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What do I mean by “financial capability”?

The ability and confidence to manage your own, and 
your family's, finances well – now and in the future

Includes financial education and financial literacy – but 
broader than these

Includes knowledge and skills – but ultimately about 
how people behave

Financial capability programmes can include 
education, information and guidance 



Why a national strategy?

A range of initiatives/channels/messages is needed to 
reach and influence a population. People learn in 
different ways – and messages often needed to be 
repeated to have effect

Helps engage range of stakeholders; helps provide 
focus, drive and coordination; and helps set priorities

Reduces risk of unintended gaps and unnecessary 
duplication – and so promotes cost-effective use of 
resources

Helps provide substance and momentum



Countries with, or developing, 
national strategies or programmes

Australia

Brazil

Canada

Eastern Caribbean Currency Union

Ghana

Hungary

Ireland

Kenya

Malaysia

New Zealand

Singapore

South Africa

Tanzania

Trinidad and Tobago

Uganda

UK

USA

Trinidad and Tobago, for 
example:

wide-ranging initial 
priorities, but coherent and 
realistic
– schools and young adults

– employees in the workplace

– community groups

– small and micro 
entrepreneurs

– material preparation 
(presentations, pamphlets, 
booklets) 

– funding



Who is leading the work?
Leaders include: 

Government (eg US Treasury, Australia Financial 
Literacy Foundation and New Zealand Retirement 
Commission)

central bank (eg Central Bank of Trinidad and Tobago, 
Eastern Caribbean Central Bank and Bank Negara 
Malaysia)

financial services regulator (eg  UK Financial Services 
Authority and South Africa Financial Services Board)

In addition, a senior level champion can be very helpful 
eg in opening doors and securing media coverage



Important to  work in partnership

No single entity can, on its own, improve a population's 
financial capability – need to work in partnership with 
others

Working in partnership encourages those involved to 
share their knowledge and experience and to learn 
from each other

Stakeholders and partners more likely to become 
actively involved if they feel ownership of, and are 
active participants in, the development and 
implementation of strategy/programmes

Potential partners include all those who stand to 
benefit from improved financial capability ...



Who benefits from improved financial 
capability?

Financial services firms – people will be more willing to buy 
financial products and services and will have a greater 
understanding of their own responsibilities 

Government – improving financial capability can promote 
financial inclusion, increase savings levels, stimulate the 
economy and help take the poor out of poverty

Financial services regulators – financial capability initiatives and 
sound regulation/responsible business practices are 
complementary, not alternatives

NGOs/donors/employers/trades unions/etc – improved financial 
capability has been linked to crime reduction, food security, 
nutrition and health

A win-win for all concerned!



So, the potential partners include:

Financial services firms, 
MFIs and trade associations 
+ any trusts/foundations

Government

Financial services regulators

Employers and trades 
unions

Consumer organisations

Media

Education bodies (schools; 
and universities/colleges)

Donors, development 
agencies

Support groups, rural 
outreach bodies,cell-phone 
and utility companies, 
midwives, etc, etc



Involving key stakeholders and partners

In some countries (eg UK, US, Kenya and Philippines), the 
leader of the national strategy is supported by a steering 
group of senior stakeholders

Uganda:

– group of stakeholders held week-long workshop in 2004 
to develop a consumer education strategy

– following the workshop, they launched a pilot project in 
two Uganda districts and then commissioned an 
evaluation which found that key objectives of the 
campaign had been met

– then, the stakeholders agreed to carry out a nationwide 
campaign



Involving broad range of stakeholders 
and partners

Important to seek views and input from, and to inform, broad range 
of stakeholders and actual/potential partners, eg through:

conferences and workshops

newsletters

face-to-face meetings

Consultation takes time – don't rush it!

Stakeholders/partners have a range of competing priorities – so, 
it's important to remind them, from time to time, about the 
importance of financial capability, how it can help them achieve 
their goals and how they can contribute



How can partners contribute?

Partners can contribute through: 

helping to determine priorities and key messages

providing funding 

developing materials

making available their expertise and experience – for example, 
on how best to reach particular groups

undertaking projects

securing further partners and support



Stakeholders/partners can help to 
determine priorities

Considerations include:

who has the greatest needs; and

where can you make the greatest impact – the “low 
hanging fruit”

These considerations may not point in the same direction 
– eg workplace financial education

Priority issues likely to include planning, savings 
promotion, wise use of credit, avoiding financial frauds, 
and using new services and products such as 
branchless banking



Partners can be involved in a wide 
range of programmes, for example:

Workplace financial education

Financial education in schools

Programmes for young adults

Exhibitions, roadshows, drama

Publications and websites

Television and radio



Partners can help to take advantage of 
teachable moments

For example:

people who are planning to get married 

couples who are separating

parents before/after the birth of a child

people whose close relative has recently died  

people starting a new job – particularly,if it's their first job

people coming up for retirement

households receiving overseas remittances



Financial services industry can play 
important role

– so long as it's not, in reality, marketing; and so long as the target 
audience are willing to trust messages from firms. For example:

Indonesia: financial education taken forward initially by Banking 
Education Working Group, with a focus on banking customer 
education. Being expanded into a national  financial education 
programme covering the financial services sector generally

the Prudential conducts „Investing in Your Future‟ seminars in 
China, India and Vietnam to raise financial capability among 
women

Citi has developed financial education curricula for children, 
teenagers and adults

Visa has promoted financial capability messages through 
industrial theatre



Using trusted intermediaries
Financial education, information and advice more likely to be effective if 

delivered by organisations or individuals the recipients know and trust

MFIs:  clients need to be able to manage their personal finances well 
in order to become credible micro-entrepreneurs

Kenya: Equity Bank trains university students, who spend two weeks 
of their vacations training people in their villages

Kenya: Equity Bank trains local people to equip them to train (for a 
fee) people in their community 

South Africa: National Credit Regulator runs capacity-building 
workshops for consumer intermediaries (eg shop stewards, advice 
centres run by NGOs, church leaders, traditional chiefs) 

Trinidad and Tobago: lunch-and-learn sessions in workplaces

South Africa: Operation Hope trains volunteers to deliver financial 
education in their local schools



Intermediaries need to be trained

Even intermediaries who are capable of managing their 
own money well need training/support to give them the 
knowledge and skills to deliver  personal finance education 
and guidance to others 

Training is especially important where the intermediaries 
lack confidence, skill or knowledge in managing their own 
personal finances

Training of trainers is a cost-effective strategy, because 
those trainers can go on to train many others 

School teachers are a priority group – they  can deliver 
financial education not only in the classroom, but 
potentially beyond



Working in partnership to 
increase people's financial 

capability will improve the lives 
of them and their families – now 

and in the future
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