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LETS BEGIN BY UNDERSTANDING WHO IS IN THE ROOM..  
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Millennials 

 

 

 

Gen X 

 

 

 

Boomers 

 
Silent  

Generation 

 

15-20 yrs 
 

21-34yrs  
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50-64yrs 
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THE MARKET IS FAST SHIFTING TO… 

Product Centric  Customer Centric  

“ Don’t find customers for your products find products 

for your customers” Seth  Godin Author Purple Cow . 
The New ‘P” is the Purple Cow    

” 
“ 



MEET THE  ,  AND  GENERATION 

vocal / social 

multi-taskers 

healthy 

lifestyle 

authenticity 

added benefits 

convenience 

control 

connectivity 

• Source Nielsen Global New Product Innovation Survey,  



AND NOW THE GENERATION Z DISRUPTORS ….  

Sample Text 

Sample Text Sample Text 

“Hey Millennials here comes Generation Z  move 

over………”  

” Referred to as the next big  disrupter,  

Young, premium , but not rich, strong disruptor.. 



Generation Z 

(15-20)  

Millennials  

(21-34)  

Generation X 

(35-49)  

Boomers 

(50-64)  
Silent Generation 

(65+)  

FUTURE ASPIRATIONS.. 
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Fit &Healthy  

Family Time   

Fulfilling  

Career  

Make Money  

39% 

29% 

28% 

36% 



The drill down….  

THE CONSUMER USER SHIFT ….. 



THE UNEXPECTED  SHIFTS  ….   

 The growth is fueled by product delivery on what the consumers want .. 

 The Growth to over 22% growth in Volumes has a contribution from the women  

 The Product line is growing but for very different consumer needs  and different 

target   



THE SURPRISING SHIFTS  ….   

 The decline has been driven by the market changes  

 

 The premium positioning has shifted to a more inclusive offer .  

 

 Multichoice Nigeria takes a shift  on (PPV)Pay Per View to have relevance to the 

customer. 



THE INNOVATORS & THE DISRUPTORS  

Approximately 40 MILLION 

taxi business without owning 

any  

Approximately 80 MILLION Customers  

without owning any Retail outlet. 

Makes About 2.5m  price changes daily 

by comparison, Walmart and Best Buy 

changed their prices roughly 50,000 times 

each in the entire month of November.   

Nearing 100 million customers 

Without a pay TV  box  

Invented Digital cameras  

never thought of launching  

Was a market leader 

never evolved to fit the 

needs  

Had the widest branch 

coverage In Kenya failed to 

utilize it properly  

Was a household brand, 

expanded recklessly and stored 

products   
14M  customers no physical 

bank driving  volumes of 90B  



The intention , the shifts and the Future  

CASE STUDY  

THE M- SHWARI STORY  ….. 



GENERATIONS AND MONEY …. 



M-SHWARI THE PRODUCT…. 

Intitial Target  

Empower the 

BOP  

To Save and 

Borrow  

3 

Youth  
•Locked 
Concept  

2 

Mass Market 

Was to be 

financially 

included  

1 
Professionals  

Are driving the  
savings as well as 

short time borrowing 
due to liquidity  

1 

Hustlers 
•Borrowing for Quick 

business 
opportunities and 

paying back  

2 

Mass Market  
•Still empowering 

the  Mama 

Mboga on a daily 

Basis  

3 

The Market Shiff 

“ CBA was initially worried about their Brand image…. From premium customers to a mass market 

product affiliation”   

100Ksh. 

 a week 

savings plan  



WHO BORROWS… 

 

14 MILLION 

CUSTOMERS  

AGE 18-24 29% 

AGE 35-55 25% 

AGE 25-34 38% 

Above 55 8% 

Male 59% 

Females 41% 

10,038 customers per day  

Source Commercial Bank of Africa Publications as at Q1   

Lock savings 

Customers   

147,213 

AVG.LOCK 

SAVINGS 

9078 Kshs  

AVG.LOCK 

TARGET  

8,000Kshs  

Gen Z 

Millennials   

Gen x  

Boomers +Silent Watchers  

DRIVING A SAVINGS & INVESTMENTS CULTURE 

• Females are utilizing the savings product more 

• Males over 40 years old are saving at a higher rate 

• 25-34 year olds hold the greatest value of loans 

outstanding across all genders, with males 

contributing 71% to this value 



M-SHWARI THE PRODUCT  

Non Performing Loans at 1.92% which is below industry level of 5.3% 

14,000,000 

2,000,000 

7,000,113 

7,400,000 

8,120,294 

7,630,320 

9,578,460 

10,825,478 

12,459,833 

14,025,180 

13,357,403 

Inception 

to 

April 2014 

April 2014 

to 

May 2014 

End of 

June 2014 

June to 

Sept 2014 

Oct 2014 

to 

Jan 2015 

Jun 2015 
Dec 2015 

Jan 2016 

End of Q1 

2016 

Source Commercial Bank of Africa Publications  

91B  
Kshs.  

Customer Base  



THE MARKET IS SHIFTING …… 

What’s best for the customer is best for 

the business…… Chris Brown cofounder and 

CEO,  Market Culture Strategies….  

“ 

 ” 

 The Nielsen Global Survey of Generational Attitudes was conducted Feb. 23 - March 13, 2015 and polled more than 30,000 online consumers in 

60 countries throughout Asia-Pacific, Europe, Latin America, the Middle East/Africa and North America. 

 Commercial Bank of Africa 2015 publications  

 Purple Cow by Seth Godin   



THANK YOU…. 


