
off farmers; CL means Caisse Locale, which deals with small
scale-farmers.)
 

Another criterion related to women's participation was
 

that there should be many functioning cooperatives in the
 

region. It was felt that women were most likely to borrow
 

small amounts and lack collateral, so that being a member of
 

a cooperative would both help to pool funds to serve as 

collateral, and facilitate client contacts and collections. 

The Office of Cooperation in the Ministry of Plan reported 

250 cooperatives and nine working groups (which could become 

cooperatives) in Khemisset Province. Thus cooperatives do
 

exist.
 

While it was not a criterion for choice of the target
 

province, the fact that the Ministry of Agriculture has
 

seven female extension agents in this locale should also be
 

useful in contacting females.
 



The Sample
 

The major sample was the target population, whom we asked 

about banking services desired and also current banking 

practices. In addition, we spoke to the heads of certain 

provincial services and the directors of some cooperatives, 

and also to CA officials, both to obtain an overview of the. 

area and to facilitate contact with the target population. 

This latter group included the provincial heads of the 

Department of Agriculture, the Ministry of Handicrafts, and 

of National Assistance. The last two organizations work 

together in the Khemisset area, and have many women in their 

programs. They introduced us to both cooperatives and 

working groups of women who produced rugs and embroidered 

articles. We met and worked with all the CR and CL heads in 

the province, and several were interviewed about general
 

characteristics of the area.
 

The target population was a sample stratified primarily by
 

sex and by economic level, from different parts of Khemisset
 

Province. In addition, we wanted some variation in terms of
 

occupation, and a special effort was made to contact a group
 

of unemployed people with professional training recently
 

provided by the government or with academic degrees. The CA,
 

along with several commercial banks, has agreed to finance
 

start-up projects for people in these latter groups, and it
 

was felt that the current project would be a good
 

opportunity to contact them, inform them of possibilities
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for financing, and perhaps identify productive projects
 

basod on their suggestions.
 

Our goal was to contact 100 people, half-male and half 

female. They should be divided into two economic levels, 

which we described as "middle" and "small". The former 

included farmers who were clients of the Caisse-Regionale; 

one deals with this office if one has a potential annual 

agricultural income of over 6000 Dirhams (US $714 in spring 

1987). "Small" farmers were clients of the Caisse Locale, 

and had potential income below this level. Others in the 

"middle" category included professionals like doctors, 

lawyers, pharmacists, high-level civil servats, and certain 

merchants and artisans whose businesses appeared very 

prosperous. The "small" category included those who did not 

meet these criteria, such as small-scale merchants and
 

artisans. The unemployed without diplomas were also placed
 

in this category.
 

Methodology
 

Development of questionnaires. We developed several 

questionnaires for different groups. The first step was to 

contact heads of several provincial services and CA 

officials, to tell them about our project so they could help 

us to know more about the target population, tell that group 

about our goals, and assist us in making contact. To these 

ends, two questionnaires were developed for these officials. 

- - -' 
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One focused on the economic potentials of the region (ot 

Questionnaire 1), and the othor on women's social Posit in 

and economic activities, as well as the number, kind an 

success -of cooperatives in the region (of Questionnair 2). 

We developed another questionnaire for the heads of Xocal 

cooperatives and working groups, containing information on 

number, type and duration of membership, and on 

organization, management, and production figures (of 

Questionnaire 3). 

The major questionnaire, that for the target population, 

evolved in several steps. We first attempted to use an 

eleven page form which contained data on economic roles and
 

the possibility of saving, perceptions of both banks -and the
 

CA, projects for which clients desired financing, media use
 

(for potential advertising campaigns), and desires and
 

suggestions concerning rural housing (cf Questionnaire 4).
 

After testing this on a limited sample, it was decided that
 

it was too long and detailed.
 

The second step for the target population was a two page 

questionnaire-guide. It was planned that one team member 

would use this for questions to guide a conversation with 

potential clients, while another would fill in the data on 

another form (cf Questions-Guide 5). However, this was also 

judged unwieldy, and discarded. 

The final step was preparation of a fiche d'identification
 

or identification form for each person interviewed (of No.
 

6). This one-page form contained baseline information on the
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person (name, locale, age group, marital status, profesion, 

education) and information on bdnking practices and desre. 

This format was adopted because it was well-suited to a 

situation in which we were both collecting data and trying 

to encourage people to use the CA's new services. It was 

felt that a traditional questionnaire would be too
 

impersonal, while'the interview fit more into a
 

conversational context. In addition, the form was easy and
 

quick to fill out. This was the form used for the majority
 

of our sample.
 

Making contact with the target population. While initial
 

contacts were mentioned briefly above, since they are very
 

important they will be described in detail here to aid those
 

conducting future projects.
 

We first introduced the project to important people in the
 

province, especially those with a great deal of contact with
 

our intended target population. These included the heads of
 

regional and local CA offices, the local authorities
 

(sometimes contacted on our behalf by the former agents), 

and provincial representatives of the offices of 

handicrafts, national assistance, and agriculture. These 

people, through their wide range of contacts, were able to 

spread word about our group's activities in the area and 

also about the new banking orientation of the CA. 

Incidentally, they might become CA clients themselves. 

Secondly, we asked the people above (except the local
 

authorities) to select people for us to contact who
 



conformed to our desired sample charateristice.They then 

contacted these people and made appointments to us to sne 

them. The CA staff was especially important in this role: 

their knowledge of the area's economic diversi y and their 

personal contacts based on trust were essential.
 

Finally, our research group met with members of the target
 

population, nearly always accompanied and introduced by a CA
 

official or a provincial representative. The CA officials
 

were also especially helpful in reformulating some of our
 

explanations into terms they knew their clients would
 

understand, and frequently helped present the information.
 

DATA COLLECTION
 

While several types of data were collected, it can be
 

grouped into three general categories of interviews. Within
 

each category, the methods of data collection were similar.
 

Interv'iews with Officials
 

One category concerns interviews with provincial
 

representatives and CA officials. These interviews were to
 

collect background information on the area, and each took
 

relatively long. They were conducted in the person's office,
 

with our entire group present'. one of us would present a
 

brief statement about the reason for and goals of our
 

project, and then the questions would be asked. With the
 



longest of theme questionnaires (No. 1), it was fel to be 

most efficient to leave a copy with the official, be sent 

to us. /. 

The Target Population
 

The major category was that of interviews with the target
 

population. We saw a total of 122 people in a period of
 

twelve days in the field, averaging ten people a day. It
 

should be noted that these days were scattered between March
 

16 and April 30. This was necessary both to revise the
 

questionnaire and evaluate our approach between visits, and
 

also because such work is very intense and draining, an4
 

could not be carried out effectively by interviewing in a
 

long stretch. The locales.of the interview included CA
 

offices, farms, workplaces, a handicraft exhibit, and
 

markets. The method of interview also varied, with sometimes
 

all of us interviewing one person or several persons, and
 

sometimes working in twos or as individuals with one
 

interviewee.
 

Telephone Interviews
 

A final category consists of telephone interviews with CA 

officials in the target area just prior to beginning this 

report. These interviews were to ascertain the number and 

type of new accounts opened at the CA after our visit, the 

http:locales.of


17.
 
amount of money deposited, and the breakdown of new clients 

by sex. In fact, we had prepared a fiche a s2tt1 (follow-up 

form: of No..7) containing this information and left it at 

several offices, but it was seldom filled out and/or sent td 

us. Since this information is very important-in assessing 

the impact of our visits, we have prepared a model of a 

follow-up list (cf No. 8) to be sent to each CA banking 

office. If each office records their new accounts in this
 

form and send us a copy of new entries periodically, it
 

should be easy to both assess our impact and keep track of
 

the development of banking clientele.
 

DATA TREATMENT AND ANALYSIS 

This section deals with the data collected on the target 

population. Other data sets are for small numbers of people 

and do not require formal analysis; they can be understood 

by scanning the questionnaires. 

Data Compilation and Coding 

The first step was compilation of the data into a usable
 

form. We put all our data onto the identification form (No.
 

6), even though some of it had been collected with previous
 

versions of a questionnaire. We also completed some of these
 

forms after our return to the office, based on notes we had
 

made during the interview, and group discussions of people's
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responses. This is another reason to have time in the office 

between days in the field. After putting all data into the 

same format, we tabulated .all the data onto tables, with one 

line for each person.
 

After the data were compiled into compact form, they were
 

coded. Each data point was given a numerical code, so that
 

it could be anaiyzed on the microcomputer (Appendix III
 

shows the data,both the tabulated and coded; Appendix 1I1a
 

is attached and contains the meanings of each code).
 

Tabulation of Results
 

Some of the tabulation of results was done by hand (mainly
 

because of time constraints), and the rest using the program
 

Lotus 123, with the kind assistance of Mr. Hajawi and Mr.
 

Tazi of the CA. The main areas examined were the
 

characteristics of the target population, the different
 

banking services desired in general and by different groups,
 

and the evolution of deposits after our visit to the area.
 

RESULTS
 

Characteristics of the sample
 

It is important to examine the characteristics of the
 

sample before looking at the results in terms of banking
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services. This is because if the Charnateristics of two 

groups overlap substantially, what appear to be results due 

to one -variable, such as sex1 may actually be due to 

another, such as economic level, if sex and economic level 

largely overlap. 

In fact, this is indeed the case with the target
 

population.
 

TABLE 3
 
DISTRIBUTION OF ECONOMIC LEVEL AND SEX IN SAMPLE
 

POPULATION
 

Economic Level Males Females Total
 

Middle (58) 68% (16) 43% (74) 61%
 

Small-Scale (27) 32% (21) 57% (48) 39%
 

Total (85) 100% (37) 100% (122) 100%
 

The total sample was one hundred and twenty-two people, 

larger than the one hundred anticipated. We interviewed 

people of both sexes and in the two economic categories 

targeted, but not in equal numbers. Thus there were somewhat 

more than half the people in the "middle" economic .group 

(61%) and less (39%) in the "small" group. In fact, this
 

imbalance was in one way an advantage in that we wanted at
 

first especially to contact better-off people, both because
 

they were more likely to use banking services and because
 

among them were the community leaders whose behavior could
 

serve as a model for their neighbors.
 

In terms of sex there was also an unequal distribution:
 

females made up 30% of the sample and males 70%. While
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enough of each sax were included to give an indication of 

their banking practices and desires, the sexes are not 

equally distributdd with regard to economic level, Thus a 

large majority of males are in the "middle" group (68%, vs. 

38% "small"), while a smaller majority of females are in the
 

"small" group (57%, vs. 43% "middle"). While this to some 

degree represents reality - there are more males than 

females with enough material means to be considered "middle" 

- it indicates that caution is required in the analysis and 

interpretation of these data. In fact, a Yates' corrected 

Chi square run on these data shows that the 'accidental' 

overlap of age and sex categories is very unfikely, with a 

probability of .02. When one sees a particular result that 

appears to be related to membership in the "middle" economic 

group, it might also be related to being a male, since the 

majority of this group is male, and the same holds for 

results apparently linked to sex. Thus results related to 

these two variables must be examined with this in mind. 
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TABLE 4
 
DISTRIBUTION OF ECONOMIC ACTIVITY BY SEX
 

Sax Box 
Activity , Males Females Total Males Females 

(Column Percentages) (Row.Percentages) 

Agriculture/ (-37) 44% (12) 32% 40% (37) 76% (12) 24% 
Harding 

Commerce (5) 6% (5) 14% 8% (5) 5D% (5) 50% 

Handicrafts (9) 11% (11) 30% 16% (9) 45% (11) 50% 

Liberal
 
Professions (6) 7% (2) 5% 7% (6) 75% (2) 25%
 

Agriculture-

Commerce (16) 19% (1) 3% 14% (16) 94% (1) 6%.
 

Civil 
Servant (8) 9% (5) 14% 11% (8) 62% (5) 38% 

Unemployed
 
Degree-

Holder (3) 4% (1) 3% 3% (3) 75% (1) 25% 

Unknown (1) 1% (0) 0% (1)100% (0) 0% 

Total (85)100% (37)100% 

Table 4 allows us both to -see the distribution of the 

sample in terms of overall economic activity and to examine 

the distribution of the sexes within each category. Members 

of both sexes were interviewed in each of seven categories, 

with work in agriculture and/or herding being most common 

for both women (j2%) and men (44%); this group included 4'0% 

of the total sample. The importance of agriculture is to be 

expected, both because our main contacts were through CA 

agents and because we expected farmers to be most familiar 

with the organization and likely to be interested in using 

it for banking operations. 
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More than half of-the males sampled worked in either
 

agriculture or agriculture and commerce combined (44% and
 

19% respectively), while over half the females worked in
 

either agriculture or handicrafts (32%and 30%). Two areas
 

showed large differences in activity by sex: more women
 

worked in handicrafts (30% vs. 11% of males), and more males
 

practiced both agriculture and commerce simultaneously (19%
 

vs. 3% of females).
 

TABLE 5
 
DISTRIBUTION OF ECONOMIC ACTIVITY BY ECONOMIC LEVEL
 

Activity Economic 
Middle 

Level 
Small-Scale 

Agriculture/ 
Herding 

(41) 55% (8) 17% 

Commerce (4) 5% (6) 13% 

Handicrafts (2) 3% (18) 38% 

Liberal 
Professions (a) 11% (0) 0% 

Agriculture-
Commerce (12) 16% (5) 10% 

Civil 
Servant (7) 9% (6) 13% 

Unemployed 
Degree-
Holder (0) 0% (4) 8% 

Unknown (0) 0% (1) 2% 

Total (74) 61% (48) 39% 

The differences by sex in certain areas of activity should
 

be kept in mind when examining Table 5. The areas with the
 



largest differences in-economic levels of the people sampled
 

are agriculture and handicrafts. Agriculture contained the
 

largest percentage of the people falling in the "middle"
 

economic category, and only 17% of those in the "small"
 

category. The largest percentage in the "small" group was
 

found among artisans (38%), while only 3% of the "middle" 

group worked as artisans. While the largest percentage of
 

each sex was involved in agriculture, if we break down the
 

sample of 49 farmers by sex we find that 24% of them are
 

female and 76% male (see the right side of Table 4 for the
 

breakdown by sex within each economic activity). Recall also
 

that in Table 3, more males were in the "middle" category. 

Thus it is not clear whether the fact that most farmers are 

in that category is due to the profitability of farming or 

the predominance of males in this group. 

It appears there is a similar problem with regard to
 

handicrafts, but the nature of the data allows us to resolve
 

it. Handicrafts are the most common activity in the "small" 

economic group and also very common for women, among whom 

this is the second most common activity here; most women 

also fall into the "small" group. However, when we look at 

the percentages of people engaged in handicrafts by sex, we 

find them to be about equal (50% are females and 45% males). 

Thus it seems that handicrafts are less remunerative in
 

their own right, not because they are practiced more by one
 

sex in this sample.
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Overall, the predominance of farmers in our sample (404),
 

combined with the fact of their general prosperity, 

indicates we focused on a good group for the mobilization of 

rural savings. on the other hand, the fact that people in 

handicrafts formed such a large percentage of the "small" 

category indicates a need for innovative strategies in 

dealing with this group. While handicrafts are the second 

most common activity after farming in the target province, 

are a possible area for future financing, and are of special 

interest for women, these data show that people in this area 

may lack the funds to open and maintain a bank account. 

TABLE 6
 
DISTRIBUTION OF SAMPLE POPULAtION
 

BY LOCATION AND BY SEX
 

Location Males Females Total 

Khemisset (16) 19% (24) 65% (40) 33% 

Rommani (18) 21% (5) 14% (23) 19% 

Tiflet (13) 15% (7) 19% (20) 16% 

Maaziz (18) 21% (0) 0% (18) 15% 

Tedders (6) 7% (0) 0% (6) 5%
 

Oulmes (14) 16% (1) 3% (15) 12%
 

The largest percentage of the sample population lived in
 

the Khemisset area (33%), with all of the other towns having
 

between ten and twenty percent of the sample, except Tedders
 

with five percent. This indicates that we contacted people
 

in various parts of the province, so that word of the new
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banking orientation of the CA was spread widely. One 

potential problem is that only one woman was contacted in 

the three smaller towns of Maaziz, Culnes and Teddersi the 

rest were from much larger towns. If we especially want this 

project to reach rural women, more effort should be made to 

contact women in small centers. 

The rest of the tables describing characteristics of the

sample are less central and appear in Appendix 4 at the end
 

of this report; they are described briefly here. Table 7
 

shows marital status by sex, with the majority of both sexes
 

married (91% of males and 78% of females). The main
 

difference between the sexes is that 3% of wqmen are
 

divorced and 14% are widows, while no men fall into these
 

categories. Such women are perhaps more likely to be
 

economically active, needing to support themselves and their
 

families, and might be especially interested in economic
 

projects.
 

Table 8 shows the distribution of age group by sex. The 

most common group for both men (49%) and women (59%) is 

between the ages of thirty and fifty, with quite a few men 

over fifty (39%). These were good groups to contact because 

of their economic productivity during these years; younger 

people have had less time to work and earn. 

Table 9 shows the distribution of education by sex; people
 

were interviewed from each educational level. Two things
 

stand out: one is that very few people with vocational

professional training were interviewed (2% of the sample),
 



and the other is that the most common category of education 

is "unknown". If the CA wishes to support projects for 

people with professional training who are unemployed, more 

of them should be contacted. The large percentage of 

"unknown" responses reflects the fact that the researchers 

felt the people interviewed might be uncomfortable if asked 

about their educational level. This was partly because the 

questions were posed in a conversational format and the 

topic did not fit easily, and also probably because much of 

the sample was older, well-off men who had little or no 

education. In the future, this question should either be 

asked systematically or dropped. 

Bank Usage
 

Since mobilization of rural savings involves the use of
 

bank facilities, it is interesting to look at our sample in
 

terms of how many use some kind of bank or loan service.
 

TABLE 10
 
BANK AND LOAN USAGE BY PERCENTAGE OF EACH SEX 

CA or Other No Loan 
CA Loan Bank Account or Account 

Females 41% (15) 49% (18) 32% (12)
 

Males 62% (53) 72% (61) 14% (12)
 

Total in 56% (68) 65% (79) 20% (24) 
Sample
 

Note: Percentages of each sex do not add up to 100 because
 
people often had both CA loans and some type of bank 
account. Numbers in parentheses are individuals. 
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It is interesting that nore than half of the people in 

general use both loan and bank services. While women have 

about twenty percent less loans and bank accounts than Mai, 

the fact that over forty percent of the.women use each is 

impressive, especially given the fact that the najority of 

them fall into the small-scale economic category. Those 

using neither are a clear minority, with women exceeding men 

by almost twenty percent in this case. In general, it 

appears that this largely rural sample is interested in 

financial services. 

We can also examine which banks are used by people who are 

CA loan clients, CA bank clients, and people .whohave no 

dealings with the CA. Although collection of these data was 

not among our original goals, they provide interesting 

information on CA's competition in the banking domain. 



9.20 
TABLE 11 

BANK USAGE BY CA LOAN CLIENTS, CA BANK CLIENTS, AND OT'ERS 

Client of: 
-

CA Loan Clients 
(68 People) 

CA Bank Clients Others 
(16.People) (21 People) I 

BP 15 5 9 =, 
Wafabank 1 0 0 

SMDC 1 0 1 

BCM 2 0 2 

BMCE 2 1 3 

CCP 1 0 0 

More than 
one bank 5 3 3 

Bank, not 
named 17 1 3 

No (other) 
bank 16 4 

CA bank 16, 16 0 

Missing 
data 8 2 a 

Note: The columns do not total the number of individuals
 
because CA Bank accounts were in addition to other accounts.
 

There are four main banking patterns of CA loan clients. 

They may also bank with the CA, or bank with an unspecified
 

bank or the BP, or not have a bank account at all. Only 16
 

of the 68 CA loan clients (24%) also bank'with the CA; this
 

suggests that there is much room to expand this group.
 

Of the sixteen CA bank clients, ten also have accounts
 

with other'banks. This is probably because the other banks
 

offer services that the CA has lacked; with the new wide
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range of services, many of these people may consolidate jall 

their accounts at tho CA. 

Of the twenty one people who did not deal with the C the 

largest number (9) were clients of the BP. This, plus fthe 

large number of CA loan clients that deal with the BP,' 

indicates that the BP is the bank in strongest competition 

with the CA for clients for the population surveyed in the 

target province. 

One can also examine the banking practices of people in
 

different economic activities; here again the BP emerges as
 

an important competitor. These data are presented in Table
 

12 in Appendix IV, and summarized here. The largest category
 

is "no bank usage", which contains 41 cases. Two activities
 

which interest us especially, agriculture and handicrafts,
 

have the largest proportions of members with no bank usage
 

(29% and 65% respectively). The largest number of accounts
 

overall is with the BP (27), followed by those who did not
 

specify the name of their bank (25), and then the CA (16).
 

Within activities, the CA is the most commonly specified
 

bank for farmers, but still only 22% of their accounts are
 

with the CA; they also use many other banks. Three other
 

activities show a focus on one bank: 6 of 7 artisans, 7 of
 

16 farmer-merchants and 4 of 6 civil servants who have
 

accounts have them at the BP.
 

In the light of the position of the BP as an important
 

competitor, people's responses to our asking whether they
 

might become clients of the CA are encouraging. They are
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given in Table 13 in Appendix IV. Overall, 10.9 people said 

they could become CA clients? only twelve ua d they could 

not. Nine of these twelve were not current1 bank clients, 

which suggests that they may lack the funds not the 

interest. Only one of the many BP clients wbuld not be 

interested in working with the CA. Thus although the BP is 

very popular, it may be easy to attract their clients. On
 

the other hand, one must bear in mind that most people are
 

very polite, and that their overwhelmingly positive response
 

to this question may be mainly an indication of that.
 

Banking Services Desired
 

Another important area of investigation was the banking
 

services desired by the current and potential clients of the
 

CA. This was examined with regard to the sex, economic level
 

and economic activity of people in the sample.
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TABLE 14 /. 
BANXING SERVICES DESIRED BY ECONOMIC EVEL AND BY SEX 

Se rvices 

Desired 


In surance 

Health 
Insurance 

Conote
 
Courant 

Credit for 
Equipment 

Credit for
 
Investment 

,Credit for
 
Housing 

Decouvert 

Checking
 
Account 

Financing
 
of Harvest 

Line of
 
Credit
 

Operations 
Abroad 

Revolving 
Account 

SCV 
Savings 

Facilite 
de Caisse
 

Total
 
Requests 
by Group
 

Economic 
Middle 

1 


2
 

2
 

4
 

1
 

5
 

13
 

11
 

1
 

7
 

1
 

1
 

0 

22
 

71
 

Level 

Small 


1 


0
 

0
 

8
 

5
 

9
 

6
 

1
 

0
 

1
 

0
 

0
 

4
 

7
 

42
 

s -
MaleJ Female 

1 1
 

2 0
 

2 10
 

11 1
 

3 3
 

6 8.
 

10 9
 

11 1
 

1 0
 

8 0
 

1 0
 

1 0
 

0 4
 

23 6
 

80 33
 

- Total 
Requests
 

2
 

2
 

2
 

12
 

6
 

14
 

19
 

12
 

1
 

8
 

1
 

1
 

4
 

29
 

113
 

Note: Underlined terms do not translate easily into brief
 
English phrases.
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.Table 14 reveals severa interesting facts. By looking at 

the far right column forItotal requests, we see which 

banking services are most frequently requested by our 

sample. Facilit. de caisse, or ease of obtaining funds, is 

the most requested (29), followed by decouvert (19) or 

available credit to buy commercial stock or materials for 

production. They are followed by housing loans (14), loans 

for equipment (12), and checking accounts (12). 

There are both similarities and differences with regard to 

services desired by economic level of respondent. The 

similarities are that both the'imiddle and the small-scale 

respondents requested a number(of services: the middle group 

made a total of 71 requests, and the small group a total of 

42. Recalling that the sample overall was composed of 61%
 

middle and 39% small-scale respondents, the requests by
 

group are nearly proportional. In fact, the middle group had
 

slightly more, but the important finding is the strong 

interest of the small-scale group. The differences by 

economic level are with regard to the type of services 

requested. The most frequent requests of the middle group 

were for d~couvert (13, vs. 6 for the small-scale group), 

checking accounts (11 vs. 1), and facilit de caisse (22 vs. 

7). The most frequent requests of the small-scale group were 

for housing loans (9 vs. 5 in the middle group), loans for 

equipment (8 vs. 4), and facilit8 de caisse (7 vs. 22). The 

requests reflect their different levels and types of 



activity. The middle qkoup is more economically active and 

on a larger scale, thus needing quick access to funds for 

operating expenses. Ope must also recognize that checks in 

Morocco are seldom u ad for individual expenses, but rather 

as part of a business. The requests of the small-scale group 

for housing loans indicates this as a priority in addition-. 

to business. Their desire for equipment loans indicates they 

are more often in the initial phases of a business. Both 

groups are interested in ready access to funds. 

With regard to .services desired by sex, men made a total
 

of 80 requests and women a total of 33. While at first it
 

appears that men desire services much more than women, one
 

must keep in mind that womrn are only 30% of the total
 

sample. Seen in this light, their requests are proportional
 

to their numbers in the sample. This means that women
 

request nearly as many services as men, which is especially
 

interesting when one recalls that a majority of the men
 

belonged to the middle economic group and a majority of
 

women to the small-scale one. Thus women appear just as
 

interested as men in the wider range of services proposed by
 

the CA, and should be included as target clients. In fact,
 

recalling from Table 10 that a larger proportion of women
 

than men are not currently bank clients, this might be an
 

especially rewarding target group.
 

Overall, Table 14 reveals that small-scale economic actors
 

and women, two groups which might have been expected to be
 

.;4 
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less concerned with bank!services because of less access in 

the past, aro indood injorested. 

Another way to look a bank services is how often each is 

requested by people indiff.erent economic activities, 

illustrated in Table i. 
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TABLE 15 

BAN SERViCES DESIRED BY ECONOMIC ACTIVITY 

Services 
Desired 

Insurancea 

Health 
Insuranc e 

Compte
 
Courant
 

Credit for
 
Equipment
 

Credit for
 
Investment
 

Housing
 
Loan
 

Decouvert
 

Checking
 
Account
 

Financing
 
of Harvest
 

Line of 
Credit 

Operations
 
Abroad
 

Revolving
 
Account 

SCV
 
Savings 

Facilite 
de Caisse 

Total 
Requests
 

Total
 
Persons
 
per 
Activity 

Far er-Handcr Prof Far-Mar Civ.Serv. Dipl-Un

1{ 0 0 0 0 1 0
 

0
 

2 0 0 0 0 0 0 

1 0 6 1 3 1 

1 0 0 0 1 0 

0 

-1 0 1 0 1 0 3 

2 0 6 1 2 3 0 

4 3 5 4 3 0 0 

6 1 0 5 0 0 

0 0 0 0 1 0 0 

6 0 0 0 2 0 0 

0 0 0 0 1 

1 0 0 0 0 

o 1 1 0 0 

11 0 3 2 10 

326 5 22* 8* 29* 9 

449 10 20 8 17 13 

- $ 
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Note: An * indicatea that the number of requeots for 
service is greater thn or -equal :to the number of persons in 
a category. 
The activities above are: Far-Farmer, Her-Merchant,

Handcr-Handicrafts, Prof-Professional, Far-Mer-Farmer and
 
Merchant, Civ.Serv.-Givil Service, Dipl-Un- People with
 
academic or vocational diploma who are unemployed.
 

Looking at the total requests by economic activity near 

the bottom of Table 15, we see that three categories are 

especially interested in banking services; these are the 

farmer-merchants,. the artisans, and the professionals, who 

request an average of 1 to 1.7 services per respondent. The 

farmer-merchants request a variety of services, with the 

most frequent being easy acess to funds. The artisans' 

requests are spread almost equally between credit for 

equipment, housing loans, and decouvert or funds for 

supplies. The main desire of professionals is also for 

d~couvert. These groups and these services should be paid 

special attention by the CA. . * 

While farmers have fewer requests per individual than 

these groups, their interests should be examined because 

they are of special interest to the CA. The services they 

request most are easy access to funds, checking accounts, 

and a line of credit; they should be made available. 

*7 



Evolution of Deposits
 

Since the promotion of rural sa ings was an important
 

goal, information on the amount of money deposited and
 

number of accounts opened after our visits to the pilot
 

province should be especially interesting. While our visits
 

may have sparked an interest in savings in the future and a
 

positive response to questions, the actual opening of
 

accounts and deposit of funds are concrete indications that
 

people in this area can and will save money, using bank
 

services offered by the CA.
 

TABLE 16
 
INCREASE IN NUMBER OF CA ACCOUNTS BY YPt AND BY OFFICE
 

Office SCV Savings Accounts ( Other Accounts 
3/15 5/7 % Incr 3/15 5/7 % Incr 

CR Khemisset .65 69 6 387 391 1 

CR Rommani 3 20 567 54 106 96 

CL Khemisset .0 10 much * * 

CL Rommani 0 209 much * * 

CL Tiflet 5 26 420 * * 

CL Oulmes 0 16 much * * 

Total 73 350 379 441 497 13
 

Note: An * indicates that .these offices did not have other 
types of accounts available at this time. "Much" is used 
when it is mathematically impossible to calculate a 
percentage. 

Table 16 shows a very large increase in the number of both
 

types of accounts in all offices but Khemisset. The SCV
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savings accounts nearly quadrupled on the average, and the 

other accounts in Rommani wer up nearly 100 percent. An 

increase from no to 209 SCV counts at the Romnani office 

is astonishing; the causes sould be explored. The reasons
 

for the small increase in Khhemisset are both that with a
 

large number of existing accounts, percentage increases will
 

mathematically-be less, and that much of this more urban
 

population already knew about and used bank services before
 

our visit. These results suggest that future efforts will be
 

most productive in smaller centers.
 

TABLE 17
 
INCREASE IN AMOUNT DEPOSITED BY ACCOUNT TYPE AND OFFICE
 

(in Thousands o Dirhams)
 

Office SCV Savings Accounts Other Accounts 
3/15 5/7 % Indr 3/15 5/7 % Incr 

CR Khemisset 985 1,097 11 3,526 10,890 209
 

CR Rommani 1 61 6000 186 574 209
 

CL Ehemisset 0 64 much * * 

CL Rommani 0 120 much * * 

CL Tiflet 2 111 5450 * * 

CL Oulmes 0 18 much * * 

Total 988 1,531 55 3,712 11,464 209
 

Note: An * indicates that these offices did not have other 
types of accounts- available at this time. "Much" is used 
when it is mathematically impossible to calculate a 
percentage. 

In terms of cash deposited, there is both a larger 

percentage increase and larger absolute increase in the 

"other" types of accounts rather than in the SCV savings, 
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though that too is up. While many oftices lack these 

accounts, this suggests that they my be very profitable 

when available. Again, the SCV aegounts show the largest 

increase outside Khemisset, indic ting that smaller centers
 

have a good potential for providing new clients.
 

If we examine the total change in all types of accounts in 

Khemisset province before and after our visit, we see quite 

a difference. Before we contacted the area there were about 

4,701,000 Dirhams on deposit; by May 7 there were 

12,994,000. This is an increase of over 176%, or 8,293,000 

Dh. ($987,262.) in absolute terns, after contacts with about 

120 people over a month and a half. Further, it must be kept 

in mind that many of the people contacted did not have 

access to all the new services that the CA plans to offer; 

if they did, the total would undoubtedly be much higher. 

CONCLUSIONS, EVALUATION, AND SUGGESTIONS 

General Conclusions
 

This pilot project of action-research in Khemisset
 

Province has been a success in several different ways. It is
 

clear from the results that there is both much interest in
 

and current use of savings accounts and other banking
 

services by this relatively rural population. Further, many
 

of these people know and deal with the CA, and seem very
 

interested in the new banking orientation we presented. The
 

large increase in both number and amount (almost 1 million
 

£ 
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dollars) of deposits during the br f period we worked in 

the area suggest that this populat on is well worth 

oultivating by the CA. 

The information on bank use shored that a large proportion
 

of CA loan clients use other banks; if more services were
 

available, they would probably work mainly with the CA.
 

These data also showed that over forty percent of the women
 

contacted dealt with the CA for'loans and also with a bank.
 

Thus women are interested in financial activities and
 

represent a target group to contact. It was also clear that
 

the CA's major competitor for banking clients in this area
 

is the BP, but 25 of their 26 clients to whom we spoke said
 

they would be interested in becoming CA\clients. 

The information on bank services desired revealed that the
 

most frequently requested were facilita de caisse or easy
 

access to funds (29 requests), d~couvert or credit for
 

supplies (19), housing loans (14), credit for equipment
 

(12), and checking accounts (12). A somewhat surprising
 

result was that both women and people with small-scale
 

economic activities requested nearly as many banking
 

services per capita as did men and the middle economic 

group. These latter two groups have more experience in these 

activities and more funds to manage, yet the first two 

groups are almost equally interested. The first two groups 

may also be somewhat less involved with other banks at this
 

point, and thus good target groups as future clients.
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Evaluation and Suggestions / 

This pilot project in the promotion nd-aobilization of
 

rural savings provided several-valuable lessons for future
 

projects. An important realization was that the interview
 

format for data collection is especially compatible with
 

this type of data collection, easy to use and fast-to
 

complete. The visit of the team to various sites-.in the
 

target area had several benefits. Itjdemonstrated the CA's
 

interest in potential clients via personal contact with
 

them. It allowed the team to get a first-hand feeling for
 

the "terrain", including observing peoples reactions to our 

description of new services in addition to recording their 

responses to our questions. For example, while it does not 

appear in the answers to questions, the sparkle in many 

women's eyes when we told them that the CA would have a 

woman available to help them with forms or banking questions 

indicates that this initiative will be much appreciated. 

Finally, our contacts with the officials of several 

provincial agencies, with local CA officials, and with the 

target population, served to spread the word of the new 

banking orientation of the CA. 

Work on this project also revealed areas for improvement,

so that future projects will be even more effective. One
 

important suggestion is that future projects be carried out
 

in areas where the infrastructure, including locales and new
 

banking services, are already in place. We saw great
 

http:sites-.in
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interest among well-off people, but they ould not use any 

now services at the time of our visit and, thus probably many 

are waiting to come to the CA. It is a u~fortunate that the 

enthusiasm we generated could not have b ei acted on 

immediately. Having services in place at the time of a 

project like this would be the most efficient, productive, 

and cost-effective use of the team's energies. 

A few changes in data collection would also produce
 

improved results. The client interview form is generally
 

effective, but the question about dealing with other banks
 

should be asked in a way to obtain the name of the bank(s);
 

this would provide clearer data on our competitors. The
 

question on level of education should probablykbe dropped.
 

It was difficult for people to ask and did not provide
 

essential information. There was also a question about
 

perception of the CA in the domain of banking which was
 

seldom asked; it should be eliminated. For the method of
 

data collection, it is probably best to have one interviewer
 

(or perhaps two) per person, and to have no more than two
 

interviews going on simultaneously in one room. To do this,
 

it will be necessary to discuss interview conditions with
 

the local CA officials before interviews are begun. Related
 

to this, the team should consider whether they wish to do
 

the majority of interviews in CA offices or in people's
 

homes. The CA offices are more efficient in that one can see 

more people in a shorter period of time; visiting people at 

home requires more time, and vehicles for trips between 
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sites. Yet people any be more comfortable if 'nterviewed at 

homo, and this might be especially'convenientifor woman who 

have household duties to pursue. / 

Another type of data that should be collected in the 

future is more detail on new accounts opened. A suggested 

general format for local CA offices to do this is Form 8 in 

Appendix V. Data on new accounts were not separated by sex 

in this project, so we were unable to see if our visits had 

a greater effect on men or on women. It would be very 

helpful to see why people opened new accounts: was it in 

reaction to a team's visit, a talk with the local CA 

official or a neighbor, or something else? Such information 

would be useful in planning future campaigns in other areas. 

Unfortunately, it is unlikely that local CA offices will 

have time to collect this detailed information; Form 8 is 

briefer. However, this might be remedied by another 

suggestion: there should be a follow-up visit to an area 

about six months to a year after the initial visits. On a 

sample basis (being sure to see about equal numbers by sex 

and by economic level), the team could visit some of the 

people they had initially contacted. They could see if they 

had begun to use CA bank services, and if they had, how they 

liked them, how they had benefited from them (in terms of 

the CA's goal of encouraging rural development), and gather 

suggestions for improvements or other services. At the same 

time, the team could sample some of the new bank clients and 

ask the questions above. A follow-up visit could also look 
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at the areas of most and leart increase ih now banking 

clients and try to accortain the reasons this too would be 

vary helpful'in planning new campaigns. kor-example; if a 

local CA director were found to be instrumental in large 

increases in his or her area, their tecknique could be 

studied and repeated, or perhaps that person could supervise 

or work with CA directors in a new target area, teaching 

them the most effective way to generate new accounts. 

Some changes in the sample contacted would probably also 

improve results. The majority of contacts for this project 

were in the areas of the larger centers in the province, yet 

the greatest increases in accounts opened angamounts 

deposited were in and near smaller centers. (In fact, our 

interview forms recorded the place of the interview, not the 

person's precise residence. In the future, this should be 

added, especially noting whether the person lives in town or 

in the countryside.) Thus in the future it would be good to 

make at least half of the total contacts in the smaller 

centers. A recurrent problem in analyzing the data for the 

current sample was that sex and economic level overlapped, 

so that one could not be sure which variable caused certain 

results. Future samples should contain equal numbers of the 

sexes in each economic category and in total, to facilitate 

comparison. This is especially important if the CA envisions 

becoming a bank particularly interested in meeting the needs 

of women. A final suggestion for sampling is to contact a 

larger number of unemployed people with academic or 
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vocational diplomas if the CA plans to finance projects for 

smom of them. Thin faco-to-face contact providon good 

information on people's motivation to succeed inprojects 

which could be helpful to CA loan officers. further, such
 

projects are being undertaken by several banks; some very
 

successful loans by the CA could be used to provide valuable
 

publicity about the CA's interest in helping people.
 

In the future, data should be analyzed using the SPSS
 

statistical package for the computer. This time Lotus 123
 

was used, but it was found to be quite slow because it was
 

not designed for the type of analyses we desired and each
 

had to be tailor-made.
 

Final suggestions are not so much for improvement but for 

extension of certain efforts which we lacked time to pursue 

in detail at this point. One concerns selection of the 

d6marcheuses, or women who will help women clients at local 

CA offices. While candidates had been selected by written 

exam, we were able to "interview" only one such woman 

intensively. She accompanied us for a day of interviews,and 

this gave us a chance both to see her interactions with 

clients and to speak to her individually. Since an essential 

qualification is her ability to interact comfortably and 

effectively with a wide range of people, it is necessary 

that she spend time with the team and with clients so this 

ability can be evaluated. Another area in which to extend 

efforts is in terms of identifying profitable projects, 

especially for women. Although we asked about the prevalence 
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of cooperatives in the-area and surveyed them about 

production and costs, project identification was not a. 

priority of this first effort. However, once funds are 

available to finance projects, there should be more data 

collected on projects suggested both by people contacted 

(officials and the target population) and by team members.
 

These data should include several small studies of each of
 

several types of projects, to arrive at an average for
 

production costs, time involved, problems encountered, and
 

profitability. The team should also evaluate whether the
 

target population has enough time to pursue the project, and
 

select projects that are above a certain base level of K 
profitability. This focus on projects at some future point ( 

could also involve an action aspect: after "good" and "less 

good" projects had been identified, some of each could be 

financed on an experimental basis. They could be followed up
 

after a year, to see which seemed to be more successful, and
 

such projects encouraged for future financing.
 

Overall, this project has provided a wealth of
 

information, both in the data gathered and in the lessons
 

learned for conducting similar projects in the future. This
 

is largely due to the hard work and excellent efforts of the
 

Promotion Peminine Team at the Credit Agricole, combined
 

with the strong support of the central and local CA
 

administrations.
 



RENSHIGNEENT) SUR LA CLIENTELE FEMININE DE LA 
AGRICOLE DE ........ *CAISSE....... (1) DE CREDIT 


1/ Effectif de la clientble 

1.1. 	Clientile potentiollo . totale ...................... ,. .. (
 
. feminine..........................
 

1.2. 	Client4le effective . totale............................( )
 
. feminine..........................
 

2/ Financement de la clientile 

2.1. 	 Objets de crddit les plus sollicitds par la clientEle de la caisse 
en g4ndral . ............. /............. ....... .......... 

2.2. 	 objets de crddit les plus sollicitss par la clientile f6minine en 
particulier : .............. /......../................./ ........ 

3/ Informations sur la femme 	dans la rdgion 

3.1. 	QueUes sont les activitds dconomiques entreprises par les femmes dans 
votre r4gion, c'est-&-dire celles pour lesquelles elles peuvent Ctre 
rdmundrdes ; (3) 

- travail A la ferme,
 
- travail de la laine,
 
- G1evage (lapins, poulets, dindons etc...),
 
- vente de lait ou de produits laitiers,
 
- autres (A priciser).
 

3.2. 	 Le poids de la femme dans la rdgion 

- la femme a-t-elle un rdle social important ? (au') (non) (3) 

- la femme a-t-elle un r61e 4conomique important? (oui) (non) 

(1) Rdgionale ou Locale. 
(2) Pr4ciser 1'annde de recensement.
 

(3) Barrer les nations inutiles.
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Z1QULTE SUR LA FEMNE
 
LT LL CREDIT *GBCOLE 1986/1987 VC'CION 2.
 

Introduction
 

Nous venons do Is Caisse Nationale-de Crzdit Agricole, Babat 
et nous voudriona poser certaines questions aux personnes qui uti
lisent le cridit,A cellos qui no l'utilisent paz et A celles qui 
voudraistl'utiltser. Notre but est d'apprendre comment la C.N.C.A. 
pourrait mieux repondre £ vos besoin et mieux vous servir.
 

1- Engulteur :'Nom at prinom ..............................
 
Accompagni de ..............................
 

2- Date : ................. Heure d'arrivie ..............
 

3- Renaeignements gin6raux aur la personne enquttie
 

- No.................... Sexe ...........,Age .......... 
- Profession (a) ....................................... 
- Situation familiale : mari& (e) - veuf (ve) - divorci (e) 

autre (preciser).
 
- Situation vis A via du credit
 

a) client (ei effectif (ve) . MHcu ,,.sO 

- Agiasant pour son propre compte
 
financ6 (e) pour ;
 
u
une exploitation lui appartenant 

- une exploitation appartenant A des tiers 
(enfants .............. ) 

- Agissant par procuration donnie par 
* sea enfanta 
- autres (pr ciser).............
 

b) client (a) potential (le)
 

c) personne donnant procuration
 

d) autres (p4eciser)
 



Pu 	 20a 	 I 

i/ M6nao it Structure do Ia famile I 

Promiiroemnt, nous voudrions Yous peaer certaines questions 
au eujet de votro famille pour nous permettre de mieux voun 
connottro.
 

1. Aves-vous doe entanta INon £........ Oui t ........
 
Gargonn ..... Filles ........
 

2. 	 Pouvet-vous me dire lee noma do votre conjoint at do tone 
voo entanta, en commenant par I. plus Agh, at me prbciser 
s'lils ivent avoc vous ou hors do votre foyer ? 

1 Prinom I Age 

Profession :Lieu de r&-
.Travail a Qidence 
is terte . A la forms 

Coux qui vous 
1aident matdrieli 
lement. 

Autre .Autre 2(mettre X) 
(preciser) (preciaor)1 / ! 

I I - I I s II 
I I !I I 

I . 1 I I I 
! I1I ! I 

I!! I, I 
I II I ! 
! !! I II 
! !!! 

! II I I I 

! IfI I I I 
!I I -! I ! 

!I ! I. I I 
! !1 I 

I I!!! 

II I I II I 
I I I I I I 
! If 1 ! 

! !. I I I 

II 11 1 I 1 

J. 	 Eat-ce qulil y a des personnes autre que vos enfants vivant 
avec vous ? 
Non : ........ Oui : ......... .Q i 7 ( ajouter dans le 
tableau ci-dessus) 

4. Combien de personnes dan votre famille ont une Carte ,. < 

d'Identith Nationale 7 .......... M .. ...................................................F
 

Combien de personnes dams votre famille ont une Carte 
d'identit& ? ......... ............ F c ef 

I .
 

2 
- ., 
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II; 	 Quertionn Economipues I Ak,,. 4kat CGroL4 

. .uallea sont lea cultures que vous pratiques ? 
nombre d'hectarebde cheque culiyeplantutiona et 
parcoura do 1'annie deraiNre). 

k~ct A P n 

6. A qui appartient la terre que vous utiliset ? 

- vous mime.- conjoint - enfant (a) - autre (priciser) 

7. 	%uelle eat la taille de votre exploitation ?
 
(en ha) .......... ............
 

b. 	Combien de parcelles avez-vous ? ....................
 
la taille de chacune .................................
 

9. 	Danm quel rayon (en km) sont-elles dispersbes ? 

10. 	Si 1'exploitation vous appartient, l'avez-vous : 
hdrithe .......... (ha) achetie ............. (ha) 
autres (priciser) ............... (ha) 

11, 	Avez-voua dejtitrea de propri6t6 7 lesquels?
 
Titre fonci-er ........ (ha)J.cou1kia ........... (ha)
 
autres (priciser) .............. (ha)
 

sh.z 	to-lc v* eSLtu.WIa.USc,,CcL 


12. 	Avez-vous de la terre en indivision 2
 

a) avec qui ......................................
 
b) o~ I
 
c) qui le-travaille ?..............................
 
d) comment est ce que lea profits/produits sont-ils
 

partag6s ? ..................................... 
e) Dbsirez-voua partager cette terre ? oui - non 

pourquoi? ...................................... 
f) 	 Votre conjoint dai-t-il vous voir partager 

cotte terre 7 oui - non 
pourquoi ? ..................................... 

.- V 

-'e '.'W 	 2 - - -* CP.. AO 
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4. 

1). 	Aves-vous jamaes peocer i quitter Is terre pour aller 
on ville ? oui - non 

pourquol ? ................. . **********. ********** 

14. 	Animaux I
 

a) Animaux A Is terme (en nombre do titen)
 
Bovine .............. laph oe.................
 
Ovina ........... ,,. vollailes ..............
 
Captans ... ,.,.* ,,. ... autrea (apioifier)
 
Equid4s .............
 

b) Animaux appartenant exclusivement a i femme
 
- espices at nombre de tites :
 

- origine (achat - hiritage - don -) 
autres (priciaer) ............................. 

- qui pergoit le produit do Is vente des produits et 
animaux appartenant aux femmes ? 

- Qui garde lea animaux appartpnant aux fammes ? 

problme do lan d des animnaux constitue
t-il un obstacle i l'acquisition 'des animaux ? 

-Le 


15. 	 Le a femmes, ici, font-elles des travaux de groupe ? 
se reunissent-elles pour effectuer un travail quelconque ? 

a)	 Non ........ Cui ...........
 
quel genre d'activitittravail de la laine, du cuir
 
autres (priciser) ................................
 

b) Cea femces qui se regroupent sont-elles de la mnme 
famille, des voisines ........ on autres (pr&ciser) 7 
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II - Crddit 

Maintenant, nous voudrions vous poser qualques questions A propos 

du crddit an q6ndral at du crddit agricole an particulier. 

20. Difftrentes fomes de crddit i 

e. Si un hae, ici, a besoin d'argent pour travailler sa terre 

rdcolter, etc..., que currait-il faire 7 (Toutes les possibilitds) .. 

Parmi les possibilit6s que vous avet donndes, laquelle 

rdfdrez-vous ? 

Pourquoi ? 

b. 	Et si clest une femme dans la m&me situation,
 

- Quelles seratent ses possibilitds 7.......
 

- Quelle possibilit4 pr~f4rez-vous 7 ................
 

. Si e feme a bescin d'argent pour travailler la laine, 

41ever de 1 volaile , consulter un mdecin et si elle ne peut pas 

avoir ce rgent de son mart, que pourrait-elle faire ? (Toutes lea 

possib it .............. ......................................... 

Parmi les possibilitds que vous avez ddcrites, laquelle 

pr6f4rez vous ? et pourquoi 7.......................................... 

d. 	 Avez-vous parler des prdts A gage (Rahn) dans cette rdgion 7 

- Sant-ils d'un usage courant ? oui - non 

- Snt-ils une bonne forme de crddit ? oui - non - et 

- Existe-t-il une meilleure forme de cr4dit oui - non 

Si oui laquelle...............................
 

Et pourquoi 7 .....................................
 



,
 

21, 	 Connaisances gandrales iur le ordit agricole i 

a. 	 Quo savoz-vous du crddit agricole 7 

b. 	 Quelles sont les objets que peut financer le cr6dit agricole 2 

c. 	 Avez-vous entendu parler (ou vous savez qulil existe) de La 

Caisse r6gionale et de la Caisse tocale ? oui - non.
 

Si oui, connaissez-vous que le est la diffdrence entre les dew
 
.hr rr,ist. 1:1 s nS iskkkN

et qui sladresse & 1lune ou & l'autre ? .... ....... 

....................................
 

d. 	 quelle est d'aprea-vous la d&finition du petit agriculteur 

(superficie, on revenu on autre A pr6ciser) 

e. 	 Est-ce que le eridit argicole pr8te au femmes ?
 

Oui - Non - et pourquoi .................................
 

....................................
 

f. 	 Quand avez-vous entendu parler du cr6dit agricole pour la 

premiere fois ? ............... . ....... , 

g. 	 Ox en avez-vous entendu parler ? et par qui ? 

- Souk - voisinage - douar - autre (A priciser) 

- ari - parents - voisins - clients du credit agricole 

agents du crhdit agricole - autre (A pr6ciser) 
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Susan Sohaefer Davia 

LjmApLx 2f ActiviLan 

Meetings with C.N.C.A. staff
 

Discussions With authorities on Moroccan women, agriculture and credit
 

Search for documents with data on women, agriculture and credit
 

Develop criteria for selection of representative research sites
 

Develop, test and revise questionnaires
 

Rural visits to pilot test questionnaires
 

Plan interim activities and those for work next spring
 

Activities in Aug. 1986 for women and agricultural credit project
 

Meetings with C.N.C.A. staff
 

A number of meetings were held with C.N.C.A. staff, both as a
 
group and individually. The main working group, which discussed project
 
objectives, site selection and questionnaire contents was composed of
 
Mme. Berrehma (Head of the General Studies Unit), Mr. Bourizk (Head of
 
the Integrated Project Unit), Mr. Ez-Zarzari (Coordinator of the USAID
 
Project), and Dr. Davis (Consultant). Some group meetings were also
 
attended by Mr. Lwahhabi (Charge de Mission aupres de la Direction
 
Generale) and Mr. Ghannam (Director of Finance). The Director General,
 
Mr. Bouarfa, discussed the work with Dr. Davis at a USAID gathering.
 
Individual meetings included discussion of project objectives and of
 
questionnaires and research strategies with Mme. Berrahma, of loan
 
regimens and integrated projects with Mr. Bourizk, and of the loan
 
process and research strategy with Mr. Ez-Zarzari. A final meeting was
 
held with Mr. Ghannam and Mr.Lwahhabi to discuss progress to date and
 
future plans.
 

Discussions with authorities on Moroccan women, agriculture and
 
credit
 

No one person emerged with expertise in all the areas above, so
 
people with knowledge in each area were contacted. The USAID
 
agricultural staff was most helpful, both in terms of personal
 
knowledge about Moroccan agriculture and of making relevant documents
 
available. Meetings were held with Mr. Purvis, Mr. Dorman, and Mr.
 
Crawford. Ms. Gibb in the Population Office provided the Mission's WID
 
(Women in Development) survey of their 18 most recent projects. Ahmed
 
Morabet and David Black, Associate Directors at Peace Corps, discussed
 
both their agricultural projects and work on women. Professor Zagdouni
 
of the Hassan II Agricultural Institute described his long term work on
 
the Chaouia Project near Settat, whetre 48 rural families have been
 
intensively studied over the last ten years. Although he was officially
 

* . 



on vnontion in August, he otffred acooon to his rooordi and contactg
for a future viglt. Since Sottat is likely to be one of tho oumple 
aitou, this will probably be pursued. NAima Didaoui, the top 1986 
graduute of the agricultural school in Moknon, donoribod her training
in research with farmers and gave suggestions on research strategy, 

Contacts were nought with people doing current research on 
Moroccan women, with the specific goal of eliciting regional 
differences in women's behavior to take into account in our sampling. 
Both Rehma Bourqia and Fatima Felk are currently writing thesou 
concerning women, and both met with Dr. Davis and described their work. 
Ms. Bourqia is comparing tribe-state relationa'in two Middle Atlas 
areas in the 19th and 20th centuries, and her work has included 
visiting the areas and observing ethnographic differences. Ms. Felk is 
writing on women's markets in the Rif, and noted that there were also 
.such markets in the South in the past but that they no longer exist.
 
The fact that women attend separate markets suggests that they may have
 
problems dealing with males at CNCA local offices, and indeed female
 
loan use is very low in that area. We wish to sample such an area to
 
understand possible barriers to credit for females in this type of
 
social system. Stephanie Laughlin has recently finished her Peace Corps
 
service, working as a sociologist investigating range management in the
 
Midelt area. She was interviewed concerning women's roles in.herding
 
areas, since an appreciable amount of the population lives this way.
 
Two contacts-were vigorously pursued but in vain: Moroccan sociologist
 
Fatima Mernissi, and American researcher Alison Geist (some of whose
 
work was done with husband Gary Gregg). They have done extensive work
 
on Moroccan women, but Mernissi was out of town and Geist was working
 
in the High Atlas. Both 'will be contacted on the next visit.
 

Search for documents with data on women, agriculture and credit
 

Up-to-date information on Moroccan agriculture was mainly obtained
 
from USAID, especially in their publication "Morocco:Annex C" and the
 
World Bank report on the sixth agricultural credit project. The CNCA
 
provided documentation on their loan process and requirements, which
 
are the same for both men and women. Peace Corps made available several
 
reports of volunteers working in agriculture and range management,
 
including those of Alison Geist which focused on household and farm
 
allocation of labor. The Ministry of Plan (which 'puts out the national
 
census) was visited to look for research reports, but had none
 
relevant. The Centre National de Documentation (CND) ran a computer
 
search of their records using as key words "women, credit,
 
agriculture." There were no references which included all three topics,
 
and none on women and credit. Eleven were found on-women and
 
agriculture, but they appeared to be very general, inalding several on
 
the topics in "Africa." The CND's data base includes some hard-to
locate sources like student theses, so it appears unlikey that any have
 
been done on women and agricultural credit. CND also has a "hard copy"
 
library, not all of whose sources are on the computer. Several useful
 
papers were found there in what are called "the Mernissi dossiers"
 
(donated, not written, by Mernissi), which include published articles,
 
bibliographies, and manuscripts on women. Different dossiers deal with
 
women and fertility, education, rural women, and UN work. Not all the
 
articles are about Morocco.. but several relevant ones were located and
 
xeroxed. Dr. Davis had also begun a literature search in the US and
 
brought with her articles on women and credit in developing countries,
 
copies of which were left with CNCA. USAID had also requested a
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oomputer sarch and ordered reports an women and oraditl several 
roporta arrivod and were left at CNCA, and the oomputer found 28 
roforonoon which Dr. Davis will pursue on her return to the US. The 
CNCA requested that she spooially look for literature on women's use 
of credit in countrion with similarities to Moroco, and this will be 
pursued and brought to Morocco on her return. 

Dovoljf grA trb11 4E selectjjion gS representhtive t22.rch uitga 

All of the processes above provided information for solection of
 
research sites. During this first visit, pilot test sites were limited
 
to areas within a 200 km. radius of Rabat, since time was short and
 
travel a constraining factor. However, the criteria used to select the
 
pilot sites (except distance) are the same as will be used for the
 
final sites. These criteria involve agricultural, geographic/climactic
 
and human factors. It should be recognized that the sites will be
 
representative in that they represent important aspects of Morocco's
 
economy and culture; in the limited time available, it would be
 
impossible to work with a sample that represents all the diversity of
 
Morocco.
 

In terms of agriculture, 51% of agricultural households raise
 
rainfed crops, mainly cereals, and 26% raise irrigated crops, mainly
 
cereals and fruit trees. While a smaller percentage work in irrigated
 
areas, a large amount of government support has gone to such areas, and
 
they produce a disproportionately large part of agricultural value
added'and of exports. Thus we decided to sample both a rainfed and an
 
irrigated area. Although only 18% of agricultural households raise only
 
animals, farmers with less than 10 hectares own 64% or more of
 
Morocco's cattle, sheep and goats. Further, about 1/3 of the
 
agricultural Gross Domestic Product (GDP) from 1982-1985 was provided
 
by each cereals/pulses and by livestock. Thus it was decided that an
 
area of relatively poor agriculture and high livestock production was 
to be sampled. Geographic/climactic factors entered into these 
selections in that the-rainfed cereal areas are usually lowland plains, 
the large-scale herding areas are mountainous and/or semi-arid, and the 
irrigated areas are more often lowland. 

The human factors included economic level of farm families,
 
women's general "status" in an area as well as their high or low use of
 
agricultural credit, whether the area had substantial male
 
outmigration, and for the pilot tests, the familiarity of the regional
 
and local CNCA directors with their clients. Recent data suggest that
 
about 90% of farm families have less than 20 hectares of land, so these
 
smaller landholders will be concentrated on. The CNCA divides borrowers
 
into those who use the regional credit offices (CRCA), whose estimated
 
fiscal income is over-8000 dirhams a year, and those who use the local
 
credit offices (CLCA) and have an estimated fiscal income of 50-6000
 
dirhams a year. We will sample borrowers from both types of offices,
 
but concentrate on those at the CLCA level. We will interview both
 
women and men who have taken agricultural loans, those who are eligible
 
to do so (in that they have land or animals to use as collateral), and
 
a few who have not borrowed and are not eligible. The factors
 
concerning women's "status" include whether they have great freedom of
 
movement and activity as opposed to being expected to function strictly
 
within the household; we hope to sample one area of each type. The
 
number of women using agricultural credit in the test area was
 
determined in telephone interviews of local directors, conducted by
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Mm. Urrchma. She found a high (cgtimnted) of 13% of oliontu being
 
fuonju in herou In tho Middle Atlon, and lows of 0.o and 0.4% in tho
 
northern araftin of Oueezzano, Laracho and Xnr ol Ibir. Among the
 
possible teit sites, Mr. Bourizk suggoated which dirootora hnd been in
 
their offioon.longeot and worg thus most likely to bb helpful. All of
 
those faotori were considered in choosing the tort cites, deporibod
 
below.
 

Develop . test. and revise quantionnnitgn 

The data from both personal contacts and documents were used in
 
construction of questionnaires for local and regional CNCA ng.ents and
 
for actual and potential clients; a few of the latter will also be
 
given to people who are not eligible as clients. Dr. Davis devised the 
questionniares and revised them in discussion with the working group
 
and Mr. Ghannam. She and Mme. Berrehma revised them a second time after
 
their first day of pilot testing, and discussed a third form after two
 
more days of testing. This form will be finalized in the spring when
 
Dr. Davis returns, and will take into account her research into women
 
and credit in other areas. Copies of the second version of both
 
questionnaires (those used for most of the pilot testing) are attached
 
to this report. The version to be given to women (and some men, for
 
comparison) includes sections on family structure and economic
 
activities, economic activities controlled by women, and women and
 
credit: their knowledge of, use of and desire for it..
 

Rural visits to pilot-test questionnaires
 

Four days were spent testing questionnaires in the field. On two 
of those days Dr. Davis and Mme. Behhehma did the testing, on one they 
were assisted by Mr. Ez-Zarzari, and on one Mr. Ez-Zarzari and Dr. 
Davis did the testing. At each site a local or regional (or both) CNCA ? 

official was present, both to help us locate the farmers and to 
introduce us. 

The test sites were as follows:
 

Settat - largely dryland cereal culture, with a large number of 
actual female clients 

Sidi Slimane - irrigated agriculture, especially orange trees 

Larache - foothill dryland culture, few women clients, much male 
outmigration 

Oulmes - mountainous region, with herding important and women 
traditionally working wool (a productive rural activity 
of women that could possibly be financed) 

Four people were interviewed at each site (with the exception of
 
six in Sidi Slimane), including men and women except at Settat, where
 
only women were interviewed.
 

These test interviews were useful in several ways. They allowed us
 
to see problems with the questionnaire and correct them. They also gave
 
us an idea of the time necessary, both to collect the data and to move
 
between farm sites; these have been helpful in planning the program of
 
spring data collection. CNCA agents' comments on female/male roles and
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relftionhipR in their arons have ralrted um to important oulturat 
variations. 

While Dr. Davis is in the US, she will locate more information on 
women and their use of credit, especially those in ciroumstanooa that 
are relevant for Moroooo. This information will be relayed to CNCA in
 
the spring, and will be used in formulating the final version of the 
quostionnairc(see arredx F). 

During the fall, Mme. Berrehma will send out a questionnaire.to
 

all CRCA and CLCA directors, asking them to count the number of actual 
and potential female clients in their records. (We collected similar
 
data for the pilot testing, but it was gathered for a limited area by
 
telephone and based on estimates, in view of the limited time
 
available.)'There will also be questions on local women's economic
 
activities, on whether their movement is limited, and on whether their
 

loan requests are for the same items as are men's. We will also ask if
 
the area is one of heavy male outmigration, expecting that this may
 
lead women to play a more active role in agriculture than otherwise.
 
The results of this questionnaire will be available in the spring, to
 
help us select our final sample, especially in terms of areas with high
 
-and low concentrations of female borrowers. It will also provide data
 
which is not currently available for CNCA use.
 

Activities in Spring 1986
 

We have selected a time during the months of March, April and May
 
for the completion of the project. This is based on questions to rural
 

agents we visited about when roads will become passable, and their and
 

the CNCA administration's views of when the local agents (who will have
 

to help interviewers locate clients) have a lighter workload.
 

A rough sketch of time allocation in the spring includes about a
 

week to do a final revision of the questionnaire and have it
 
duplicated, during which time Dr. Davis could visit a CLCA for a day
 
and observe it's operation. She would then spend about three days
 
training about six female CNCA agents in interviewing, probably in the
 

Rabat area.. She and these women would then spend about seven working
 
days collecting interview data at about four to six different sites
 

(one or two interviewers per site). Afterwards, Dr. Davis would spend
 
about two weeks in data analysis and two more in writing a final
 

report.
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CREDIT FOR RURAL WOMCN - AN oVErrvICW 

Suzan Schootr Davxs 

This paper presents a nurvey of rDports on extending 
credit to rural people, usually woman. It notes -why credit 
for women is important, and describes both tradaitional and 
modern forms of credit which women use. It points out 
problems with certain aspects of credit, and describes ways 
these can be overcome, based on experiences in different 
parts of the world. Finally, the access of rural Moroccan 
women to credit through the C.N.C.A. is de-cribed, and 
relevant aspects of credit USE in other areas are discussed. 
Al though this report was prepared for a project examining 
women's use of credit, it should be noted that many of the 
factors mentioned also apply to poor men, and thus may be 
relevant to these men's use of credit. 

"Why Do Women Need Credit?" 

In the most general sense, women need credit for the same 
reasons as men: additional capital can help thm expand 
their production, increase their profits, and better support 
their families. In the past, several "myths" about women 
have led people to think they do not need or want credit, 
but recent research has shown all these "myths" to be 
untrue. They include the ideas that women are always 
dependents of men, that women do not work outside the home, 
that women do not farm or care for animals, that women's 
income is used only for "extras", and that women do not 
understand business (Tinker 1986). Instead, we find that 
Women often head households, and have income-producing work 
inside or outside the home. The majority of farm production 
in Sub-Saharan Africa is done by women, and the extent of 
their participation elsewhere is large but often under
reported; in many areas it lowers a woman's status to say 
she works in the fields. Women usually tend, and often own, 
the household's domestic animals. Women's income is used for 
esential family needs, and many have extensive business 
experience as market vendors; women are the main sellers in 
markets in S.E. jAsia, W. Africa and Central America. 

There are three aspects of women's use of credit which may 
have special benefits for the whole society. The first is 
that there is a worldwide rise in the percentage of 
households headed by women, and along with it an increase in 
the feminization of poverty. Thus these women especially 
need access to credit, to improve their lives and those of 
their families. The second aspect is related to this, in 
that it has been found that women use their income for their 
families' benefit. Thus "...in many rapidly modernizing 
countries...women contributte2 all their earnings but men 
only part of theirs to family support (Tinker 1986:5)." 



-. Z.
 

Fi in A y, al thouI' a l imI ted numfber 01 women LW0kv tI ted 
thosei that do havre t8cffallnt rYpjyinnt rt. T1i i% a 
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min&rket woul d incrreae thtar funda availnble t.. ftinance 
furthr development. 

Development acgncioa have recently bcome awiae of the 
importanco of providing credit, especially for women. A 18O 
report by the Food and Agriculture Organization (FAD) of the 
United Nations nobes that they were then the only group 
trying to extend credit to women. They found that "...the 
increase in requests from women's. groups and government 
departments since the Fund's inception strongly indicates 
the urgency of funding and credit needs of rural women (UN 
1900:17)." Another author lists the four factors necessary 
for production as land, labor, capital and technology, with 
credit as an integral part of capital (Morrison 1981:2). 
Buvinic etal. note the importance of credit for rural 
development in general, saying "...provison of credit to 
raise output and transform non-monetarized activities--both 
on and off the farm--to the monetized economy is an accepted 
rural development strategy (1979:4). A recent USAID 
Plueprint for Development focuses on five key problems, the 
first of which is inadequate income growth. It'proposes to 
address this problem for women with credit, to help them 
generate additonal cash income (USAID, 3-4). 

It seems clear that women need and often request access to 
credit, and that their use of credit can benefit the whole 
society. The rest of this report will describe women's use 
of credit in general, and relate this information to the 
case of credit offered by the Caisse Nationale de Credit 

Agricole in Morocco. 

Women's Use of Credit 

All around the world, women know about and use credit.
 

Most often they use traditional forms, borrowing from 
relatives or moneylenders, pawning jewelry, or buying food 
on credit. Some societies have revolving credit or labor 
associations, in which women take turns contributing and 
then receivinQ money or work. Some women have- also used 
institutional credit from banks, and a few have combined the 
two forms to better meet their needs. These various forms of 
credit and their advantages and disadvantages will be 
described briefly, and the final section will summarize 
problems women encounter with credit and the ways they can
 
be solved.-


Traditional or informal credit
 

Traditional or informal types of credit are-widely used: 
"The high participation of women in informal credit markets 
has been documented in most Third World countries (Buvinic 
etal 1979-9)." Traditional credit may be available through 

- - -. ~ -..-. .- ,t-z< 
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individualua c'rcPupu. mdivi duhl l nderf§ mAy b( fvIrrid§, 
relotive , §hopownmrs, pownbroker% or moneyl ndprr. 
Individualt uisually loon relativly small amountw, and the 
avmlabi lity of cmh amongromu of them (frierid, relatives) 
is uncertain. Moneylanderu ar' probably tht mot radily
availble sourct, usuall y located nearby and familiar with 
borrowers. This means they are easily accwuible, providm 
money quickly, and do not require paperwork or collateral. 
However, they do charge very high intereat ratev, sometimes 
ten time% those of local bank,. The fact that women borrow 
from moneylenders demonstrates both their need for credit 
and their ability to repay loans, even at a high rate. 

Rotating credit associations are a group form of 
traditional borrowing found in many parts of the world. Such 
an association is "...a group of persons who agree to make 
regular contributions to a fund, which becomes the property 
of each contributor in rotation (Lewis 1976:140:) ." For 
example, ten neighbors in Ihana may contribute $5. to the 
fund each week. The first week one of them (perhaps the 
leader, who helps with any administration) will receive the 
total of $50., the second week another will, and so on. 
Usually each woman has another member as her guarantor, so 
that if she cannot pay, the other will. These groups exist 
in Latin America, China and the far East, and Sub-Saharan 
Africa. It is interesting that only two Muslim countries 
were mentioned in the literature: Mauritania and Egypt. The 
title of the latter study referred to families, so perhaps 
such credit occurred only within Egyptian families. These 
groups are a common way to mobilize savings and make credit 
available to rural women, and they provide the same 
conveniences as moneylenders but without high interest. 
However, -sometimes they do not work; this seems especially 
true in groups where there is strong competition, or there 
are ethnic or language differences (BLivinic etal 1979:15). 

Instututional or formal credit
 

Institutional or formal credit is also available to women 
from banks or credit associations, which potentially give
 
them access to much larger amounts of money at a lower 
interst rate than is charged by moneylenders. However, rural 
women have encountered several problems in attempting to 
borrow money from formal institions. These include 
difficulty in filling out forms, amounts to borrow and repay 
being too large, lack of required collateral, repayments 
scheduled too infrequently, discomfort with unfamiliar
 
staff, inconvenient hours, and high opportunity costs 
(Lycette 1984:11-13). The institutions too sometimes 
hesitate to loan to women, usually because of high unit 
costs for lending small amounts. 

New approaches to credit 
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In an attmpt to provide wommn bettmr mccess to tradit, 
attempt% have boon m.Adw to incorporatu bunificial aspectm of 
traditional crodit in some loans of- fe'rmal institution, or 
by itrataing intermediary institutions. Thorm arm enveral 
examplen in thea litrmatuvr of proJects that wOrw UucCuseful 
in delivering credit to womwn. A fww of thesw, from 
different parts of world, are reviewed hero, to give the 
reader an idea of potential approaches. 

India. Perhaps the most widely-cited example of' a 
successful credit program for women is that administered 
through SEWA: the Self-Employed Women's Association. It is 
well-known bobh because of its longevity and its large 
membership of over 10,000. It was begun in 1972 by Ella 
Bhatt, to help women already working as street sellers. 
These women could not get credit from banks; they were 
illiterate, so could not read forms, and they amounts they 
wanted to borrow were too small to cover the banks' 
administrative and processing costs. They began with members 
saving pennies, and gave training on use of savings; later
 

they created a guarantee fund so larger banks would give 
low-interest loans to members (6). Women joined SEWA by
 

paying 3 rupees Cca. $0.39), and for 10 more rupees could be 
shareholders in the women's bank, which worked as an 
intermediary with national banks. Through the homen's bank, 
one can take loans from $33-$132, to be repaid in a fixed 
amount each month over 20 months. A borrower needs 2 
guarantors, who usually must be members of the bank. There 
i-s a 10% service charge, with a small rebate if the loan is 
repaid on time, and a penalty if it is late. As a result of 
this-access to credit, many women now own the means of 
production-rather than renting it. The Association has 
expanded its activities to provide health care and daycare 
for members, and some occupational training (Buvinic etal
 

1979:21-22; Walsh 1979:6-7).
 
Nicaragua. The government developed a credit program
 

especially for urban market women, who in the past had 
borrowed daily from relatives and moneylenders. They located 

'the offices in the market for easy access, but still 
encountered problems. The women did not use the credit for 
several reasons: the staff was impersonal; procedures were 
unfamiliar, intimidating and inaccessible; and sanctions for 
default were not clear.. In addition, there was no peer 
pressure for repayment. In an innovative response, they had 
the women set up cooperatives, and gave them credit for two 
years until they could become self sufficient. Loans to 
individuals were guaranteed by a cooperative member or a
 

third party; a woman could not get a second loan until she
 

repaid the first, which could be in daily installments 
(which they found to be most effective). If a woman
 

defaults, she is asked to leave. The 'credit group now 
includes women in commerce, small manufacturing and
 
agriculture. (Buvinic etal 1979:19-21, using data from an
 
unpublished study by Judith Bruce).
 

.......................
 
.......................................
?
 



The Carribean. The TyinidAd And Tobago Development 
Foundation includes peoploeof both mwxAs who arm poor And 
thuz ikusully oxcluded by institutional financial symtemt. 
Thu roundcAtion guaraftnteegl loans thabt fit certain 
requlremontu, including commnity mupport, and mtmbYu tign 
personal guArantems0. They hove fundod 21 projects for a 
total of $130,000, and have a 94% rupayment rat (Walsh 
1979). 

United States. The Artisan's Cooperative/CooperativR Craft 
Marketing Center includes fifty women's -:,:operatives which 
make craft items and get help with marketing. and technical 
assisbance, partially so they can sell outside their home 
areas. This arrangement allows them to buy bulk materials 
more cheaply and to have six urban retail stores. The 
members' income is a significant part of that of that of 
their families. 

Bangladesh. An example from Bangladesh will be discussed 
in the most detail because it is a Muslim country. The 
women's credit program parallels the system for men, using 
the same organizational and administrative infrastructure. 
Women can get credit for production as members of village
based groups (called cooperatives, but different in many 
ways). (15) Loans are made to a group, but money is then 
given to individuals for their own enterprises,& Women also 
deposit their weekly savings in the cooperative. Government 
staff help women with accounts, record-keeping and 
porduction plans, and deposits and loans with banks. The 
women's cooperatives began in 1975, and grom then until 1979 
600 groups were formed, with 25,000 members (ca. 40 ea). 
Small loans, from $1.75 to $35, were-given to 6000 members 
(about 1/4 of the total membership) for & or 12 months, with
 
only 2 defaults. Women do not neeo their own collateral or 
husband's property as security. If an individual defaults, 
the group cannot request another loan until all members are 
paid up, so group pressure leads to extremely high payback. 
There is no interest, but a 5% service charge. This program 
allows women move from subsistence agriculture to market or 
commercial production. (16) Women .enter the market in areas 
like agricultural processing, livestock raising, small 
manufacturing, and business. "Women spend their profits on 
food, clothes, shelter, education for children, and/or
 
buying land (17)." (Buvinic etal 1979:15-17.) In being rural
 
Muslim females, this target population has much in common 
with Moroccan women who. could be granted credit by the CNCA. 

Women's use of credit: problems and solutions 

In the literature surveyed, several problems were
 
mentioned repeatedly, and often similar solutions were
 
proposed. The summary that follows draws primarily on
 
Buvinic etal, The International Women's Tribune Center,
 
Morrison, and Walsh.
 

Problems 

*AK.
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Collateral. Women often lack the type of collaterotl in 
eitthwr land or other prozperty that formal lendinDi 
inwtitution§ roquirw. 

Large amounts of money. Both the minimum amcuntm that meet 
institutions allow for loans and for each ropaymont arm more 
than many womon can or want to uso. 

Repayment frequency. Moat banks want largo, infroquent 
repaymontz to keep down administrativo costs, but womon hav 
difficulty amassing largo sums; they are often diaipated in 
smaller household expenses. 
Procedures. Women are often illiterate, and inexperienced 

in following institutional procedures, so have difficulty 
completing required paperwork. 

Formal settings. Women often lack experience in formal 
settings, so may be uncomfortable in such situations. They 
may also be unfamiliar with set hours of business.
 

Location. Because of their household and outside duties, 
women often have little time available to travel to
 
institutions in distant cities.
 

Information. If banking and credit are assumed to be
 
mainly for men, women may be unaware of the possibilities
 
for them, and information may be limited to male networks.
 
Solutions
 
Many of the solutions to these problems are based on women
 

forming a group or cooperative to receive credit.
 
Replace collateral with personal guarantees. Women may 

borrow when another woman guarantees to pay if they cannot, 
or if they belong to a group in which the members cannot 
borrow until all loans are repaid. It appears that social 
pressure is an excellent way to ensure repayment; this is 
related to women's strong aversion to disrupting personal 
relationships (Gilligan 1982). Inmaddition the World Bank 
recommends that "The repayment capacity of the borower 
should be detrmined by his (her) productive capacity rather 
than by collateral requirements (cited in Buvinic etal 
1979:25). 
Smaller loans and smaller, frequent repayments. Succesful 

projects have allowed women to borrow small amounts, often 
between $10 and $30, and to repay in several steps, 
sometimes even daily. Understandably banks are reluctant to 
invest so much time in small loans, and the women's groups 
often have their members disburse and collect money. 

Procedures. When group members disburse and collect money,
 
they help others with bank procedures, including filling out 
forms for the illiterate or minimizing the use of forms at
 
the individual level.
 

Formal settings, location and information. When a womenrs
 
group or cooperative serves as an intermediary to a bank,
 
these problems are solved for most women, and those that can
 
manage them are the ones to deal with the bank and represent
 
the rest. Thus women deal with their peers in their own
 
town, and learn about credit possibilities through the
 
women's information network.
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Woman in rural Morocco currontly havc acccn to credit on
 
an oqual basis with man through thl Caissa Nationala do
 
Credit Agrieolw (CNCA). Thiw section dancribot the
 
oligibility roquirements for loans, note% which of the
 
problemu cited above have boon eliminatod and which may
 
still bo preseant, and concludes by suggasting ways to
 
facilitato borrowing which are both congruent with Moroccan
 
culture and with the current policies of tho CNCA. It must
 
be kept in mind that this is a preliminary report; new
 
conclusions will be drawn after a Spring 19S7 survey of
 
women and men eligible to borrow.
 

CNCA loan eligibility
 

(This information is from CNCA's publication on credit 
regulations for local offices, August 1985. These 
regulations are updated periodically.)
 

Loans are available from the national, regional and local
 
offices of the CNCA; in general, the higher the amount of
 
the loan, the larger the office one deals with. Here we will 
examine the rules of the local offices, since they deal with 
the smallest amounts and are likely to have the largest 
proportion of women borrowers. 

Local offices of CNCA are located in medium-sized towns 
all over Morocco. In addition, staff work in rural markets
 
(suqs) during the busy planting and harvest seasons, to
 
facilitate farmers' access to loans.
 

Who can borrow 
1. Persons who have land or animal ownership registered in
 

the 1983 agricultural tax survey (the last year it was done;
 
these taxes have been abolished). Ownership may be as an 
individual or as part of a group of inheritors (which will
 
include women and men, and is quite common).
 

2. Persons whose expected fiscal income is between 50 and 
6,000 Moroccan Dirhams (ca. $5.50-$667.). Those who expect 
to earn more, or those who want to borrow to buy land, 
agricultural or transport equipment, must borrow from the 
regional offices. 

Before borrowing, each potential client must compile a
 
dossier, including:
 

1. A national identity card. While all residents should
 
have this card, many rural people, especially women, are
 
still in the process of acquiring them. To get one, you need
 

a. a certificate of residence from the local authority 
b. job certification, from work, school, or the local 

authority if you have no regular employment
 
c. a birth certificate, which older people may lack
 
d. photographs 
e. a government stamp costing about 10-20 Dirhams ($1-$2) 
f. all the above materials are taken to the police
 

station, where one also gets fingerprints, measurements and
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anotheor roeidence curtifi:ation, and the poIicm oend the 
mttoriaila to m cwntral officw 

g. one roturne in 4-6 woeku to pick up the identification 
cmrd at the policQ station 

2. New clients need proof of ownership of their land, 
eithor in an official title or a description of the property 
that they attest is corroct. 

3. Old clients may also do,tep 2. if they feel the value 
of their land has been undereotimated (and thus their 
potential loan set too low). 

4. All clients need (if it fits their case) 
a. estimates of the price of equipment (but not animals) 

that they wish to buy. 
b. authorization for pumping water or planting citrus 
c. if land title is with a group, or if a person is 

working the land of another (such as a brother or wife for a 
man working elsewhere), a legal transfer of power or 
authorization is necessary. Both the person(s) giving the
 
authori:ation and a local authority must sign the form, 
which usually takes only 1-2 days. 

Guarantees 
Loans are guaranteed by one or two people who are 

financially solvent and of good morality, who kign that they 
will repay the loan if the borrower cannot. 

Charges 
There are fixed charges for short-term loans: 8% for 

cereals and legumes, 3% for harvest expenses, and 8.5. for 
others. Ther is an annual interest rate of 10.5% for long
term loans.
 

Loan Decisions
 
Decisions whether to grant a loan are made by a local 

group that meets often, even twice a week during busy 
seasons.
 

Problems and Solutions
 

The CNCA has already solved many of the problems that 
limit women's access to credit in other areas. Their local 
offices, even located in rural markets at times, mean that 
distance to the office should not be a problem. In a 
priliminary survey during the summer of 1986, several women 
said they would not have a problem reaching the office. 
Several also said that the loan officers were very helpfl to 
them, so they did not find the process difficult. If a woman 
has land she can borrow on the same basis as a man, so there 
is no restriction in this sense. A more general limitation
 
is that many fewer women than men have land in their own
 
name, but this cannot be resolved by a focus on credit
 
policy. 

One potential problem is that women may have a difficult
 
time pursuing the several steps that lead to securing a
 
national identity card. Again, this lies beyond the realm of
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credit policy, and ther have been some general attempts to 
simplify the procems. COn my return to ONCA in March 1907, 
was informed that although the Prati nayssmngdithat a 
national identity card is required to obtain a loan, it is 
not essential and the requiremont was mentionod to encourage 
the population in p;nural to get the card. A problem more 

*closely relAtod to credit is that women may wish to borrow 
smaller amounts, *Specially for their first loan, than is 
now possible. In the summer survey, soveral women said they 
were afraid to borrow because they could not repay on time. 
If they could borrow small amounts they might be less 
fearful, and in the future would go on to borrow more. The 
small loan would also involve a small repayment, something 
the literature has shown women to favor. Another possibility
 
is to allow women to borrow not based on collateral like
 
land, which many lack, but on their productive capacity,
 
especialy as weavers of rugs.
 

The formation of credit groups or cooperatives, a solution 
that has worked in other areas, would probably not be 
feasible in Morocco. Very few Muslim areas have such groups, 
and in the summer 1926 research no traditional work groups 
were found to exist today. Further, the setting up of such 
groups would require a greater involvement than the CNCA
 
desires at this point.
 

A Regional Success Story 

Recent research in Egypt has examined rural women's use of 
credit (Howard-Merriam 1986) in a project designed to 
enhance the access of small farmers (of both sexes) to 
production inputs. It was found that the Small Farmer 
Production Project "...addressed major constraints affecting 
women's access to credit by bringing the Bank to the 
village, removing collateral requirements Egiving loans for 
sound farming practices], making more flexible and 
understandable loan terms, improving the quality of 
extension and credit staff,and developing projects in areas 
of women's primary agricultural responsibility [poultry and 
livestock] (1986:14)." A clear indication of the success of 
this project is that women borrowers went from 2-3% of the 
total before the project, to 8% in 1983, to 15.2% in 1925. 
Thus within a decade (the project began in 1981), women's 
borrowing has increased at least fivefold, and opened up a 
new market for rural credit. 
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APPENDIX IV 

TABLES 



TABLE 7 
MARITAL STATUS BY SEX 

Marital Status Males Females Total 

Unmarried (8) 9% (2) 5% (10) 8% 

Married (77) 91% (29) 78% (107) 88% 

Divorced (0) 0% (1) 3% (1) 1% 

Widowed (0) 0% (5) 14% (5) 4% 

TABLE 8 
AGE GROUP BY SEX 

Age Group Males Females Total 

20-30 (10) 12% (8) 22% (18) 15% 

30-50 (42) 49% (22) 59% (64) 52% 

over 50 (33) 39% (7) 19% (40) 33% 

TABLE 9 
EDUCATIONAL LEVEL BY SEX 

Educational Males Females Total 
Level 

Primary (20) 24% (3) 8% (23) 19% 

Secondary (13) 15% (9) 24% (22) 1B% 

University (13) 15% (2) 5% (15) 12% 

Vocational/ 
Professional 
Training 

(2) 2% (1) 3% (3) 2% 

Illiterate X3) 4% (16) 43% (19) 16% 

Unknown (34) 40% (6) 16% (40) 33% 

*. 
7 



TABLE 12 
BANK USAGE BY ECONOMIC ACTIVITY 

Economic Activity 

Bank Far Nor Mander Prof Far-Mar Civ.Sorv. Dipl-Un Total 

6-------------------------------------------------
None 14 4 13 2 2 1 4 41 

Yes-Un- 13 0 0 2 3 6 0 24 
specified 

BP * 6 2 6 2 7 4 0 27
* . 

Wafabank * 1 0 0 0 0 0 0* 1
 

SMDC 1 0 1 0 0 0 2
 

BCM * 3 1 0 1 1 0 4
 
* . 

BMCE * 3 1 0 0 0 1 0 ' 5 

CCP 0 0 0 1 0 0 
* 

1
 

More than 1 3 2 0 0 2 1 0 7

C
 

CA Bank * 11 0 0 1 4 0 0 . 

a------------------------------------------------o 
- TOTAL 53 10 20 '9 19 13 4 112, 

Note: The abbreviations for activities are: Far=Farmer, Mer=Merchant, 
Handcr=Handicrafts, Prof=Liberal Professions, Far-Mer=Farmer and 
Merchant, Civ.Serv.=Civil Servant, Dipl-Un=Unemployed Degree-Holder. 



TABLE 13
 
CLIENTS OF OTHER BANKS WHO MAY BECOME CA BANK CLIENTS 

May Become CA Bank Client 
Client of: 

No bank 

Unspecified 
Bank 

Wafabank 

SMDC 

BCH 

BMCE 

CCP 

More than 
one bank 

Total 

No 

9 

0 

1 

0 

0 

1 

0 

0a 

12 

Yes 

32 

25 

25 

7 

109 

- IN. 

- S - -I, 



APPENDIX V
 

A. ~rt 



FORM 8 
MODEL OF FOLLOW-UP LIST FOR BANK CLIENTS
 

Type of Amount 
Name Sex Location Job Date Account Deposited 

p
 



QUESTIONNAI.RES AND FORMS 



r
 
OM.E5TioNWAIRE 2 

st-.t .ienp.2m.t1It.fta 

Promotion ums seOrvices rendut pear la C.N.C.A aux femmes 
en vu.y doi mattre sur pled do nouvelles possibilites de 
crc~d3* , d'tpargne et autres services.(Conformdment aux 
"oumelle dirler:tves ) 

11 	 - Info-metinns sur I'enquett@e 

.N ..... ............ 2.5exe..... 3.Lieu ..........
 
". .r e ............. .Fonctions assumbes.......
 
.fate d'affectation........
 

1.11 Condtians 4conomique et sociale de le femme 

6. Activites de la femme locale: 
Type Ages [Situation Ila femme gardel utilisation 

Ifamiliale I son revenu I de 1argent 

II 	 I 

III
 

7. 	 Quelles sont les responsabilites de la femme dans 
cette r&gion2 

8. La femme dispose - t - elle d'un pouvoir de decision 
dans cette r~gion ? (prtciser) 

9. 	A quelles occasions la femme sort de son foyer? 
Visite Hammam Marche Travail Autres (pr~cxser) 

10. 	 Est-ce que la femme 6pargne ? Oui Non 
S1 ou , preciser la forme et le lieu 
Maison Banque Autres (preciser) 

I
 

-. N-.. 
~~1~~~'	 * V	 <i>';asr I 

-, --	 - - 



r
 

'rn~< I~~r aroupul tons cot crorjts allr A la 
.p.iI~t t~ on numero I3 

11. 	 PICmgts lucratifa reallsda par votre organisme 
Nombre Nombre do femmes participantes 

Forme Succes 

1 reF Nombre Coop/Indiv Oui:Non Pourquoi
 

1E. onrner un exemple d'un excellent projet rdalist par 
vote organisme (peut me pas 9tre inclus dans la 
!Iste ci-dessus) et citer les raison de son succes. 

13. 	lonne- un exemple de projet le moans r~ussi ralis6 
rar votre organisme et citer les raisons de son 
echec 

14. 	- votre avis. Quel est le projet le plus r&ussi dans
 
cette rgion ( rEalis@ par votre services oC autres) 
et les ralsons de son succts 

15. 	 :onpte tenL e !a nouvelle orientation bancaire de 
la 2NCA. pcurriez vous nous suggrer des projets t 
financer (nouveaux ou existants). Quelles serant, a 
votre avis , les conditions qui permettront le 
succes de ces projets. 

2, 

7 

*1 



16 	 r.D eomt ? -i mep Mlt I/H - Ftmm 

V". 	 CoopOsa*ive Compos'3 d0 fenmes ou mixtw 'tous) 
Activitas H/i Femme Finanre7mwnt CommercialisatIon 

P. £ ap-e -ouS. est-ce SC)US la forme coop6 ative ou 
ndxviouel)e oue les oojsts reussissent le mieux et 

DeOUoQUn1n 

VI Crmt" Ccofessionnell 	 ,L 

19. De quelle formation Drofe5sionnelle bdneficle la 
femme cars cette region? 

Type Die fait elle . qui exercent Par quelle voie 
apres 	la formation leur metier trouve-t-elle 

le travail? 

VII-	 Se- ,oo-axt marler aux femmes qui sont encadr~es oar vos 
ervce..EPrc.ser la maniere d'ttabljr ce contact. 

1t 

- - - . , -.. -e 



A. 

Q~AEWVlONN!1I~. 3 
Ii ' 

. BEST 
i 1.a l t I . , AVAILABLE 

L C . 

*cr---

A~ms 

0 1 

CGnc-to 

.<e,:.d -. 

*1.. 0 "' 

n :-ie ne 

-4 . x -t *1... 

1 

oucne1 

-

I '..-

.... .e-.....* 

odrnitat 

.. 

t. 

... 

.^ . . . c~._ 

I, 

u .. 

Date Ja- tenue de ,'aqsemb lIE 

C i u =cfngte 

Rela-tins a'-'Ec:- (p-cC1 er Ii 

annule1 

oui 

, netIee 

L 

e tL 

-'-'C...-' 

- 1...MEA.A. 

- : .ure...nt...-. 

1 

I I 



is-

I III 

V I~t''!'~'lL~-lI 

.13 -

A . 1..1 .. . . . .. 

.,~ r .4, '-U
c-b . 0 > " a . 1 ' ::CS '-l t iE. I t. 

tProbl&De'T Pr I-,'

. . . . . . . . . . . 

Lieto~c~se&ancr: . ..... ............ ........ 

+-DIat entre 2.2prodiutio'n et cmr.:-rcialisation. 

a 

BEST 
AVAILABLE 

- ,- ~ ------

- .,, . Y>:-~A - - '- -~ -~ k - i~t-*Qt t: .~ '-w~.'
.4 -t -. ,... S2At~4~~4AflttrM~. .....................................
 

- . ' . , 



*ti1LItO. VI114LLf1ML-1. ....i .ri~ .i V I r I v' . . .LL . .. .. .a. 

R l 1 l .-..m . . n.. l... r... . . . ..n . '....... . . . . . 

. .( . .' .L.... . .* .n. . . . .. . . .. . . 

Hunto~ @ .>9 .u.t. .* .. > t .a. . . . 

-Des 

4 ." L E r .t . . . .. .. . .... 
U1:b I .i ) -.. 

ar-,ws imgJl' 

Efca ;.z tIn d'Eccasr 

WA C' C 

R CeEV-t~aun leE rer:bnente. 

-: ~ -e._. . p_ can l-1 

BEST 
AVAILABLE 

-'A 

. -. ., . . , 

- . . . 4 - -. . '4-.. 
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QUESTOIOtAPirE 4 

MARS 1927 

' LEIL.LlUXA.IOQ 

1C 	Lieu de P'interview 

* vale 

,) * ce-cle
 

cI commune rurale
 

* douar
 

2' 	 Aoe 

3, 	Niveau d'instruction (scolarite. *formation
 

cirofessionnelles
 

-E 	 Etat matrimonial
 

5, Fonction
 

a' Foncrionnaire
 

I 

b 	 Conmergante (preciser le secteur) 

- propridtaire - locataire 

- garante - commerce ambulant... 

2~~ . - K - >2 -	 a 



c ExCplo Itan to ,agricc) (vpr".:lsrr I* sec tiur) 

-prDorlitarg 
 -	 ocatairip 

foccogiannelle, permanwntc) 

a dherwnte coopiratlve. 

-ouvrltrtp 


Cl' Industrielir (prtciser le secteur) 

-proprietaire-	 * rlarte
 

*oLIvr1~bre (qualifige, non qualifi4'e).
 

el Artisanat (or~ciser le secteur ) 

- individue1 cooptrat if 

- eutres.. famhil2 al 

- associatif. 

f) 	Remme au foyer (t~ches A pr ciser). 

- r~bmunbr@s non r4,mun~rthes. 

0.1 	Possedez-vous du cheptel
 

-bovins 	 -lapins 

- cvns -volalles

-caprans 	 -autres 
 A pr~sciser
 

o) 	DUel est le niveau de revenu de la familIle 

$
 
7 --	 77

- -~ .. * 4' 



CommeI."ClaIgtllton 

0.,o0I - QUt - ow Pt les problmos rencontrfl 

8 Afroetation du produit do la vente 

*' Los rummos dans cwtta rgaion wffectuent-elles des travaus 

1 ' Lo FEMME RURALE ET SON ENIRONNEMENT 

Part Icipation & la vie rurale et tconomique.
 

a) Sauk oul non
 

s oui act1ve passive
 

b) Marabout , fite, moussem. cui non 

c) Membre d'une association (A oreciser) oui non 

d) participation A des expositions (A preciser) 

e' Avez-vous un pouvair de decision ? 

Si oai, dans quels domaines ?
 

f) autres (A preciser)
 

2) Ex4cution de travaux en groupe (pr@ciser si famille)
 

a) travail identique
 

'.4 

4-
I 

-i 



b tr v A II dIff6ront 

3) Contact avec l'Administration 

a) autorit* s locales 

b) sente 

c) planning familial 

,d fevers feminins 

e) autres (A pr~ciser) 

i) Connaissez-vous une Banque oui' non 

Si oua 

a' laquelle 

b) en-Ctes vous cliente aui non 

c) si oui, pour quel produit ? 

5 Connaissez-vous la C.N.C.A. aui non 

3: ouj 

a) par qua 

t) depuis quand 

-"'C 

f.~. 



c) 	comb.jvn dw personnaw de votre entowrage I
 

connatboent? - Pau - beaucoup
 

d 	slon vous, que fait )a C.N.C.A.? Quel eut son rale 

e) 	 qur finance d'apr s vows la C.N.C.A.? 

f) 	cans le cadre de la nouvelle mission de la 

C.N.C.A. vous y prdsenteraez-vous pour un
* 
credit ? oul non
 

Si oui, pour quels objets et quels montants ?
 

g) 	 a quelle distance se trouve l'agence la plus proche 

de votre domicile et rencontrez-vous une quelconque 

difficult& pour vous y rendre ? oui - non 

Si 	 non 

a) 	oourquoi
 

b)Presentation de la C.N.C.A.
 

c) 	savez-vous que la CNCA accorde 'des credits 

aussi bier aux hommes qu'aux femmes ? oui - non 

-a.7 



I' 

Ill' J SRZ5CL IENTJA 

1) Clientelo CNCA
 

a) dopuxs quand 7
 

b) objets financts A ce jour
 

c) montent maximum sollicith
 

d) montent maximum accorde
 

e) avez-vous deji sollicite un credit qui vous a 6t 

refuse ? oui "non 

S1 oui. pourquoi ? 

Lequel ? 

2) Etes-vous egalement cliente banque C.N.C.A. Ctui non 

Si oui, quels produits :
 

- SCV - compte A terme
 

- compte depSt - compte courant
 

Si non, pourquoi ? 

ftes-vous disposee A ouvrir un compte ? 

3) Evaluation du service C.N.C.A (banque et cr~dit) 

S.' r.I 

'At
 



-- -

7 A ..0 Perto tun I ccUpV t I l dO as ClInInat 

out non 

o *tww-vous bie, Informte par son personnel 7 

ou i non 

Itvs-vous serv iv rapidement ? 

out norn 

cC e-fr I e-vous itre accuelll1e et set-vie Par une 

'erme 7 on non 

o'ares vous la CNCA ecge-t-elle trop de garanties 

out non 

f accorde-t-elle facilement des credits 7 oui non 

- fcrmalite - delaa 

- conseil - information. 

go a quelle distance se trouve I'agence la plus pcochei 

de votre domictle et rencontrez-vous une qielconquE 

diffaculte pou vcus y rendre 2 

I' 2iSPECT BANCPIRE 

a) Est-ce que la CNCP est aussi une banque 7 ou: non 

. ~ - 

',- - - - - . - -- , ;. -ft........-,
 



b Est-cp quo hI CNCA nuvro lo samoda mAnn * 

OU I non 

C ) Et-cg quit Is CNCA r~munfer %at dopats ? 

oul non 

a' Est ce quip son services son t gratuits ? 

OmI non 

et 	Parmk les produits suiNants y'en-a-t-il un ou 

plusieurs qui pourralent vous interesser ' 

- @Dargne logement 

- C-dit multisaleire 

- credit equipement domestique 

- compte sur carnet 

- compte 6 terme 

- oDerations avec 1Ptranger 4transfert) 

- asGurances retraite, accident. invalidit..'. 

- autres (a preciser.* 

C' 	 ruccestionS et attertes 

a,, 	=jiente d'une autre banque
 

pour quelles raisons ? 

- distance - accueil - service 

- montant - assistance - garanties 

- autres suggestions pour amtliorer les services 

rendus par !a C.N.C.A 

~. '3'
S 



D'!. .' fl 	 I ' vOUUAf' 0 9tt . V'OU. PAC J IA CIL I Ot t 

'4wi( 10fhitVoul -0: -1 t ic"' 	 le. 

c) 	quaeIs sratent selon vous los ob uets que Ia 

CNCA Dour ra it fi nancer ? 

-	 #Fnancement de - I 'artIsanar 

-	 16 D~Cbe 

,e tourisme 

- les projets forestie-s 

- la cmmercialisatier 

- diyers (coiffure, 

boulancerle...' 

: Dou-,alterier-vous a je la CNCA matte a votre service

des cjuijhets ambulants presents jeurS de Souk, 

.. ) oui non 

i 2,1 Ltes-vous discosee a v ddposer votre argent. 

ae cr: "es futures dtearcleuses de la C.P.C.A. 

DOu-atefnt 1ous-grre utlies iformalitts, Qi ces...> 

3. 	Dobsertercamns Ct sucoestions . c-eri=er) 

4 	 ~** 

>2t 	 - -~ 
-4-..t . * 	 1~ 

.4,. 



'. 4 LE IA'L1LThdBRUA 

I1 ANv:-vous rhcamment cons trutt ou *menag& votre loement 

out non 

Si oul depuis quand 7 

2) Save-vous que la CNCA f inance la construction de
 

logement en milieu rural ? oui non
 

Sa oui a) par qui ? 

3) Avez-vous daj4 so1licitt un cr&dit habitat rural ?
 

oui non 

5I out a> quelles sont les raisons qui vous ont 

DOUSS@ A construire ? 

. Stat dfectueux de 1'ancienne habitation 

. famille nombreuse 

. absence d'dquipements sociaux (four, 6cole, 

dispensaire) 

. non proprittaire 

. autres ( A prsciser) 

4) S vous deviez construire un nouveau logement, quel 

materiaux utiliseriez-vcus ? 

1)9 

i
 

* .- . .. ~*t A. * * 



9 

b) Aurlf)-vtu§ touhit 1@ financompnt do 1'am~nagement 
am iotro logement ou son o@tonsion 7 

Cul nort 

6' Comment vous parait la proctdure suivic par 

pour P'octroi du cr&dit habitat rural ? 

la C.R.C.A. 

-acile 

Compliquoe 

-

-

cut 

oui 

non 

non 

pourquoi 

pourquoi 

7 

7) Suggestions (A preci5er) 

VI/ VOLET FLDIAS 

1) Voyez-vous la 

Si oui, quand 

2) Ecoutez-vous la 

Si oui, quand ? 

tS1Avision 

? (heures 

radio ? 

(heures 

? oui 

d'dcoute, 

Oui 

d'6coute, 

non 

dmissions) 

non 

6misions) 

1 
11 Signature et date 

S 
~"~1~~  7-

S. 

* * a. 

1,. 



queCsT~nw-GLuIDE 5 

_QUESTroU6 - GID. 

No I ....................... Lieu a .............. ,Etat matrimonial........

............................ nivesu d'instructaon...........................
 

1/ * 	 .Aves vous des enfants sana emploi myant une formhtion professionnelle, a 

un niveau bac ou un dipl8me universitaire ( nom, Age, date de dipl8me, 

expirience.....etc).
 

2/ - Y-a-t-il un membre de votre famille qui travaille A 1'htrangerY (nom, 

parent4, lieu et type du travail, modalit& do transfertzutilisation de 

1'argent..... 

5/- Pr6sentation de 1'objet do votre mission.
 

4/-	 ( A poser cette question si l'int6ress& eat client de la CNCA). 

- Vous, qui Stes client de la C.N.C.A, 8tes-vous satisfait des servicei 

rendus t
 

- an ziveau des cr6dits
 

- an niveau de la banque
 

5/-	 Avez-vous une activit& autre que 1'agricultures ( demander quel secteur
 

volume, commercialisation, utilisation de l*argent......
 

b/ -	 Avez-vous recours a une banque? ( laquelle, pour quels services.........
 

7/ -	 Avez-vous des proolimes avec cette banque? 

U/ - Nous aimerions vous avoir en tant que client-banque, quels mont les 

services quo vous souhaiteries qu'on vous offre? 

9/ - La C.i.C.A va mettre en place une demarcheuse, on quoi pourrat-elle 

vous aider (formalit6s, piices, information......... 



Fr0 M N - 6
 
ynHz D~':;rNTIFICATION DE LA 

PERSONNE INTERVIEWsz 

Sortio an dnte du I 

Province do	 Qercle de Lieu: 

Nom 't PrInom	 Sexe : Femme - Romme 

Tranche d'Are : ( 20 - 30) ( 30-50) > 50 

Etat Matrimonial t chlibataire - marii - divorc& - veut-

Nivenu d'instructnn: primaire - secondire-universitaire-professiorinelle 

Activits : 	 rrincipale 

anniexe 

Client zrit 	C.U.C.A : oui - non 

Client Bensue C.N.C.A:oui - non 

Client d'une 3utre banoue : oui - non 

Services bancaires sollicit&s : 

- Perception de la C.N.C.A dans le domaine bancaire :-mauvaise

aoyenne - bonne 

- nouveaux objectifa de la C.N.C.A dans le domaine 

bancaire : 

- intir&t manifest6 par la personne interviewie: 

via A via desouvaux objectifs do Is CNCA ! 

dens le cadre bancaire.......................: 

D6±archeuse
 

- THE:
 

- Dipl8mes sans travail 

- autre personnes g contacter : 

~<7 ~~~~--	 -j 



2,
 

10/ - D'apr6-vous quela services offre I Q.n.C.A ( oridit, banqueautrea)Y 

11/ - La C.N.C.A finance iagrituture, l'agro-iuduatri., IHabitat rural, 

( ouvert A toute personne, queique aoit le revenu.....), mIle a 4tendu 

son champ d'iaorvoution & i pche, i'artiaanat, commerce, profession 

l2b6rales .... etc. 

12/ - fous sommes venues vous voir pour I entre autres, connaltre vo attentes 

en matiire des services bancaires, afin de nous aider A Alaborer an 

rigame ban.aire: 

- d6couvert 

- multasalaire 

- cridits divers ( Equipement, consommataon......) 

13/ - Ces nouveaux services bancaires serout mis en place approximativement 

.................................................. ...........................
 

14/ - Demander quelles sont lee personnes de la rhgion qui serou. intbresses 

par notre projet bancaire C nom, adressezactivit&.....). 

- - - ~~'~'*j.h - * 

I-

1* 



-- - - - - -- - - - - - -- - - -- - - -- - - -- - - - -- - - -- - - -- - - -

06AO 

O OR DE StiV! -

OPERATION RELATIVE A LA PROMOTION 

DE L'EPARONE RURALE 

?4
 

- .L.C.A do Cerole t 

Nom at Pr6nom du client: Commune Rural*% 

Sexe : Femme - Homme : Douar : 

! I II 
S C V 2Compte d6p8t autres 

!I ! ! 

date d'ouverture I I 

!- --- T-
Montant dipos4 

Les raisons qui ont prisidees A 1'ouverture du compte
 

i/ A la suite du .ontact avec * le groupe dea dames 

* le Directeur do lagence 

* agents de la C.N.C.A 

* dbmarcheuse 

* lea voisine 

* lea autorit6s locales
 

* autres A pr~ciser. 

2/ Autres raisons A nriciser !
 

(1) on peut mentionner plus d'une option.
 

- -4, -'C-- * - C 

- **i'* 
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