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"EXECUTIVE SUMMARY

The primary goal of this pllot project in the Khemlsset
Province of Morocco was the promotion of rural -savings, with
a special effort made to include women. The project was
carried cut by the Calsse Nationale de Credit Agricole -
(hereafter CA) as part of its new orlentation 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 Moroccoe by the description, analysis.and
evaluation of the project in this report. The second was to
inform the heads of provinclal services, directors of cCA
local offices, and potential clients of the new banking
orlentation 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 pllOt project was carried out by the newly-created
Team for Promotion Féminine 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 banking 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 banklng services most requested by the
target pepulation in general were facilité de caisse
(easy access to funds), découvert (credit for supplies),
credit for housing and eguipment, and checking accounts.

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

o



’\/’//

During thm one and one~half monthm we spant contacting
Totontial CA bank cliento, the number of accounts
ncraased by 333 (65%), and the deposits by 8,293,000
Dirhams or $987,262 (176%). If full banking sarvices had

beeén in place, we aéxpect these increases would have beaen

much greater.

* wa produced this report to sarve as a gulde for future
projects

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


jmenustik
Rectangle


CONTENTE-

Acknowladgements
Introduction

Preparation ‘for On- tha—Ground Research
and Promotion .
- The Project Region
The Sample °
Methodology
Development of Questionnaires
Making Contact with the Target Population

Data Collection |
Interviews with Officials
The Target Population
Telephone Interviews

Data Treatment and Analysis
Data Compilation and Coding
Tabulation of Results N

Results
Characteristics of the Sample
Bank Usage
Banking Services Desired
Evolution of Deposits

Conclusions, Evaluation, and Suggestlcns
General Conclusions
Evaluation and Suggestions

11
12
12
14

15
15
16
16

17
17
18

18
18
26
30
37

39
39
41



Table

Table

Table

Table

Table
Takle

Takle
Takle
'Table

Table

Table
Table

Table
Table
Takble
Table

Table

10

11
12

i3

14

15

ls

17

TABLES

Banking Infrastructure in Khemissst
Province

. Actual anhd Potentlal CA Loan Clients

Distribution of Ecconomic Level and Sox
in Sample Population

Distribution of Economic Activity by Sex

Distribution of Economic Actlvity by
Economic Level

Distribution of Sample Population by
Location and by Sex

Marital Status by Sex ' App.
Age. Group by Sex App.
Educational Level by Sex " App.
Bank and Loan Usage by Percentage of

Each Sex

Bank Usage by CA Loan Clients

Bank Usage by Economic Activity App.

Clients of Other Banks Who May Become  App.
CA Bank Clients

Banking SerV1ces Desirerd by Economic
Level and by Sex

Banking Services Desired by Economic’
Activity

Increase in.Number of CA Accounts by Type
and by office

Increase in Amcunt Deposited by Account
Type and Qffice

P e T

10

19

21

22

24

Iv.

Iv
Iv

26

28
v

v

31

35

37

38

¥4



H

V4 ///‘

__ACKNOWLEDGEMENTS

Thera are many people without whose cooperation and
support this report could not have been written, and I would
like to thank them for their help.

Mr. Rashid Hadawi, the new Director Gengral of the Credit
Agricole, shared both his ideas and his time generously with
the project team, and in addition provided the material
support necesesary. The creation of a team of women charged
with Promotion Féminine under his administration is an
indication of his interest in involving women in econonmic
development.

Mr. Ratté, Mr. Hajawi, and Mr. Tazi at CA headquarters
were very helpful with the use of computers in data
analysis.

The assistance of the regional and local cA directors was
essential to the success of this project. The regional
directors in Khemisset and Rommani, and the Mocal directors
in Khemisset, Rommani, Tiflet and Culmes, were very generous
with their ideas, time, and locales (for interviewing).

The women and men we interviewed were of course also
essential, and are thanked for their kind cooperatien.

Mr. Paul Crawford, the supervisor of this project for
USAID, provided helpful advice and support at several
points. The people who served as liaisons between the CA and
USAID, first Mr. Ez-Zarzarl and. then Mr. Ben Bashir, are.
also thanked for their assistance.

Finally, there is the Promotion Féminire Team: Mmes.
Zeidguy and Bouayach, and Mlles. Sba'i, El Ouafi and Naji,
and former member Mme. Berrahma. It is not appropriate to
thank them for their assistance with this project because
they did not assist; they did the project. Instead, I would
like to thank them for the privilege and pleasure of working
on their team.




ol

~s

INTRODUCTION

Thie project, and séme of-fhe ch&hges it has undergone,
are best underst?od when viewed in the context of important
recent changes at the Cailsse. 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 rcle of contributing to the integrated
development of rural Morocco. Several actions were seen as

important in reaching this goal, including:

* increasing the finanecing 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
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tha Jncourngement of savings in rural areas, including

‘women. It is with these last pointa that this project is

concgarred. In uédition to savings, tpe CA qants'to include-
the'rural population in economic developmaﬁt by making
available to ‘them a ﬁtde range ¢f banking serviceg. One‘wéy'
in:which this will relate to.ﬁomen is that tﬁe ca will
aséiéé witp!the identification and financing of projects
that would help to impfﬁve their standard of 1living. The

. .
financing of future projects for women who have savings or

.checking accounts 1s alsc seen as a way to encourage women

to open accpunts. While USAID originally envisioned two
s?paraté projects, one on credit for rural women and another
on mobili?aficn 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 C3 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 fhen be lent out,
so they are beginning with this step. The identification and
financing of income-generating projects will receive more
attentioé in the future. A current action to encourage women
clients is the planned appointment of special female staff

(démarcheuses) 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 pilet project undertaken

in March, 2pril and May of 1987 in XKhenisset Province, a

- g . B L e e e
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project whose major goal was to promote rural invingn,f '
including among women. In order to reach this primary goal,
J:rlo socond&ry goals were. involved. The first was the

roduction of this report-to describe, analyze and avaluate

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

to promote rural savings -in thelfufure. In effect, this
reﬁort 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
involed simultaneous marketing. Third among the secondary
goals Pas té 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 carrieg 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 féminine (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, Jennate Berrahma, was
centrally involved at first, but other duties foréed her to

leave the group. A seventh member, Mme. Ez~Zahiri, took part
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d.n' the oarly' stagez of quastionnaire formulation, but wap
nable to pnrticipate in the ﬂield research. Tho- group

cu:rantly consists of women wilth a variety of bagkgrounds_

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

Zeidguy, Itto jtraining

Sba'l, Rahma secretary general's office

LE1 Quafi, Malika  rural housing

Naji, Raja banking operations
_ Bouayach, Amina materials, with sociclogy background
" Davis, Susan sccial science research

It vas this team that planned and carried out the pilot
pré}eg;, and analyzed the-results and wrote a final report.
A jo%nt final report was planned, but time considerations
precluded this. However, the Morocccan and American reports

were outlined together and sheculd 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 Reglen

Ths brojec% group, in consultation with the Director
eneral, decided on desirable criteria for a pilot region:
ﬁthese afa listed below. They then collected data from
'saveral sources to see wheth;r a proposed pilot region met
ithése_ criteria, and based on these sources prepéred a
menograph of the region. The sources used included an
| overview 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
areai qﬁg information from the Office of Cooperation on the
number?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 projec;s and current clientele.
Because it fulfilled the-crit;ria for a pilot region well,
the province of Khemisset (about an hour's drive southwest
of Rabat-Sale) was chosen. One major criterion for the pilbt
area was that it should be an area of strong and diverse
economic activity, so that savings and banking operaticns
would be useful for the population. Further, women should be
economically active, so they would be involved ih 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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agkioultural production of the proﬁinco is 35% of that for

the oconcmicnll}-prcauctivo norﬁhwsst rogicﬁ of Morocco._In
a dition, herding is also importnnt, with 6,8% of 21l cows

ln Morocco (the area in third place) and 4. 6% of all’ sheep

ﬁin saventh place). located ip the province. After

agriculture, handicrafts (defined locally as all work dbne

[ 1 ;
by hand and including activities like weaving, sewing,

carpeﬁtry and construction) are the most important activity,
involving 12% of the population. Women are active in this
sechr, especially in processiﬁg woel and weaving. Further,
there are 13 cooperatives in this sector, with seven in
Khemisset, four in Rommani and one in Tiflet,

TwWwo ?ther, related criteria were the existence of an
adequate infrastructure in fhe 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 tc the towns with regional and local CaA
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 spandard of 1living of rurél people by

helping increase animal, vegetable and forest production,

and developing the socio-economic infrastructure, including

- . - N N g . =
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health and educational facilitles. Thus the presence of an
integrated project will encourage economic &ctivity, one of
the selection criteria, _
f Another criterien wés the'preseﬁce Ef-ioth an actual and'g
potential banking infrastructure in the &rea. 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 1ls an active market for
banking services in the area, and that a good deal of the

population is already familiar with them.

:

N TABLE 1
P BANKING INFRASTRUCTURE IN KHEMISSET PROVINCE -
Location Commercial Banks €A Offices
Khemisset BP = BMCE ~ BCM ~ SGMB CRCA = CLCA
Rommani Br - SMDC CRCA ~ CLCA
Tiflet B? - BMCE =~ BCM -~ SGMB CLCA
Oulmes . ' CLCA

(Note: CR means Caisse Regionale, which deals with well-
cff 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
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basic suvings services, it }vn_l ‘felt that some wore
understaffed (eithor in terms of numbers o; of banking
expertise) and should have new psrsonnal. Several also -
lacked necessary materials, including éypawriters and
vehicles, to be fully egféctive. Scme alsc had inadequate
space, and will se 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 céntral 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 poten%ial female CA leocan clients
in the area, indicating wémen's economic and baﬁking
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 éctual numbers in

Table 2 show that such women are available.

Y
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: TABLE 2
ACTUAL AND POTENTIAL CA LOAN CLIENTS
- Oftice Total Clients Female Clients

Potential Actual ~ Potentinml Actual
CR Khemisset 3,668 3,113 41 24
CL Khemisgset 17,803 5,037 1,039 ‘ 215
CR Rommani T 410 920 5 47
CL Rommani 9,854 7,127 ] 125 .72
CL Tiflet 9,553 3,914 : 945 195
CcL Oulmes - 8,869 3,184 275 116

(Note: CR means Calsse 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 t; pool funds to serve as
collateral, and facilitate client contacts and collections.
The 0ffice 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.

+
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The Bampla

The major sample was the target populatien, whom we agk@g
about 5ankih§ services desired and alsoc current bﬁnking :
practices. In addition, we spoke te the heads of certain
p;ovincial services and the directors of some‘cgopefativéé,‘
and also to CA officials, both to obtain an overview of tﬁe.
area and to facilitate contac£ with the target popuiation.
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 provinée, 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,
aleng 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



for tiﬂanoing, and perhaps ildentify productlva projects

based on their suggestions,

Our goal was to contact }qo people, half-male and half

femalé; They should be divided into two economic levels,

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

included farmers who were clients of the Calsse-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 professicnals like doctors,

lawyers, pharmacists, high~level civil servanpts, 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 guestionnaires. We developed several

guestionnaires for different groups. The first step was to

contact heads of several provincial services and CA

officials, to tell them about our projeqt so they
us to know more about the target population, tell
about our goals, and assist us in making contact.

ends, two guesticnnaires were developed for these

could help
that group
To these

officials.

L
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one focused on the economic potentials of the region (cf
Questionnaire 1), and tho othor on women's nocialiﬁositi n
and ooonomic activities, as wall as the number, kind an
success -of cooperatives in the region {cf Questionnairﬁ 2) ¢

We devaloped another questlionnaire for the heads of 1ocal
cooperatives and working groups, containing informatiop on
number, type and duration of membership, and on -
organization, management, and production figures (c¢cf
Quesoionnaire 3).

The major gquestionnaire, that for the target population,
evolved in several steps. We first attempted to use an
eleven page form which contained data on ecopomic roles and. N
the possibility of saving, perceptions of bofh 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 & limitedLsample, it was decided that
it was too long and detailed.

The second step for the target population was a two page
guestionnaire-guide. It was planned that one team member
would use this for guestions to guide a conversaticn 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 (cf No.

6). This one-page form contained baseline information on the
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perscn {name, locale, 2age éroup, marital status, proressﬂon,

sducation) and information on banking practices aﬁ& daesires.
This format was adopted bacause it was wall-suited to a -
situation in which we were boih collactiﬁg data and trying
to encourage peopls to use thae CA's neﬁ services. It wa;
felt that a traditional questionnaire would be too
impersonal, while the interview f£it more into a
conversational context. In addition, the form was easy and
guick to f£ill 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, sincq they are very N
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 whe

1
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"gonformed to our des‘irod sanple characte:&sticu.":‘hey then ‘
centacted these people and made uppointm;ﬁtn for us to mse
them. The CA ataff was especially important in ihis role; .
their knéwledée of tﬁe area's economic diversity and fheif
personal contacts based on trust were essential.

Finally, our research group met with members of the target
population, nearly always accoﬁpanied-and intfodu;ed by a CA
official or a provincial representative. The CA officials
were also especially helpful in reformulating some of our
explanations into terms they Xknew their clients would

understand, and frequently helped present the information.

" N
\.\
DATA COLLECTION ?
While several types of data were collected, it can be
grouped into three general categories of interviews. Within

each category, the metheds of data collection were similar.
Interviews with Officials

One category c¢oncerns 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

— - - . o ——— e — &
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longest of these guestionnalras (No. 1), it was ta:f to be - .

moct efficlient to leave a copy with the official, to b; sent

]

The major category was that of interviews with the‘'target

to us,

The Target Population

population. We saw a total of 122 people in a period of
twelve days in the field, averaglng ten people a day. It
should be noted that these days were scattered hetween March
16 and April 30. This was necessary both to revise the
cuestionnaire and evaluaté our approach between yisits,\?nd
also because such work is wvery intense and draining, anq>
could not be carried out effectively by interviewing in a
long stretch. The locales of the interview included CA
offices, farms, workplaces, a hgndicraft 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 catedory 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

= et e v—m—ar
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amount of meney depositad, and the breckdewn of new clients
b} sex. In fact, we had propaéod a :igpg ds gnixi‘(rollow-up'
form; of No..7) containing this information and left it at ‘
geveral offices, but it was seldom filled out and/or sent to
us. Since this_ihfbrmation ls very impqrtént-in qssessing
the impact of our visits, we have prepared a model of a
follow-up list (¢f No. B) tc be sent to each CA kanking
office. If each office records their new accounts in this
form and send us a copy of new entries pericdically, it
should be easy to both assess our impact and keep track of
the development of banking clientele.

DAT2 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 understocd -

by scanning the questionnaires.
Data Compilation and Coding

The first step was compilation of the data intoc a usable
form. We put all our data ontc the identificatieon form (Ko.
6), even though some of it had been collected with previous
versions of a guestionnaire. We also completed some of these
forms after our return to the office, based on noées we had

made during the interview, and group discussions of people’s
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responses. This 1s ancther reascon to have time in the offica

betwesn days in the fisld, After putting all data into the
same format, we tabulated .all ths data onto tables, with one
line for each person. ' -

After the data were complled into compact form, they were
ceded. Each data Eoint waa given a numerical code, so that
it could be analyzed on the microcomputer (Appendix III
shows the data,both the tabulated and coded; Appendix IIla

is attached and contains the meanings of each code).

Tabulation of Resulté

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 pbpulation, 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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sorvices. This is kecause if the ¢haracteristics of two
groups ovarlap substantially, what appear to bs resulte -dus
to one-variqble, such as Bex; may actually be due to
ancther, such as eccnomic level, 1f sex and economic level
largely overlap. ‘

In fact, this is indeed the case with the target

population.
TABLE 3
DISTRIBUTION OF ECONCMIC 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 teotal sample was one hundred and twenty-two people,
larger than the one hundred ant}cipated. We interviewed
people of both sexes and in the two eﬁonomic 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 "=mall" 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 meodel for their neighbors.

In terms of sex there was also an unequal distribution:

females made up 30% of the sample and males 70%. While

19



enough of tadﬁ sex ware included to giva an ingicétion of
thelr banking practices and desires, the sexes are not

_aqually distributed 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 unlikely, with a
probability of .02. When one sees a particular result that
appears to be related to membership in the "niddle" econemic
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.

i
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- TABLE 4
DISTRIBUTION OF ECONOMIC ACTIVIT; BY SEX T
Bex ) . Bex
Activity . Males  Females Total Males  Females
: (Column Percentages) (Row. Percontagoes)
" Agriculture/ (37) 44% (12) 32% 40% (37) 76% (12) 24%
Herding
Commerce (5) 6% (5) 14%  B% (5) 50% (5) 50%
Handicrafts (9) 11% (11) 30% 16% (2) 45% (11) 50%
Liberal - . |
Professions (6) 7% (2} 5% 7% (6} 75% (2) 25% |
Agriculture-
Commerce f16) 19% (1) 3% 14% (16) 94% (1) 6%
civil f
Servant (8) 9% (5) 14% 11% (8) 62%  (5) 38%
Unemployed " i
Degree- '
Heolder (3) 4% (1} 3% 3% (3) 75% (1) 25%
Unknown (1) 1% (0) 0% (L)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 bsing most common
for both women (32%) and men (44%); this group-included 40%
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 orgaﬁization and likely to be interested in using

it for bpanking operations.'
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Mofa than halt of:tha males sampled wofked in either
agriculture or agriculture and commerce combined (44% and
19% respactivaely), whilq over half the rémalés worked in
either agriculture or handicrafts (32%'ana 30%), Two areas
showed large differences in activify by sex: more women
worked in handicrafts (30% Qs. 11% of ﬁales), and mére males
practiced both agriculture and commerce simultane;usly (19%
vs. 3% of females).

TABLE 5
DISTRIEUTION OF ECONOMIC ACTIVITY BY ECONCMIC LEVEL

Activity Economic Level
Middle Small-Scale

Agriculture/ (41} 55% (8) 17%

Herding

Commerce f4) 5% (6) 13%
Handicrarts (2) 3% (18) 38%
Liberal '

Professions (8) 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) 61l% (48) 39%

The differences by sex ln certain areas of activity should

be kept in mind when examining Table 5. The areas with the
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" largest differences in ecenomic levels of the people sampled

are agricultﬁro and handicrafts. Agrioculture contained ths
largest percantage of the pecple falling in the-"middla"
éccnomié categﬁry, end conly 17% of those in the “"pmall"
cataegory. The largast peréentage in the "small" group was
found among artilsans (38%), while only 3% of the "middle"
group worked ac artisans. While the largest percentage of
each pex was invelved in agriculture, 1f we break down the
sanple 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 "midgle" 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 commonh for women, ameong whom
this is the second most common activity here; most women
also fall into the "smallY group. However, when we look at
the percentages of people engaged in handicrafts by sex, we
find them to be abcut 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 cone

sex in this sample.
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Overali, the predeminance of farmera in ouf':amplo (405),
combined with the fact of their general prosperity,
indicates we focussd on & good group for the mobilization of
rural sh?ings.'On'the othar-hﬁnd, the fact that people in
handicrafts formed such a large percentage of the "small"
category indicates a need for innovative étrategies in
deéling with this group. While handicrafts are the second
most common activity after farming in the target province,
are a possib;é area for future financing, and are of special
interest for women, these data shgw that people in this area
may lack the funds to open and maintain a bank account.

TABLE 6

DISTRIBUTION OF SAMPLE POPULATTION
BY LOCATION AND BY SEX

Location Males Females Total

Khenisset (16) 18% (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 fiye 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 tha CA was spread widily. Ona
potential problam 1s that only one woman was contuctod in
the thrnc smaller towns of Maaziz, Oulmes and Tedders! the
rest ware from much larger towns. If we especinlly want -this
project to reach rural women, more aeffort should be made to
contact women in small centers.

The rast 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 women are
divorced and 14% are widows, while no men fall into these
categeories. Such women are perhaps more likely to be
econoﬁically active, needing to support themselves and their
families, and might be especially interested in economic
projects. ‘

Table & 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 dﬁring these years; younger
people have had less time to work and earn.

Table 9 shows the distribution of education by sex; reople
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),
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and_tho other is that the most common cdtngory of sducation
ié "unknown". If the CA wishes to support projscte for
pecple with profassiongl training who are unemployed, more
ofifhem shauld be contacted. The large percentage of
"unknown" responses reflects the fact that the researchers
~ felt the peoﬁle interviewed might be uncomfortable if asked
about thelr educational level. Thils was partly because the
guestions 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 ﬁo
education. In the future, this question should either be

asked systematically or dropped.
Bank Usage

Since mobilization of rural savings invoives the use of
bank facilities, it is interesting to look at our sample in

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

TABLE 10
BANK AND LOAN USAGE BY PERCENTAGE OF EACH SEX
CA or Other No Lean
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)

Sanmple
Note: Percentages of each sex do not add up to 100 hecause

pecple often had both CA loans and some type of bank
account. Numbers in parentheses are individuals.
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It is interesting that mere than half of the pacple in
general usa both loan and bank services. While womég'hnve
- about twenty parcent less loan; and bank accounts than mé,,'
tha fact that over forty perceﬁt of the.women use aeach isi'
impressivé, especially givenjtha fac£ that the majority of
them fall into tﬂe_small¥scale économic‘categbry. 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 sanmple 1ls interested in
financial services.

We can also examine which banks are used by people who are
CA loan clients, €A bank clients, and people"yho have no

dealings with the CA. Although collection of these data was

~ 7 s

not among our original gecals, they provide interesting

information on CA's competition in the banking domain.
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; TABLE 11 ) .
BANK USAGE BY CA LOAN CLIENTS, CA BANX CLIENTS, AND OTHERS ./
Client of: CA loan Clisnts CA Bank Cliants Others
. (68 Paopla) (18 Peopla) (21 Peoplé)
BP 15 5 9 |
Wafabank ' l . 6 0
SMDC h 0 i
BCH 2 0 2
BMCE 2 1 3
CCP l 0 o]
More than
one bank 5 3 3
Bank, not
named 17 1 " 3
No (other)
bank 16 4 0 meema———-
CA bank 16. 16 0
Missing

data 8 2 0

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

There are four main banking patterns of CA loan clients.
They may also bank with the C2, 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 account?
with other banks. This is probably because the othér banks

offer services that the CA has lacked; with the new wide
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rangs of services, many of thesa pecpls may connélidnte)all
their accounts at the CA. = /
_ Of the twanty one people who did not deal with the CX, the
largest number (9) were clients of the BP. This, plus 'he
large number of CA loan clients that deal with the BP,
indicates that the BP is the banﬁ 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 }argest categofy\
is "no bank usage", which contains 41 cases. Two activities\i
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), foilowed 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 Appnﬁdix IV, Overall, 109 paocple sald
theoy oould become CA clientasr only twgive lafd thoy could

not, Nine of thasa twelve were not currentlx bank'clienta,

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 éaSy to attract their ¢lients. on

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

very polite, and that their overwhelmingly positive response

to this guestion may be mainly an indication of that.

Banking Services Desired N
\\
N
(

Another important area of investigation was the banking
services desired by the current and potential c¢lients 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 |

BANKING SERVICES DESIRED BY ECONOMIC Z(LﬁVEL AND BY 8EX

Services " Economic Level Bex = - . Tetal

Desired Middle Small Halef Female Raquests
Insuranca - 1l 1 1 { 1l -2
Health : !

Insurance .2 0 2 0 2
compte o

Courant 2 0 2 ‘0 2
Credit for _

Equipment 4 8 11 1 12
Credit for

Investment 1 5 3 3 6
. Credit for :

Housing 5 9 6 8. ' 14

” N
Decouvert 13 6 10 9 N\ 13

N

Checking 4

Account 11 1 11 1 12
Financing

¢f Earvest 1 0 1 0 1
Line of :

Credit 7 1 g ()] 8
Operations

Abroad 1 0 1l 0 1l
Revolving '

Account 1 0 1 0 1
sSCcV

Savings 0 4 0 4 4
Facilité

de Caisse 22 7 23 6 29
Total

Requests 71 42 80 33 113

by Group

Note: Underlined terms do not translate easily into brief
English phrases.
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Table 14 revenls severa intarnatiqg facts. By looking at
the far right column for'tot;l raquasts, we see which
banking services are most frequently regquested by our
sample. Facilitf de caisse, or ease of obtaining funds, is
the most requested (29), followed by découvert (19) or
avallable credit to buy comﬁercial stock or materials for
production. They are followed by housing leans (1l4), 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 theﬂhiddle and thé small-scale
respondents requested é numberzzf 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 recuests by
group are nearly proportional. In fact, the middle group had
glightly 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 greoup
were for dacouvert (13, vs. 6 for the small-scale group),
checking accounts (11 vs. 1), and facilitée 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 facilité de caisse (7 vs. 22). The

requests reflect their different levels and types of
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activity. The middle gkoup is more ocanomically active and
on a larger lca;a, thys nnnding quick access to fund- for
operating expenses. Opa must also recogniza that checks in
Morecco are seldom u?ed for individual expensas, but rather-
as part of a business. The requasts of the_smallfscale 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 1in ready access to funds.

With regard to services desired by sex, men made a total
of B0 reguests and women a total of 33. While at first it
appears that men desire services much more tpan women, one
must XKeep in mind that woﬁ%n are only 30% of’the total
sample. Seen in this light, their requests are proporticnal
to their numnbers in the sample. This means that women
request nearly as many services as men, which is especially
interesting when one recalls th;t a majority of the men
belenged to the middle eccnomic 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
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leen concerned with bank/ ssrvices because of less acoess in
the past, are indood inﬁLrasted.
Another way to look aL bank sarvic-s is how often sach is

requested by people infdifferant economic activities,
illustrated in Table 15.
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j TABLE 18 ‘
DANK SERVﬂCES DESIRED BY ECONOMIC ACTIVITY
Services - Econemic Aotivity
Desirad Far Mer-Handcr Prof Far~-Mar Civ. Serv. Dipl—Un
Insurance h r 0 0 0 0 1 0
Health :
Insurance 1 0 0 0 1 0 - 0
Compte ' \ .
Courant 2 0 0 0 0 0 0
Credit for
Equipment 1 0 6 1 3 1 0
Credit for
Investment -1 0 1 0 1 0 3
Housing )
Loan 2 0] 6 1 2 3 0
~ i
Decouvert 4 3 5 4 3 0 0
: B
Checking 6 1 6’ 0 5 0 0
Account
FPinancing
of Harvest 0 0 0 0 1l 0 0
Line of :
Credit 6 0 0 0 2 0 0
Operations
Abroad 0 0 0 0 1 0 0
Revolving
Account 1 0 0 0 0 0 0
SCvV .
Savings 0 1 1 0 0 2 0
Facilite,
de Caissse 11 ) 3 2 1o 2 0
Total
Requests 26 5 22% 8% 29%* 9 3
Total
Persons 49 10 20 8 17 13 4
per

Activity
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Note: An % indicates that the number of requests for
sarvice is graeater thdn or .aqual to the number of persons in
a category. - - . -

The activities above are: Far=Farmer, Merw=Merchant, -
HandcrwHandicrafts, krofwProfessional, Far-Mer=wFarmer and
Marchant, civ.Sorv.=givil Service, Dipl=-Un= People with
academic or vocational diploma who are unemployed.

Looking.at the total fequests by economic activity near
the bottom of Table 15, we sée that three categories are
especially interested in banking services; these are the
farmer-merchants, the artisans, and the professionals, who
regquest an average of 1 to 1ﬂ7 services per respondent. The
farmer-merchants request a yériety of services, with the
most frequent being easy aﬁpess to funds. The artisans'
requests are spread almost equally between credit for
equipment, housing lcans, and dégouvert cr funds for
supplies. The main desire of professicnals is alsoc for
découvert., These groups and the;e services should be paid
special attention by the CA. . .

While farmers have fewer requests per individual than
these groups, their interssts should be examined because
they are of special interes£ 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.
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Evelution of Deposits o

Since the promotion of rural sa ings ﬁas an:impoftant
goal, information on the amount of money deposited andﬁ
nﬁmber of accounts opened after our visiés to the pilot
province should be especlally in;eresting. While our visits
may have sparked an interest in éavings in the future and a
pesitive response to questions, the actuél opening of
accounts and deposit of funds are concrete indications that
people in this area can and will save monéy, using bhank

services offered by the Ca. 1

TABLE 16

INCREASE IN NUMEER OF CA ACCOUNTS BY TYPE AND BY QFFICE

Office SCV Savings Aécounts P Other Accounts
3/15 5/7 % Inecr 3/15 5/7 % Incr

CR Khemisset © 65 69 6 387 391 1
CR Rommani 3 20 567 54 106 .96
CL Khenisset ‘0 10 ﬁuch % o *
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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labingl acoounts nsarly quadrupled on the amvarags, and tha .
other accounts in Romm&ii werg up nearly l00 percent. An
increase from no to 209 ScV chéunés at the Rommani o!?ica
is astonishing; the causes sﬂould be explored. The reascns
for the small increase in K@émisset are both that with a
large number of existing accounts, percentage increaséé will
mathematically be less, and that much of this more urban
population already knew about and uéed 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 of Dirhams)

Office SCV Savings Accou;%s Other Accounts
3/15 5/7 % Incr 3/15 5/7 % Incr

CR Khemisset 985 1,097 11 3,526 10,830 209

CR Rommani 1 €1 6000 186 574 209

CL Khemisset 0 €4 much * *

CL Rommani 0 1ls0 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 jimpossible to calculate a
rercentage.

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. Whila many offices lack thess
accounts, this suggests thn;fthny ay be very profitabla
whan available. Again, tha BCV acqounts-show the largest
increase outside Khemisset, indicéting that smaller centers
have a good potential for providiﬁg naw ciients.

If we examine the total change‘in all types of accounts in
Khemisset province before ang 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 terms, after ;ontacts with akout
120 people over a month and a half. Further,“it must be kKept
in mind that many of the people contacgéd dia 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 daposits during ‘the hri;/n! pariod wa worked in

the area suggast that this populat on il well worth
cultivating by the CA. /L '

The information on bank use shoéed that a large proportion
of CA loan clilents use other banké: if more services were
available, they would probably work mainly with the CA.
These data also sﬁowed that over fnfty 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 whoF we spoke said

they would be interested in becoming C£>cllent5.
The information on baﬁk services desired revealed that the

most frequently requested were facilité de caisse or easy

access to funds (29 requests), découvert or credit for
supplies (19), housing loans (1&), 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 alsc be somewhat less involved with other banks at this

point, and thus good target groups as future clients.
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Evaluation and Buggentions ]
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This pilct project in the promotion and mobilization of
rural qavinds provided several valuablle lessons for future
projects._hn important realization wag that tﬁe interview
format for data collection is especially coﬁpatiblé with
this type‘ofxdata collectioh, easy to use ?nd‘faétiﬁb-
complete. The visit of the team to‘varicus sites.in the
target area had several benefits. It !demonstrated the CA's
interest in potential clients.v}a_personal contact with
them. It allowgd the team to get a first-handlfeeling for
the "terrain", including observing Reopleﬁs\féactions to our
description of new services in addition to ?écording their
responses to our questions. For example, while it does not
appear in the answers to questions, the sparkle in many
wonen's eyes when we told them that the CA would have a
woman available to help then wiéh forms or banking gquestions
indicates that this_initiativé 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
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intorest among well-off peopls, but they dould not use any -
new services at the_tima of our vi;it And-thul probably—mahy
are waiting to come to the CA. It is a uJLortuhata that the ‘
enthusiasm we'generated could not have b#eh actﬁd on
immediately. Having se}vices in place at the time of a
project like this would be the mos£ efficient, productive,
and cost-effective use of the teanm's energﬂes.

A few changes in data collection would also produce
improved results. The client inte;View form is generally
effective, but the question about dealing with other kanks
should be asked in a way to obtain the name of the bank(s);
this would provide clearer data on our compe#itors. The
question on level of education should probably?be dropped.
It was difficult for people to ask and did neot provide
essential information. There was also a gquestion 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 twoc
interviews going on simultaneously in one room. To do this,
it will be necessary to discuss interview condifions 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 reguires more time, and vehicles for trips between
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sites, Yet people may be mers comfortable if fntnrviowed at

~,

home, and this might be lspﬁcia;ly:noﬁvqnientifor women who
have household dutiss to pursue, ; -
Another type of‘data thgt ahéuld be collecFed in phe_'
future 1ls more detail on‘new accounts openeé. A suggaestad
general format for local CA offices to do this is Form 8 iﬁ
Appendix V. Data on new accounts were not sépaéated 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 wﬁy people opened new accounts: was it in
reaction to a team's visit, a talk with the local Ca
official or a neighbgr, or something else? Such information
would be useful in planning future campaigns in otper areas.
Unfortunately, it is unlikely that local CcA offices will
have time to collect this detailed information; Form 8 is
briefer. However, this might be remedied by another
suggestiont: there should be a féllow-up visit to an area
about six months to a year after the initial visits. On a
sanple 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 lock
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at the areas of most and least increase ifi new banking

clients and try to ascertain the ;;asons/ this too WOuid be
vary helpful in planning new campaigns. Lorno#amplaf if a
local CA director were found to be inst%umental in large
increases in his or her araa,'their technique céuld be
studied and repeated, cor perhaps that person could supervise
or work with CA directers in a new target Brea, 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 c¢enters in the Erovince, yet
the greatest increases in accounts opened ang.amounts
depositgd were in and near smaller centers. (%h fact, our
interview forms recorded the place of the interview, not the
person's precise residence. In the future, this should be
added, especially noﬁing whether the person lives in town or
in the countryside.) Thus in thé 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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voontional diplomas if the CA plans to finance/ prodects for

e
somo of them. Thile faco~-to-face contact proviqcm good

i o

information on people's motivation to lUGCGGd/ in_ projects
ﬁhich could be helpful to CA loan officerp. 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 cecmputer. This time Lotus 123
was used, but it was found to be quite slcw because it was
not designed‘For the type of analyses we desired and each

had to be tailor-made. ) N

Final suggestions are not so much for impréveme;% but for
extension of certain efforts which we lacked time to pursue
in detail at this point. One concerns selection of the
démarcheuses, or women who will help women clients at local
CA offices. While candidates haé 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 cocperatives in the area and surveyed them about
productlion and costs, project identification was not a.
priority of this first affof;. However, once funds are
available to finance projects, there sﬁould bo mora‘daFa-
collected on projects suggested both by péople‘contactéd
(cofficials apd the target popﬁlation).aﬁé py 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 whetheér the

target population has encugh time to pursue the project, and

46 -

select projects that are above a certain base level of \:'
™~
¢

profitability. This focus on projects at some future point
could also involve an action aspect: after "good" and "less
good! proijects had been identified, some of each could ke
financed on an experimental bas;s. 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 Féminine Team at the Credit Agricole, combined
with the strong support of the central and local CA

AY

administrations.
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NSRRI GNEMENTS dUR LA CLIENTRLE ¥EMININE DE LA
CAISSE..vvsvas b)) DE CREDIT AGRICOLE DE..vasrvuvs

1/ Effectif de la cliontéle

1.1. Clientdles Pctﬁntiollc . totalﬂ ooo-o-la-.---o--v-novuc'|0.( ) (2

. Feminine . i it i i et a s s

1.2. Clientdle effectlive . LOLAL®, .. iiinirevranencnnanrrnnnnal )

: e feminine. . veirirecrrrrcrrrrrarrenes

2/ Financement de la clientidle

2.1, Objets de crédit les plus sollicités par la clientdle de la caisse
ED g'énéral: Ulbt..'bib.‘./'-l..'-‘....--!'/--UOIUOUIOII-/IUCI‘GD.O.

2.2, Objets de crédit les plus sollicités par la client@le féminine en
puti:ulier : "OllllIU..II/.I!IIOIl../lDl..lll..Illl..l/l'..!ll.l..

s N
'

3/ Informations sur la femme dans la région

3.1. Quelles sont les activités économiques entreprises par les femmes dars
votre région, c'est-d-dire celles pour lesquelles elles peuvent étre
rémunérées : (3)

-~ travail 2 la ferme,

travail de la laine, .

¢élevage (lapins, poulets, dindens etec...),
vente de lait ou de produits laitiers,
auntres {& préciser).

3.2. Le poids de la femme dans la région :

~ la femme a-t-elle un r8le soclal important ? (oui) (non)

- 1la femme a-t-elle un réle éconcomigue important? {oul) {rnon)

{1} Régicnale ocu Locale.
{2) Préciser l'année de recensement. -
(3) Barrer les notlons inutiles.
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ENQULTE SUR LA TEMME
IT LE CREDIT .GRICOLE 1986/1987 vewsion 2

Intreduction

Nous venons de la Caisse Natiopale-de Crédit Agricole, Rabat
et nous voudriopns poser certaines queations aux perscnnes qui utie-
lisent le erédit,d celles qui ne 1l'utilisent pas et a celles qui
voudraiarltutiliser. Notre but est d'apprendre comment la C.N.C.A.
pourrait mieux repondre & vos besoins et mieux vous mervir.

1w Engulteur " Nom et prén0m R R R L N R N R RN I N A I Y
ACCompagNe A€ i ieravensrriserrtrssanirnee

2~ DAtE I veecesnensveceses Heure d'arrivée c.veveesrcesves
Jowani . . tenele |0 0

3~ Henseignements généraux sur la personne encultée :

= NOB cevervarcarecnesse SCXE tiyncavrer AGE sevevessnsn

- Profeaaion {8} P I P R I P PP R U N E N I N e Rt t B AP TR TENS RN

- Situation familiale : marié (e) - veuf (ve) = divorce (e)
autre (préciser).

- Sityation vis & vieg du credit

a) client {e) effectif (ve) .  luxus guo-»n? -

~ Agiamant pour son propre compte : -
. fipancé (e} pour
\ - une exploitation lui appartenant
) « une exploitation appartenant 4 des tiers
(enfants sereceoccences)

- Agissant par procuration donnée par :
- ges enfants
IR
- autres (preciser) ....ciie.ieen.

b} client (o) potentiel (1e)
lakala

¢) personne donnant procuration

d} autres (pr:ciaer)

--o/o..
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1/ Ménage et Structure de la famille 1

Prewidrement, nous voudrions vous poser vortaines questions
au sulet de votre famille pour nous permettre de misux vous
connhaltre.

1, Aver-vous deo enfaptBs 7 Nop f.eeseaee OUl T anvnnnsne
oﬂrqcnﬂ YY) Fill.n AasRBasa

2. Pouver-vous me dire les noms de vetre conjeint et do tcoue
vos enfants, en commengant par le plus 8gé, et me préciser
8'ils vivent svec vous ou bors de votre foyer ?

Profession i Lieu de ré- lCeux qui vous

.Travall & gidepce @ aident matE‘rielT

Frénom Age

la ferme «dla fermn llement.
.Aug;u .lutgp !Tmettre X)
{(praciser) (preciser), | v

Y

i A B B S e bl e e a e e
L A el e e e

a——
Grrbal Gul B4n B A G G m B S B Bl by ps B S bm S e e

Amn tan M me W e s ame dvm AR B PSS mn ewa Bme tes S amr mim T Yh A A b R S
ik P G PN REy YRR s PER Svm vmp Pme e b T W S T T v e T b et A e
— i Sam A e Eve s Gm Bam Ak Bl FE Sew w bt PP SE s fm M M e eem R e

v
s Sep e e B AT gy 4w ban Bl A Fal b
ey tw G v G Gwh e e Ban bE S b b b

3. Est-ce qu'il y & des personnes autre que vos enfants vivaent
ave¢ vous 7 - Yormdie
Non : L B B BB oui : rFa PRI RTRES m ? (Bjouter dans 1e
tableau ci-dessus)
co_rne:t ‘D‘L["SA:
4, Combien de personnes dans votre famille ont une Carte ,ou ¢’|en?
d'Identité Nationale ? cuveeeveee M aicvcaaaaes oo

Coxbien de perscnnes dans votre famille ont une Carte t
d'identité ? ewesasese M seovsvssas F . Cianne

cosfues




%

Il Ruertions Economiguesn i shru nat 7relu

wra €l
S, suslles sont les cultures que voup pratiquesz ?
( nombre d'hectaresds chague culture plantutiona et
parcours de 1'année derniere).

R G

kat 4Pdm.
&. A quil appartient la terre qua voua utilisez ?
- vous mdme. - conjoint - enfant (s) - autre (preciser)

7. quelle eest la taille de votre exploitation ?

(ED ha) S4 s ae s PP PIEB I s BESASEES »

b, Combien de parcelles avéz-vous ? seceervnenvesvaccsas
la taille de CHACUDE coevuvetasssonsnccnssssssssvsssas

¢. Danms quel rayon (en km) sont-elles dispersées 7

IR RN N NN A N NN AN NN E Y ENE R R RN NN R

1¢, Si 1'expleitation vous appartient, l'avez-vous 3
héritée .;-oo-o-.l (h&) achﬂtée Sesssnssasaan (ha)
autres (preciﬂer) Y I LR (ha)

11, Avez-vous des titreas de p}opriété_j lesquels ¢
Titre anCLEr seronsss (ha)“§EBUIkiB ..l...!'..!(ha)
autres (préciser) eseseseasesseecss (ha)

USAshy Cevmcek chi Eond 'V“'-e's'hru1¢a?
1¢. Avere-vous de la terre en indivision 7

a) avec qui ? R L I T T R O S R

b) Oﬁ ? b{?ﬂmt.;o-vncu-c--o.looooo.no..----on----.-

€) qui la travBille 7 siaecesnecnsraccocesscncancos

d} comment est ce que les profits/produits sont-ils
pﬂrtQSéB ? B E PR BT IR A P Ib ItV IP I RTITUTRSSIRASTAIRESD

e¢) Désirez-vous partager cette terre ? oui - non -
Pourquoi? S E B IEIEIIIII T ER st BETRISRIYRRREEORR OO RELY

I} Votre conjoint désim-t-il vous voir partager
cette terre 7 oui -« non =

pourquoi ? AP PN IR IPIRIIIISIIERNCEIROREPIIETITBRBBORREORSETS

3. Gkt el gerde-td gosal ol wo
‘Jl‘-"‘b";‘l %"‘E‘tg‘ .!.CU'L& 'J .

.oo/oco
'y, L-"f (4] ﬁui ,,;J‘U. Cm,j‘)‘\.g(' Vo A ilC@éLTCLjDL'CW‘G-

T -




13, Ave
*n
pou

T4, Ani

a)
B
o}
c
r

b)

15- Les

se reupissent-elles pour effectuer un travail quelconque ?

b,

tevove jagais pepcer & quitter la terre pour aller
ville 7 oui = pon -

rquoi ? " EEESAREEEEETER E NN E BN I N NI I SN N BN B NN N
Daux ! '

Animaux & la ferme (en nombre de t8ten)

OVYiNe secrasesnssnss 1.91“5 srBEsOENESENIO RPN Y
VINB senssnorsaneesne Uoll.ileﬂ TEBeB NI NEREREEE
BpRIES sesnernusnnse autres (BPéOifiﬂr) thens
qu’.déﬂ L B R BB L B

Animaux appartenant exclusivement & la feome
- ¢ppécas et nombre de tétes :

~ origine (achat -~ héritage - den -)
autres (préci!eI) st BssAGaverasINs LR ANBERRAB LS

- quil pergoit le produilt de ls vente des produits et
apimaux appartecant aux femmes 7

« Qui garde les aniraux apparterant aux fammes ?

- Le probléme de la éirie des arimsux conatitue~
t-il urn cbstacle &4 l'acquisition Hes arimaux 7

sdd s et b el bttt b pidrtdosdosnbosasssesncsvasiten

Km|¥ rrs S bk . e f}u e o
fenmpes, ici, font-elles dés travaux de groupe 7

a) Hon LY I N ) cui P a BASS P EES
quel gonre dfactivitértravail de la laine, du cuir
.ﬂutreﬂ (précia!r) S AR IS N EREB BN B LRt bt tr Rttt

L

b) Ces femmes qul se regroupent sont-elles de la cédme
fapille, des voisines ........ Ou autres (préciser) 7
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IT = Crddic

Maintsnant, nous voudrione vous poser guelgues questions & prepos
du crddit en gdndral et du crddit agricola en particulier,

20. Différentes formes de crédit :

a, 81 un hoome, icl, a besoin d'argent pour travailler sa terre
G e
récolter, atc..., que 38&?:3!%—11 faire ? (Toutes las possibilités),....

R R R R R R R R R Y N N N I S R O R A N R R R R I R R R N N N NI R

Parmi les possibilités que vous avez données, laguelle
Wl v

Préférez-vous ? ..... e nmereanrresteestar ettt et e s et ee

Pourquel ? ......,. cecttrarestnaatnvasien b et amsamssareeanbarrnne

b. Er si c'est une femme dans la mé&me situation,
“1" - - Quelles seralent ses possibilités Peartwnrraseresssnsssnnsany

P - Quelle posaibllité preéférez-vous 7 cetvecrersrestvvreaevens

e femme a bescin d'argent pour travailler la laine,
élever de il aille ., consulter un médecin’et 5] elle ne peut pas
avolr ce rgent de son mari, que pourralit-elle faire ? (Toutes les

possib IEEA) cuierecnssrrrarnresansarrearrsrrestreir et raat i ntisobass

-oc-.n......-....-..ot.o-.-oo--c-o.-n-ac..'oooc--c-oco--cc--------.----.

Parmli les possibilités que vous avez décrites, laguelle

préférez-vous 7 et pourquol 7 ...ciiciecveerreetniiriireaetrecrrnnreerars

g Enda
d. Avez-vous parler des préts 3 gage (Rahn) dans cette réglion 7

- Sont-ils d'un usage courant ? oui ~- neon

- Sont-ils une bonne forme de crédit ? oul - non - et

= Existe-t-il une meilleure forme de crédit oui = non
S1 oul laguelle,..vveuvrasrrasscnsrostnastnrarbasone

Et pourquol ? ..ucirersvenscerssanrsanssrsssrssnasns

»
H k]
- — - oo _}
A ey b y . i : “i o f
- Y < . - ~ i.C
! . e i - A v 1 g OF .rJ’ ‘l-vys
- - ) S - - i
£ Yl - e
“ -
s ¥



21,

7.

Connaiuzancos gdndraloa sur_le erddlc ngricolc 1

K

PR Y
Que savez-vous du erddit agricole ?

T L TR T R P TR P E R RN RRRY
e taasseassibantrasasnassu et et ar NNt LI

l\\ODQ‘DUIOGIIIDII""-ltlviib'-vtcllOIDUD"'QI-.-OA-

Guelles sont les objets que peut financex le crédit agricole ?

IR R R R N A N A A N I N N A N N NN N R

Avez-vous entendu parler (ou vous savez gqu'il existe) de la
‘:nh\lu kh- l'j_J heod 5;.,:\.6% 1S hﬂ'r‘/hgkah&
Caisse régionale et de la Calsse locale ? oui -~ non.
ﬁg\.‘;l‘\ et -Lﬂ-L
S1 oul, connajissez-vous quei e est la différence entre les dew
shkun s bl %hnv"-‘b jee BV % S hicaaa, -
et qui s'adresse A 1'une DU & 17AULYe ? ..iiiiciananaccrrnanas

R R R R N A N T A N B I R S rerrre s reeww

LR B B RS B A BE RE B AT BN O N BT BB N S B RN NN B BTN BE RN N N BN N B B BC DR IR B BN BB B BE B BE LB B BE BN N AN

quelle est d'aprés-vous la définition du petit agriculteur

(superficie, ou revenu ou autre & préciser)

Est-ce que le ecrédit argicole préte au femmes ? g
1

Qui = Non = =t pcurquoi R R R R R N NN NN W NN N I AN

I I T I T
wuand avez-vous entendu parler du crédit agricole pour la
premiére f0i5 7 veucerrneesvvsatrsssvsvevsnnsannrarasrane
Qi en avez-vous entendu parler ? et par qui ?

= Souk - voisinage - douar - autre (& préciser)

- kari - parents - voisins = clients du crédit agricole -

agents du crécit agricole - autre (& préciser) .

.. £ .
=2 = 5
B - -
S N U,
. . T :
- " .
. “ - -
T PR S M . ., . . -
T e Foatra Tane ey SR o x . -
. . A {* <
. 4 . ;
. - -
, . ., ; . . . )
- * *
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ArrwMPIA W
\ .
ANTERLN BEEORYT ON POSSIBILITIER QF AGRICVLIURAL GREDIT FOR WOMEN
WORK ACCOMELISIED AT E.N.CG.A. IN AVGUET 198G

Susan Sohaefer Davie

Sumpmary of Activitien
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 siteas
Develop, test and revise guestionnaires

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
Broup 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. Berrashma, 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 Morocecan women, agriculture and
credit

No one perscn 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. Deorman, and Mr.
Crawford. Ms. Gibb in the Population Office provided the Mission’s WID
{(Women in Development) survey of their 1B most recent projects. Ahmed
Morabet and David Black, Associate Directors at Peace Corps, discussed
both their agricultural projects and work on women. Professor Zagdcuni
of the Hassan II Agricultural Institute described his long term work on
the Chaouia Project near Settat, where 4B rural families have been
intensively studied over the last ten years. Although he was officially
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on vaoutien in Aupgunt, he offered noceess to his records and contaots
For n future visit, 8{nce Settat is likely to be one of the sample
slites, this will probably be pursued, Naima Bidacul, the top 1DBG
draduate of the agrioulturnl school in Meknes, deeoribed her training
in resenroh with farmers and gave suggestions on research etrategy.

Contucts were mought with people doing ourrent ressarch on
Morooonn women, with the specifio gonl of eliociting regionanl
differences in women's behovior to toke into acoount in our sampling.
Both Rehmn Bourqia and Fatima Felk are ourrently writing thescs
concerning women, and both met with Dr. Davis and desoribed thelr work.
Ms. Bourqia ls comporing tribe-state relations'in two Middle Atlam
areas in the 19th and 20th centurlies, and her work has included
vigiting the areas and observing ethnographic differcnces, 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 sociolegist investigasting range management in the
Midelt area. She was interviewed concerning women's roles in.herding
areas, sSince 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 snd 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, inclding several on
the topics in "Africa." The CND’s data base includes some hard-to-
locate sources like student theses, so it appesrs unlikey that any have
been done on women and agricultural ecredit. CND also has a "hard copy"
library, not all of whose sources are on the cocmputer. 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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eomputer Bearch and ordered reports on women and oradit} Beveral
reporta arrived and were left at CNCA, and the oomputer found 28
referoncer which Dr. Davis will pursue on her return to the U8. The
CNCA requeeted thal she espeolally look for literature on women's usse
of credit in pountries with similaritics to Morocoo, and this will be
pureaued and brought to Morcooo on her return,

Revplop oriterin for gelection of reproscutative resgarch sites

All of the procesaes nbove provided {nformation for mselecticn of
research sitea. During this firat viasit, pilot test sitos werc limited
to areag within & 200 km., rodius of Rabat, since time was short and
travel 8 constralning factor. However, the eriteria used to select the
pllot sites (except distance} are the same as will be used for the
final sites. These criteria involve agricultural, geographic/oclimactic
and human factors. It should be recognized that the sites will be
representative in that they represent imporiant aspects cf 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 areass are mountainous and/or seml -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 dats 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
inte 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 tc 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 activiiy as ¢pposed 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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Mme., Berrehma. She found a high (estimnted) of 13% of elients being
femnit in Azrou in the Middle Atlan, and lows of 0.0 and 0.4% in the

northarn srene of Ouageane, Laraohe and Kewr el Kblr., Among the

poagible towt mites, Mr. Bourlegk suggensted which dirvotors had been in
Lthelr offlosn longest and were thus moet likely to bé helptul. All of

éhomo faolors were consldered in chocaing the test sites, desoribed
elow.

Develop, test nnd rgvise guantionnaniren

The datn from both personnl contacts and doouments were used in
congtruction of questionnaires for loecal and regional CNCA mgents and
for nctual nnd potentianl clienta; o few of the lotter will alsoc be
given to people who are not eligible as clients, Dr. Davis devised the
guestionniares and revised them in di=scussion with the working group
and Mr. Ghonnam. She and Mme. Berrehma revised them a =econd 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 mttached
to this report. The version to be given to women (and scome 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.

I

Rural visits to pilot-test guestionnaires

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 leocal or regional (or both) CNCA
official was present, both to help us locate the farmers and to
introduce us. :

b shfpsdy

-

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

Culmes - mountainous region, with herding importasnt 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
cnly 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 role? and
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relationshipn in thelr aross have alerted us to important cultural
varintions.

loterinm notivitics

While Dr. Duvim is in the US, she will loonte more information on
women and their use of oredit, eapeolally thoue in ciroumstances thst
are relevant for Moroocoo. Thim informntion will be relayed to CNCA in
the spring, and will be used in formulesting the final veralon of the
questionnpire(see ﬂrrcndcxﬁj,

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 olients in their records. (We colleoted similar
datn 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 5

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 wWriting a final
report.
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ABPENDIX E

CREDIT FOR RURAL WOMDN = AN DVERVICW

Bugan Schawter Ravais

This paper presents & osurvey of reporto on extending
cradit te rural pesple, usually women. It nates 'why credit
for women is important, and describes both tradakicnal and
modern forms of credit which women use. It poants owk
problems with certain aspects of cvredit, and describes ways
these can be overcome, based on experiences in different
parts of the world, Fimally, the access of vural Moroccan
wamen te oredit through the CUNLGLA, is described, and
relevant aspects «f credit use in other areas are discussed.
Although this report was prepared for a project examining
women's use of credit, it should be noted that many =f the
faztors mentioned also apply tw poar men, and thus may bo
relevant to these men’'s use of credit.

"Why Do Women Need Credit?"

Lo

In the most general sen=e, women nead credit {or the same
reasons as men: aagditiconal capital can help thém ewpand
their production, incrgase their profits, and better support
their families. In the past, several "amyths" 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 wamen do not wark osutside the home,
that wom=n do net farm or care for animals, that women’s
income is used only for “"extras", .and that women do not
understand business (Tinker 1%86). Instead, we find that
woman =ften head households, and have income-producing wark
inside or outside the home. The majority of farm production
in Sub-Saharan Africa is done by women, and the sxtent of
their participation elsewhere is large but often under-—
reparted; in many areas it lowers a woman's status to say
she worlks 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 sellsrs in
markets in BE.E. Asia, W. Africa and Centrsl Ame=rica.

There are three aspects of women’s use of credit which may
have spaecial benefits for the whole saciety. The first is
that there is a worldwide rise in the percentags of
households headed by women, and aleong with it an increass in
the feminization of paverity. Thus these women especially
nesd access to credit, to improve their lives and those of
their families. The second aspect is related to this, in
that it has bheen found that women use theiv income for their
families’ benefit. Thus "...in many rapidly modernizing
countries....women contributlel all their earnings but men
anly part af theirs to family support (Tinker 198&:5)."

’
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Fimally, although & limitwed nusber o women uee oywlt,
those that do have excellant repayment rates. This 1 &
large and potentlally prafitable marbel o yelt antapped by
momt finamcial ineatitutiona. The ontianee @f banbhe Into this
market would dncrvesee their funds avarliable to finance
fwrthey devalopment.

Devel cpment agenciew hoave recaently booome awre of the
importance of providing credit, especially for women. A 1380
raport by the Mood and Agriculture Orgonization (FAD)Y af the
United Naticns notes that they weve then the only groap
trvimg to gxtend credit to women. They found that ", ..the
increase 1n reguests from women's grouwps and government
departments since the Fund’'s inception strongly indicates
the urgency of funding and eredit needs of rural women CUN
1980: 172, "  Ancther author lists the four factors necessary
for production as land, labor, capital and technoleogy, with
credit as an integral part of capital (Morrison 19B1:2).
Buvinic etal. note the importance of credibt for rural
development in general, saying “...provison of credit to
raise output and transform non—monetarized activities——both
on and aff the farm-—to the monetic-ed economy is an accepted
rural develepment strategy (1979:4). A recent USAID
Blugprint for Development focuses on five key problems, the
first of whizh is inadequate income growth. [tiproposes to
addreszs this problem for women with credit, to help them
generate additonal cash income (USAID, S-4).

It seems clear that women ne=d and often reguest access to
credit, and that their use of credit can benefit the whole

society. The rest of this report will describe women's use :
af credit in general, and relate this information to the =
cagse of credit offered by the Caisse Nationale de Credit i
Agricale in Morocooo, N

Women's Use of Credit

All arcund the world, wosmen know about and use credit.
Mcst often they use traditional forms, borrowing from
relatives aor maneylenders, pawning jewelry, or buying food
arn credit. Some soccieties have revolving credit or labor
associations, in which women take twhns contriouting and

then receiving money or work. Some women have. also used

institutional credit from banks, and a few have combined the
twe 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
prioblems women encounter with credit and the ways they can
be solved.

Traditicocnal ar informal credit

Traditional or informal types of e¢redit are widely used:
"The high participation of women in informal credit markets
has been documented in most Third World countries (Buvinic
etal 1979:9)," Traditicnal credit may be available threough
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individuale or grewps. Individual lendere may be frienmds,
relatives, shopowners, pawnbrebers or mongylendere,
Individualy usually loan relativaely snall amrunts, and the
avallabl lity of cawh among some of them (fripnds, relatives)
ig uncertainm. Monpylenderd aro probably the moelt readi]ly-
avallable source, usually located neavby and familiar with
borrowera., This means they are caglly accossible, provideo
money quickly, and do not require paperwork or collaleral.
However, they do charge very high inpterest rates, sometimes
ten timexs those of local bankc. The fact that women borrow
from maneylenders demesnstrates both their need for credit
and their ability to vepay loans, even at a high rate.
FRotating credit associations are a group form of
traditional borrowing found ip many parts of the world. Such
an assaciation is "...a group of persans whe agree to make
regular contributiaons to a fund, which becomes the property
of each contributor in rotation (Lewis 1976:1403." For ‘
example, ten neighbors in Shana may contribute $5. to the
fund sach week. The first week one of them {(perhaps the
leader, wh= helps with any administvaticon) will receive the
total of #50., the second wesk ancther will, and so on.
Usually each woman has anather member as her guarantor, so
that 1f she cannot pay, the other will. These groups exist
in Latin America, China and the far Esst, and Sub-Saharan
Africa. It is interesting that only two Muslim countries
were menticned in the literature: Mauritania and Egypt. The
title of the latter study referred to families, so perhaps
such credit occcurred only within Egyptian families. These
groups arg a common way to mobilize savings and make credit
available to rural women, and they provide the same
convenisnces as moneylenders but without high interest.
However, -ssmetimes they do not work; this seems especially
true in groups where there is strong competition, or there
are ethnic or language differences (Buvirnic etal 1973:15).

Instututional or formsl credis

Institutianal or formal credit is also available to woinen
from banks or credit associations, which potentially give
them access to much larger amocunts of money at a lower
interst rat€ than is charged by moneylenders., However, rural
women have encountered several problems in attempting to
boryriow mon2y from formal institions. These include
di fficulty in filling out forms, amounts to borrow and repay
being twos large, lack of required zsollateral, repayments
scheduled too infrequently, discomfort with unfamiliar
statf, inconvenient hours, and high opportunity costs
(Lycette 1384:11~12). The institutions too sometimes
hesitate to loan to women, usually because of high unit
costs for lending small amcunts.

New approaches to credit
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In an attwmpt o previde women better accwss to eredid,
attemnpte have boen made to incorporate beneficial aspents of
traditional eredit in seme loane of farmal inetitutions, or
by ergatbing intermediary institutions. There are several
exnamples in the literature of projects thet were puccersful
in delivering credit to women., A few of these, from
ditferent parte of world, are reviewed hore, to give the
reader an idea of potential approaches.

India. Perhapo the most widely-cited example of o
suzzessful credit program for women is that administerad
through SEWA: the Self-Emploved Women's Association. It is
well~known both becauwse of its longevity and its large
membership of over 10,000, It was begqun in 1972 by Ellsa
Bhatt, to help women already warking as street sellers.
These women could not get credit from banks; they were
illiterate, = could not read forms, and they amounts bthey
wanted o 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 agive
low-interest loans to members (&Y. Women Joined SEWA by
paying 3 rupees (ca. $0.3%9), and for 10 more rupess could be
shareholders in the women'’s bank, which worked as an
intermediary with national banks. Through the &omen’s bank,
one can take loans from $33-%13C2, to be repaid in a fixed
amzunt each month over 20 months. A borrower needs 2
guarantors, who usually must be membBers of the bank. There
is a 10% service charge, with a small rebate if the loan is
repaid on time, and & 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 daycars
for members, and scoe accupaticonal training (Buvinic etal
1979:21-22; Walsh 1979:6-7).

Nicaragua. The government developed a credit program
esperially for urban market women, who in the past had
borrowed daily from relatives and moneylendere. They located
‘the offizes in the market for sasy access, but still
encocuntered 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 wers guarantesd by a cosperative member or a
third party; a woman could not get a second loan until she
repaid the first, which could be in daily installmants
{which they found to be most effectived. If a woman
defaults, she is asked to leave. The credit group now
includes women in commerce, small manufacturing and
agriculture. {(Buvinic =2tal 1972:19-21, using data from an
unpublished study by Judith Brucel. :
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‘Tha Carribean. The Trinigad ame Tebage Davelspment

Founcdatien {ncludes pesple of both baxse whe are powr and

thue weually eoxeluded by institubional fipanclal syptems.
The Foundatlion guasrantess loans that it certaln
roquiremnents, including commnity suppart, and membare eign
personal gumrantere. They have funded 21 ﬁrmJactu for &
tetal of 9130,000, and have & 944 rapayment rate (Walosh
1979,

United States. The Artisan's Cooperative/Cooperative Craft
Marketing Center includes fifty women’s coeperativas which
make craft items and get help with marketing and technical
assistance, partially so they can sell ocutside their home
areas. This arrangement allows them to buy bulk materials
mare cheaply and to have six urban retail stores. The
membercs?! 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 & Muslim country. The
wemen's credit program parallels the system for men, wsing
the same organizational and administrative infrastructure.
Women can get credit for production as members of village-
based groups (called cooperatives, but different in many
Wways). (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 lmans with banks. The
women?s cooperatives began in 1975, and grom then until 1379
600 groups were formed, with 25,000 members (ca. 40 eal.
Small lwans, from %1.75 to $33, were given to &000 members
(about 174 of the toatal membershipi for & or 12 months, with
only 2 defaults. Women do not need their own callateral or
husbsnd’s property as security. If an iIndividual defaults,
the group cannat request ancther loan until all members are
paid up, sa group pressure leads to extremely high payback.
There is no interest, but a J% service charge. This pragram
allows women move from subsistence agriculture to mar ket or
commercial production. (167 Women .enter the market in areas
like agricultural processing, livestock raising, small
manufacturing, and business. "Women spend their praofits on
food, clothes, shelter, sducation for children, and/or
buying land <17)." (Buvinic etal 1373:15-17.) In b=ing rural
Muslim females, this target population has much in common
Wwith Morocccan women wheo could be granted credit by the CNCA.

Women’s use of credii: problems and solutions-

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

Problems

-l tea 3
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Collateral. Women aften lach the type of cellateral in
either land o other property that formal lendinp
inptitutione require.

Large amounts of money. Hoth the minimum amounts that mowt
ingtitutione allow for loans and for cach repayinent aro mare
than many woemen can or want to uso.

Repayment frequency. Moot banks want large, infrequoent
repayments to keep down administrative costs, but wemen hove
di ffleulty amacsasing largo aums; they are often diecipated in
small er household expenses.

Procedures. Women are sften Lllliterate, and inewperienced
in following institutivnal procedures, so have difficulty
completing required paperwark,

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

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

Information. I{ banking and credit are assumed to be
mainly for men, wom2n may be unaware of the possibilities
for them, and informatieon may be limited to male networks.

Solutions

Many of the solutions to these problemns are based on women
forming a group or cooperative to receive creadit.

Replace collateral with personal guarantees. Women may
borrow when anather woman guarantses 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 persaonal
relationships (Gilligan 1982). In, addition the Werld Bank
recomnends that "The repayment capacity of the borower
should be detrmined by his (her) productive capacity rather
than by sollateral requirements (cited in Buvinic 2tal
1379: 25).

Smaller loans and smaller, freguent repayments. Succesful
projects have allowed women to borrow small amcunts, often
between %10 and %320, and to repay in several steps,
sometimes even daily. Understandably barks ares reluctant to
invest so much time in small lcans, and the women's groups
aften have their members disburse and collect money.

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

Formal settings, location and information. When a women'’s
group or cooperative serves as an intermediary ¥o 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 abeout credit peossibilities through the
women’s information network.
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Gradiy for Bural Mevoesan bWeman

Women 1in vuwral Merocco currontly have acceswe to credit on
an equal basle with men through the Calese Natlonale de
Cradit Agricole (CNCAY. Thie sectionm describow the
cligibility roquiremaents for Jloans, notes which of the
problemn cited &bove have becn eliminpated and which may
still be present, and concludes by sugpesting ways to
facilitate borrowing which are both congruent with Moroccan
culture and with the current policlies of the CNCA. It must
be kept in mind that this is a preliminary report; new
conclusions will be drawn after a Spring 1987 survey =f
women and men eligible to borrow.

GNCA loan eligibility

(This information is from CTNCA's publication on credit
regulations for lowal offices, August 1985, These
regqulations are updated periodically.?

Loans are available from the national, reqional and local
of fices 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
propartion of women borrowers.

Local affices of CNCA are located in medium-sized towns
all wover Morocco. In additieon, staff work in rural markets
(sugs) during the busy planting and harvest seasons, tio
facilitate farmers’ access to loans.

Who can borrow

1. Persons who have land or animal cownership registered in
the 1983 agricultural tax survey (the last year it was done;
these taxes have been abolished). Ownership may be as an
individual ar as part of a group of inheritors (which will
include women ancd men, and is guite comman).

2. Persons whose expected fiscal income is between 50 and
&, 000 Moroccan Dirhams (ca. $3.50-%667.). Those who expect
to earn more, or those who want to borrow to buy land,
agricultural or transport sguipment, must borrow from the
regional offices.

Before borrowing, each potential client must compile a
dassier, insluding:

1. A national identity card. While all residents should
have this card, many rural pecple, espezially women, are
still in the process «f acquiring them. To get cne, you need

a. a certificate of residence from the local authority

b. Jjob certification, from work, schoel, or the lacal
authority if you have ns regular employment

c. a birth certificate, which clder pecple may lack

d. photographs

2. 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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ancother residence sertificatison, and the pelice sond the
nateriales to a central office

py one raturne in d-6 workd to plel up tho identi fication
card at the police station

2. Now clients mneed prosf of awnership of their land,
glther in an official title or a demcription of the property
that they attest ie correct.

Z. Dld clients moay alago do, gtep 2. 1f they feel the value
of thelr land has been undareutimated {and thuﬂ thalr
petential loan met too laow).

4, All clients need (if it fito their case)

a. estimates of the price &f eguipment (but net animals)
that they wish ta buy,

b. muthorication for pumping water or planting citrus

c. 1if land title is with a group, or if a person is
working the land of ancther (such as a brother or wife for a
man working elsewher=), a legal transfer of pawer or
authorization is necessary. Both the perscon(s) giving the
autheorization 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 marality, who %ign that they
will repay the laan if the borrower kannut.

Charges

There are fixed charges for short—term loans: B84 for
cereals and legumes, 3% faor harvest expensses, and B.53%4 for
others. Ther is an arnnual interest rate of 10.34 for lang-
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 Scolutions

Tha CNCA has already solved many of the problems that
limit women'’s access to credit in other areas. Their logal
auffices, 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 1386, several women
said they would not have a problem reaching the office.
Several alsao said that the loan officers were very helpfl to
them, so they did noct find the process difficult. If a2 woman
has land she can borrow on the same basis as & man, s 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 cannct be resolved by a focus on credit
p=licy.

Dne potential problem is that women may have a difficult
time pursuing the several steps that lead €2 securing a
national identity card. Again, this lie=z beyond the realm of
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credit palicy, and ther have been scme general attempts to
pimplity the process,. [On my return to CNCA Iin March 1987, 1
was informed that although the Epalme de Prets says that a
national identity card le requived to obtain a loan, 1t is
nat eseantlal and the vrequirenent wae mentiaoned to encourage
the population in genaral te get the card. A problem move
-rclogaly related to credit 1o that women may wish to borrow
smallor amounte, especially for thelr first loan, than is
noyw posgible. In the summer survaey, soeveral women sald thay
were afraid to borrow because they could net repay on time.
If they could borrow amall amounts they might be less
fearful, and in the future would po on to borraow more. The
small loan would also invelve a small repayment, something
the literature has shown women to faver. Ancther possibility
iz to allow women to borrow not based on collateral like
land, which many lack, but on their productive capacity,
g2speclaly as weavers of rugs.

The formation of credit groups or cooperatives, a soluticon
that has worked in othar areas, would probably not be
feasible in Morocco. Very few Muslim areas have such groups,
and in the summer 1386 resdarch no traditiomal work groups
were found to exist today. Further, the setting up of such
groups would require a greater involvement than the CNCA
desireg at this point. "

A Regional Success Stary

Recent research in Egypt has examined rural women’s use of
credit (Howard-Merriam 1986 in a project Jdesigned teo
enhance the access of small farmers (of both sexes) to
production inputs. It was found that the Small Farmer
Froduction Project "...addressed major constraints affecting
women's access to credit by bringing the Bank to the
village, removing zollateral requirements [giving loans for
sound farming practices]l, making more flexible and
undarstandable 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 seccess of
this project is that women borrowsers went from 2-3%Z aof the
total befere the project, to 8% in 19B3, to 1S5.2% in 1985.
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
TABLE S



Marital Statusm

Unmarried
Married
Diveorced

Widowed

Age Group

20-30
30~50

over 50

Educational
Ievel
Primary
Secondary
University
Vocational/
Professional
Training
Illiterate

Uﬁknown

rE .

TABLE 7
MARITAL 8TATUS BY SEX

Males Famalas
(8) 9% (2) 5%
(77) 91% (29) 78%
{0) 0% (1) 3%
{0) 0% (5) 4%
TABLE 8

AGE GROUP BY SEX

Males Females
(10) 12% (8) R22%
(42) 49% (22) 59%
(33) 39% (7) 19%
TABLE 9
EDUCATIONAL LEVEL BY SEX
Males Females
(20) 24% (3) 8%
(13) 15% (9) 24%
{13) 15% (2) 5%
(2) 2% (1) 3%
{3) 4% (16) 43%
(34) 40% {€) 1s6%

1 A ———— = a

Total

(10)
(107)
(1)
(5)

Total

(18)
(64)

(40)

Total

(23)
(22)

(15)

(3)

(19)

(40)

B%
88%
1%
4%

15%
52%

33%

33%



TADLE 12
BANK USAGE BY ECONOMIC ACTIVITY

Economio Acotivity

Bank Far Maxr Handexr Prof Far-Mer Civ,.Serv., Dipl-Un  Total
6 ----- W D AN WD SR S W A W U S 0 AR W S B W S S b ek ey o g R G S B A GNP DU U BN R W B e B e dem e ¢
Nona * 14 4 13 2 p 1 4 ° 41
Yes~-Un- * 13 0 0 2 3 6 o 24
specified °* .
BP * 6 2 6 2 7 4 o’ 27
Wafabank . 1 0 0 0 0 0 o 1
SMDC . 1 0 1 0 0 0 0 - 2
BCM * 1 1 0 1 1 0 0 - 4
BMCE . 3 1 0 0 0 1 0 ° 5
cep * 0 0 0 1 0 0 0 * 1
Mcre than 1 ° 3 2 0 0 2 1 o ° 7
CA Bank * 11 0 0 1 4 0 o °
a- e e e e e 14 -
. TQTAI - 53 10 20 ° 9 18 13 : 4 312,

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-Heolder.
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TABLE 13
CLIENTE OF OTHER BANKS WHO MAY BECOME CA BANK CLIERTS

May Become CA Bank Client

Client of: No Yas
No bank 9 32
Unspecified
Bank 0 25
BF 1 25
Wafakank 0 1
SMDC 0 2
BCM 1 3
BMCE 1 4
cCP 0 1
More than
one bank 0 7
Total 12 109
T DA . 3 :
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Name
—

FORM 8

MODEL OF FOLLOW-UP LIST FOR BANK CLIENTS

Bex lLocatlon Job Date

Type of
Acoount

Ameount
Depositad
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OUWESTIONNBIRE 2

MUgETIoNnalre pour leg gservices exterimyrs Gharowg
fie. lo_promotlien de lo femme

I - jotredugtions Obiet de ngtre vigpite

Fromotion des si#rvices rendus par la C.N.C.A aux Temmes
en vuer dr mottre sur piled de nouvellest pessibilités de
crédite, d'epargre et autres services. (Conformément aux
rourellew d:ﬂer::ves )

11 = Informations sur 1'enguettes

L L =] 1.5 0 - S I I 1 1 K SO,
R O N o - S.Fonctiorms assumees.......
&.Late d'affectation........

Iil- Conditicns économigue et sociale de la femme

&. ACtivites de la femme locale: '
Type ~  1Ages ISituation 1la femme gardel utilisation

' ifamilisle | son revenu | de 1'argent

' I ! !

! | 1 !
i } | 1
) 1 1 ]
| ! H i
! I i I
! | l H

7. Quelles sont les responsabilités de la fTemme dans
cette reégion?

v 2. Las femme dispose — t - elle d'un pouvoir de décision
dans cette reégion ?7 (préciser)

9. A& quelles occasions la femme sort de son foyer?
Vigite Hammam Marché Travail Autres (préciser)

U, Est~ce que la femme épargne ? Oui MNon
S1 outr, préciser la forme et le lieu
Maison Bargue Autres (préciser)

—ar TUETH

Rl
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bk e ogrw lupratifs puur la femme dane Gerie rEaion

'ra,,- lae groupws Sang cern Drolrts aller & le

Wapetior numero 13

Projets Jucratifs realises par votre organisme

1.
Nombre de femmes participantes____

Nombre_ _____

Forme Succes

Tvpes Nombre Cogp/lnd:iv Dui:Non Pourquo:

Jn exemple d'un excgellent projet rédalisé par
(peut ne pas 8tre i1nclus dans la
les raison de son succes.

12. Ognner
votre organlsme
t1ste ci-deszys) et citer

13, Lormne~ un exzemple de projet le moims réussi reéslisé

far voire organisme gt Citer [es raisons de son

echec

=~ votre avis. guel est le projet le plus réussi dans

cette re&gion ( rgalise par votre services og autres?

et les raiscons de son succeés

la nouvelle orientation wancaire de
ia CNCa, pcurviez vous nous sugagérer des projets 3
financer {nouvZdaux ou exilstants), Quelles seront, &
voire avis , les conditions qui permettront le

suCCces de ces projets.

S, TompTe tenoe Je

{4}
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? pRE OSSR BRIy dans GRtIe 201N

“1dss Nummrm_“;“_Hommw

]

_Mixte F/H.

- e e v e

mem"-“__,_
. Cooperative somposes de feames ou mixte

tous?
Activites H/FE Femmg Financement

Commerclalisationr

2. L ep-ex -OuL¥, est-c& sous la forme coopérative ou
nd:vigue!le que les pro)ets reussissent e mieux et s
Doul Quol

YW1 Formstaizn professiconnells "
17. e gqueile formation professignnelle béneficie la
fermme dars cette reégion?
Type QOue fait elle % gui exercent Far guelle vgie
apres la formatior leur metier trouve-t-elle
le travail?
r’
Y1I~ Z¢ scup-alt garler aux femmes gyl sont sncadrfes ogr vos
sgrvizec . Préci=er la msniére d'établir ce contact. - - - %
»”

. .

2 TE . - E N T Y

Fof e R R,
It n,‘z-.-«-?: R <
ALV ' w7 T



g

QUESTIONNAIRE 3
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QUESTIONNAIRE 4
PROMOTION RE_L:GPARGNE FEMININE

B M UJIEW RYRAL
MARS \q 27

IDEHTEFICATION

i} Lieu de 1'interview
a- + ville
p) oa ce-cle
C) # commune rurale .

¢’ » douar

1

3 Miveau d'instruction t(scolarite, formation

crefepesionnelle

+ E£tat matrimonial

i1

r Fonmnction
a' Foncricnnaire
|
bt Commercante {préciszser le secteur:?

- propraeétaire - locataire

- geérante = commerce ambulant...




Q’

Quel

i
Euplottante agricale (preclieer le sectour)

- proprig¢talire - locataire
- puvriéere loccagionnelle, permanente)

~ adregrente coopérative.

lndustriel le (préciser Je secteur)
- propraigetaire - gérante

ouvriere (qualifiee, non qualifTiée),

Artisanrat (precilser le secteur)

-~ 1ndividuel - coopératif
- autres... - familaial
- associataf. "

Femme au foyer (t3ches & preciserl.

- remunergeaes - NON ramuneraes.

Possedez=-vous du chegtel

- bovains - lapins
— Owving - volailles
- caprinc - autres 3 preciser

est le niveau de revenu de la famille

n




" Commercialigation
DL - Qui - ou @t les problémes rencontreén
B' af“pctation du produit de la vente
?Y Les femmps dans cwtte region @ffectuent-elles dec travaus
Tpe~atafe
S duy, lesguels®
LD FEMME RURALE ET SON ENM IRDNNEMENT
it Participation a la vie rurale et économique.
a! Sguk oul non
s1 oui active ’ passiwve
f.r
&) Marabout , TEéte, moussem. oui
C) Membre d'ume associastion (& préciser)
d) participatian & des expositions {4 préciser)
©! Avez-vous un pouvoir de_déc1sion 7
S1 ouai, dans quels domaines 7
fi autres (& preéciser)
2

nan

oul nan

Exécution de travaux en groupe (préciser i famille)

a) travail identigue

v

[ iy
K Wy

K T TR TRy m TRy yee e e

e,

» ;d



=4

J! Contact avec

travall differpnmt

}Vagminigtration

al autarjtés locales
l b)) sante
¢) planning familial

4 fevers feminins

e) autres (4 preciser?}

4
+} Connaissez~vous une Bangue oul
S1 oo
a' laquelle
b} en~8tes vous cliente oui

c! s1 oul, pour Quel produit ?

2 Connailssez~vous la C.N.C.A.

S: ou:
&) par QqQui
b)) depuis quandg
o
i
ot

aul

nan
non
nan
4



c! combipn de personnes de votre entouragyw la

connatsoent? - pauw - beaucoup

dt selon vous, que Talt la C.N.C.A.T Duel est son rale’

i &) que finance d'apré¢s vous la C.N,.C.A.7

f) danms le cadre de la mouvelle mission de la
C.N.C.A. vous y presenterigz=-vous pour un
credit 7 oul non

S1 ouwi, pour quels objets et quels montants 7

1
g) a4 quelle distance se trouve 1l'agence la plus proche
de votre domicile et rencontrez-vous une guelconque

difficulte pour vous y rendre ? oui - non
Si nmon
al) pourquoi

hiPresentation de la C.N.C.A.

£) savez-vous que la CNCA accorde 'des crédits

aussi bier aux hommes qu'aux femmes 7 culi - non




PiITs PERCEFTIRN RE LA GNCA PAR 8A CLIENTELE

1)

2’

Clientele CNCA

a) depuls quand 7

b} objets Tinances & ce Jour

c) monmtant maximum sollicite

d) montant maximum accorde

) avez-vous deéja sollicite un credit Qui wvous a ete

refuseé 7 ouil \ "non

S pul, pourgueoi ?

Lequel 7

Etes-vous‘également cliente banque C.N.C.A.

S5i ogui, gquels produits :
- SCV - compte a terme
- compte dépot - compte courant
5i non, pourguai 7

gtes-vous disposée & ouvrir un compte

Evaluation du service C.N.C.A (banmgque et creéd

o~

oul

it

7 3
174 r

it Rt T et
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: 8  w0n personnel s'vccupr t=1] blem Up ga cllentele 7

oul non .

D' dtesrvhus bien Informée par son persanne) ?

pul non

N

ftre-vous mervie rapidement 7

. oul’ mon
i
v meepferiec-vous €tire accuelllie et servie par une
*prme T opul non

g'acres vous la CNOA eqige-t-elle trap de garanties

e

out non
f wccorode-t-elle facilement des credits ?  oui nan
- fcrmailite - dela:
- conseil - i1nfarmation.

%

) g a quelle distance se trouve 1'agence la plus proché:
de votre domici1le et rencontrez-vous une gquelconque

diffaculte pour wvoue vy rendre 7

I~ ASPEZT BANCAIRE

a) Est-ce que la CNLA est aussi une banque 7 oul nan

3 ¢4+

ot

T
[T

4

.



b: Cat-ce que la UGNECA ouvre le ¢amed) matin °

oL} nonm

“3

Egt~ce que la CNCA rémuntre ses dopots ?

oul nan

0 Fst ce qQuP BES SErvICes Bont gratuits ?

. =1V Ron

e Farmi les produlits sulsants y'en-a-t-il um ou

plusieurs qui pourrajent vous interesser ?

- épargne logement

- g-egl1rt multisalsire

~ ¢redit 2quipement dnmes%:que

- compte sur carnet . b

- compte 4 terme

- operatipons avec l'etranger (transfert?

- assLrances retraite, accident. invalid:te...

- autrps (a4 prefiser!

£' Sucgestichns et atterteg

a’ ciiante d'une autre barque

pour quelles raisons 7
- distance — accueil - s@rvice
- moantant - assistance - garanties
- autres suggestions pour ameliorer les services

rendus par ia C.N.Z.A




Pooofowt U0 e vBLY A0 PReRS wous pacs a la OMCa et A

-

Jur Jler tonditions e torler voun

¢! quels seratent selon vous los obrets Que la

CNCA pourrairt financer 7

- fipancement de 1 - ]tartisanar
- la pDEcne
.8 tourisme
- les proJets forestiers
- la cpmmerc:alisation
- divers i{coiffure,

h

boulangerie.,.

1

sou~alterier—vous Qe la CNCA mette a votrs service.

11

dzs guizchets anbulante .presents jturs de souk,

Fermz..,} cua no

51 C.1 Etas-vous dispcose2 & v deposer votire argent.

& £1 guz: Tees futures nemarcheuses de 1a C.HN.C.A.

poL-=3ient voucs-Erre uwtiies (Tormalités, pidces. ..}

3. ObseErsesr1ans et suyggesticns 5 CcrECc1EEeT )




oo wDLET _HARITAT RURAL

1/ Avez-vous ré#cemment construit du amenagd votre logement

oul non
S1 ouil depuls gquand 7

2) Savezr-vous qQue la CNCA finance la construction des

logement en milieu rural 7?7 outl nan
51 oul a) par qui ?

3) Avez-vous deja sollicité un cradit habitat rural ?
aui non .
S: oul a’) quelles somt les raisons qui vous ont

pousse & construire 7

. etat defectusux de )'ancienne habitation

. famille nombreuse

. absence d'a#gquipements sociaux (four, #cole,
dispensaire)

« Mon propriétaire

- autres ( & precicser?

4) 51 vous dewviez construire un nouveau logement, quel

materiaus utiliseriez—-vous ?

P
4

Y
e
»




S Auripz=veus souhalite 18 Tinamcoment de 1'aménagement

ap +2tré logement ou don extemsion ?

Qui nor

& Comment vous parait la procédure suivie par la C.R.C.A,
pour J'pctroy du crégit habitat rural ?
cac:le - cul nor pourquoyl 7?7
Compliquees - oui non pourquai 7
) 71 Suggestions (& preéciser) ’
VI/ VOLET M.DIAS
1) Voyez-vous la telavision 7 oui non
Si oui, quand 7 {(heures d'écoute, &missions)
2) Ecoutez-vous la radio 7 gui nan
Si1 gui, quand ? (heures d'@coute, émissigns)
J
11 Signature et date




TRAGY om0 W

QUESTION- GUIDE &

———

QUESTIONE « GUIDE »

Nom l '!"I!.l..lI.'l""l..'Li.“ ’ ooiononiioopoovst.t m.trimoni‘ltooll..t'

.o.-...'--.-o-.-.-....--...-niveﬂu d'inﬂtructhn!....p.auoonoonnoll0|oclall-

1/ ®* = Avez vous des enfants sans emploi ayant une forpation professionnells, o

un niveau bac,ou un dipldme universitaire ( nom, Age, date de dipllme,

}

expérience,....etc).

2/ .

- Y-a-t-11 un membre de votre famille qui travaille & 1'étrangery (noe,
parenté, lieu et type du travail, modalité de transfert,utilisation de

l'argeﬂt.....).

%/~ Présentation de l'objet de votre misasion.

4/~ ( & poser cette question si l'intéressé est client de 1lm CNCA).

* -~ Vous, qui 8tes cliert de la C.N.C.A, 8tes=-vous satisfait des service
rendus t
- 8u siveau des crédits

= au niveau de la banque

5/« Avez-vous une activité autre que l'agriculture: ( demander quel pecteur

volume, commercialisation, utilisation de l'argent......).
b/ = Avez-vous recours & une banque? ( laquelle, pour quels BerViCeBecerorns.
7/ = Avez=vous des provlémes avec cette bangue?
8/ = Nous aimerions vous avoir en tant que client-benque, quels sozt les
services que vous scuhaiteriez gufon vous offre? | .

9/ « La Cuin.C.A va mettre en place une demarcheuse, eu quoi pourrait=elle

vous aider (formalités, piéces, informationeeesses)e
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Sortio an dnte ¢du |

Province de {
Nom nt Prénom H

Tranche d'ire

Etet Matrimonial H

Sivesu d'instructon:

FONM NE b
EJJHE DYIUENTIFICATION QE LA

PERSONNE INTERVIEWEE

vercle de Lieu;

Sexe : Fonmoe - Homme

( 20 « 30) { 30=50) > 50

chlivataire « marié = divorcé - veufw

primaire « second-ireeuniversitaire~professiconnelle

Activités : rrincipale

annexe

Client or3t C.N.C.A

: oul = non

Client Bancue C.H.C.A:oui - mon

Clien* d'une su*re bangue : oui = non

Piscusticn :- Services baccazires scllicités :

« Ferception de la

moyeane ~ bonns -

= nouveaux objectifs de la C.N.C.A dans le domaine

bancaire ¢

~ intardt manifesté par la personne interviewée:

vig 4 visg des houvaux objectifs de la CNCA

dans 1! cadre hancaiz‘e...........--.........‘:

- THE :

!« Dé=archeuse

- Dipl8més sans travail :

~ autre persocnes i contacter @

CeN.C.A dans le domaine bancrire ijemauvaiseas




2.

10/ » D'aprés=vous quela servioces offre la 0.n.0.A ( orédit, banque,mutres)?

11/ = La C.N.C.A finance l'agricuture, l'agro=sudustrie, 1'Habitat rursl,
{ ouvert 4 toute personue, quelgue acit le revenu.....), slle a étendu
son champ d'iuterveution & la pdche, l'artisanat, commerce, profeasione

11Déral°ﬂ' - 11

12/ = Nous sommes venues vous voir pour , entre autres, connaltre vos attentes
en matidre des services bancaires, afin de nous aider & élaborer un
régime ban.aire:

- découvert
= multimalaire

- créditas divers ( Equipement, conaommationeseeses)

13/ = Ces nouveaux services bancaires serout mis en place approximativemernt
..I..I.l.tl'....l..l..l........I.....'..I‘.I.......I.......l.'...'.-.‘

14/ » Demander quelles sont les personnes de la région qui serout intéressées

par notre projet bancaire { uom, Adresse,activitfec...).




FORMNE 06,04 94
- E;CHE RE SUIVY w

OPERATION RELATIVE A LA PROMOTION
DE LYEPARGNE RURALE

CeReleAs » S,L.2.A do 3 Cercle :
Noem et Prénom du client: commune Rurale:
Sexe : Femme « Homme Douar
! ! ! '
; { SCV !Compte dépot ) autres
! ! ! !
d 1
1 ate d'ouverture 1 | 1
!----— ------------------- T -------------- ---?----p—---“T---------hﬂ------- - -
1 Montant daposeé y ! . 1
] !
Les rzisons qui ont présidées & l'ouverture du compte )
1/ A la suite du uontactravec(1) * le groupe des dames -
i _ * le Directeur de l'agence
' ¢ agents de la C.N.C.A
* démarcheuse
* les voisine
* les autorités locales
* autres & préciser.
2/ hutres raisons 3 préciser :
(1) on peut mentionner plus d'une option.
DA e . A PN e



