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Executive Summary
Key Findings

Demand for microfinance 
The Sri Lankan financial market is essentially a micro-
finance market with over 80% of households having 
total borrowings below Rs. 100,000. Disparities do ex-
ist across sectors, regions and income groups. In the 
urban sector, 67.9% of households have total borrow-
ings less than Rs. 100,000 compared to 100% in the 
estate sector. 

Microfinance institutions (RDBs, CRBs, Sanasa, 
Samurdhi Banks, NGOs and CBOs) play an impor-
tant role in the country with over 60% of households 
having accessed these institutions. Institutions such as 
the Samurdhi Banks are particularly important for the 
lower income groups.

Outreach of financial services
Outreach is fairly extensive with 82.5% of households 
having accessed financial institutions for their savings 
and credit needs. The estate sector has fairly low out-
reach compared to the rural and urban sectors.

There is a strong savings culture in Sri Lanka with near-
ly 75% of households having saved in a financial insti-
tution. However, the estate sector lags behind, with a 

figure of 68.5% and provinces such as the Northern, 
Eastern and North Western have a savings rate of ap-
proximately 65%. 

82% of savings accounts are found to be earning inter-
est rates of less than 10.0% p.a.. With official inflation 
rates in double digits since 2005, savers are earning 
negative returns on their accounts.

Institutional preferences
State banks are generally more popular for savings with 
over 75% of households saving in these banks (espe-
cially the People’s Bank and Bank of Ceylon). This is 
mainly due to the fact that these banks are seen as reli-
able and safe. 

Accessibility is a prime factor influencing the choice 
of institution for borrowing. Here too, state banks are 
comparatively more popular than other financial in-
stitutions. 

Domestic private banks (such as HNB, Seylan Bank 
and Commercial Bank of Sri Lanka) play a fairly sig-
nificant role especially in the case of savings. 

In the case of the lower income groups Samurdhi Banks 
seem to be the main source of finance with over 50% 
accessing these institutions for their credit needs and 
approximately 38%for their savings needs. 

Informal credit
There is a fairly active market for informal credit in 
the country with nearly 20% of households having 
accessed informal sources of finance. The percentage 
of households using informal credit is highest in the 
estate sector. 

Only about a fifth of the total value of informal loans 

is taken from money lenders. This is in contrast to the 
common perception that money lenders play a very 
significant role in the informal sector. 

Easy access, ability to obtain funds speedily and the 
absence of collateral requirements play a key role in 
motivating households to use informal sources. 



vi

Barriers to access and suggestions for service improvement
riers cited are long transaction times, low rates of in-
terest, lack of knowledge of services on offer, excessive 
documentation and distance to institution.

Simple and quick loan procedures, reduced documen-
tation, greater information dissemination and a cus-
tomer friendly environment are the key suggestions for 
service improvement in financial institutions. 

There is still an unmet demand for financial servic-
es, particularly credit, with over 50% of households 
claiming to be in need of a loan, indicating that there 
is scope for expansion in outreach. 

Collateral requirements, excessive documentation, rig-
id terms and conditions and long processing periods 
are key barriers faced by households when accessing 
formal institutions for credit. For savings, the key bar-

Insurance services
Over 31% of households in the country have obtained 
some form of insurance. However, there is a large dis-
parity between income groups. There are no house-

holds in the 1st quintile who have insurance compared 
to over 40% in the top quintile. 

Conclusions and Outlook
The survey provides evidence of a mismatch between 
supply and demand. Customers complain of high 
transaction costs and the fact that providers lack the 
flexibility they need. Despite financial institutions hav-
ing a rather extensive coverage, there is still a large un-
met demand for credit.
 
Another striking finding of this study is the clear pref-
erence of customers for government financial institu-
tions. The large outreach of state-owned financial in-
stitutions is an added justification for the introduction 
of market-oriented reforms which would boost the ef-
ficiency of these institutions and the financial sector as 
a whole.  

Regulating and supervising microfinance providers 
would go a long way in improving public and inves-
tor confidence in these institutions. The data indicates 
that microfinance providers are accessed by a fair num-
ber of households therefore, licensing large MFIs and 

authorizing them to mobilise deposits would enable 
them to expand operations and increase outreach to 
lower income groups and free them from the limita-
tions of dependence on donor funding.

Despite the fact that Sri Lanka’s financial market is 
mostly a microfinance market, the advances in terms 
of poverty alleviation seem to be rather modest. The 
development in terms of quantity and quality of ‘cred-
it plus’ services tailored especially to the needs of the 
poor could prove useful in enhancing the benefits they 
derive from access to financial services. 

The study finds a relatively low utilisation of insur-
ance services. Increasing outreach of insurance services 
is important, particularly to low income households 
which can be dragged into poverty by sudden sickness 
or death. However, a greater acceptance of insurance 
services among the general population is required be-
fore micro insurance can be developed and expanded.

Impact of financial services
A considerable proportion of households feel that their 
utilisation of financial services has a positive impact 
on factors such as household income, housing condi-
tions, employment opportunities, overall standard of 
living and the ability to cope with vulnerability and 
risks. Low income groups derive fewer benefits from 
utilising financial services compared to higher income 

groups.  A much larger proportion of households (over 
one fourth) in the poorest quintile utilise their loans 
for consumption and various emergency purposes 
(medical treatment, deaths, births etc.) compared to 
the richest quintile where a larger proportion of loans 
are used for productive purposes or for purposes where 
benefits can be derived over a period of time. 
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ia;=;sh

fuu ióCIKh c¾udkq ;dCIK iyfhda.s;djh (GTZ) wkq.%yfhka" YS% ,xld uqo,a yd l%u iïmdok 

wud;HdxYfha uÕ fmkaùu hgf;a" CIqø uq,HlrKh úIh lreKq fldgf.k YS% ,xldfõ uq,H fiajdjkaf.a 

jHdma;sh ksYaph lr.ekSu Wfoid mj;ajk ,§' 

ióCIKh fufyhùfï;a" jd¾:dj ms<sfh, lsÍfï;a Ndr¥r ld¾hh bgq l< YS% ,xld m%;sm;a;s wOHhk 

wdh;kfha (Institute of Policy studies of Sri Lanka [IPS]) .x.d ;s,lr;ak iy ru,S fmf¾rd hk 

whg wmf.a úYaI ia;=;sh ysñfjhs' ;jo YS% ,xld újD; úYaj úoHd,fha uydpd¾h tia' tia' fld<Uf.a 

uy;dg;a  m%Yakdj,sh ie<iqï lsÍfuka iy ióCIlhka mqyqKq lsÍfuka odhl;ajh ,ndÿka YS% ,xld 

m%;sm;a;s wOHhk wdh;kfhys frdaIsks chùrg;a" mS' ta' kkaofiak uy;d we;=¿ lKavdhug;a" l,auqfka 
Supporters.com lKavdhug;a" hdmkh úYaj úoHd,fha wdpd¾h ks;Hd ;d¾uiS,ka" fÊïia frdìkaika 

uy;d we;=¿ lKavdhug;a" wmf.a ia;=;sh m,lsÍug leue;af;uq'

W;=re m<df;a mj;sk wkdrCIs; jd;djrKh ksid Èia;s%lal lsysmhl fuu ióCIKh meje;aùug fkdyels 

jqj;a" Èjhsfka wfkl=;a ish¿ Èia;s%lalj, fuu ióCIKh id¾:lj meje;aùug iydh ,ndÿka ieug;a 

ia;=;sjka; fjuq¡

YS% ,xld ck yd ixLHd f,aLk fomd¾;fïka;=fõ ks,OdÍkaf.ka fuu ióCIKh id¾:l lr .ekSu Wfoid 

,enqKq iyfhda.h o fuys§ w.h fldg i,luq' 

;jo c¾udkq wd¾Ól iyfhda.s;d iy ixj¾Ok wud;HdxYh (BMZ) yryd fuu ióCIKhg wjYH uq,H 

m%;smdok ,ndÿka c¾uka rchg;a wmf.a ia;=;sh ysñfjhs' 

fuu ish¿ l¾;jHhka Wfoid YS% ,xld uqo,a yd l%u iïmdok wud;HxYfha ixj¾Ok uq,H fomd¾;fïka;= 

ld¾h uKav,h wm fj; ,ndÿka iyfhda.hg ia;=;sjka; fjuq' tfiau Promotion of Microfinance Sector 
(ProMiS) ys frdaIskS m%kdkaÿ iy ls%%iaákd fudvrka hk whj¨ka fï i|yd ,ndÿka w.kd odhl;ajh 

lD;{ mQ¾jlj isysm;a lruq' 

YS% ,xldfõ uq,H fiajdjka yd úfYaIfhka CIqø uq,H fiajdjka ms<sn|j fuu jd¾;dfjys bÈßm;a lr we;s 

f;dr;=re u.ska tu fj<| fmd< ms<sn|j;a úfYaIfhka tys me;sßu ms<sn|j;a ksis wjfndaOhla ,nd.

ekSug yels jkq we;ehs n,dfmdfrd;a;= fjuq' 

wdpd¾h. v¾la iAghskAjdkaâ 
jevigyka iïnkaëldrl

GTZ ProMiS, wfma%, 2008
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úOdhl idrdxYh

uQ,sl fidhd.ekSï

CIqø Kh i|yd we;s b,a¨u 

YS% ,xldfõ uq,H fj<| fmd< .;al, wjYHfhkau 

CIqø uq,H fj<| fmd<la nj fmkS hk w;r 

l=gqusnhkaf.ka 80] g jeä m%udKhla i;=j 

mj;skafka re' 100"000 g jvd wvq Kh uqo,la nj 

fmkshhs' wdxYsl" m%dfoaYsh iy wdodhï ldKaX 

jYfhkA ie,lSfï§S Kh wjYH;djhkays úIu;d 

±lsh yels jk w;r j;=lrfha mjq,a tall 

100] m%udKhlf.au we;af;a re' 100"000 g wvq 

Kh wjYH;djhls' kd.ßl mjq,a w;r 67'9] l 

m%udKhla re' 100"000 g wvq ,dNSka nj fmkShhs' 

fus iusnkaOfhka .;a l, ,xldfõ l=gqïn 60] lg 

jvd jeä msßilg ;u uq,H wjYH;d imqrd .ekSfï 

myiqlï imhd foñka CIqø uq,H wdh;k ^.%dóh 

ixj¾Ok nexl=" iuqmldr .%dóh nexl=" iKi" 

iuDoaê nexl=" rdcH fkdjk ixúOdk iy m%cd 

uQ, ixúOdk& b;d jeo.;a ld¾hNdrhla bgqlrhs'   

úfYIfhkau wvq wdodhï,dNS mjq,a fj; CIqø uq,H 

myiqlï iemhSu ie,lSfï§" iuDoaê nexl=j jeks 

wdh;k u.ska bgqlrkq ,nk fiajh b;d jeo.;a 

fjhs' 

uq,H fiajdjkaf.a me;sÍu 

YS% ,dxlsl l=gqïnhkaf.ka 82'5] l msßilg ;u 

uq,H wjYH;d imqrd .ekSug uq,H wdh;k fj; 

<Õdùfï wjia:dj ,eî we;s w;r" kd.ßl iy 

.%dóh wxY iu. iei£fï§ j;=lrh my< w.hla 

fmkakqï lrhs' 

b;d Yla;su;a b;=reï ixialD;shlg ysñlï lshk 

YS% ,dxlsl ck;djf.ka 75] l m%udKhla  uq,H 

wdh;kj, ish b;ssß lsÍï mj;ajdf.k hhs' tkuq;a 

j;=lrfha ck;dj w;r fuh 68'5] la o" W;=r - 

kef.kysr yd jhU m<d;aj, fuu w.h 65] la o 

muK fõ' 

;jÿrg;a b;=reï .sKqï 82] l m%udKhlf.a 

jd¾Isl iM, fmd,S wkqmd;slh 10'0 ] g jvd wvq 

w.hla .kakd w;r j¾I 2005 isg mj;sk by< 

WoaOuk wkqmd;h ksid b;=reï .sKqï i|yd ,efnk 

im, bmehSus RK w.hl mj;S' 

uq,H wdh;k i|yd we;s leue;a;

uqo,a ;ekam;= i|yd 75] lg wêl msßila f;dardf.k 

we;af;a rdcH nexl+ ùu úfYaIhls' ^uyck nexl=j 

yd ,xld nexl=j& fuhg uQ,sl f,iu fya;=mdol ù 

we;af;a rdcH nexl+ jvd iqrlaIs; iy úYajdikSh 

nj ie,lSuhs' 

flfiafj;;a Kh ,nd.ekSu i|yd uq,H wdh;khla 

f;dard.ekSfï uQ,slu idOlh f,i tu wdh;k 

fj; <Õdùfï we;s myiqj i,ld nef,k nj 

fmkS hhs' fuys§ o rdcH nexl=j,ska Kh ,nd.ekSu 

i|yd idfmaCIj jeä keUqrejla we;s ùu úfYaI 

,laIKhls' 

fus w;r foaYSh fm!oa.,sl nexl= ^yegka keIk,a 

nexl=j" fi,dka nexl=j iy fldu¾I,a nexl=j& 

b;=reï talrdYslrKfha§ ie,lsh hq;= ld¾h 

Ndrhla bgq lrhs' 

wvq wdodhï,dNS lKavdhï .;al, Tjqkaf.ka 50] 

lg wêl msßila ish Kh wjYH;d i|yd o" 38] 

lg wdikak msßila uqo,a ;ekam;= i|yd o iuDoaê 

nexl=j fj; fhduq ù we;s nj ±lsh yelsh' 
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wúêu;a Kh 

iuia;hla f,i .;al, uq¿ l=gqïn m%udKfhka 20] 

l muK msßila ish uq,H wjYH;d i|yd wúêu;a 

uQ,dY% fj; fhduq ù we;s nj ±lsh yel' j;=lrh 

ie,lSfï§ fuu w.h óg jvd by< w.hla .kS' 

uqo,a fmd,shg fok mqoa.,hskaf.ka Kh ,nd.

ekSu i|yd fhduqù we;af;a  wúêu;a uQ,dY% fj; 

fhduq ù we;s uq¿ msßfika 20] la muKs' fuh uqo,a 

fmd,shg fok mqoa.,hska" uq,H fj<| fmdf<ys 

jeo.;a ld¾hNdrhla bgqflfr;shehs hkqfjka 

mj;sk idudkH woyig jvd fjkia ;;a;ajhla nj 

meyeÈ,s fjhs' 

.Dyia: wjYH;d i|yd wúêu;a uQ,dY% fj; 

fhduqùug fya;=ù we;s lreKq w;ßka <Õd ùfï 

myiqj" uqo,a blauKska ,nd.; yels nj iy iq/

-l=ï bÈßm;a lsÍfï wjYH;djhla fkdue;s nj 

jeo.;a fjhs' 

uq,H fiajd fj; ,ÕdjSu i|yd we;s ndOl iy fiajd ÈhqKq lsÍug fhdackd

iemsßh fkdyels jQ b,a¨ula ;ju;a uq,H fj<| 

fmd< ;=< mj;S' úfYaIfhkau l=gqïnhkaf.ka 50] 

l muK m%udKhla Kh i|yd jk wjYH;djfhka 

hqla; fjhs' fuu.ska fmkakqï lrkafka CIqø uQ,H 

wdh;k j,g ;u fiajd ;j ÿrg;a jHma; lsÍug 

yelshdjla we;s njhs'

Kh w;a;sldrï ,nd .ekSu i|yd úêu;a uq,H 

wdh;k fj; b,a¨ïlrejka yg <Õdùug we;s uQ,sl 

ndOdjka ù we;af;a iq/l=ï ^wem& bÈßm;a lsÍug 

we;s wmyiq;djh" bÈßm;a l< hq;= ,shlshú,s j, 

wêl m%udKd;aul Ndjh" ±ä kS;s iy fldkafoais 

o" Kh ksoyia lsÍfï mámdáhg .;jk §¾> ld,h 

hk lreKqh' 

.kqfokq i|yd .;jk §¾> ld,h" wvq fmd,S 

wkqmd;sl" uq,H wdh;k u.ska ,nd fok fiajdjka 

ms<sn| fkd±kqj;alu" wêl ,shlshú,s iy uq,H 

wdh;kh msysgd we;s ia:dkhg we;s ÿr hk lreKq 

b;=reï i|yd we;s b,a¨ug we;s m%Odk ndOl f,i 

±laúh yelsh' 

ir, iy myiq Kh ksoyia lsÍfï ls%hdj,shla 

y÷kajd §u" ,shlshú,s wju lsÍu" f;dr;=re 

mq¿,a f,i m%pdrKh" .KqfoKqlrejdg ys;jd§ 

jgmsgdjla f.dvkexùu iy uq,H wdh;k u.ska 

imhk fiajdjka jeäÈhqKq lsÍu i|yd jk uQ,sl 

fhdackd fõ' 

rCIK fiajdjka 

,xldfõ mjq,a j,ska 31] g jeä msßila lsishï 

wdldrhl rCIK wdjrKhla ,ndf.k we;' flfia 

kuq;a úúO wdodhï,dNS ldKav ;=< fuu w.h 

úIuj ±lsh yelsh' wvuq wdodhï,dNS fldgi ;=< 

rCIK wdjrKhla ,nd.;a mjq,a ±lsh fkdyels 

kuq;a by<u ,dNS fldgi ;=< 40] l m%;sY;hla 

±l.; yelsfõ' 

uq,H fiajdjkays n,mEu 

ie<lsh hq;= mjq,a tall ixLHdjla Tjqka Ndú;d 

lrk uq,H fiajdjkays ys;lr n,mEula we;s 

nj úYajdi lrhs' .Dy tallfha wdodhu" mjqf,a 

;;a;ajh" /lshd wjia:d" mjqf,a iuia; cSjk 

;;a;ajh iy bÈßfha§ we;s úh yels Wmøj iy 

wjodkug uqyqK §ug Yla;sh o Tjqka Ndú;d lrk 

,o uq,H fiajdjka ksid j¾Okh jQ nj úYajdi lrhs' 

jeä wdodhï ,nk lKavdhï iu. iei£fï§ wvq 

wdodhï,dNS lKavdhï uq,H fiajdjka ;=<ska ,nd.

kakd m%;s,dN wvq uÜgul mj;S' flfiafj;;a 

wvq wdodhï ,nkakkaf.kaa ie,lshhq;+ fldgila 

^y;frka tllg jvd& Tjqkaf.a Kh uqo,a 

mßfNdackh iy úúO yÈis wjYH;d imqrd.ekSu 

^Wm;a" urK" wikaSm wd§& i|yd fhdod .kakd 

w;r jeä wdodhï,dNSkaf.ka  jeä fldgila Tjqka 

.kakd Kh uqo,a wd¾Óluh jYfhka M,odhS fyda 

§¾> ld,hla mqrd m%;s,dN ,eìh yels fohla fj; 

fhduq lrhs' 
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ks.uk iy wkd.; wjia:d 

YS% ,xldfõ uq,H fiajdjkaf.a b,a¨u iy iemhqu 

w;r fkd.e,mSula we;s njg fuu ióCIKh 

idCIs imhhs' ;jo ;ukag wjYH kuHYS,S;ajh tu 

fiajdjkays fkdue;s nj;a by< .kqfokq msßjeh 

ms<sn|j;a .KqfoKqlrejka ueisú,s k.hs' uq,H 

wdh;k mq¿,aj me;sÍ we;;a ;ju;a imqrd,Sug 

fkdyels jQ úYd, b,a¨ula Kh i|yd we;s nj 

±lsh yel' 

fuu ióCIKfhka ±l.; yels ;j;a jeo.;a 

lreKla jqfha rcfha uq,H wdh;k iu. lghq;= 

lsÍug .kqfokqlrejkaf.a we;s leue;a;hs' fj<| 

fmd< b,lal lrf.k §m jHdma;j me;sÍ we;s 

rdcH uq,H wdh;kj, YdLd iuia; uq,H fj<| 

fmdf<ysu ld¾HCIu;djh by< kexùug odhl ù 

we;' iuia; uq,H wxYfha ld¾HCIu;djh j¾Okh 

lsÍu i|yd jk fjf<| fmd< mokï lr.;a 

m%;sixialrK y÷kajd§fï§ rdcH uq,H wdh;khkays 

mq¿,a jHdma;sh jeo.;a idOlhla f,i ie<lsh 

yels fjhs' 

CIqø uq,H wdh;k úêu;alrKh iy iqmÍCIKh 

ck;dj iy wdfhdaclhka CIqø uq,H wdh;k flfrys 

;nd we;s úYajdih ;j ÿrg;a jeä ÈhqKq lsÍug 

fya;=jkq we;' ie<lsh hq;= mjq,a tall ixLHdjla 

CIqø uq,H wdh;k u.ska ish uq,Huh wjYH;d 

bgqlr .ekSug fhduqù we;s nj o;a; fmkajd fohs' 

fï ksid úYd, CIqø uq,H wdh;k n,m;%.;lr 

(Licensed) b;=reï talrdYslrKhg n,h ,nd§u 

u.ska tu wdh;kj, fiajd lghq;= mq¿,a lsÍug;a" 

wvq wdodhï,dNS mjq,a fj; imhk fiajd jeä ÈhqKq 

lsÍug;a" foaYSh fyda úfoaYSh wdOdr wruqo,a u; 

hemSu wvq lsÍug;a wjia:dj ie,fihs' 

YS% ,xldfõ uq,H fj<| fmd< úYd, jYfhkau CIqø 

uq,H fj<| fmd<lska iukaú; jqj;a ÿmam;alu ;=rka 

lr,Su i|yd Kh uqo,a iemhSfus n,mEu mj;skafka 

idudkH uÜgul nj fmkS hhs' wvq wdodhï,dNSkaf.a 

wjYH;d imqrd,Su i|yd jk uq,Huh yd uq,Huh 

fkdjk fiajdjka m%udKd;aulj fukau .=Kd;aulj 

-o j¾Okh lsÍu ;=<ska Tjqka uq,H fiajdjlska ,nd 

.kakd m%;s,dN ;j ÿrg;a jeä l< yel' 

rCIK fiajdjkays Ndú;h idfmaCIlj wju uÜgul 

mj;sk nj wOHhkh u.ska fmkakqï lrhs' yÈis 

f,vfrda. fyda urKh u.ska ÿ.S njg m;aúh yels 

wvq wdodhï,dNS mjq,a fj; rCIK fiajd jHdma; 

lsÍu b;du;a jeo.;a jkq we;' flfia fj;;a CIqø 

rCIK fiajdjka ÈhqKq lsÍug iy jHdma; lsSug fmr 

CIqø rCIK (Microinsurance) fiajdjka ms<sn|j 

jvd fyd| ms<s.ekSula  uyckhd w;r we;s lsÍu 

wjYHjk nj ;jÿrg;a fmkShhss' 
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ed;wpAiu

Ez;epjprhH Nehf;fpid tpNrl ikag;gLj;jyhff;nfhz;L ,yq;ifapy; epjpr; Nritfspd; 

ntspmilit kjpg;gpLtij gpujhd Nehf;fhff; nfhz;l rthy;kpF gzpahd ,e;j Ma;tpid 

ehlshtpa hPjpapy; elhj;jpaikf;fhfTk; mjD}lhf ntspmilT rhHghf jahhpf;fg;gl;l ,e;j 

mwpf;iff;fhfTk; nfhs;iffs; fw;if epWtfj;jpd; nry;tp.fq;fh jpyful;zTf;Fk;> nry;tp.

ukyp ngNuuhTf;Fk;  epjp kw;Wk; jpl;lkply; mikr;Rf;Fk; GTZ ,w;Fk; (N[Hkd; njhopy;El;g 
xj;Jiog;gfk;) jkJ ed;wpfisj; njhptpf;f tpUk;Gfpd;wJ.

vkJ ed;wpfs; gpd;tUNthhpw;Fk; cupj;jhdjhFk;: Ma;tpw;fhd tpdhf;nfhj;jpid 

tbtikj;jJld; Ma;T kjpg;gPl;lhsHfSf;fhd gapw;rpaspj;jy; Nghd;wtw;wpy; MjuT  toq;fpa 

,yq;if jpwe;j gy;fiyf;fofj;ij NrHe;j NguhrphpaH S.S.nfhyk;gNf mtHfSf;Fk;> 

nfhs;iffs;  fw;iffs; epWtdj;ij (IPS) NrHe;j nry;tp. Nuhrpdp [atPu mtHfSf;Fk; vkJ 

ed;wpfs;. Jujp\;ltrkhf jw;NghJ epyTk; ghJfhg;G epiyikfs; fhuzkhf tlf;fpy; rpy 

khtl;lq;fs; jtpHf;fg;gl Ntz;bapUe;j NghjpYk; ,yq;ifapy; midj;J khfhzq;fspYk; 

Ma;tpid ntw;wpfukhf G+Hj;jp nra;tjw;F xj;Jiog;G ey;fpa jpU.P.A.ee;jNrdhtpw;Fk; 
mtuJ FOtpw;Fk;> fy;Kid Supporters.com FOtpdUf;Fk;> fyhepjp.epj;jpah jHkrPyd;;> 

jpU.N[k;]; nwhgpd;rd; MfpNahH mlq;fyhd aho;. gy;fiyf;fof FOtpdUf;Fk; vkJ 

ed;wpfs;.

Ma;T khjphpfis tbtikg;gjpy; njhifkjpg;gPL kw;Wk; Gs;sptpguj; jpizf;fs CopaHf-

spd; xj;Jiog;G ed;wp$wj;jf;fJld; kpfTk; ghuhl;lg;glf;$baJkhFk;. 

NkYk; ,e;j Ma;tpid Nkw;nfhs;tjw;F epjp cjtp toq;fpa N[u;kdpa murhq;fj;jpw;F 

vkJ ed;wpfs;.

,Wjpahf> Ma;tpid Nkw;nfhs;tjw;F Njitahd Jiz Nritfis toq;fpa epjp 

jpl;lkply; mikr;rpd; mgptpUj;jpepjp jpizf;fs CopaHfSf;Fk; vkJ ed;wpfs;. NkYk; ,e;j 

Mtzj;jpid g+uzg;gLj;Jtjw;fhf jkJ Mf;fG+Htkhd cs;sPLfis toq;fpa Ez;epjp 

Nkk;gLj;jy; (ProMiS) epfo;r;rpj;jpl;lj;ijr;NrHe;j nry;tp.Nuh\pdp ngHdhz;Nlhtpw;Fk;> nry;tp.

fpwp];hpdh nkhnlhwdpw;Fk; vkJ ed;wpfs;.

,t;twpf;ifapy; cs;slf;fg;gl;l jfty;fs; ePz;l fhykhf njuptpf;fg;gl Njitahd 

,yq;ifapy; epjpr;Nritfspd; ntsp miltpDila KOj; Njhw;wj;jpid nghJth-

fTk; Ez;epjpapd; ntspmiltpd; mstpid Fwpg;ghfTk; g+Hj;jp nra;a cjTk; vd 

ek;gg;;gLfpd;wJ.

fyhepjp.NlHf; ];nua;d;thd;l;

epfo;r;rpj; jpl;l ,izg;ghsH;

GTZ ProMiS, Vg;uy; 2008 



xii

epiwNtw;W RUf;fk;

Kf;fpa ngWNgWfs;

Ez;epjpf;fhd Nfs;tp 

,yq;ifapd; epjpr; re;ijahdJ Fwpg;ghf 80% 
f;F Nkw;gl;l tPl;Lj;JiwapdH &gh 100>000 

f;Fk; Fiwthd nkhj;j fld;fis nfhz;l 

tFjpapdiu cs;slf;fpa XH Ez;epjp re;ij 

MFk;. rkkpd;ikahdJ Jiwfs;> gpuNjrq;fs;> 

tUkhd FOf;fspilNa fhzg;gLfpd;wJ. 100% 
Mf fhzg;gLk; ngUe;Njhl;l JiwAld; xg;gpLk; 

NghJ efu tFjpapy; 67.9% Md tPl;Lj;JiwapdH 

&gh 100>000 f;F Fiwthd nkhj;j fld;fis 

nfhz;Ls;sdH.

Ez;epjp epWtdq;fs; (gpuhe;jpa mgptpUj;jp 

tq;fpfs;> $l;LwT fpuhkpa tq;fpfs;> rdr> 

rKHj;jp tq;fpfs;> mur rhHgw;w epWtdq;fs;> 

r%fk; rhH epWtdq;fs;) ehl;by; Kf;fpa gq;F 

tfpf;fpd;wd. 60% f;F Nkw;gl;l tPl;Lj;JiwapdH 
,e;epWtdq;fis mile;Js;sikia 

fhzf;$bajhf cs;sJ. rKHj;jp tq;fpfs; 

Nghd;w epWtdq;fs; tpNrlkhf Fiwe;j tUkhd 

FOtpdUf;F Kf;fpak; ngWfpwJ.

epjpr; Nritfspd; ntsp milT

82.5% Md tPl;Lj; JiwapdH jkJ 

Nrkpg;Gfspw;fhfTk; fld; Njitfspw;fhfTk; 

epjp epWtdq;fis ehLfpd;w msTf;F ntsp 

milT MdJ epahakhd msT tphptile;J 

fhzg;gLfpd;wJ. ngUe;Njhl;lj; JiwahdJ 

fpuhk> efu JiwAld;  xg;gpLk;NghJ  XusT 

Fiwe;j ntsp miltpidNa nfhz;Ls;sJ.

,yq;ifapy; gykhd Nrkpg;G fyhrhuk; 

fhzg;gLtjhy; fpl;lj;jl;l 75% Md 

tPl;Lj;JiwapdH epjp epWtdq;fspy; 

Nrkpg;Gfisf; nfhz;Ls;sdH. ,Ue;jNghJk;> 

ngUe;Njhl;lj;Jiw 68.5% Mf gpd;jq;fpa 

epiyapy; cs;sJ. mNjNghy; tlf;F> fpof;F> 

tlNkw;F khfhzq;fspYk; Nrkpg;G tPjk; 

mz;zsthf 65% MFk;.

82% Md Nrkpg;Gf; fzf;Ffs; tUlj;jpw;F 

10% w;Fk; Fiwthd tl;b tPjj;jpidNa 

ciof;fpd;wd. vdpDk; 2005 ,ypUe;J 

cj;jpNahfG+Ht gztPf;ftPjk; ,uz;L 

vz;fspy; ,Ug;gJld; Nrkpg;gtHfSk; 

jkJ fzf;FfspypUe;J vjpHkiwahd 

tUkhdj;jpidNa ciof;fpd;wdH.

epWtdhPjpahd Kd;Dhpikfs;

nghJthf mur tq;fpfs; Nrkpg;gpw;F kpfTk; 

gpugy;akhdjhff; fhzg;gLtJld; 75% ,w;F 

Nkw;gl;l tPl;Lj;JiwapdH mt;tq;fpfspNyNa 

Nrkpg;gpid nfhz;Ls;sdH. (Fwpg;ghf kf;fs; 

tq;fpapYk;> ,yq;if tq;fpapYk;). mjw;Ff; 

fhuzk; mit ek;gfj; jd;ikAk; ghJfhg;G 

cilait vd;gjdhyhFk;.

fldpw;fhf epWtdj;jpid njhpT nra;tjpy; 

milaf;$ba jd;ik Kf;fpa fhuzpahf 

nry;thf;F nrYj;Jfpd;wJ. ,q;NfAk; $l 

mur tq;fpfs; Vida epjp epWtdq;fSld; 

xg;gpLk;NghJ kpfTk; gpugy;akhdjhff; 

fhzg;gLfpd;wJ.

cs;ehl;L jdpahH tq;fpfs; (`w;wd; e\dy; 

tq;fp> nryhd; tq;fp> ,yq;if th;j;jf tq;fp) 

tpNrlkhf Nrkpg;ig nghWj;jstpy; Kf;fpa 

gq;fpid tfpf;fpd;wd.

Fiwe;j tUkhd FOtpdiu nghWj;jtiu 

rKHj;jp tq;fpfs; Kf;fpa epjp%ykhf 

fhzg;gLfpd;wd. 50% f;F Nkw;gl;NlhH jkJ 

fld;NjitfSf;Fk; mz;zsthf 38% MNdhH 

jkJ Nrkpg;G NjitfSf;Fk; ,t;tq;fpfis 

ehLfpd;wdH.
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Kiwrhuhf; fld;fs; 

ehl;by; Kiwrhuh fld;fspw;F XusT RWRWg;ghd 

re;ij fhzg;gLtJld; Vwf;Fiwa 20% Md 

tPl;Lj;JiwapdH Kiwrhuh epjp%yq;fis 

mile;Js;sikiaAk; fhzf;$bajhf 

cs;sJ. Kiwrhuhf;; fld;fis gad;gLj;Jk; 

tPl;Lj;Jiwfspy; ngUe;Njhl;lj;Jiw caHe;j 

tpfpjhrhuj;ijf; nfhz;Ls;sJ.

Kiwrhuhf; fld;fspd; nkhj;jg; ngWkjpapy; 

Vwf;Fiwa 1/5 gFjp gzj;jpid fld; 

nfhLg;gtHfsplkpUe;J vLj;Jf; nfhs;sg;gLfpwJ. 

,J gzj;jpid fld; nfhLg;gtHfs; Kiwrhuhg; 

gphptpy; Kf;fpa gq;F tfpf;fp;d;whHfs; 

vd;w nghJthd fUj;jpw;F Kuz;gl;ljhf 

mikfpd;wJ.

,yFthf mila Kbjy;> tpiuthf epjpiag; 

ngw;Wf; nfhs;Stjw;fhd ,aYik> gpiz 

Njitg;ghLfs; ,y;yhik Nghd;w fhuzpfs; 

tPl;Lj;JiwapdH Kiwrhuh %yq;fis 

gad;gLj;Jtjid Cf;fg;gLj;jtjpy; Kf;fpa 

gq;F tfpf;fpd;wd.

miltpyhd jilfSk; Nrit Kd;Ndw;wj;jpw;fhd MNyhridfSk; 

,d;Wk; epjpr;Nritfspw;fhd Nfs;tpahdJ G+Hj;jp 

nra;ag;glhJ fhzg;gLtJld; Fwpg;ghf 50% 
f;F Nkw;gl;l tPl;Lj;JiwapdH fld;fspw;fhd 

Njitapid NfhUfpd;wdH. ,J ntsp milT 

tphpthf;fj;jpw;fhd tha;g;gpid Rl;bf;fhl;LfpwJ.

gpizj;Njitg;ghLfs;> mjpfsthd 

Mtzg;gLj;jy;> ,Wf;fkhd tpjpfSk; 

epge;jidfSk;> ePz;l nra;Kiwg;gLj;jy; 

fhyk; Nghd;w fhuzpfs; tPl;Lj; JiwapdH 

KiwrhHe;j epWtdq;fspy; fldpw;F 

mZFfpd;wNghJ Kfq;nfhLf;Fk; Kf;fpa 

jilfshf fhzg;gLfpd;wd. Nrkpg;Gf;fis 

nghWj;jtiu ePz;l nfhLf;fy; thq;fy; Neuk;> 

Fiwe;j tl;btPjk;> toq;fg;gLfpd;w Nritfs; 

njhlHghd mwpT Fiwthf ,Uj;jy;> mjpfsthd 

Mtzg;gLj;jy;> epWtdq;fis miltjpyhd J}

uk; vd;gd Kf;fpa jilfshf fUjg;gLfpd;wJ.

,yFthdJk;> tpiuthdJkhd fld; eilKiwfs;> 

Fiwe;jsthd Mtzg;gLj;jy;> mjpfsthd 

jfty; gupkhw;wy;> thbf;ifahsUldhd el;Gwthd 

#oy; Nghd;wd epjp epWtdq;fspd; Nrit 

Kd;Ndw;wj;jpw;fhd Kf;fpa MNyhridfshFk;.

fhg;GWjpr; Nritfs;

ehl;bNy 31% f;F Nkw;gl;l tPl;Lj; JiwapdH 
VNjh XH tifahd fhg;GWjpapidg; ngWfpd;wdH. 

,Ue;jNghJk; tUkhd FOf;fspilNa rkkpd;ik 

nghpastpy; epyTfpwJ. caH fhyiz 

tFg;gpy; 40% f;F Nkw;gl;NlhH fhg;GWjpapidf; 
nfhz;Ls;sdH. mtHfSld; xg;gpLkplj;J 1 tJ 

fhyiz tFg;gpy; ve;jnthU tPl;Lj;JiwAk; 

fhg;GWjpiaf; nfhz;bUf;ftpy;iy.

epjpr;Nritfspd; jhf;fk;

XH Fwpg;gplj;jf;fsT tpfpjhrhukhd 

tPl;Lj;JiwapdH epjpr;Nritfspy; jkJ 

gad;ghlhdJ tPl;Lj;Jiw tUkhdk;> tPl;L 

epiyikfs;> Ntiytha;g;G re;jHg;gq;fs;> 

nkhj;j tho;f;ifj;juk;> Mgj;J> gytPdk; 

vd;gtw;Wld; ,ize;J NghFk; jpwik> Nghd;w 

fhuzpfspy; Neuhd tpistpidf; nfhz;Ls;sjhf 

czHfpd;wdH.

caHe;j tUkhd tFg;gpdUld; xg;gpLk; NghJ 

jho;e;j tUkhd tFg;gpdH epjpr; Nritfspd; 

gad;ghl;by; ,Ue;J Fiwthd ed;ikfisNa 

ngw;Wf; nfhs;fpd;wdH. caH tUkhd (nry;te;j) 

fhyiz tFg;gpDs; mjpf tpfpjhrhukhd fld;fs; 

gadspf;ff;$ba Nehf;fq;fSf;fhf my;yJ 

ePz;lfhyj;jpw;F gad;ngwf;$ba Nehf;fq;fspy; 

gad;gLj;jg;gLfpwNghJ jho; tUkhd (twpa) 

fhyiz tFg;Gf;Fs; ,Uf;fpd;w mjp$ba 

tpfpjhrhukhd tPl;Lj; JiwapdH (1/4 gq;fpw;F 
Nky;) EfHTf;Fk; NtW mtru Nehf;fq;fSf;Fk; 

(kUj;Jt rpfpr;ir> ,wg;G> gpwg;G> Nghd;w.....) 

jkJ fld;fis gad;gLj;Jfpd;wdH.



xiv

KbTiuAk; ntspg;ghHitAk;

,t;Ma;T Nfs;tpf;Fk;> epuk;gYf;Fk; ,ilapy; 

nghUj;jg;ghbd;ik fhzg;gLtjw;fhd rhd;wpid 

toq;Ffpd;wJ. thbf;ifahsHfs; caHthd 

nfhLf;fy; thq;fy; nryTld; toq;FdHfs; 

mtHfsJ Njitf;Nfw;g nefpo;Tj; jd;ikapd;ik 

nfhz;bUf;ftpy;iynadTk; KiwaPL 

nra;fpd;wdH. epjp epWtdq;fs; tprhykhf 

gue;J ,Ug;gpDk;. ,d;Wk; fld;fspw;fhd G+Hj;jp 

nra;ag;glhj ngUksT Nfs;tp fhzg;gLfpd;wJ.

,t;tha;tpDila ,d;Dk; XH Kf;fpa KbT 

thbf;ifahsHfs; murepjp epWtdq;fSf;Nf 

G+uzkhf Kd;Dhpik mspf;fpd;wdH. murclik 

epjpepWtdq;fspd; ghhpa ntspmilT 

re;ijrhH kPs; cUthf;fj;jpd; mwpKfj;jpw;fhd 

Nkyjpfkhd XH epahag;gLj;jyhFk;. ,e;j 

re;ijrhH kPs; cUthf;fkhdJ ,e;epWtdq;fspd; 

gad; cWjp jd;ikapidAk; KOmstpyhd 

epjpj;JiwapidAk; J}z;Ltjhf ,Uf;Fk;.

Ez;epjp toq;FdHfis xOq;FgLj;JtJk; 

Nkw;ghHit nra;tjd; ClhfTk; epjpepWtdq;fspy; 

KjyPl;lhsUk; nghJkf;fSk; nfhz;Ls;s 

ek;gpf;ifapid tpUj;jp nra;tjw;F ePz;lJ}

uk; nry;y Ntz;b cs;sJ. XH epahakhd 

vz;zpf;if cila tPl;Lj;JiwapdH Ez;epjp 

toq;FdHfis milaf;$bajhf ,Ug;gjhf 

juT Rl;bf; fhl;Lfpd;wJ. vdNt mjpfsthd 

Ez;epjp epWtdq;fis mDkjpaspj;jYk; 

mtHfis itg;Gf;fis jpul;l mjpfhukspj;jYk; 

me;epWtdq;fspd; tphpe;j nraw;ghl;bw;F 

toptFg;gJld; jho;e;j tUkhd tFg;gpduJ 

ntspmilit mjpfhpg;gJld; ed;nfhilahsH 

epjpfspy; jq;fpapUf;Fk; tiuaiwfspypUe;J 

mtHfs; ,yFthf tpLglTk; KbAk;.

,yq;ifapd; epjpr;re;ijahdJ ngUkstpy; 

Ez;epjpr;re;ijahf ,Ug;gpDk; tWikapid 

xopg;gjpyhd Kd;Ndw;wk; Fiwe;j msthdjhfNt 

fhzg;gLfpwJ. juj;jpYk;> mstpYk; ‘flDld; 

,ize;j Nritfspd;’ mgptpUj;jp rpwg;ghf 

twpatHfspd; Njitfis eptHj;jp nra;tJld; 

mtHfs; epjpr;Nrit rhH milTfspy; ngw;Wf; 

nfhs;Sk; ed;ikfspy; mjpfhpg;gpidAk; cWjp 

nra;a KbfpwJ.

,t; Ma;tpypUe;J fhg;GWjp Nritfspd; 

gad;ghL xg;gPl;lstpy; Fiwthf cs;sJ 

vd ntspg;gLfpwJ. fhg;GWjp Nritfspd; 

milT mjpfhpj;jy; Kf;fpakhdJ. Fwpg;ghf 

Fiwe;j tUkhdj;ij cila tPl;Lj;JiwapdH 

jpBnud Vw;gLk; Nehapdhy; my;yJ 

kuzj;jpdhy; tWikf;Fj; js;sg;gLfpd;wdH. 

,Ue;jNghJk; Ez;fhg;GWjpapd; mgptpUj;jpf;Fk;> 

tphpthf;fj;jpw;Fk; Kd;dH> nghJkf;fs; kj;jpapy; 

fhg;GWjp Nritapid mjpfstpy; Vw;Wf;nfhs;Sk; 

jd;ik Ntz;lg;gLfpwJ.
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1. Background, Methodology and Sample Profile

1.1 Background

Access to financial services has long been accepted as an 
important means of improving income generating op-
portunities and overall living conditions among house-
holds.  A wide range of financial institutions (FIs) have 
been involved in providing various financial services to 
households in Sri Lanka over many decades.  However, 
it was only in the last quarter of the 20th century that 
consideration was given to the need for lower income 
groups to have access to financial services. During this 
period, an increasing number of new institutions en-
tered the financial sector as providers of microfinance, 
while some existing institutions re-positioned them-
selves to offer services to the active poor thus comple-
menting the service offering of the formal financial 
sector which had hitherto focused on the higher in-
come groups. Although the microfinance movement 
in Sri Lanka dates as far back as 1906 with the estab-
lishment of the Thrift and Credit Cooperative Societ-
ies (TCCSs), the  movement was really activated by the 
revival of the cooperative movement (SANASA) and 
the establishment  of new types of institutions (NGOs, 
government programs, specialised banks) a couple of 
decades ago.  Specialised microfinance providers in Sri 
Lanka today include the co-operatives, Non-Govern-
mental Organisations (NGOs), Community-Based 
Organisations (CBOs) and the Government’s Samur-
dhi Savings and Credit Programme. Sri Lanka has at 
present one of the most diversified microfinance sec-
tors in the region. A study of the supply of microfi-
nance which was commissioned by GTZ ProMiS and 
which is due to be published in early 2008 indicates 
around 9,000 access points throughout the country 
whilst the World Bank’s CGAP, in a study conducted 
in 2006, indicates 14,000 access points1.

Despite the large number of FIs in Sri Lanka, the pop-
ular perception is that a large number of poor house-
holds have low access to financial services, particularly 
in rural and estate areas. The truth is hard to establish 
as research on access to financial services in Sri Lanka 
is very limited. Only a few studies have been carried 
out which cover the entire financial sector. CGAP1 
assessed the effectiveness and accountability of aid in 
building financial systems for the poor, pointing out 
that despite the fact that Sri Lanka has a diversified mi-

crofinance sector with over 14,000 access points there 
are numerous challenges in developing an inclusive 
financial system in the country. The link between mi-
crofinance and poverty reduction is also explored in a 
study by Tilakaratna et al. (2005), in a household-level 
analysis of microfinance. The study shows that even 
though microfinance institutions have reached the 
poor, the ultimate users of microfinance services are 
mainly households in the middle quintiles. The study 
also finds that informal providers of finance continue 
to have widespread operations in Sri Lanka. The extent 
of availability of services in Sri Lanka from a supply-
side perspective has been explored by Durrant et al. 
(2004) for the North and East and Gant et al. (2002) 
island-wide. Both studies report a broad coverage, with 
high levels of microfinance supply in all regions except 
the North and East.   

In light of the limited research available on the question 
of access to financial services in Sri Lanka, the Promo-
tion of Microfinance Sector (ProMiS) Programme, im-
plemented by the Ministry of Finance in collaboration 
with the German Technical Cooperation (GTZ) on 
behalf of the German government, commissioned two 
nation-wide studies, (1) a household level (demand-
side) study and (2) an institutional level (supply-side) 
study2, to obtain a comprehensive picture on the out-
reach of financial services in Sri Lanka. The objective 
of the household level (demand-side) study is to anal-
yse the extent to which households have utilised finan-
cial services, specifically loans, savings and insurance 
and explore any disparities across sectors, geographical 
regions and income groups. In addition, the study ex-
plores the volume of loans and savings at household 
level, expectations from, and preferences among,  fi-
nancial institutions,  barriers to access and the extent 
to which households use  informal sources of finance. 
The study does not focus on microfinance exclusively, 
but a fairly accurate picture of the microfinance sec-
tor can be drawn using the information provided. The 
advantage of this approach is that microfinance is thus 
integrated into the overall financial sector. 

The study was conducted by the Institute of Policy 
Studies of Sri Lanka (IPS). 

1 CGAP (2006) Country-Level Effectiveness and Accountability Re-
view.

2 To be published in early 2008.
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1.2 Methodology 

The study is based on a survey conducted in 2,945 
households covering all districts of the country except 
Kilinochchi, Mannar and Mullaittivu which could 
not be covered due to security reasons. Data collec-
tion took place during the period October 2006 to 
February 2007. The sample selection uses a stratified 
sampling approach, i.e., each district is stratified into 
rural, urban and estate sectors based on the sectoral 
distribution of population.  The number of households 
selected from each district is proportionate to the dis-
trict population with a minimum sample of 30 house-
holds selected from each district. 

The ‘Census Blocks’ identified by the Department of 
Census and Statistics (DCS) for the Census of Popula-
tion and Housing of 2001 are the Primary Sampling 
Units (PSU) of this survey. These Blocks are specific 
geographical areas demarcated by the DCS to facilitate 
its surveys. Accordingly, each Grama Niladhari (GN) 
division is divided into several Census Blocks, each 
covering around 60-80 households. The survey uses 
a sample of about 10 households from each selected 
Census Block. In the districts of Jaffna and Vavuniya, 
for which Census Blocks are not available, GN divi-
sions are the sampling unit and households are ran-
domly selected from these GN divisions.

Census Blocks (instead of GN divisions) are used as the 
PSU in this survey mainly due to three reasons. First, 
the Census Blocks are located explicitly either in a ru-
ral, urban or estate sector, whereas some GN divisions 

comprise more than one sector. As such, GN divisions 
are not appropriate for sectoral level analysis. Second, 
GN divisions generally cover large geographical areas 
consisting of a large number of households, making it 
difficult to select a small representative sample. Third, 
it is a common practice adopted by the DCS as well as 
the Central Bank of Sri Lanka to use Census Blocks for 
their household surveys. 

Sample selection comprises two stages: (1) In the first 
stage, Census Blocks from rural, urban and estate sec-
tors are selected randomly from each district based on 
the sectoral share of population with a minimum of 2 
Blocks from the relevant sector in each district. (2) In 
the second stage, a random sample of about 10 house-
holds is chosen from each selected Census Block. 

For example, the district of Colombo accounts for ap-
proximately 12% of the total population (of which 
55% live in the urban sector and 45% in the rural 
sector). In the first stage, a sample of 357 households 
from Colombo is selected, accounting for 12% of the 
total sample, with 196 households from the urban sec-
tor and 162 households from the rural sector, based 
on the sectoral proportions. Accordingly, 20 and 16 
Census Blocks are selected randomly from the urban 
and rural sectors within the Colombo District. Using 
the respective household name lists of DCS, around 10 
households are selected randomly from each selected 
Census Block, forming a total sample of 357 house-
holds from the Colombo District. 
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1.3 Nature and Distribution of the Household Sample

The total sample for the survey comprises:
2,945 households •	
12,918 individuals•	

Sectoral, provincial and district level distribution of 
households in the sample are shown in Tables 1.1, 1.2 
and 1.3 respectively.

Table 1.1 - Distribution of Households by Sector

Sector HHs %

Rural 2,302 78.2

Urban 513 17.4

Estate 130 4.4

Total 2,945 100.0

 

Table 1.2 - Distribution of Households by Province

Province HHs %

Western 858 29.1

Central 389 13.2

Southern 365 12.4

North Western 347 11.8

North Central 176 6.0

Uva 187 6.4

Sabaragamuwa 286 9.7

Northern 110 3.7

Eastern 227 7.7

Total 2,945 100.0

Table 1.3 - Distribution of Households by District

District HHs %

Colombo 357 12.1

Gampaha 331 11.2

Kalutara 170 5.8

Kandy 206 7.0

Matale 71 2.4

Nuwara Eliya 112 3.8

Galle 159 5.4

Matara 122 4.1

Hambantota 84 2.9

Jaffna 80 2.7

Vavuniya 30 1.0

Batticaloa 78 2.7

Ampara 93 3.2

Trincomalee 56 1.9

Kurunegala 233 7.9

Puttalam 114 3.9

Anuradhapura 118 4.0

Polonnaruwa 58 2.0

Badulla 126 4.3

Moneragala 61 2.1

Ratnapura 161 5.5

Kegalle 125 4.2

Total 2,945 100.0

It is important to note that the proportion for the 
Northern Province is under-represented here as 3 of its 
5 districts, namely, Kilinochchi, Mannar and Mullait-
tivu, are not included in the sample. In this study, data 
for the Northern Province represents only the districts 
of Jaffna and Vavuniya.



Ch
ap

te
r 

2

4

2. Outreach of Financial Services

This section analyses the extent of outreach of financial 
services in Sri Lanka and examines disparities across 
sectors, regions and income groups in terms of utilisa-
tion of financial services by households. In addition, 
it looks at borrowers and savers by gender in order to 
ascertain whether there are any gender disparities in 
access to financial services.
It is important to understand that in this context “fi-
nancial services” refer to credit and/or savings facili-

ties from  formal or semi-formal financial institutions 
including private and state owned commercial banks, 
development banks, finance and leasing companies, 
co-operatives, NGOs, CBOs and programmes such as 
the Samurdhi Savings and Credit Programme (imple-
mented through Samurdhi Banks). Credit facilities 
refer to all loans in the formal sense of the word and 
take into account pawning and leasing but exclude hire 
purchase and credit card transactions. 

2.1 Outreach by Sector, Province, District and Income Group

Outreach of financial services is analysed in terms of 
utilisation of credit and/or savings facilities by house-
holds. This analysis excludes insurance which has been 

considered separately later in this report. However, in-
cluding insurance would have only a marginal impact 
on the overall picture.

Table 2.1a - Outreach of Financial Services: Sector

Sector

Utilisation of Financial Services

 Loans and/or Savings Loans Savings No loans or savings Total no.
of HHsHHs % HHs % HHs % HHs % 

Rural 1,898 82.5 1,140 49.5 1,708 74.2 404 17.5 2,302

Urban 434 84.6 206 40.2 401 78.2 79 15.4 513

Estate 97 74.6 39 30.0 89 68.5 33 25.4 130

Total 2,429 82.5 1,385 47.0 2,198 74.6 516 17.5 2,945
Percentages are calculated out of the total sample population of the respective sector.

82.5% of households in the country have utilised fi-
nancial services from Financial Institutions (FIs), indi-
cating a considerably high outreach of financial services 
at the national level. In comparing savings and credit, 
it is seen that nearly 75% of households have saved as 
compared to only 47% that have borrowed from FIs. 
However, considerable disparities are observed across 
sectors and regions as shown in Tables 2.1a- 2.1c. 

Lowest outreach is in the estate sector compared to the 
urban and rural sectors.  Approximately 75% of house-
holds have utilised financial services in this sector com-
pared to around 82-85% in the other two sectors. This 
is particularly noticeable with regard to the utilisation 
of credit which is considerably lower in the estate sec-
tor. Further, it is noteworthy that 25% of households 
in the estate sector have neither loans nor savings.

No substantial difference exists between urban and rural 
sectors with regard to overall outreach of financial services 
from FIs. However, with regard to credit, the difference is 
relatively high. Households that have taken loans in the 
urban sector are about 40% compared to about 50% in 
the rural sector. It is noted that hire purchase and credit 
card transactions have not been included in this study 
and might be a factor accounting for the apparently lower 
utilisation of credit in the urban sector compared to the 
rural sector.
Disparities in outreach are very apparent across dis-
tricts. For example, the percentage of households util-
ising financial services varies from 60.7% in Trincoma-
lee to over 95% in the Matara and Matale Districts and 
98% in the Polonnaruwa District.  Nevertheless, in a 
majority of districts, over 75% of households report 
utilising financial services from FIs.
1 Expenditure quintiles are based on the per capita expenditure of 

households. 
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Trincomalee records the lowest utilisation of credit while 
Vavuniya is the lowest for savings. In the Trincomalee Dis-
trict around 18% of households have obtained loans from 
FIs, which is less than half the percentages of the other 
two districts in the Eastern Province (i.e., Ampara and 
Batticaloa) and the national average. In Vavuniya, only 
one-third of households have saved with FIs compared to 
around 79% in Jaffna and 75% at the national level. 
(Information on the utilisation of financial services at the 
provincial level is available in Annex 2).

In looking at the extent of outreach of financial services 
to different  income groups, (i.e., the extent to which the 
households of different income strata  have utilised finan-
cial services), expenditure quintiles1 are used as a proxy 
for income groups, as expenditure data is  considered to 
be more reliable than income data (income figures are  

usually under-reported). In the analysis, the 1st quintile 
refers to the lowest income group (consisting of the poor-
est 20% of the households in the sample) while the 5th 
quintile refers to the highest income group (richest 20% 
of the households).

In all the income groups, over 70% of households have 
utilised financial services.  As expected, outreach is greater 
among higher income groups compared to lower income 
groups. For example, in the 5th quintile, nearly 90% 
of households have utilised financial services compared 
to about 73% in the 1st quintile. Similar trends can be 
observed with regard to credit and savings facilities sepa-
rately. The difference is more visible in the case of credit 
where almost 20% more households in the 5th quintile 
have obtained loans compared to the 1st quintile (see 
Figure 2.1).

Table 2.1b - Outreach Of Financial Services: District

District

Utilisation of Financial Services

Loans and/or Savings Loans Savings No loans or savings Total no. 
of  HHsHHs % HHs % HHs % HHs % 

Colombo 308 86.3 133 37.3 291 81.5 49 13.7 357

Gampaha 268 81.0 143 43.2 229 69.2 63 19.0 331

Kalutara 144 84.7 47 27.6 142 83.5 26 15.3 170

Kandy 180 87.4 130 63.1 169 82.0 26 12.6 206

Matale 68 95.8 52 73.2 65 91.5 3 4.2 71

Nuwara Eliya 84 75.0 39 34.8 75 67.0 28 25.0 112

Galle 108 67.9 74 46.5 89 56.0 51 32.1 159

Matara 119 97.5 81 66.4 118 96.7 3 2.5 122

Hambantota 68 81.0 54 64.3 59 70.2 16 19.0 84

Kurunegala 184 79.0 121 51.9 141 60.5 49 21.0 233

Puttalam 77 67.5 35 30.7 73 64.0 37 32.5 114

Anuradhapura 101 85.6 76 64.4 94 79.7 17 14.4 118

Polonnaruwa 57 98.3 44 75.9 57 98.3 1 1.7 58

Badulla 98 77.8 49 38.9 98 77.8 28 22.2 126

Moneragala 45 73.8 22 36.1 43 70.5 16 26.2 61

Ratnapura 147 91.3 92 57.1 134 83.2 14 8.7 161

Kegalle 107 85.6 40 32.0 105 84.0 18 14.4 125

Jaffna 73 91.3 40 50.0 63 78.8 7 8.8 80

Vavuniya 20 66.7 17 56.7 10 33.3 10 33.3 30

Ampara 80 86.0 51 54.8 67 72.0 13 14.0 93

Trincomalee 34 60.7 10 17.9 31 55.4 22 39.3 56

Batticaloa 59 75.6 35 44.9 45 57.7 19 24.4 78

Percentages are calculated out of the total sample population of the respective district.



Ch
ap

te
r 

2

6

2.2 Number of Financial Institutions Accessed 

The use of multiple institutions to obtain financial ser-
vices indicates both the extent of outreach of financial 

Table 2.2a - Number of Institutions Accessed: Sector

Sector

Number of Institutions Accessed

Loans and/or Savings (i) Loans (ii) Savings (iii)

1 2 More 1 2 More 1 2 More

Rural 48.2% 32.2% 19.6% 77.0% 18.6% 4.4% 57.6% 29.7% 12.7%

Urban 53.0% 27.2% 19.8% 85.0% 12.6% 2.4% 56.9% 26.9% 16.2%

Estate 66.0% 24.7% 9.3% 79.5% 17.9% 2.6% 69.7% 25.8% 4.5%

Total 49.8% 31.0% 19.2% 78.3% 17.7% 4.0% 57.9% 29.1% 13.0%
Percentages are calculated out of the total households in the respective sector (i) that have borrowed and/or saved, (ii) that have borrowed and (iii) that 
have saved. 

Of those households that have utilised financial servic-
es from FIs, about 50% have accessed multiple institu-
tions, with about 19% accessing more than two FIs. 
A higher percentage of households have accessed mul-
tiple institutions for savings compared to credit facili-
ties. Overall, only about 22% of households have tak-
en loans from multiple institutions compared to over 
40% who have savings with multiple institutions. 

Sectoral level disparities exist, with the estate sector 
having the lowest percentage of households accessing 
multiple institutions. While approximately 50% of ru-

Figure 2.1 - Outreach of Financial Services: Income Group
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services and also the choices available to households in 
meeting their financial needs. 

ral and urban households have accessed multiple FIs, 
the comparable figure is only 34% in the estate sector. 
Moreover, nearly 20% of rural and urban households 
have accessed more than two FIs while the respective 
figure for the estate sector is less than 10%.  
 
With regard to credit facilities, only 15% of house-
holds in the urban sector have approached multiple FIs 
whereas the figure is over 20% in both the rural and 
estate sectors. One reason for this is that particularly 
in the rural sector, a considerable proportion of house-
holds borrow from Samurdhi Banks, Co-operatives 
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and RDBs where loan amounts are relatively small and 
are often given using a progressive lending method2. 
Therefore these households have to access many insti-
tutions to meet their credit needs.  The types of in-
stitutions accessed and their average loan amounts are 
looked at in detail in Chapter 3. 

Table 2.2b - Number of Institutions Accessed: Province

Province

Number of Institutions Accessed

Loans and/or Savings (i) Loans (ii) Savings (iii)

1 2 More 1 2 More 1 2 More

Western 53.8% 27.5% 18.7% 82.1% 14.5% 3.4% 57.4% 27.0% 15.6%

Central 36.4% 38.3% 25.3% 67.0% 26.2% 6.8% 49.5% 36.6% 13.9%

Southern 49.8% 28.5% 21.7% 80.9% 14.8% 4.3% 56.8% 27.4% 15.8%

North Western 53.6% 32.2% 14.2% 86.5% 9.7% 3.8% 61.2% 27.6% 11.2%

North Central 26.0% 36.7% 37.3% 64.2% 28.3% 7.5% 39.7% 39.7% 20.6%

Uva 66.4% 26.6% 7.0% 84.5% 14.1% 1.4% 70.9% 27.7% 1.4%

Sabaragamuwa 39.8% 37.4% 22.8% 73.3% 23.6% 3.1% 52.3% 34.7% 13.0%

Northern 58.0% 32.3% 9.7% 91.2% 8.8% 0.0% 80.8% 11.0% 8.2%

Eastern 70.5% 23.1% 6.4% 85.3% 14.7% 0.0% 80.4% 17.5% 2.1%
Percentages are calculated out of the total number of households in the respective province (i) that have borrowed and/or saved, (ii) that have borrowed 
and (iii) that have saved.

Table 2.2c - Number of Institutions Accessed: Income Group

Quintile

Number of Institutions Accessed

Loans and/or Savings (i) Loans (ii) Savings (iii)

1 2 More 1 2 More 1 2 More

1 59.2% 30.3% 10.5% 86.1% 11.0% 2.9% 65.1% 28.6% 6.3%

2 51.6% 31.0% 17.4% 79.0% 19.9% 1.1% 60.1% 28.9% 10.9%

3 52.1% 29.6% 18.3% 79.9% 16.7% 3.4% 59.8% 26.4% 13.8%

4 46.5% 31.1% 22.4% 78.4% 18.1% 3.4% 55.0% 30.1% 14.8%

5 41.4% 32.9% 25.7% 71.1% 20.6% 8.3% 51.3% 31.0% 17.7%
Percentages are calculated out of the total households in the respective income group (i) that have borrowed and/or saved, (ii) that have borrowed and 
(iii) that have saved. As mentioned previously expenditure quintiles have been used as a proxy for income groups.

The percentage of households accessing multiple FIs 
varies between 30-74% across provinces. In the Cen-
tral and North Central Provinces nearly 75% of house-
holds have accessed multiple FIs, whilst this is around 
one-third of households in the Eastern and Uva Prov-
inces (see Table 2.2b). 

Access to multiple FIs is greater among higher in-
come households. Almost 60% of households in the 
5th quintile have accessed multiple FIs compared to 
around 40% in the 1st quintile. The disparity across 
quintiles is particularly high when looking at the per-
centage of households that have accessed more than 

2 FIs for credit and /or savings facilities (25.7% in 
the 5th quintile as against 10.5% in the 1st quintile). 
However, when comparing loans and savings, a greater 
number of households remain with one institution for 
their credit needs. This is apparent across all income 
groups. In the higher income groups it could be at-

2  This is a method used by many microfinance institutions to achieve 
high loan repayment rates. According to this method, FIs begin by 
lending small loan amounts to their clients and gradually increase 
the loan size upon satisfactory repayments. 
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tributed to FIs rewarding their existing loan custom-
ers with various incentives such as preferential rates on 
additional loans, larger future loans and customised 
loan products. In the lower income groups it may be 
due to limited access to institutions such as large banks 

which impose stringent conditions (such as collateral 
requirements, request for guarantors and minimum 
income levels) for obtaining a loan, thus restricting 
households to a few institutions which can meet their 
credit needs.  

2.3 Outreach of Financial Services: Individual Borrowers/ Savers

Further analysis of the sample aims to determine 
whether households have multiple borrowers and sav-
ers. Furthermore, the gender of the borrowers/savers 
and any disparities across sectors/provinces are also fac-
tors which are considered. Within the household sam-
ple are 1,606 individual borrowers and 3,584 savers.

Table 2.3a - Borrowers/ Savers per Household

Borrowers/ Savers 
per HH

% of HHs

Borrowers Savers

 1 85.2 65.2

2 13.8 17.5

3 0.9 9.5

  4 & above 0.1 7.8

Approximately 15% of households have multiple bor-
rowers while 35% have multiple savers. Moreover, nearly 
8% of households have 4 or more savers, reflecting Sri 
Lanka’s strong savings culture. 

Disaggregating data by gender shows a higher percent-
age of males among borrowers and savers. This pattern is 
common for all three sectors, though in the estate sector 
as much as two-thirds of borrowers and savers are male – 
12% to 15% higher than in the urban and rural sectors.

Provincial level data also shows a relatively higher share 
of male borrowers for the majority of provinces except 
the Southern and Northern Provinces where females 
account for a marginally higher share. Furthermore, in 
the Southern and North Western Provinces, there are a 
greater percentage of female savers compared to males.

Table 2.3b - Borrowers and Savers by Gender

Sector/ 
Province

Borrowers Savers

Male Female Male Female

Rural 53.3% 46.7% 51.1% 48.9%

Urban 52.7% 47.3% 52.2% 47.8%

Estate 65.9% 34.1% 66.4% 33.6%

Western 52.1% 47.9% 51.5% 48.5%

Central 53.6% 46.4% 55.2% 44.8%

Southern 49.8% 50.2% 42.7% 57.3%

North Western 55.6% 44.4% 45.1% 54.9%

North Central 58.9% 41.1% 55.6% 44.4%

Uva 59.8% 40.2% 67.4% 32.6%

Sabaragamuwa 50.7% 49.3% 52.6% 47.4%

Northern 46.8% 53.2% 61.6% 38.4%

Eastern 59.8% 40.2% 54.5% 45.5%

Total 53.6% 46.4% 51.8% 48.2%
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3. Financial Institutions Accessed

Sri Lanka’s financial sector consists of a wide range of 
institutions including commercial banks (both state 
owned and private), development banks, finance and 
leasing companies, co-operatives, NGOs, CBOs and 

Samurdhi Banks which are a part of the state run Sam-
urdhi Programme. This section provides a detailed pic-
ture of the types of financial institutions accessed by 
households to fulfil their financial needs. 

3.1 Financial Institutions Accessed by Sector, Province and Income Group 

State banks play a leading role in providing financial 
services. Of the households that have utilised finan-
cial services from FIs, 72% have accessed state banks. 
75% of households with savings have saved with state 

banks. This is also evident across all three sectors (see 
Table 3.1b) where over 70% of those with savings have 
saved with the state banks.

Table 3.1a - Financial Institutions Accessed: Overall

Type of Institution Loans and/or Savings (i) Loans (ii) Savings (iii)

State Banks* 72.0% 30.9% 75.3%

People’s Bank 47.2% 21.0% 48.4%

Bank of Ceylon 34.5% 8.3% 36.3%

National Savings Bank 13.3% 2.6% 14.1%

SME Bank 0.2% 0.4% 0.0%

Domestic private banks 30.1% 9.7% 30.4%

Foreign   banks 0.1% 0.1% 0.1%

Regional Development Banks (RDBs) 13.8% 13.4% 11.7%

Co-operative Rural Banks (CRBs) 6.9% 5.2% 6.1%

Samurdhi Banks 24.9% 26.1% 21.1%

Sanasa (both SDB & TCCSs) 9.4% 11.3% 7.9%

NGOs/CBOs/ Co-ops1/other MFIs 8.9% 13.0% 4.7%

Finance and leasing companies 1.7% 2.6% 0.4%

Other 7.7% 11.4% 2.4%
Percentages in the three columns are calculated out of the total households (i) that have borrowed and/or saved, (ii) that have borrowed and (iii) that 
have saved. Percentages do not add to 100% vertically as some households have accessed multiple FIs. 
* The breakdown of individual state banks is specified but it should be noted that the sum of these numbers will not equal the state bank sum as 
households could have accessed more than one state bank.

Among the state banks, People’s Bank plays a domi-
nant role with regard to both credit and savings. Do-
mestic private banks are important with regard to sav-
ings but their importance as lenders is relatively low; 
less than 10% of borrowing households have obtained 
loans from these banks.

Samurdhi Banks also have high outreach and are par-
ticularly important for credit facilities. Around 25% of 
the households that have utilised FIs have been served 
by Samurdhi Banks. With regard to credit, even though 
state banks as a group have been accessed by a higher 
percentage of households, Samurdhi is still the single in-
stitution that has been accessed by the highest share of 
households (26%), followed by People’s Bank (21%). 

1  These refer to Co-operatives such as Farmers Co-operatives \ Fish-
ermen’s Co-operatives etc. These are separate to the Co-operative 
Rural Banks which are the banking arm of the Multi Purpose Co-
operative Societies.
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Over 60% of households that have utilised financial 
services, have accessed institutions such as Samurdhi, 
RDBs, CRBs, Sanasa, NGOs and CBOs underlining 

Domestic private banks are more important among 
urban households while Samurdhi Banks are more 
important among rural households. While domestic 
private banks have a strong presence in all three sectors 
with regard to savings, these banks have been accessed 
to a much higher level by urban households. Nearly 
48% of those with savings in the urban sector have 
saved in these banks, compared to around 27% in the 

rural and estate sectors. On the other hand, Samurdhi 
Banks are accessed to a higher level by rural households 
- almost equally for savings and credit. They are also an 
important source of credit among estate households, 
though less important compared to state banks and 
RDBs. The relative importance of RDBs in the estate 
sector could be due to the low coverage of this sector by 
other institutions. 

the important role played by MFIs in the financial sec-
tor in Sri Lanka. This is more visible in the case of 
credit. 

Table 3.1b - Financial Institutions Accessed: Sector

Type of Institution
Loans and/or Savings (i) Loans (ii) Savings (iii)

Rural Urban Estate Rural Urban Estate Rural Urban Estate

State Banks 58.4% 76.7% 72.2% 30.0% 34.0% 41.0% 74.2% 80.3% 74.2%

People’s Bank 47.3% 49.1% 37.1% 20.4% 21.8% 33.3% 48.3% 51.4% 36.0%

Bank of Ceylon 33.8% 35.5% 44.3% 8.2% 8.7% 7.7% 35.4% 37.4% 47.2%

National Savings Bank 11.9% 21.4% 4.1% 2.3% 4.9% 0.0% 12.6% 22.4% 4.5%

SME Bank 0.3% 0.0% 0.0% 0.5% 0.0% 0.0% 0.1% 0.0% 0.0%

Domestic private banks 21.8% 47.2% 24.7% 8.9% 15.5% 2.6% 26.5% 47.9% 27.0%

Foreign banks 0.10% 0.2% 0.0% 0.1% 0.5% 0.0% 0.1% 0.2% 0.0%

Regional Development Banks 12.5% 5.8% 22.7% 14.0% 6.8% 28.2% 12.6% 5.5% 21.3%

Co-operative Rural Banks (CRBs) 6.8% 2.5% 1.0% 5.6% 3.9% 0.0% 7.3% 2.2% 1.1%

Samurdhi Banks 24.0% 8.3% 15.5% 29.3% 10.7% 15.4% 24.9% 6.5% 13.5%

Sanasa (both SDB & TCCSs) 7.9% 10.4% 1.0% 11.1% 15.0% 0.0% 8.4% 7.2% 1.1%

NGOs/CBOs/Co-ops/other MFIs 7.5% 8.1% 8.2% 13.0% 14.6% 5.1% 4.6% 5.0% 9.0%

Finance and leasing companies 1.3% 2.3% 1.0% 2.4% 3.9% 2.6% 0.2% 1.0% 0.0%

Other 6.6% 5.3% 12.4% 11.2% 9.2% 28.2% 2.3% 1.7% 5.6%
Percentages in each sector are calculated out of the total households: (i) that have borrowed and/or saved (ii) that have borrowed and (iii) that have 
saved. Percentages do not add to 100% vertically as some households have accessed multiple FIs.
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Table 3.1c - Financial Institutions Accessed: Province2

Type of Institution

Financial Institutions Accessed: Province2

Western Central Southern North 
Western

North 
Central Uva Sabara-

gamuwa Northern Eastern

State Banks 72.2% 82.8% 50.2% 66.7% 84.8% 93.0% 63.0% 73.1% 78.6%

People’s Bank 41.8% 61.4% 31.5% 42.9% 52.5% 50.3% 44.9% 49.5% 70.5%

Bank of Ceylon 36.1% 40.1% 20.3% 29.9% 49.4% 67.1% 22.4% 36.6% 24.3%

National Savings Bank 19.9% 12.0% 10.8% 11.1% 11.4% 0.7% 11.8% 18.3% 6.9%

SME Bank 0.3% 0.0% 0.0% 0.8% 1.3% 0.0% 0.0% 0.0% 0.0%

Domestic private banks 38.6% 34.3% 21.4% 16.5% 26.6% 14.0% 20.5% 54.8% 39.3%

Foreign banks 0.4% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0% 0.0%

Regional Development Banks 8.9% 21.4% 19.7% 23.4% 13.9% 7.7% 17.7% 0.0% 1.7%

Co-operative Rural Banks (CRBs) 5.6% 3.6% 21.7% 4.2% 5.7% 1.4% 11.4% 0.0% 0.6%

Samurdhi Banks 14.0% 22.0% 29.5% 31.8% 33.5% 28.0% 48.4% 11.8% 19.1%

Sanasa (both SDB & TCCSs) 12.9% 3.6% 12.2% 13.8% 9.5% 4.2% 8.3% 6.5% 1.7%

NGOs, CBOs, Co-ops/other MFIs 5.8% 7.5% 12.5% 5.0% 16.5% 9.1% 7.5% 17.2% 14.5%

Finance and leasing companies 1.8% 3.3% 2.7% 0.0% 0.0% 1.4% 1.2% 0.0% 1.7%

Other 6.0% 13.0% 5.1% 6.5% 15.8% 2.1% 8.7% 5.4% 7.5%

Percentages are calculated out of the number of households in the province that have saved and/or borrowed.

State banks dominate even at the provincial level but 
there are some regional variations.  In the Uva Prov-
ince, 93% of those who have utilised financial services 
have accessed state banks compared to only 50% in the 
Southern Province where various microfinance provid-
ers such as RDBs, CRBs, Samurdhi, Sanasa, NGOs 
and CBOs, have jointly played a bigger role (see Table 
3.1c). 

Relative importance of domestic private banks is much 
higher in the Northern Province (followed by the East-
ern Province) compared to other regions. Hatton Na-
tional Bank, Seylan Bank and the Commercial Bank 
of Sri Lanka are the key private players (see Annex 4). 
Limited outreach of many other institutions such as 
CRBs, RDBs, Sanasa and finance companies in these 

two provinces can partly explain this situation. More-
over, outreach of Samurdhi is also relatively low in 
both the Northern and Eastern Provinces.

In the Sabaragamuwa Province, Samurdhi Banks have 
been accessed by almost half the households that have 
utilised financial services. Compared to other prov-
inces, the relative importance of Samurdhi is notably 
higher in this province, both in terms of credit and 
savings.3

The type of institution accessed for financial needs, 
also varies across income groups. Table 3.1d below 
shows the institutions accessed by households of differ-
ent income groups4 for their credit and savings needs 
separately.

2 See Annex 3 for a break up of loans and savings. 

3 For details on the types of institutions accessed by households for 
credit and savings needs separately by province, refer to Annex 3.

4 As mentioned previously expenditure quintiles are used a proxy for 
income groups.
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Table 3.1d - Financial Institutions Accessed for Loans and Savings: Income Group

Type of Institution

Loans (i) Savings (ii)

1st 
quintile

2nd 
quintile

3rd 
quintile

4th 
quintile

5th 
quintile

1st 
quintile

2nd 
quintile

3rd 
quintile

4th 
quintile

5th 
quintile

State Banks 23.0% 25.5% 30.3% 31.3% 40.6% 69.3% 71.1% 72.9% 79.5% 82.3%

People’s Bank 16.7% 17.2% 22.0% 21.3% 25.8% 46.1% 44.2% 49.7% 53.3% 48.1%

Bank of Ceylon 5.7% 6.4% 6.8% 8.4% 12.6% 32.8% 35.1% 36.6% 34.7% 41.4%

National Savings Bank 0.0% 2.2% 1.9% 2.2% 5.5% 7.3% 9.6% 11.7% 17.9% 22.4%

SME Bank 0.5% 1.1% 0.4% 0.3% 0.0% 0.0% 0.0% 0.0% 0.2% 0.0%

Domestic private banks 2.9% 3.7% 6.4% 11.9% 19.7% 15.9% 23.0% 29.6% 35.8% 44.5%

Foreign banks 0.5% 0.0% 0.0% 0.0% 0.3% 0.3% 0.0% 0.0% 0.0% 0.4%

Regional Development Banks 14.8% 13.1% 15.5% 12.8% 11.4% 11.7% 12.3% 14.4% 10.0% 10.1%

Co-operative Rural Banks (CRBs) 1.0% 4.5% 6.4% 6.3% 6.5% 5.2% 9.3% 6.5% 5.2% 4.4%

Samurdhi Banks 54.5% 37.8% 25.4% 19.1% 5.8% 38.5% 31.2% 22.8% 13.1% 3.6%

Sanasa (both SDB & TCCSs) 5.7% 11.6% 12.1% 12.5% 12.9% 6.8% 8.4% 7.2% 8.7% 8.0%

NGOs,/CBOs/Co-ops/ other MFIs 9.1% 13.9% 13.6% 15.3% 12.0% 3.6% 5.2% 5.0% 6.3% 4.0%

Finance and leasing companies 0.0% 1.1% 1.1% 2.2% 7.1% 0.0% 0.0% 0.0% 0.7% 1.1%

Other 5.7% 9.0% 11.4% 13.4% 15.1% 1.8% 2.7% 2.7% 2.4% 2.1%

Percentages are calculated out of the number of households in the respective quintile that have:  (i) borrowed or (ii) saved. Percentages do not add to 
100% vertically as some households have accessed multiple FIs. 

State banks are utilised by households in all income 
groups but are more important in higher income 
groups. As can be seen from Table 3.1d, the state banks 
are the most utilised by all income groups when it 
comes to savings. Nevertheless, for credit, state banks 
are more important among the richer quintiles. Do-
mestic private banks also have been accessed to a great-
er extent by households in higher income groups and 
this is common for both credit and loans. 

Credit for the poorest groups is dominated by Samur-
dhi. Over half of the households that have borrowed 
in the lowest quintile have accessed Samurdhi for their 
credit needs. Further, it is interesting to note that these 
banks have also been accessed by households in richer 
groups (4th and 5th quintiles) for their credit needs sug-
gesting the need to improve targeting of these institu-
tions/programs. Samurdhi Banks are also important for 
savings among low income groups. About one-third of 
households with savings in the first two quintiles have 
saved in Samurdhi Banks. 
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3.2 Share of Loans and Savings by Financial Institutions

This section examines the importance of each of the institutions accessed by households.

Table 3.2 - Share of Loans and Savings

Type of Institution

Loans Savings Average size 

Value (%) Number of 
loans (%) Value (%) Number of 

deposits (%) Loan (Rs.) Deposit (Rs.)

State Banks 34.1 26.7 55.1 52.4 107,332 22,774

People’s Bank 20.9 17.9 24.6 28.9 97,931 18,502

Bank of Ceylon 8.8 6.7 15.6 14.3 110,207 23,731

National Savings Bank 4.4 1.7 14.8 9.2 209,343 34,682

SME Bank 0.0 0.3 0.0 0.0 10,000 3,600

Domestic private banks 26.6 9.0 29.2 16.2 248,373 39,151

Foreign banks 2.1 0.1 1.0 0.1 1,760,000 262,500

Regional Development Banks 6.6 10.2 3.0 7.6 54,129 8,624

Co-operative Rural Banks (CRBs) 2.2 4.2 1.3 4.0 43,470 7,253

Samurdhi Banks 3.7 19.1 1.7 11.1 16,385 3,375

Sanasa (both SDB & TCCSs) 5.6 9.1 3.0 4.6 51,249 13,852

NGOs/ CBOs/Co-ops/ other MFIs 2.8 10.1 1.0 2.4 23,195 8,679

Finance and leasing companies 7.5 1.7 3.2 0.1 361,214 485,929

Other 8.8 9.6 1.5 1.4 77,315 22,430

100.0 100.0 100.0 100.0

Average loan size in a household is calculated as (average total value of loans per household)/(average total number of loans per household). 
Average deposit size in a household is calculated as (average total value of deposits per household)/(average total number of deposits per household).

State banks account for 34% of the total value of bor-
rowings and 55% of the value of savings of house-
holds. People’s Bank, in particular, plays an important 
role with regard to both loans and savings. However, 
compared to Table 3.1a which shows a high access of 
People’s Bank in regard to savings (over 48% of house-
holds), its share of value is not proportionate, reflect-
ing smaller average deposit size (Rs. 18,502). 

Domestic private banks account for over one-fourth 
of the total value of borrowings and savings of house-
holds. However, in terms of the number of loans ob-
tained, these banks account for less than 10% which 
is explained by the larger average loan sizes obtained 
from these banks (Rs. 248,373).

Importance of Samurdhi Banks, though high in terms 
of the number of loans, is much lower in terms of 
value. Samurdhi Banks account for about 19% of the 
total number of loans taken from FIs. Nevertheless, in 
terms of the total value of loans, their share is only 
3.7% indicating relatively small sized loans. In terms 
of savings, the share of Samurdhi Banks in the total 
value of savings is only 1.7% despite 11% of the total 
number of deposits being with these banks. This is also 
a reflection of the notably small size of an average de-
posit (Rs. 3,375).

NGOs, CBOs, Co-ops and other MFIs account for 
10.1% of the total number of loans but only 2.4% of 
deposits. This could be attributed to the fact that many 
of the institutions in this category are not legally per-
mitted to mobilise savings from their members.
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3.3 Financial Institutions Accessed by Gender  

The analysis of outreach by institutional type was extend-
ed to the gender factor to determine whether there is any 

variation in the type of institution accessed by individuals 
according to the gender of the borrower/saver. 

Table 3.3 - Type of Institution Accessed by Gender

Institution
Borrowers Savers 

Overall (i) Male Female Overall (ii) Male Female

State Banks 29.3% 63.5% 36.5% 55.7% 54.2% 45.8%

People’s Bank 20.0% 62.4% 37.6% 30.7% 55.5% 44.5%

Bank of Ceylon 7.7% 67.5% 32.5% 15.6% 55.9% 44.1%

National Savings Bank 2.3% 61.1% 38.9% 9.4% 47.0% 53.0%

SME Bank 0.3% 20.0% 80.0% 0.0% 0.0% 0.0%

Domestic private banks 9.0% 70.1% 29.9% 16.6% 59.6% 40.4%

Foreign private  banks 0.1% 50.0% 50.0% 0.1% 66.7% 33.3%

Regional Development Banks 12.1% 62.9% 37.1% 7.9% 53.6% 46.4%

Co-operative Rural Banks (CRBs) 4.6% 56.2% 43.8% 5.1% 45.3% 54.7%

Samurdhi Banks 22.9% 33.3% 66.7% 12.6% 39.8% 60.2%

Sanasa (both SDB & TCCSs) 10.4% 41.6% 58.4% 5.2% 34.2% 65.8%

NGOs/ CBOs/ Co-ops/other MFIs 11.6% 35.1% 64.9% 2.4% 33.7% 66.3%

Finance and leasing companies 2.3% 66.7% 33.3% 0.2% 100.0% 0.0%

Other 10.3% 66.7% 33.3% 1.5% 44.2% 55.8%

Not specified 0.3% 40.0% 60.0% 0.1% 100.0% 0.0%

Overall figures are calculated as a percentage of the total number of (i)borrowers and (ii)savers.

Formal banks, including state and private banks, RDBs 
and finance and leasing companies are largely accessed 
by males. Around two-thirds of the borrowers of these 
banks are male (a notable exception is the SME Bank 
which, although small in overall terms, reports 80% 
female borrowers). Savers of these institutions are also 
largely male though the shares are somewhat lower than 
the comparable shares for borrowers in many cases. 

Microfinance providers such as Samurdhi, Sanasa, 
NGOs and CBOs serve a predominantly female clien-
tele. Females account for nearly two-thirds of the bor-
rowers/savers of these institutions. 
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4. Borrowings and Savings of Households

In this chapter the average borrowings and savings of 
households are examined in order to get a more repre-
sentative picture of borrowing and savings patterns. In 
this section “borrowings” refer to loans taken over the 
last three years. However, due to the difficulty of ob-

taining accurate information on savings volumes, “sav-
ings” here refer to the total savings of households (total 
outstanding savings balance) at the time of conducting 
the survey. 

4.1 Borrowings and Savings by Sector, Province and Income Group

Table 4.1 - Average Household Borrowings and Savings: Sector and Province

Sector/ Province

Average Borrowings Average Savings

Value (Rs.) Loans per HH
(Number) Loan size (Rs.)  Value (Rs.) Deposits per HH

(Number)
 Deposit size 

(Rs.)

Total 121,631 1.4 84,145 48,235 2.2 21,925

Rural 102,316 1.5 69,511 40,023 2.2 18,192

Urban 247,044 1.3 189,892 89,251 2.2 40,569

Estate 23,782 1.4 16,562 21,029 2.0 10,515

Western 226,396 1.4 161,783 74,663 2.2 33,938

Central 90,683 1.6 55,515 49,252 2.6 18,943

Southern 128,634 1.4 91,444 50,125 2.4 20,885

North Western 92,907 1.3 70,700 28,734 2.1 13,683

North Central 50,568 1.9 27,090 22,466 2.6 8,641

Uva 59,908 1.2 48,890 20,733 1.7 12,196

Sabaragamuwa 60,214 1.5 39,941 28,867 2.3 12,551

Northern 117,719 1.2 100,149 85,173 1.8 47,318

Eastern 93,057 1.2 79,057 17,200 1.7 10,118

Average borrowings and savings are calculated on only those households that have borrowed and saved respectively.
Loan size is calculated as (average total borrowings per HH)/(average number of loans per HH)
Deposit size is calculated as (average savings per HH)/(average number of deposits per HH)

Considerable disparities exist with regard to household 
borrowings across sectors and provinces, with much 
higher amounts in the urban sector and Western Prov-
ince. The average borrowings of an urban household 
over the past three years are more than twice that of 
a rural household and more than 10 times that of an 
estate household. In addition, average household bor-
rowings in the Western Province are 2-3 times higher 
than most provinces and more than four times that of 
the North Central Province. 

Average savings of an urban household are also no-
tably higher than that of a rural or estate household, 
though disparities are relatively low compared to bor-
rowings. Moreover, provincial level data shows that av-
erage household savings for the Western and Northern 

Provinces are 4-5 times higher than that of the Eastern 
Province and about 3–4 times as high as that of the 
Uva, North Central, North Western and Sabaragamu-
wa Provinces.

Average borrowings and savings per household in the 
Northern Province are high; in fact, this is highest 
among the provinces for savings while it is the third 
highest for borrowings. However, it should be noted 
that these figures include data for Jaffna and Vavuniya 
Districts only and are clearly more representative of 
Jaffna. The figures for Jaffna are remarkably high com-
pared to those for Vavuniya. This is particularly signifi-
cant for household savings where the figure for Jaffna 
is nearly 10 times that for Vavuniya.1 

1   For district-wise data, refer to Annex 5.
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As expected there is an increasing trend in the aver-
age borrowings and savings per household when mov-
ing from poorer to richer groups.  A household in the 
lowest income group (1st quintile) has borrowed Rs. 
22,589 on average while the corresponding amount for 

Figure 4.1 - Household Borrowings and Savings: Income Group
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a household in the highest income group (5th quintile) 
is more than fifteen times higher. A somewhat similar 
pattern can be observed with regard to average savings 
per household, though the disparity is not as high. 

4.2 Value of Household Borrowings and Savings 

Table 4.2a - Value of Borrowings: Sector and Province

Sector
HH borrowings (Rs)

Total in %
<=10,000 10,000-50,000 50,000-100,000 >100,000

Total 19.8% 44.5% 16.6% 19.1% 100.0

Rural 19.8% 46.8% 16.0% 17.4% 100.0

Urban 15.0% 32.0% 20.9% 32.1% 100.0

Estate 43.6% 43.6% 12.8% 0.0% 100.0

Western 14.2% 37.8% 14.9% 33.1% 100.0

Central 19.0% 41.6% 22.7% 16.7% 100.0

Southern 16.3% 48.8% 16.3% 18.6% 100.0

North Western 24.4% 44.2% 17.3% 14.1% 100.0

North Central 25.0% 44.2% 19.2% 11.6% 100.0

Uva 21.1% 52.1% 16.9% 9.9% 100.0

Sabaragamuwa 37.9% 40.9% 14.4% 6.8% 100.0

Northern 14.0% 56.1% 7.1% 22.8% 100.0

Eastern 11.5% 58.3% 13.5% 16.7% 100.0
Borrowings refer to cumulative loans over 3 years.

Almost 20% of total household borrowings are less 
than Rs. 10,000, while almost two thirds are below 
Rs. 50,000. However, the picture varies across sectors 
and provinces. Households with borrowings less than 
Rs. 50,000 in total are almost 90% in the estate sector 
compared to less than 50% in the urban sector. The 

rural sector is more representative of the national aver-
age. Another interesting observation is that there are 
no borrowings above Rs. 100,000 in the estate sector, 
while this is nearly one-third in the urban sector. At the 
provincial level, about one-third of households in the 
Western Province have borrowings over Rs.100,000 
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compared to less than 10% in the Uva and Sabaraga-
muwa Provinces. It is noteworthy that in the Sabaraga-
muwa Province nearly 40% of households have bor-
rowings less than Rs. 10,000 and close to 80% have 
less than Rs. 50,000.

Table 4.2b - Value of Savings: Sector and Province

Sector/ Province
HH  Savings(Rs)

Total in %
<=10000 10,000- 50,000 50,000-100,000 Above 100,000

Total 52.8% 30.0% 8.2% 9.0% 100.0

Rural 52.0% 31.9% 8.1% 8.0% 100.0

Urban 51.1% 25.4% 9.5% 14.0% 100.0

Estate 74.2% 15.7% 4.5% 5.6% 100.0

Western 49.7% 28.2% 8.8% 13.3% 100.0

Central 49.5% 35.9% 9.4% 5.2% 100.0

Southern 48.9% 39.1% 6.4% 5.6% 100.0

North Western 56.1% 31.8% 7.5% 4.6% 100.0

North Central 57.0% 32.4% 6.0% 4.6% 100.0

Uva 70.9% 21.3% 7.8% 0.0% 100.0

Sabaragamuwa 52.3% 32.6% 8.4% 6.7% 100.0

Northern 28.8% 28.8% 20.5% 21.9% 100.0

Eastern 69.2% 21.0% 6.3% 3.5% 100.0

Not surprisingly, households in the higher income 
groups tend to borrow larger amounts. Almost half the 
households with borrowings in the 5th quintile have 
total borrowings in excess of Rs. 100,000 compared to 
only 1% in the 1st quintile. (See Figure 4.2a).

As can be seen from Table 4.2b, there are sectoral and 
provincial level variations in savings amount per house-
hold. 74.2% of households in the estate sector have 
savings below Rs. 10,000 while this is around 50% for 

the urban and rural sectors.    In general, the urban and 
rural sectors have somewhat similar savings patterns 
though the urban sector shows a much higher percent-
age of households with savings above Rs. 100,000.
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Figure 4.2a - Value of Borrowings (in Rs.) - Income Group



Ch
ap

te
r 

4

18

Provincial level figures show that in the Uva and East-
ern Provinces, approximately 70% of households have 
savings below Rs, 10,000 and over 90% below Rs, 
50,000. In the Uva Province, there are no households 
with savings over Rs. 100,000. In comparison, in the 
Northern Province around 22% of households have 
savings in excess of Rs. 100,000 – considerably higher 
compared to other provinces but probably overstated 
due to the relatively higher level of savings among 
households in Jaffna and the exclusion of 3 districts. 

Figure 4.2b - Value of Savings (in Rs.) - Income Group
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than 10% for households in the 1st quintile. 

This section analyses the borrowings and savings of indi-
viduals to determine whether the amount of borrowings/
savings varies by gender and whether further differences 
exist across sectors/provinces in relation to gender.

It is interesting to find that the average amount bor-
rowed by a male is almost 2.5 times higher than that 
of a female borrower. Borrowings of males are higher 
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Table 4.3a - Average Borrowings by Gender, Sector and Province

Sector/Province Per borrower (Rs.) Per male borrower 
(Rs.)

Per female borrower 
(Rs.)

Male/ Female 
borrowings

Total 104,894 145,439 59,074 2.5

Rural 88,031 120,591 51,798 2.3

Urban 214,730 312,704 105,384 3.0

Estate 21,080 25,983 11,600 2.2

Western 200,345 322,638 67,570 4.8

Central 71,832 92,255 48,702 1.9

Southern 112,960 142,936 84,185 1.7

North Western 83,296 102,753 61,763 1.7

North Central 40,101 44,615 33,621 1.3

Uva 51,872 66,837 29,652 2.3

Sabaragamuwa 52,384 73,526 31,680 2.3

Northern 108,226 144,483 76,364 1.9

Eastern 86,733 95,033 75,280 1.3

Average borrowings among males are higher than that 
of females in all income groups. However, the disparity 
is greater in the higher income groups. In the 4th and 5th 

quintiles, the average amount borrowed by a male bor-
rower is more than twice that of a female borrower, whilst 
this is 1.3 times in the 1st quintile (see Table 4.3b).

Table 4.3b - Average Borrowings by Gender and Income Group

Quintile  Per borrower
(Rs.)

Per male borrower
(Rs.)

Per female borrower
(Rs.) Male / Female borrowings

1 20,983 23,895 18,434 1.3

2 32,281 36,099 29,271 1.2

3 48,899 62,614 33,664 1.9

4 68,227 91,107 41,675 2.2

5 282,883 353,522 167,973 2.1

In addition, as shown in Table 4.3c below, the aver-
age amount saved by a male is about 1.3 times higher 
than that of a female. However, unlike in the case of 
borrowings, differences between male and female sav-
ings show a somewhat mixed picture across sectors 
and provinces. In both the urban and rural sectors, 
the amount of savings for males is higher than that for 

females. In contrast, in the estate sector, the average 
amount of savings for a male is only half the amount 
for a female. Moreover, provincial level figures show 
that the amount of savings among females is higher 
than that of males in the North Western, North Cen-
tral, Uva and Sabaragamuwa Provinces.
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Table 4.3d - Average Savings by Gender and Income Group

Quintile Per saver (Rs) Per male saver (Rs) Per female saver (Rs) Male / Female savings

1 8,115 7,646 8,621 0.9

2 10,919 8,512 13,276 0.6

3 17,350 17,645 17,166 1.0

4 21,598 22,870 20,318 1.1

5 62,224 76,134 47,145 1.6

4.4 Purpose of Borrowing

Table 4.3c - Average Savings by Gender, Sector and Province

Sector/Province Per saver (Rs.) Per male saver (Rs.) Per female saver (Rs.) Male / Female savings

Total 25,468 28,934 21,916 1.3

Rural 21,245 23,682 18,835 1.3

Urban 46,274 55,734 36,189 1.5

Estate 9,972 7,653 14,554 0.5

Western 41,938 48,847 34,790 1.4

Central 19,314 23,742 13,994 1.7

Southern 25,182 31,486 20,549 1.5

North Western 16,403 14,950 17,883 0.8

North Central 10,500 9,896 11,254 0.9

Uva 12,110 11,722 12,912 0.9

Sabaragamuwa 14,043 12,918 15,314 0.8

Northern 65,979 80,242 45,466 1.8

Eastern 11,919 14,333 9,024 1.6

Table 4.3d shows gender disaggregated data on savings 
for different income groups. An interesting observa-
tion here is that in the lower income groups (1st and 

2nd quintiles), females save more than males while in 
higher income groups (4th and 5th quintiles) males tend 
to have higher savings.

Construction/housing is the main purpose of borrowing 
by households, both in terms of the value and number 
of loans. These loans account for about 41% of the total 
value and about 29% of the number of loans taken by 
households. Construction/housing loans are equally im-
portant in all three sectors, i.e., urban, rural and estate. 

Furthermore, nearly 30% of the total loan amounts 
have been taken for some form of livelihood or income 
generation activity such as a business enterprise or ag-
riculture, livestock and fisheries. Nevertheless, it is in-
teresting to note that loans for agriculture and related 

activities, even though they account for about 19% 
of the total number of loans taken by households, are 
only about 6% in terms of value. This is explained by 
the relatively small size of loans taken for these activi-
ties (see Table 4.4a). 

It is interesting to find that loans for consumption, 
emergencies and loan resettlement purposes account 
for less than 10% of borrowings in terms of value while 
almost 85%  of the borrowings have been for income 
generation or investment purposes, i.e., housing and 
purchasing assets.
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Considerable disparities can be observed across sectors 
with regard to purpose of borrowings (see Table 4.4b). 
In the estate sector, 46% of the loans taken (amount-
ing to about one-third of the loan value) have been 
obtained for emergency purposes. A further 10% of 
loans have been taken for settling existing loans. How-
ever, borrowing for emergencies and repaying loans is 
much lower in the rural and urban sectors. As expect-
ed, in the estate sector, where most individuals in the 
household are employed on the plantations, business/

Table 4.4a - Purpose of Borrowing

Purpose Number of loans (%)  Value of loans (%) Average loan size (Rs.)

Agriculture, livestock & fisheries 18.8 5.8 25,995

Business/enterprise 16.7 22.6 113,973

Construction/housing 28.8 40.6 118,392

Assets/durables 8.0 16.4 173,163

Consumption 3.3 1.5 39,054

Emergencies * 16.7 6.3 31,768

Settlement of loans 4.1 1.6 32,416

Other ** 3.6 5.2 120,049

100.0 100.0

* Includes medicinal, ceremonial and ritual and other emergency purposes. 
** Includes any other category and also a very small number of loans where a purpose was not stated.

enterprise related loans are rare, accounting for only 
1% of the loan value in the estate sector, while this is 
over 23.4% and 21.2% in the rural and urban sectors 
respectively. 

Purpose of borrowing shows somewhat similar pat-
terns between urban and rural sectors, both in terms 
of value and number of loans. The exception is agri-
culture related loans that are, not surprisingly, much 
lower in the urban sector.

Table 4.4b - Purpose of Borrowing: Sector

Purpose of Loans

Rural Urban Estate

Number of 
loans (%)

Value of loans
(%)

Number of 
loans (%)

Value of loans
(%)

Number of 
loans (%)

Value of loans
(%)

Agriculture, livestock & fisheries 21.0 7.7 7.1 1.5 10.7 11.4

Business/enterprise 16.3 23.4 22.0 21.2 1.8 1.0

Construction/housing 28.4 38.0 33.6 46.4 17.9 37.1

Assets/durables 7.9 17.5 10.1 14.2 0.0 0.0

Consumption 3.3 1.2 3.0 2.2 7.1 2.3

Emergencies* 15.7 6.3 16.8 6.0 46.4 32.7

Settlement of loans 4.1 2.0 2.6 0.5 10.7 3.0

Other ** 3.4 3.9 4.9 8.0 5.4 12.5

 100.0 100.0 100.0 100.0 100.0 100.0

* Includes medicinal, ceremonial and ritual and other emergency purposes.
** Includes any other category and also a very small number of loans where a purpose was not stated.
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The importance of agricultural and emergency loans is 
clearly higher among lower income groups while loans 
for purchasing assets/durables become more important 
as household income increases. Nevertheless, housing/
construction loans are the most important in terms of 

value among all the quintiles. This is to be expected 
as construction usually involves a larger value require-
ment. Further, borrowings for business/enterprise are 
high across the quintiles, though highest in the 5th 
quintile.

Table 4.4c - Purpose of Borrowing: Income Group

Purpose of Loans

1st Quintile 2nd Quintile 3rd Quintile 4th Quintile 5th Quintile

Number 
of loans

(%)

Value   
of loans 

(%)

Number 
of loans

(%)

Value of 
loans
(%)

Number 
of loans

(%)

Value of 
loans
(%)

Number 
of loans

(%)

Value of 
loans
(%)

Number 
of loans

(%)

Value of 
loans
(%)

Agriculture, livestock & 
fisheries 25.1 22.1 16.7 11.6 16.8 8.0 22.2 11.3 15.3 3.1

Business/enterprise 14.6 19.8 14.8 15.8 17.6 11.9 15.4 15.0 19.3 26.4

Construction/
housing 22.5 27.8 28.7 42.0 30.9 42.6 27.9 45.0 31.4 39.7

Assets/durables 2.2 2.7 7.0 11.1 6.5 12.3 8.0 13.4 12.5 18.7

Consumption 5.2 3.0 4.2 1.1 3.0 1.1 2.9 1.7 2.5 1.5

Emergencies*  21.0 17.6 22.8 12.8 18.7 17.0 15.2 7.0 10.3 3.8

Settlement of loans 7.5 3.8 3.3 2.4 2.7 1.8 5.3 3.2 2.5 1.0

Other** 1.9 3.3 2.5 3.2 3.8 5.4 3.1 3.5 6.1 5.8

 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0 100.0

*  Includes medicinal, ceremonial and ritual and other emergency purposes.
**  Includes any other category and also a very small number of loans where a purpose was not stated.

4.5 Terms and Conditions on Loans and Savings.

This section looks briefly at the terms/conditions attached to credit and savings facilities obtained by households 
in this sample. 

4.5.1 Collateral Requirements
As shown in Table 4.5a, the most common forms of 
collateral used in obtaining loans are personal  and 
group guarantees that have been used respectively for 
about 30% and 26% of the total loans obtained. Fur-
thermore, nearly 20% of loans have been obtained by 
using jewellery as collateral (pawning), while approxi-

mately 12% have been obtained using other assets 
such as land, buildings, vehicles and other durables. 
However, it should be noted that due to the social 
stigma associated with pawning (mainly collateral of 
jewellery), the figure given for jewellery could well be 
under reported.    
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Table 4.5a - Collateral Requirements for Loans: Income Group

 Collateral Type  Of total loans 1st quintile 2nd quintile 3rd quintile 4th quintile 5th quintile

No collateral 6.05% 2.6% 4.5% 5.2% 8.8% 6.7%

Land 7.7% 1.5% 3.6% 4.3% 7.0% 16.7%

Building/property 1.8% 0.0% 0.3% 0.8% 2.7% 3.8%

Jewellery 18.6% 20.6% 22.6% 20.4% 19.7% 12.6%

Vehicle/other durables 1.6% 0.5% 1.8% 1.6% 1.1% 2.8%

Personal guarantee 29.9% 21.3% 25.1% 32.9% 31.8% 33.5%

Group guarantee 26.3% 47.9% 34.9% 26.6% 20.7% 14.2%

Savings 4.3% 3.7% 4.7% 4.1% 4.7% 4.0%

Other 1.7% 0.8% 1.7% 2.2% 1.7% 1.9%

No Response 2.1% 1.1% 0.8% 1.9% 1.8% 3.8%

 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%

An interesting observation is that types of collateral 
vary across income groups. Group guarantees play an 
important role among the lower income groups; nearly 
one-half of the loans obtained by individuals in the 
lowest income group are based on group guarantee. 

However, personal guarantees are used to a greater 
extent in higher income groups.  Usage of jewellery 
as collateral is common to all, though more popular 
in lower income groups. Other assets such as land are 
used largely in the richer groups.

4.5.2 Interest Rates
An interesting observation in this study is that bor-
rowers and savers have a poor knowledge of the appli-
cable interest rates on their loans/savings accounts. In 
the case of about 42% of loans taken, and about 67% 
of savings/deposit accounts, the exact rates of interest 
were not known by the households. One reason for 
this, particularly with regard to loans, is that the details 
of all loans taken over the past three years are included 
in this study, and many households are not able to re-
call the interest rate details of past loans. For savings, 
the knowledge/awareness on interest rates is also poor, 
particularly with regard to compulsory savings. 

Table 4.5b shows details of interest rates on loans and 
savings/deposits of households for which information 
is available. 

Approximately 31% of the loans have been obtained at 
an annual interest rate of 10% or less. As current market 

rates are much higher than 10%, it is likely that these are 
concessionary rates provided for various reasons (e.g., 
loans given to tsunami affected households).

Table 4.5b - Interest Rates: Loans and Savings

Rate of Interest 
(% P.A)   % of loans % of savings    

accounts

<= 10 30.7 81.7

>10 <=15 27.4 13.6

>15 <=20 27.5 3.8

>20 <=30 11.8 0.8

> 30 2.6 0.1

100.0 100.0

However, over 55% of loans have an annual interest 
rate between 10% and 20%. With regard to savings, 
over 80% of the accounts receive an annual interest of 
10% or less. 
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4.5.3 Loan Processing, Frequency of Payments and Repayment Period 
It is interesting to note that 17.5% of the loans have 
been obtained immediately/on request. However, 
about 45% of loans taken involve a processing period 
of over 2 weeks. This is a fairly lengthy period of time 
and as will be seen in the following sections, a long 
processing period is seen by many as a barrier to ob-
taining loans and is one of the reasons for households 
choosing to obtain credit from informal sources.
 

Table 4.5c - Loan Processing Period

Period % of loans

On request / immediately 17.5

Within 1 day 5.9

Less than 3 days 4.7

Within one week 10.4

1-2 weeks 13.1

More than 2 weeks 45.4

No response 3.0

 100.0

Two-thirds of loans taken involve monthly payments.

Table 4.5d - Frequency of Payments

Frequency % of loans

Weekly 3.1

Fortnightly 0.3

Monthly 66.7

Quarterly 2.5

Twice  a Year 1.6

Once a Year 3.1

When Possible 0.7

Other 9.0

No response 12.8

 100.0

Table 4.5e - Loan Repayment Period

Loan repayment % of loans

1 year or less 35.4

> 1 <= 2 18.1

> 2 <= 5 31.5

> 5 4.9

No response 10.1

100.0

35% of loans taken have a repayment period of one year 
or less and 31.5% have a repayment period between 2 
and 5 years.
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5. Informal Credit

Despite the widespread use of credit and savings fa-
cilities from FIs (i.e., formal financial sector), infor-
mal sources also play an important role in meeting the 
credit needs of households. This section provides a de-
tailed picture of the informal credit market, i.e., vari-
ous sources of informal credit, the extent and purpose 

for which informal credit is used by households and 
the reasons for accessing the informal financial sec-
tor. Informal credit here refers to credit obtained from 
non-institutional sources that include friends/relatives/
neighbours, money lenders, traders, landlords, and Ro-
tating Savings and Credit Associations (ROSCAS). 

5.1 Utilisation of Informal Credit

Table 5.1a - Utilisation of Informal Credit by Sector and Province

Sector/Province HHs using informal credit (%) HHs using only informal credit 
(%)

HHs using both  formal & 
informal credit (%)

Total 18.3 8.6 9.7

Rural 18.5 8.2 10.3

Urban 16.6 9.2 7.4

Estate 20.8 12.3 8.5

Western 14.1 8.2 5.9

Central 26.0 7.5 18.5

Southern 14.0 5.0 9.0

North Western 18.7 11.8 6.9

North Central 25.6 5.7 19.9

Uva 18.2 13.9 4.3

Sabaragamuwa 23.1 10.5 12.6

Northern 22.7 9.1 13.6

Eastern 13.7 8.0 5.7

Overall, 18.3% of households have utilised informal 
credit and nearly half of them (8.6% of households) 
have accessed only informal sources for their credit 
needs. These figures provide some indication of the ex-
tent of credit demand by households that has not been 
met by the formal financial sector.  

Sectoral level disparities with regard to use of infor-
mal credit are not large. The estate sector has the high-
est percentage households that have utilised informal 
credit (20.8%) while the urban sector has the lowest 

(16.6%). However, at provincial level, the number of 
households that have used informal credit varies from 
about 14% in the Eastern, Southern and Western 
Provinces to almost 26% in the Central and North 
Central Provinces. When looking at households that 
have used only informal sources, Uva Province has the 
highest figure. This further supports the finding in ear-
lier sections that only 38% of households in Uva Prov-
ince have accessed the formal financial sector for their 
credit needs - one of the lowest among the provinces. 
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Table 5.1b - Utilisation of Informal Credit: Income Group

Quintile  HHs using informal credit (%)  HHs using only informal 
credit (%)

HHs using both 
formal & informal credit(%)

1 17.8 10.8 7.0

2 21.7 11.0 10.7

3 18.3 9.2 9.1

4 18.5 5.9 12.6

5 15.1 5.8 9.3

Utilisation of informal credit is highest in the 2nd to 4th 
quintiles. However, it is interesting to note that the pro-
portion of households that have accessed only informal 
sources of credit is higher among the lower quintiles. 
For example, in the 1st quintile 17.8% of households 
have utilised informal credit, of which over 60% have 

used only informal sources, accounting for about 10.8% 
of households in this income group. In the higher quin-
tiles, the percentage of households using only informal 
credit is about 6% (accounting for 30-40% of those us-
ing informal credit in the higher income groups). 

5.2 Sources of Informal Credit

The principal sources of informal credit are: (a)non-
commercial sources such as friends, relatives and 
neighbours and (b)commercial sources such as money 
lenders, traders/shopkeepers, landlords/employers. 
In addition, Rotating Savings and Credit Associa-

tions (ROSCAS), which are often known as “Seettu’ 
or ‘Cheettu’, are another source of informal finance. 
Table 5.2 shows the relative importance of each of 
these sources in terms of the value and number of loans 
taken. 

Table 5.2a - Sources of Informal Credit

Source Number of loans
(%)

Value of loans
(%)

Average loan size
(Rs.)

Relatives/friends/neighbours 62.0 72.9 37,252

Money Lender 26.4 20.5 24,649

Trader/shopkeeper 3.0 1.5 15,563

Landlord/employer 5.3 3.2 19,064

ROSCAS 2.2 1.6 22,752

Other 1.1 0.3 8,429

100.0 100.0 31,673

Non-commercial sources such as friends, relatives and 
neighbours play a dominant role in the informal credit 
market, accounting for about 73% of the total value, and 
62% of the number, of loans obtained from informal 
sources. Money lenders are the second most important 
source, accounting for 20.5% of the value and about 

26% of the number of loans. An interesting finding is 
that the average size of a loan obtained from the money 
lender is about Rs. 25,000 and is smaller than an aver-
age loan from friends/relatives/neighbours (around Rs. 
37,000). The importance of other sources such as trad-
ers, landlords/employers and ROSCAS is relatively low. 
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Non-commercial sources dominate in the higher in-
come groups.  In the 3rd to 5th quintiles, around 70% 
of the value, and over 60% of the number, of loans 
are from non-commercial sources (see Table 5.2b). In 
the 5th quintile, as much as 84% of informal credit 
in terms of value is from these sources. Nevertheless, 
among the lower income groups, commercial sources 
(i.e., money lenders, traders, and employer/landlords) 
are more important, particularly in terms of value of 
loans. In the 1st quintile, these commercial sources 
jointly account for nearly 60% of the value of informal 
credit. However, in terms of the number of loans, non-
commercial sources such as friends and relatives still 
account for almost 60% in the 1st quintile. Relatively 
smaller size of loans obtained from these sources (c. Rs. 
6,500) may be a reason for poorer households to rely 
on commercial sources.

The money lender is the most important of the com-
mercial sources in all income groups. Around 20%-
30% of the numbers of informal loans in all the 
quintiles are obtained from money lenders. However, 
borrowing from money lenders is notably higher in 
the 2nd quintile, accounting for approximately 46% 
of value and 32% of the number of loans. 

It is observed that the average loan size from friends/
relatives/neighbours as well as from money lenders 
is much larger in higher quintiles compared to low-
er quintiles. Average loan size from friends/relatives/
neighbours is about Rs. 6,500 in the 1st quintile while 
it is over Rs. 100,000 in the 5th quintile. Similarly, the 
average size of a loan obtained from a money lender is 
around Rs. 11,810 in the 1st quintile and almost four 
times higher in the 5th quintile. 
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5.3 Purpose of Borrowing 

Households borrow from the informal credit market 
for various purposes such as consumption, emergen-

cies, investment, income generation/livelihoods and 
settling past loans. 

Table 5.3 - Informal Credit by Purpose

Purpose Number of loans (%) Value of loans (%) Average loan size (Rs.)

Agriculture, livestock & fisheries 8.9 6.9 24,670

Business/enterprise 9.5 25.6 84,875

Construction/housing 7.6 20.6 85,344

Assets/durables 4.6 5.3 36,562

Consumption 10.8 2.9 8,492

Emergencies* 45.0 22.1 15,561

Settlement of loans 7.3 5.0 21,778

Other** 6.2 11.6 59,189

100.0 100.0

* Includes medicinal, ceremonial and ritual and other emergency purposes.
** Includes any other category and also a very small number of loans where a purpose was not stated.

Approximately 58% of informal credit in terms of 
value has been taken for income-generation (i.e. busi-
ness or agriculture related) or investment (i.e., housing 
or purchasing assets) purposes. Nevertheless, in terms 
of the number of loans these account only for about 
30%, indicating relatively larger size loans are obtained 
for these purposes. In particular, business and con-
struction/housing loans account for 25.6% and 20.6% 
respectively, of the total value of informal borrowings. 
Further, as can be seen from Table 5.3, the average size 
of a loan taken for these purposes is about Rs 85,000. 

45% of the total number of loans from informal sourc-
es has been taken for emergencies. However, these 
loans account for only about 22% of the total value of 
informal borrowings. 

It is interesting to note that nearly one-third of loans 

from the formal sector and nearly one fourth of loans 
from informal financial sources have been taken for 
income generation activities such as business and agri-
culture. Nevertheless, the average size of loans taken for 
these purposes from the formal FIs is larger compared 
to those from informal sources. In addition, there is 
less reliance on the informal credit for purposes such 
as construction. Loans from the formal sector for con-
struction/housing account for about 41% of the total 
value of loans from FIs. This is about twice as high as 
the share of construction loans from informal sources. 
Similarly, loans taken for purchase of assets constitute 
about 16% of the value of loans taken from the formal 
sector but only around 5% of the value of loans taken 
from informal sources. In contrast, emergency loans 
account for a significantly higher share - both in terms 
of value and number of loans - in the informal sector 
as compared to the formal financial sector. 
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5.4 Collateral Requirements

Nearly 70% of loans from informal sources require 
no collateral. This can be justified by the earlier find-
ing that a larger share of informal credit (about 62%) 
comes from non-commercial sources such as friends, 
relatives and neighbours. 

Only around 5% of loans from the informal sector 
have been taken using various assets/durables as col-
lateral. Further, it should be noted that collateral re-
quirements for 17.6% of the loans obtained were not 
mentioned; this may be partly due to unwillingness to 
reveal such information. 

Table 5.4 - Type of Collateral: Informal Credit

Collateral Number of loans (%)

No collateral 69.6

Land 3.5

Building/property 0.6

Jewellery 0.8

Household items 0.6

Personal guarantee 3.3

Group guarantee 0.5

Past loan record 0.5

Other 3.0

No response 17.6

100.0

5.5 Reasons for Accessing Informal Sector

There are a number of possible reasons which explain 
why households borrow from informal sources despite 
the considerable outreach of FIs in Sri Lanka.

Easy access/ ability to borrow quickly and absence of 
collateral requirements are highlighted as key reasons 
for using informal credit by a majority of households. 
Flexibility in terms and conditions and simple loan 
procedure are also important reasons identified by over 
one-fourth of households that have utilised informal 
credit. This supports the earlier finding that 45% of 
the loans taken from the informal sector are for emer-
gency purposes. Not surprisingly, quick and easy ac-
cess, lack of collateral requirements and flexibility are 
important factors in an emergency situation.

It is also important to point out that 20% of house-
holds state that they use informal sources of finance as 
they are not able to access formal FIs. 

Table 5.5 - 
Reasons for Accessing Informal Financial Sector

Reasons % of HHs

Can borrow quickly /easy access 75.0

Collateral is not required 67.0

Flexibility in terms and conditions 33.6

No need to fill loan application forms/
loan procedure is simple 26.5

There are no restrictions on the loan  use 21.0

Lack of access to formal institutions 20.0

Can borrow any amount/large amounts 18.0

No enforced savings 10.6

Low interest rate 8.0

Other 2.8

Multiple responses allowed per household. Percentages are calculated 
out of those who took informal finance and therefore do not add to 
100%.
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6. Insurance Facilities

Insurance facilities are an important component of fi-
nancial services and are generally seen as the next step 
after savings as they can be used as a buffer against 
unforeseen risks and also as an investment. However, 
for the purpose of this study insurance has been looked 
at separately from other financial services such as credit 
and savings facilities. The main reason for this is that 
credit and savings facilities have been looked at in terms 
of their utilisation from financial institutions and from 
the informal sector, whereas in the case of insurance 
this is not possible as insurance facilities are obtained 
through many different channels, ranging from pro-
viders of insurance such as the specialised insurance 
companies, to other financial institutions, employers, 
the Government and various societies such as the Fu-
neral Aid Societies which are common in Sri Lanka. 

The purpose of this chapter is to examine the extent to 
which households in Sri Lanka have obtained insur-
ance facilities, the types of insurance obtained and the 
institutions, both formal and informal, through which 
such insurance facilities are obtained.

In Sri Lanka, the insurance sector is regulated and su-
pervised by the Insurance Board of Sri Lanka (IBSL) 
and comes under the purview of the Regulation of In-
surance Industry Act No.43 of 2000. Currently there 
are 14 companies licensed under this Act, 11 of which 
are composite companies, i.e., providing both life and 
general insurance 1. However, there are various MFIs/ 
societies such as the Yasiru Mutual Provident Society, 
SEEDS2, and Samurdhi that offer insurance services to 
their clients who are largely from low-income groups.  
Some of these MFIs/societies such as SEEDS act as re-
tailers of insurance selling the insurance policies of reg-
istered companies to the MFI clients. In addition, in-

surance  services are also provided by the State through 
the Agriculture and Agrarian Insurance Board and also 
through the National Insurance Trust Fund. 

There are also over 2,000 Funeral Aid Societies in Sri 
Lanka and a large number of other community based 
societies that deal with some aspect of social security. 
Funeral Aid Societies, also known as Death Donation 
Societies, provide assistance in the event of the death 
of a member or a spouse or child of the member. This 
is also a form of insurance though at a more informal 
level and is a very important form of social security 
in most communities (especially at the village level). 
In fact, the Yasiru Mutual Provident Society was based 
on this model and the Sanasa Insurance Company was 
inspired by these societies. At present the SANASA 
Insurance Company Limited3 (SICL) has introduced 
a Funeral Aid Insurance Scheme where the insurance 
policy is issued to the (funeral aid) society. In the event 
of death of a member or family member the claim is 
settled by the society and then reimbursed by the com-
pany. 

Furthermore, many households obtain insurance 
through their employer and in these cases the final in-
surer is a licensed insurance company. The policy is 
issued in the company name and the claim paid to the 
individual by the company.

In this manner, insurance facilities provided by/channelled 
through MFIs, community level societies, the Government 
and employers also form an important part of the total 
insurance services provided to households in Sri Lanka. 
Thus, in this section, the term insurance refers not only to 
insurance services provided by the licensed companies but 
also through all the sources described above.

1 CGAP (2006), ALMAO and Yasiru Sri Lanka, CGAP Working Group on 
Micro insurance, Good and Bad Practices, Case Study 21.  

2 Sarvodaya Economic Enterprise Development Services (Guarantee 
Limited).

3 Previously All Lanka Mutual Assurance Organisation (ALMAO).
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6.1 Utilisation of Insurance Facilities

Over 31% of households in the country have obtained 
some form of insurance. However, the majority of these 
households have also utilised other financial services such 
as the credit and/or savings facilities offered by FIs. 

95% of households with insurance have accessed a 
financial institution for at least savings or credit fa-
cilities4. This is consistent with the generally accepted 
principle that as a financial instrument, insurance is 
generally the next step after savings and credit. 

Table 6.2 -
Utilisation of Insurance Services: Sector and Province

Sector % of HHs

Total 31.1

Rural 32.2

Urban 28.3

Estate 22.3

Western 32.8

Central 37.0

Southern 29.9

North Western 28.5

North Central 31.8

Uva 13.4

Sabaragamuwa 47.9

Northern 26.4

Eastern 15.9

4 In fact only 1.6% of the entire sample of households had obtained 
only insurance.

5 It is important to reiterate here that the Samurdhi insurance com-
ponent, like its saving component, is compulsory. Also, as stated in 
Chapter 3 of this document, 48% of households in the Sabaragamu-
wa Province obtain their financial services from Samurdhi Banks.

Table 6.1 - Utilisation of Financial Services by 
Households with Insurance

Financial Service Obtained HHs with insurance (%)

Insurance, Credit and Savings 55.1

Insurance and Savings 34.8

Insurance and Credit 5.1

Insurance only 5.0

100.0

6.2 Utilisation of Insurance Facilities by Sector, Province and Income Group 

Nearly a third of households (32.2%) in the rural sec-
tor have obtained some form of insurance. This figure 
is the highest with the other two sectors having a lower 

proportion of households who have obtained insur-
ance -28% in the urban sector and 22%in the estate 
sector. 

In most provinces, approximately a third of households 
have obtained some form of insurance though this fig-
ure varies across provinces - from 13.4 % and 15.9 % 
in the Uva and Eastern Provinces respectively, to 47.9 
% in the Sabaragamuwa Province. However, it should 
be noted that in Sabaragamuwa almost a third of the 
households have obtained insurance from the Samur-
dhi Scheme5 and about 13.1% from the Government. 

Figure 6.2 - 
Utilisation of Insurance Services: Income Group

There is a clear increasing trend in the utilisation of insur-
ance across income groups with less than 20% of house-
holds in the 1st quintile having obtained insurance com-
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pared to 43.1% in the 5th quintile. It is evident that even 
in the higher to middle income quintiles there is much 
scope for the expansion of insurance with less than half 
the households in all the quintiles having obtained in-

6.3 Source of Insurance

surance facilities. Further, the types of insurance and the 
sources/channels through which they are obtained vary 
across quintiles as we will see in subsequent sections.

sectors.  In the urban sector insurance companies play 
a dominant role with nearly 80% of households hav-
ing obtained insurance services from these companies 
compared to only 28% of households in the estate sec-
tor. 

Financial institutions and employers play an impor-
tant role in the estate sector with about two-thirds of 
households having obtained insurance through these 
sources. Employers play only a very small role in the 
other two sectors. 

As explained earlier, households obtain their insurance 
requirements through diverse sources such as insur-
ance companies, MFIs, the Government, employers 

and various societies. This section ascertains the im-
portance of these different sources and the disparities 
across sectors, provinces and income groups. 

Table 6.3a - Source of Insurance:  Sector

Source Insurance
Company

Financial
Institution Government Employer Community 

based Society Other

Total 59.4% 28.9% 6.1% 4.0% 8.0% 2.4%

Rural 56.7% 31.8% 6.7% 3.1% 9.0% 2.4%

Urban 79.3% 13.1% 4.1% 3.4% 0.7% 2.8%

Estate 27.6% 34.5% 0.0% 31.0% 17.2% 0.0%

Percentages are calculated out of the households who have obtained insurance. As some households have obtained insurance from more than one source, 
percentages will not sum to 100%.

Overall, insurance companies and financial institu-
tions play a leading role in the market for insurance. 
59.4% of households with insurance have obtained 
their insurance facilities from insurance companies and 
28.9% through financial institutions. Approximately 
one fifth of households obtained insurance through 
the Government, employers and various societies such 
as the death donation societies. Overall country figures 
are largely reflective of the rural sector. 

Sources of insurance vary quite substantially across 
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Table 6.3 b - Source of Insurance: Province

 Provinces Insurance
Company 

Financial
Institution Government Employer Community 

based Society Other

Overall 59.4% 28.9% 6.1% 4.0% 8.0% 2.4%

Western 73.7% 18.1% 3.2% 4.3% 0.7% 3.6%

Central 50.7% 31.3% 12.5% 5.6% 1.4% 4.9%

Southern 62.4% 40.4% 2.8% 0.9% 0.0% 0.9%

Northern 100.0% 0.0% 6.9% 0.0% 0.0% 0.0%

Eastern 100.0% 2.8% 0.0% 0.0% 0.0% 0.0%

North Western 62.6% 30.3% 4.0% 1.0% 16.2% 1.0%

North Central 50.0% 39.3% 3.6% 7.1% 1.8% 3.6%

Uva 40.0% 72.0% 0.0% 0.0% 0.0% 0.0%

Sabaragamuwa 22.6% 39.4% 13.1% 8.0% 38.0% 0.7%

Percentages are calculated out of the number of households that obtained insurance in each province. As some households have obtained insurance from 
more than one source, percentages will not sum to 100%.

In most provinces households access mainly insurance 
companies for their insurance requirements though 
the actual figure varies substantially across provinces. 
In the Northern and Eastern Provinces all households 
who obtained insurance services have accessed insur-
ance companies, whereas, in the Sabaragamuwa Prov-
ince this figure is as low as 22.6%.

In the Uva Province, nearly three fourths of households 
with insurance have accessed financial institutions for 

their insurance requirements.  Furthermore, in the 
Sabaragamuwa, Southern and North Central Provinc-
es, about 40% of households have obtained insurance 
through FIs. However the importance of this source is 
negligible in the Northern and Eastern provinces.

In the Sabaragamuwa Province over a third of house-
holds obtained insurance through various community-
based societies such as death donation societies. 

Table 6.3c - Source of Insurance:  Income Group

Quintile Insurance 
Company 

Financial
Institution Government Employer Community 

based Society Other

Total 59.4% 28.9% 6.1% 4.0% 8.0% 2.4%

1 25.6% 56.4% 12.0% 5.1% 13.7% 0.9%

2 39.6% 48.2% 5.5% 3.0% 12.8% 2.4%

3 60.1% 28.7% 4.8% 3.7% 8.0% 3.2%

4 66.3% 24.4% 6.7% 6.2% 3.6% 1.6%

5 81.9% 6.3% 4.3% 2.8% 5.5% 3.1%

Percentages are calculated out of the number of households that obtained insurance in each quintile. As some households have obtained insurance from 
more than one source, percentages will not sum to 100%.

Sources accessed for insurance appear to be related 
to household income. It can be clearly seen from the 
figure above that the percentage of households who 
obtain insurance from insurance companies increases 
with income group (from 25.6% in the 1st quintile to 
81.9% in the 5th quintile). 

Financial institutions are utilised more by the lower 
income groups to obtain their insurance requirements. 
Just over half the households in the 1st quintile have 
obtained insurance from FIs compared to just over 6% 
in the 5th quintile. 
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Note:  Percentages are calculated based on the types of insurance. There could be several types of insurance per household and per institution. 

6.4 Types of Insurance 

The following figure illustrates the different forms of insurance cover obtained by households and the relative 
importance of each type.

Figure 6.4 - Type of Insurance

Overall, more than half the insurance obtained is life 
insurance. Health insurance and insurance covering 
life cycle events such as births and marriages together 
make up just over 30%of all policies. Life, health and 
life cycle related insurance together account for over 
70% of all insurance types in all the quintiles. In the 
bottom quintile, this figure is over 90%.

General insurance (such as property and vehicle) is 
mainly obtained by households in higher income 
groups. In the richest quintile, property/vehicle insur-

ance account for over 20% of all insurance types while 
this is less than 5% in the lowest 2 quintiles.  

Property, crop and farm insurance, together make up 
a very small percentage of policies i.e., 6.5%. Given 
the large agricultural community in Sri Lanka and the 
inherent risks of agricultural livelihoods, there remains 
much scope for farm and crop insurance yet to be ex-
plored.
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7. ‘Credit Plus’ Services

‘Credit Plus’ services refer to non-financial services 
such as vocational training, marketing assistance and 
other business development services such as training 
in financial management and book keeping, which are 
provided with, or prior to, the provision of key finan-
cial services (mainly credit facilities), and, are mainly 
services that would assist entrepreneurs and the self 

employed in developing their businesses. These ser-
vices are increasingly being recognized as an important 
component of microfinance as they are important for 
sustainability of enterprises. Even though this is not a 
direct financial service, it is part of the financial pack-
age offered by a financial institution and should be 
looked into when studying outreach. 

7.1 Receipt of ‘Credit Plus’ Services

Although it is believed that  ‘credit plus’ services are 
provided by a number of FIs, it is important to assess 
what proportion of households obtaining financial ser-
vices also receive these non-financial services from FIs.

‘Credit plus’ services are offered as an exception. Under 
5.0% of households have received the non-financial 
services termed as ‘credit plus’ services from the FI they 
deal with.  

Table 7.1 - HHs Receiving ‘Credit Plus’ Services

Service received % of HHs

Vocational Training1 4.0

Marketing Assistance 1.0

Business Development Services* 3.0

Input Supply 1.6

Other 0.7
Percentages are calculated based on the number of households that have 
obtained financial services (i.e. credit/savings facilities) from a FI.
* Includes technical assistance and services such as training on busi-
ness and financial management, accounts/ book keeping.

7.2 Sources of ‘Credit Plus’ Services

As mentioned in the introduction, ‘credit plus’ services 
are often thought to be provided by FIs providing micro-

finance or SME loans. Therefore, it is useful to identify 
from which FIs households have received these services. 
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1 Also includes self employment training - i.e. training on how to  
start your own business.

Table 7.2 - Financial Institutions Providing ‘Credit Plus’ Services

Institution Vocational 
training

Marketing as-
sistance

Other Business 
Development 

Services*
Input supply Other

State Banks 9% 12% 18% 10% 24%

People’s Bank 6% 12% 15% 8% 29%

Bank of Ceylon 3% 0% 3% 3% 6%

National Savings Bank 2% 8% 3% 5% 0%

Domestic private banks 4% 4% 7% 3% 18%

Foreign private  banks 0% 0% 0% 0% 0%

Regional Development Banks 8% 8% 11% 10% 0%

Co-operative Rural Banks (CRBs) 0% 0% 0% 5% 0%

Samurdhi Banks 46% 40% 30% 28% 35%

Sanasa  (both SDB &TCCSs) 8% 16% 18% 15% 6%

NGOs/CBOs/  Co-ops/other MFIs 25% 24% 19% 35% 6%

Finance & leasing companies 0% 0% 3% 0% 0%

Other 2% 0% 1% 0% 12%
Percentages are calculated out of those households that have obtained that particular credit plus service. Column percentages will not total to a 100%
as HHs may have accessed multiple institutions for the same service.
* Includes technical assistance and services such as training on business and financial management, accounts/ book keeping.  

Samurdhi Banks are the largest providers of ‘credit 
plus’ services. Almost half the households who have 
obtained vocational training have done so from Sam-
urdhi Banks; it is a similar situation for other ‘credit 
plus’ services. This is due to the Samurdhi Programme 
being structured with a focus on community develop-
ment and individual empowerment. However, it is 
likely that these services are delivered by other com-
ponents of the Samurdhi Programme rather than the 
Samurdhi Banks.

NGOs, CBOs and Co-operatives, as a group, repre-
sent the second largest providers of ‘credit plus’ ser-

vices. 35% of households obtaining assistance with 
input supply received services from this group. Also, 
approximately one fourth of those receiving market-
ing assistance and vocational training did so from this 
group. 

Sanasa also plays an important role in providing ‘credit 
plus’ services. Over 15% of households receiving input 
supply assistance, marketing assistance and BDS do so 
through Sanasa. The involvement of the state banks 
in this area is limited to People’s Bank which provides 
marketing facilities and BDS to 12% and 15% of 
households respectively. 
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8. Barriers to Access 

We have ascertained that over 80% of households 
have obtained either loans or savings from a finan-
cial institution with 47% having obtained loans and 
74.6% having savings in an FI. It is important to know 

whether these households, and particularly the remain-
ing 20%of households that have not accessed FIs, have 
faced any barriers in accessing FIs.

8.1 Households with Barriers to Access

84.4% of households state that they did not face bar-
riers to obtaining financial services, yet a considerable 
percentage of these households had not obtained fi-

nancial services (credit or savings facilities) from the 
formal sector. 

Table 8.1 - Households with Barriers to Access

HHs that have accessed FIs HHs that have not accessed FIs Total HHs

Faced barriers 14.4% 1.2% 15.6%

Not faced barriers 68.0% 16.4% 84.4%

82.5% 17.5% 100.0%

17.5% of households have not obtained financial ser-
vices of which 94% have not faced any barriers in ac-
cess.  This implies that barriers to access are not the key 
reason for non-utilisation of financial services. 

The data was disaggregated according to income group 

to determine whether a larger number of households 
in lower income groups faced barriers in obtaining fi-
nancial services. Little difference was found between 
income groups though it was observed that a margin-
ally higher proportion of households in the middle in-
come groups faced barriers to access.
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8.2 Principal Barriers to Access

Table 8.2a - Barriers to Obtaining Credit

Reason Total
Quintile

1 2 3 4 5

Collateral requirements 47.5% 55.7% 57.5% 33.0% 45.4% 46.7%

Too many documents required for loan 
applications 41.8% 42.9% 43.4% 45.7% 36.1% 41.3%

Long time taken for transactions 31.8% 15.7% 23.6% 41.5% 40.2% 34.8%

High interest rates on loans 25.3% 30.0% 24.5% 22.3% 26.8% 23.9%

Unaware of services provided by 
institutions 22.4% 37.1% 18.9% 16.0% 21.6% 22.8%

Rigid terms and conditions 22.0% 14.3% 22.6% 23.4% 25.8% 21.7%

Non-availability of bank branches in 
close proximity 18.1% 12.9% 15.1% 27.7% 19.6% 14.1%

Unfriendly attitude of bank officers 14.6% 5.7% 9.4% 14.9% 22.7% 18.5%

Inability to understand the forms to be filled 13.1% 14.3% 13.2% 12.8% 16.5% 8.7%

Restricted banking hours and restricted days 6.1% 2.9% 7.5% 7.4% 4.1% 7.6%

Forced savings/insurance premium 4.1% 5.7% 2.8% 3.2% 4.1% 5.4%

Gifts/benefits expected by bank officers 2.6% 0.0% 1.9% 3.2% 2.1% 5.4%

Uncomfortable in the institutional 
environment (fear or intimidation) 0.9% 2.9% 0.0% 0.0% 2.1% 0.0%

Other (specify) 5.4% 11.4% 2.8% 6.4% 4.1% 4.3%

Percentages calculated out of the number of households that faced barriers in relevant income group. Multiple responses were permitted therefore 
percentages will not sum to 100%.

40%-50% of households cite collateral requirements 
and excessive documentation as the key barriers to ob-
taining credit. Long transaction time and high rates of 
interest are also important. However, it is interesting to 
note that high interest rates rank 4th in order of impor-
tance, implying that quick and easy access to credit is 
more important than the price of credit. 

Interestingly, 22.4% of households cite lack of aware-
ness of the services provided by FIs as a barrier to 
access. Rigid terms and conditions are also seen as a 
problem though this seems to be more of an issue for 

households in the richer income groups.
Collateral requirements, high interest rates, inability 
to understand forms and lack of awareness of services 
provided are barriers that are faced to a larger extent 
by households in poorer income groups; whereas rigid 
terms and conditions and long transaction time are is-
sues for richer households. 

Lack of proximity to the institution is seen as a barrier by 
18.1% of households. A higher percentage of households 
in the middle income groups found this a barrier to ac-
cess- nearly 30% of households in the 3rd quintile.
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Table 8.2b - Barriers to Saving in FIs

Barrier Total
Quintile

1 2 3 4 5

Long time taken for transactions 26.6% 14.3% 22.6% 26.6% 34.0% 32.6%

Low interest rates on savings 26.6% 32.9% 31.1% 21.3% 27.8% 20.7%

Unaware of services provided by institutions 24.4% 31.4% 19.8% 25.5% 20.6% 27.2%

Too many documents required for applications 22.2% 20.0% 20.8% 22.3% 24.7% 22.8%

Non-availability of bank branches in close 
proximity 20.9% 17.1% 18.9% 28.7% 18.6% 20.7%

Unfriendly attitude of bank officers 14.6% 10.0% 12.3% 12.8% 17.5% 19.6%

Restricted banking hours and restricted days 12.0% 4.3% 14.2% 11.7% 12.4% 15.2%

Inability to understand the forms to be filled 10.9% 8.6% 12.3% 8.5% 13.4% 10.9%

Rigid terms and conditions for savings & loans 9.2% 8.6% 8.5% 7.4% 13.4% 7.6%

Gifts/benefits expected by bank officers 2.6% 0.0% 2.8% 1.1% 3.1% 5.4%

Uncomfortable in the institutional environment 
(fear or intimidation) 1.5% 1.4% 3.8% 1.1% 0.0% 1.1%

Forced savings/insurance premium 0.2% 1.4% 0.0% 0.0% 0.0% 0.0%

Other (specify) 1.7% 5.7% 0.9% 1.1% 1.0% 1.1%

Percentages calculated out of the number of households that faced barriers. Multiple responses were permitted. 

Long transaction time and low interest rates are the 
main barriers to saving highlighted by households. As 
in the case of loans, households also complain of lack 
of awareness of the services provided by FIs acting as a 
barrier to access. 

Long transaction time, restricted banking hours and 
unfriendly bank officers were seen as barriers to access 
by a greater proportion of households in the richer in-
come groups. 32.6% of households in the 5th quintile 
cited long transaction time as a barrier compared to 
14.3% in the 1st quintile. Low interest rates were seen 
as a barrier by a greater proportion of households in 
the poorer income groups.

Excessive documentation for application and non-
availability of branches in close proximity are men-
tioned as barriers to access by over 20% of households. 
Proximity seems to be a bigger problem for middle in-
come groups possibly because in other income groups 
there were more pressing barriers. 

The key barriers are the same for both savings and 
credit although they vary in degree of importance.
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9. Expectations, Preferences & Suggestions for Improvement

This chapter describes household expectations and 
suggestions for service improvement from financial 
institutions as well as the institutional preferences of 

households. It provides good insight for financial in-
stitutions as to possible areas of improvement and ex-
pansion.

9.1 Expectations and Suggestions for Improvement 

The following table describes some of the key expecta-
tions households have from financial institutions. 

Table 9.1a - Expectations from Financial Institutions

Expectation % of HHs

Low interest rate on loans 59.8

Simple and quick loan application procedure 44.7

Easy access/proximity 40.3

Can obtain individual loans 32.7

No collateral requirements 25.1

Customer friendly bank staff 17.7

Flexible repayment 14.0

Loan size tailor made to my needs 13.2

No restrictions on loan use 12.1

Provision of advisory services/technical advice 7.2

No need to repay loan 3.1

Mobile banking services 2.9

Other 2.5

No response 24.8

Percentages are calculated out of the total sample of households. Mul-
tiple responses were permitted for each household therefore percentages 
will not sum to 100%.  

It is not surprising that the main expectation house-
holds have from an FI is a low rate of interest on loans. 
This is cited by 60% of households. In addition, nearly 
half the households expect simple and quick loan ap-
plication procedures and just over 40% expect an FI 
to be easily accessible or in close proximity to them. 
These expectations match closely with the key barriers 
to access cited in the previous section but the order of 
importance varies. E.g., while 47.5% declared collat-
eral requirements to be a barrier to access, only 25.1% 
expect no collateral at all. This implies that there is a 
perception of over-collateralisation but a willingness to 
provide some form of collateral. 

Further, nearly a third of households express a pref-
erence for individual loans and 17.7% cite customer 
friendly service as important. 

Table 9.1b - Suggestions for Improvement

Suggestion % of HHs

Transaction procedures should be simplified 57.5

Number of documents required should be 
reduced 38.4

Information on available services should 
be improved 37.2

A customer friendly atmosphere should be 
promoted  32.0

Cost of banking transactions should be 
reduced 22.4

Bank branches should be established in 
close proximity 17.9

Time taken for processing of transactions 
should be reduced 16.7

Banking hours should be extended 11.9

Number of business days should be in-
creased 6.3

A wider variety of products e.g. money trans-
fer, insurance, training, etc., should be offered. 4.2

Other 3.1

Percentages are calculated out of the total sample of households. Mul-
tiple responses were permitted therefore the percentages will not sum to 
100%.

The above table outlines some suggestions made by the 
respondents with regard to service improvement. 

More than half the households (i.e., 57.5%) suggest 
simplification of transaction procedures. In addition, 
nearly 40% feel that the level of documentation should 
be reduced and that more information should be avail-
able on the services provided. This is in line with the 
barriers and expectations mentioned previously. 
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Customer service is seen as needing improvement. 
Approximately a third of respondents suggest that a 
customer friendly atmosphere should be promoted in 
financial institutions.  

Over 20% of households suggest reducing the cost 

of banking transactions. These cost reductions could 
come with an improvement in efficiency and greater 
outreach of services but increased competition is more 
likely to have an impact on reducing transaction costs 
(such as commissions, fees for transferring funds and 
various other bank charges).  

9.2 Institutional Preferences

It is expected that institutional preferences would to a 
great extent depend on the coverage/outreach of these 
institutions in addition to other factors such as services 
provided, quality of services, interest rates, reliability/
security, etc. 

Preference of institution would also be expected to vary 
by type of financial product; therefore preferences for 
credit and savings institutions are looked at separately. 

Table 9.2a - Preferred Institutions for Credit

Institution % of HHs

State Banks 38.1

People’s Bank 23.5

Bank of Ceylon 10.4

National Savings Bank 4.2

Domestic private banks 7.8

Foreign private  banks 0.0

Regional Development Banks 7.1

Co-operative Rural Banks (CRBs) 2.4

Samurdhi Banks 12.6

Sanasa  (both SDB & TCCSs) 5.3

NGOs/CBOs/ Co-ops/other MFIs other MFIs 3.6

Finance and leasing companies 0.2

Other 1.8

No response 21.1

Percentages are calculated out of the total sample of households there-
fore will not sum to 100%.

State banks as a group, and People’s Bank in particu-
lar, are the most popular, with 38.1% and 23.5% of 
households respectively choosing these institutions as 
their preference for obtaining credit. The result is not 
surprising given the high outreach and wide banking 
network of People’s Bank. 

Samurdhi Banks are also a popular choice with 12.6% 
of households identifying this as their preferred insti-
tution. Overall, nearly 60% of the institutions chosen 
are either state run banks or programs. However, it is 
also noteworthy that the number of non-respondents 
for this question is relatively high.

Proximity to the institution is a key factor. In fact, over 
60.9% of loans (See Annex 7) were obtained from in-
stitutions less than 5 kilometres away from the house-
hold. 

Flexible lending, simple loan procedures, required loan 
size and low rates of interest are other important rea-
sons for choosing the financial institutions mentioned. 
This supports the finding that rigid terms and condi-
tions are seen by over a fifth of households as a barrier 
to obtaining credit (see Chapter 8.0). 

Table 9.2b - Reasons for Selecting Preferred Institution

Reason % of HHs

I can access this institution easily(proximity) 60.3

Flexible lending 37.6

Simple and quick loan application procedure 37.5

The rate of interest is low 30.1

I know the members and the staff very well 29.0

I can obtain individual loans 18.5

Customer friendly bank officers 16.8

This is the only institution in our area 15.1

Collateral is not required  10.8

Advisory services are provided as well 3.7

Mobile services 1.9

Because it is a Government institution 1.1

Other 7.0

No Response 13.5

Percentages are calculated out of the number of households which indi-
cated a preference of FI.   Multiple responses were permitted therefore 
percentages will not sum to 100%. 
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Table 9.2c - Preferred Institutions for Savings

Institution % of HHs

State Banks 50.1

People’s Bank 29.3

Bank of Ceylon 12.1

National Savings Bank 8.7

SME Bank 0.0

Domestic private banks 12.7

Foreign private  banks 0.0

Regional Development Banks 5.9

Co-operative Rural Banks (CRBs) 2.6

Samurdhi Banks 7.9

Sanasa (both SDB &TCCSs) 4.7

NGOs/CBOs/Co-ops/other MFIs 1.6

Finance and leasing companies 0.1

Other 1.0

No response 13.4

 100.0

Percentages are calculated out of the total sample of households.

Over half the households identify state banks as their 
preferred institutions to save in. These institutions 
are often seen as reliable and stable which could be 
key reasons for their popularity. The extensive branch 
network of institutions such as the People’s Bank is a 
factor which accounts for the differences within the 
group. Samurdhi Banks and Regional Development 
Banks are also cited as preferred institutions by 7.9% 
and 5.9% of households respectively. 

Compared to borrowings, a higher percentage of 
households (12.7%) prefer to save with domestic pri-
vate banks. Interest rates probably play an important 

role here. Due to higher competition in the private sec-
tor, domestic private banks often offer higher rates of 
interest and other incentives to attract savings. 

Reliability and safety of the institution are prime con-
siderations when selecting a financial institution with 
which to save. This is clearly seen by the choice of insti-
tutions for savings - i.e., state banks. Ease of depositing 
and withdrawing funds, proximity and a high interest 
rate are important but secondary factors considered 
when choosing a savings institution.

As with the case of loans, customer service is impor-
tant, with over 20% of households selecting their in-
stitution of preference due to the presence of friendly 
and approachable staff.

Table 9.2d - Reasons for Selecting Preferred Institution

Reason % of HHs

It is reliable and safe 75.8

Money can be easily deposited 58.1

Money can be easily withdrawn 38.9

It is close to my home 31.6

The interest rate is high 30.0

Friendly and approachable bank staff 21.8

It forces me to save and teaches me sav-
ings discipline 12.5

Incentives/ Bonus schemes 6.4

Other 6.1

It gives me prestige to save in this institution 3.2

It is a Government institution 1.0
Percentages are calculated out of the number of households which in-
dicated a preference of FI. Multiple responses were permitted therefore 
percentages will not sum to 100%. 

1  Approximately 52%.

9.3 Demand for Services from Financial Institutions

Respondents were asked to describe their additional 
needs in terms of financial services.  More than half the 
households1 were in need of a loan and of this number, 
56% had already obtained a loan from a financial insti-
tution, suggesting that current levels of borrowings are 
not sufficient to meet household needs.

Table 4.2 shows that nearly 65% of households have 
total borrowings less than Rs. 50,000. However, as 
shown in Table 9.4 below, additional loan require-
ments per household indicate a greater demand for 
higher value loans compared to existing borrowing 
patterns. 



Ch
ap

te
r 

9

44

Table 9.3a - Loan Requirement per Household

Total HH loan requirement %  of HHs

<= Rs. 10,000 5.5

Rs.10,000-Rs.50,000 40.1

Rs.50,000-Rs. 100,000 22.7

Above Rs. 100,000 31.7

 100.0

Percentages are calculated out of the number of households requiring a loan. 

In terms of purpose, construction/housing remains the 
single largest category and has, in fact, a considerably 
higher share than in the current borrowing structure 
(compare Table 9.3b with Table 4.4a) and could account 
for the increased demand for higher value loans. 

When questioned on the rate they are willing to pay 
on their loans, more than 50% of respondents declare 
they are prepared to pay commercial rates which are 
defined as between 15% and 25%.

Table 9.3b - Purpose of Loan

Purpose % of loans

Construction/housing 46.3

Business/enterprise 25.5

Agriculture, livestock & fishery 10.5

Assets/durables 6.3

Settlement of loans 4.0

Emergencies* 3.7

Consumption 0.7

Other** 3.0

100.0
Percentages are calculated based on the number of loans required. In 
the case of some households multiple loans are required though for 
different purposes. 
* Includes medicinal, ceremonial and ritual and other emergency 
 purposes.
** Includes any other category and also a very small number of loans 
 where a purpose was not stated.

Table 9.4 - Demand for Products: by Type

Type % of HHs

Loan product 87.1

Skills development/ training 28.2

Insurance schemes (death/injury benefits) 26.6

Pensions / retirement products 18.1

Pawning facilities 15.7

Marketing facilities 14.4

Money transfer facilities 7.9

Book keeping / accounting  services 4.6

Other 3.0

Percentages are calculated out of those households which would like to 
receive additional services.  Multiple responses were permitted therefore 
the percentages do not sum to 100%. 

9.4 Demand for Additional Products 

Almost half the households (49.2%) mentioned that 
they would like to receive further services from their 
FIs. These are listed below.

87% of households require additional loan products, 
which is an indication of lack of flexibility in lend-
ing and implies that households perceive existing loan 
products as being too rigid and not tailored to their 
needs. It is noteworthy that there is no demand for ad-
ditional savings products. However, insurance facilities 
and pension/retirement products are also in demand 
(45% of households).

There is a demand for various business development 
services. Skills development and training is demanded 
by 28% of households followed by marketing facilities 
(14.4% of households).
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10. Impact of Financial Services

One of the key reasons for focusing on the provision 
of financial services is that access to and utilisation of 
financial services is thought to be an important means 
of improving and increasing income generating op-
portunities and improving overall living conditions of 
households. This chapter attempts to assess whether 
access to financial services has had an impact on living 

standards and income generating or employment op-
portunities of households in general, and of women in 
particular. The analysis of impact as presented here is a 
subjective one, based on the perceptions of the house-
holds interviewed. In this analysis, the focus is on cred-
it as it is more often access to credit that would have a 
significant impact on the factors mentioned below.

10.1 Overall Impact  
 
The following table shows the perceived overall impact of access to credit on households. 

Table 10.1 - Impact of Access to Credit

 No response Deteriorated 
substantially

Deteriorated 
somewhat No change Improved 

somewhat
Improved 

substantially

Household Income 5.5% 0.9% 5.2% 49.5% 36.9% 2.0%

Employment Opportunities 7.2% 0.6% 3.7% 72.1% 15.2% 1.3%

Housing Conditions 5.6% 0.4% 3.0% 46.2% 39.3% 5.4%

Asset Base 7.0% 1.1% 2.4% 60.6% 26.6% 2.3%

Savings 6.9% 1.7% 5.1% 40.8% 42.3% 3.2%

Ability to cope with  risks 7.6% 0.5% 1.9% 60.6% 27.7% 1.8%

Education of Children 10.3% 0.1% 0.3% 65.9% 21.2% 2.1%

Access to health services 7.7% 0.6% 0.9% 77.2% 12.6% 0.9%

Water / Sanitary 7.8% 0.7% 1.4% 81.2% 8.4% 0.4%

Electricity 8.2% 1.3% 0.4% 80.6% 8.9% 0.5%

Skills Development 7.6% 0.9% 1.4% 75.7% 13.8% 0.6%

Business knowledge 9.0% 0.6% 1.7% 70.7% 15.5% 2.5%

Integration with villagers/society 7.2% 0.2% 0.3% 58.9% 30.7% 2.7%

Social Recognition 7.2% 0.2% 0.5% 63.4% 25.6% 3.0%

Standard of living 6.9% 0.6% 3.5% 45.8% 40.4% 2.7%

Percentages are calculated based on the number of households that have obtained loans from FIs. Each row sums to 100%.

Over 40% of households who access financial institu-
tions for credit feel that their standard of living has im-
proved somewhat as a result. This can mainly be seen 
in the impact on factors such as housing conditions, 
household income and asset base.  Access to credit also 
helps nearly 30% of households to cope better with 
various risks and vulnerabilities. 

Overall impact is hard to gauge with some households 
not responding and the majority stating that there is 
no change in many of the factors. This could be due 
to the fact that households do not attribute changes 
in their living standards to their ability to access finan-

cial services. The data indicates that the majority of 
households are of the view that access to credit has not 
resulted in a change in most of the factors considered.  
In fact, a negative impact was seen by less than 5% of 
household s except in the case of household income 
and savings where approximately 6% of households 
consider themselves negatively affected by having ac-
cess to credit. This could be due to the fact that com-
pulsory savings and repayment of loans reduces dispos-
able income and the ability to save, at least temporarily. 
This is especially the case with loans which are not used 
for income generating purposes. 
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The figure below presents the perceived positive impact of 
credit on selected factors according to income groups.  

Integration with villagers improved for over 36% of 
households in the 3rd and 4th quintiles as a result of 
access to credit. The social aspects of credit access are 
more relevant to households in the middle quintiles 
transacting with FIs such as Sanasa, RDBs and co-op-
eratives which are structured on a community based 
approach. The impact is less in the case of richer in-
come groups.  

For savings, although the highest impact is seen in the 
3rd quintile, there is no clear trend. It would seem 
that whilst richer quintiles may face a slightly higher 
impact, overall there is no significant difference, with 
between 40% and 50% of households in all income 
groups experiencing an improvement.

10.2 Impact of Access to Credit by Type of Loan 

The following sections take a more in-depth view of 
the impact of different types of credit facilities on rel-
evant factors. For example, a housing loan may affect 
a household’s housing conditions and overall standard 
of living but has little or no impact on their health 
awareness or business knowledge. This section focuses 
on specific loans such as housing loans, loans for assets/
durables and entrepreneurial loans as these loan types 
show the most impact. 

Housing Loans 
Table 10.2a looks at all the households that have ob-
tained at least one housing loan (although additional 
loans may have been obtained for other purposes). 
There are 467 such households in the sample. 

The positive impact of access to credit is more visible 
in the higher income groups especially in the case of 
household income, standard of living and household 
ability to cope with vulnerability and risks. Over 45% 
of HHs in the 5th quintile feel that there has been a 
positive impact on their household income as a result 
of accessing financial services compared to just over 
30% in the lowest quintile. The disparity is especially 
noticeable with regard to the overall standard of liv-
ing, with more than half the households in the highest 
quintile experiencing an improvement compared to 
approximately 30% in the lowest quintile. One pos-
sible reason could be the size of loans - those in higher 
income groups are able to obtain larger loans which 
are more likely to have an impact on factors such as 
income, business opportunities, standard of living etc.

Figure 10.1 - 
Impact of Access to Credit on Households: Income Group
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Table 10.2a - Impact of Housing Loans

No response Deteriorated 
substantially

Deteriorated 
marginally

No 
change

Improved 
marginally

Improved 
substantially

Housing conditions 5.6% 0.0% 2.4% 24.6% 55.9% 11.6%

Water / Sanitary 8.4% 0.4% 0.6% 79.9% 10.1% 0.6%

Electricity 8.6% 0.4% 0.6% 80.1% 9.4% 0.9%

Integration with villagers 8.4% 0.4% 0.2% 63.8% 25.7% 1.5%

Social recognition 8.1% 0.4% 0.4% 68.5% 19.5% 3.0%

Standard of living 7.9% 0.6% 3.9% 44.8% 40.5% 2.4%

Ability to cope with 
vulnerability and risk 8.1% 1.1% 2.4% 61.0% 25.9% 1.5%

A comparison of impact of housing loans on different 
income groups was carried out but it was found that 
there were no noteworthy differences across quintiles. 
Impact was fairly homogenous, with slightly lower val-
ues in the lower quintiles. 

Loans for Purchase of Assets and Durables 
The table below looks at impact in terms of selected 
factors, on households that have obtained at least one 
loan for the purchase of assets/durables. There are 140 
such households. 

Table 10.2b - Impact of Loans for Purchase of Assets / Durables

 No response Deteriorated 
substantially

Deteriorated 
marginally No change Improved 

marginally
Improved 

substantially

Housing conditions 5.0% 0.0% 0.7% 45.7% 45.0% 3.6%

Asset base 5.0% 0.0% 0.0% 37.9% 52.1% 5.0%

Integration with villagers 6.4% 0.0% 0.0% 50.7% 40.0% 2.9%

Social recognition 6.4% 0.0% 0.0% 54.3% 36.4% 2.9%

Access to health services 6.4% 0.0% 0.0% 74.3% 18.6% 0.7%

Ability to cope with 
vulnerability and risk 5.7% 0.0% 1.4% 49.3% 41.4% 2.1%

Standard of living 5.7% 0.0% 0.7% 35.0% 53.6% 5.0%

Nearly 70% of households which have taken housing 
loans feel that their housing conditions have improved 
and over 40% state that their standard of living has 
improved. The added advantage of an improved ability 
to cope with vulnerabilities and risks is felt by over a 
fourth of households.

Improvement of housing conditions is also likely to 
have an impact on social factors, as the type of house 
can determine the status of a household, especially in 
small, rural communities. Over one fourth of house-
holds state that their integration with villagers has im-
proved and over a fifth report an enhancement of the 
social recognition they enjoy in their area. 

More than half these households have experienced an 
improvement in their asset base which is not surprising 
given the purpose of the loan. Furthermore, over 58% 

feel that their standard of living has improved and over 
40% state that they have an improved ability to cope 
with vulnerability and risks. 
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Table 10.2c - Impact of Business Enterprise Loans

No response Deteriorated 
substantially

Deteriorated 
marginally

No 
change

Improved 
marginally

Improved 
substantially

Household income 2.5% 0.4% 5.1% 34.1% 54.7% 3.3%

Employment opportunities 4.7% 1.1% 4.0% 56.2% 31.2% 2.9%

Housing conditions 3.6% 0.4% 3.6% 50.7% 39.5% 2.2%

Asset base 4.7% 1.4% 2.9% 60.5% 28.6% 1.8%

Savings 4.3% 0.4% 4.0% 39.1% 48.9% 3.3%

Water / Sanitary 6.2% 1.4% 1.1% 83.3% 7.6% 0.4%

Electricity 6.9% 1.4% 1.1% 81.5% 8.3% 0.7%

Skills development 4.3% 0.7% 2.2% 71.4% 19.6% 1.8%

Integration with villagers 4.3% 0.0% 0.0% 49.3% 43.1% 3.3%

Social recognition 4.3% 0.0% 0.4% 58.7% 31.9% 4.7%

Education of children 9.8% 0.0% 0.4% 66.7% 22.1% 1.1%

Access to health services 5.8% 0.7% 0.7% 76.4% 14.9% 1.4%

Ability to cope with 
vulnerability and risk 5.4% 0.0% 1.4% 57.6% 34.1% 1.4%

Standard of living 4.0% 0.4% 2.5% 37.0% 54.0% 2.2%

Health awareness 5.4% 0.4% 0.7% 77.5% 15.2% 0.7%

Business knowledge 6.9% 0.7% 0.4% 53.3% 35.1% 3.6%

Other 92.8% 0.0% 0.0% 6.9% 0.4% 0.0%

Nearly 50% of households state that housing condi-
tions have improved. This is to be expected given that 
certain assets and durables (such as furniture, fridges 
etc.) are related to housing conditions. 

There is also a positive impact on social factors such as 
social recognition and integration with villagers with 
approximately 40% of HHs observing an improve-
ment in these areas. 

The positive impact of these loans is marginally higher 
across richer income groups especially in the case of as-
set base, overall standard of living and ability to cope 
with vulnerability and risk. Approximately two thirds of 
households in the 5th quintile experience an improve-
ment in standard of living compared to a third in the 1st 
quintile. It is important to note that loans for assets and 
durables are taken mainly by households in the richer 
income groups- in fact only 4% of these types of loans 
were taken by households in the lowest quintile com-
pared to 39% in the richest income group. 

Business Enterprise Loans 
This section covers the sample of 276 households which 

obtained loans for business enterprises.  Given the fact 
that involvement in income generating activities tends 
to impact a variety of factors from household income 
and asset base to education of children and access to 
improved health services, the table below covers a wide 
range of factors. 

As can be seen in the table below, 58% of households 
experience an improvement in household income, 
52.2% in savings and 56.2% in overall standard of liv-
ing. This is in line with expectations, as entrepreneurial 
loans should be most effective in enhancing income 
opportunities. This is one of the reasons why microfi-
nance focuses on income generating activities.   

Between 30% and 40% of households state that em-
ployment opportunities and their business knowledge 
have improved as result of accessing financial services. 
Over 30% of households also state that their ability to 
cope with vulnerability and risks has improved. 

Integration with villagers and social recognition has 
also improved for 30%-40% of households.
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Figure 10.2 - Impact of Business Enterprise Loans:  Income Group

In terms of household income, positive impact is more 
visible in the higher quintiles. Approximately 40% of 
HHs in the 1st quintile observed an improvement in 
household income compared to almost 70% in the 5th 
quintile. This could be due to the fact that those in 
higher income groups are able to obtain much larg-
er loans therefore allowing a greater impact on their 
lives. 

Interestingly, access to entrepreneurial loans seems to 
have a relatively high impact in the 2nd quintile (around 
60% in terms of household income and standard of 
living, a record level of almost 65% in terms of savings 
and almost 50% in terms of integration with villag-
ers). This tends to support the common perception, 
that while the poorest of the poor still struggle to im-

prove their lives, there is a group of active poor, which 
is successful in exploiting given opportunities. 

When employment opportunities are looked at, large 
disparities between the different income groups can be 
observed. While less than 20% of households in the 
1st quintile report an improvement in employment 
opportunities, the values for the 2nd and the 5th quin-
tiles lie at almost 45%.  

In the case of the other two variables, social factors such 
as integration with peers seem to be homogenously in-
fluenced by utilisation of entrepreneurial loans across 
income groups, while business knowledge is perceived 
to have improved in the case of households from the 
higher income groups.

10.3 Impact on Women

In order to assess the impact on women we look only 
at the households where a female member is involved 
in dealing with a financial institution. 48% of house-
holds have a female member engaged in financial activ-
ities and dealing with an FI. Of these, 76.6% indicate 
that they have full control over their loans and savings, 
while in the case of 22.3% control over their savings 
and loans is by, or jointly with, their husbands or other 
family members. In nearly half the cases where women 
do not have full control over the money borrowed, 
financial activities are carried out with the husband’s 
assistance.

Of those females carrying out financial activities with 
FIs, 80.7% claim they receive other benefits or services 
from joining these institutions. The following table de-
scribes these benefits in more detail. 

Benefits appear to mainly be livelihood related. Ap-
proximately 25% said they have received training and 
skills development, almost 24% have received capital 
to start a business and 17% have received training in 
financial management. However other benefits such as 
knowledge on health and nutrition issues (11.9% of 
women) were also obtained by joining an FI. 
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Table 10.3a - Benefits of Joining a Financial Institution

Benefits % of females

Training/ Skills Development 25.1

Capital to start business 23.9

Knowledge on Financial Management 17.0

Knowledge on health and nutrition issues 11.9

Marketing assistance 2.1

Book Keeping and Accounting knowledge 1.7

Other 14.9

No response 3.4

100.0

Compared to the overall availability of ‘credit plus’ ser-
vices at the household level, availability to females is 
much greater, reinforcing the earlier finding that these 
services are provided mostly by MFIs whose clientele 
consists primarily of women.

Table 10.3b - Impact of Accessing Financial Services on Women

  No response Deteriorated 
substantially

Deteriorated 
somewhat

No
change

Improved 
somewhat

Improved 
substantially

Decision making power 3.8% 0.2% 0.7% 56.8% 35.6% 2.9%

Self-confidence / independence 4.2% 0.1% 0.1% 49.3% 40.4% 5.9%

Status at home 4.1% 0.1% 0.4% 58.7% 33.3% 3.4%

Family relationships 4.4% 0.1% 0.2% 60.0% 31.4% 3.9%

Status in the community 4.4% 0.1% 0.3% 63.8% 27.8% 3.6%

Domestic violence 12.6% 3.6% 2.5% 73.4% 6.4% 1.5%

Attitude of the husband 13.5% 0.0% 0.4% 62.4% 20.5% 3.2%

Percentages are calculated based on the households where women have accessed FIs.

Following their involvement with FIs around 35% to 
45% of women indicate that their decision making 
power, confidence and independence, status at home 
and family relationships have improved. However, as 

in the case of overall impact, the majority of women 
state that there is no change in these aspects as a result 
of joining a financial institution.
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11. Findings and Conclusions

The focus of this study is on the outreach of financial 
services in Sri Lanka; however, it has tried to keep a 
microfinance perspective by analysing utilisation of fi-
nancial services in terms of volumes and by income 
groups. Given the National Development Trust Fund 
(NDTF)1 definition of micro-credit as “loans below 
Rs. 100,000”, Sri Lanka seems to be essentially a mi-

crofinance market. The key objectives of the study are 
to analyse the extent to which households have utilised 
financial services and explore regional and sectoral dis-
parities that may exist. In addition volume of loans and 
savings, use of informal sources of credit and barriers 
to accessing the formal sector were studied. 

Key Findings

Demand for microfinance
The Sri Lankan financial market is essentially a micro-
finance market with over 80% of households having 
total borrowings below Rs. 100,000. Disparities do ex-
ist across sectors, regions and income groups. In the ur-
ban sector 67.9% of households have total borrowings 
less than Rs. 100,000 compared to 100% in the estate 
sector. Similarly, the Uva and Sabaragamuwa Provinces 
(which have higher poverty rates) have a much higher 
percentage of households with micro loans compared 
to the Western Province which is the richest province 
in the country.  Looking at households by their income 
level reveals that only 1.0% of households in the 1st 

quintile have borrowings above Rs. 100,000 compared 
to nearly half in the 5th quintile.

Microfinance institutions (RDBs, CRBs, Sanasa, Sam-
urdhi Banks, NGOs and CBOs) play an important 
role in the country with over 60% of households hav-
ing accessed these institutions for their financial needs. 
Institutions such as the Samurdhi Banks are particu-
larly important for the lower income groups - more 
than 50% of households in the 1st quintile have ob-
tained loans from Samurdhi Banks and almost 40% 
have saved with the same.

Outreach of financial services
Outreach is fairly extensive with 82.5% of households 
having accessed financial institutions for their savings 
and credit needs. However, disparities are observed 
across sectors, regions and income groups. The estate 
sector in particular has fairly low outreach compared 
to the other two sectors, but there is little disparity in 
outreach between the urban and rural sectors.   Given 
that 80% of households in Sri Lanka are from the rural 
sector it is possible though that there are pockets of re-
mote areas where access to finance is very low. On the 
provincial level, the Uva and North Western Provinces 
show a lower outreach compared to the national aver-
ages. Outreach is greater among higher income groups - 
nearly 90% of households in the 5th quintile have utilised 
financial services compared to approximately 73% in the 
1st quintile. 

There is a strong savings culture in Sri Lanka with 
nearly 75% of households having saved in a financial 
institution. However, the estate sector lags behind with 
a figure of 68.5% and provinces such as the Northern, 
Eastern and North Western having a savings rate of 
approximately 65%. 

67% of savers are unaware of the interest rate they 
earn on their savings. Furthermore, 82% of savings 
accounts are found to be earning interest rates of less 
than 10.0% p.a.. With official inflation rates in double 
digits since 2005, savers are earning negative returns 
on their accounts.

1  Apex lending institution for microfinance activities. 
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Institutional preferences
State banks are generally more popular for savings 
with over 75% of households saving in these banks 
(especially People’s Bank and Bank of Ceylon). This is 
mainly due to the fact that these banks are seen as reli-
able and safe. The ease of depositing and withdrawing 
funds also plays an important role here. 

Accessibility is a prime factor influencing the choice 
of institution for borrowing. Here too, state banks are 
comparatively more popular than other financial in-
stitutions. This could possibly be due to the fact that 
these banks, especially People’s Bank, have a large 
branch network making them more accessible than 
financial institutions which have relatively limited 
branch networks. 

Domestic private banks (such as HNB, Seylan Bank 
and Commercial Bank of Sri Lanka) play a fairly sig-
nificant role in the Northern and Eastern Provinces 
especially in the case of savings. This is in marked con-
trast to the rest of the country and could be attributed 
to the limited outreach of financial institutions such as 
RDBs and CRBs in these areas.  

In the case of the lower income groups Samurdhi Banks 
seem to be the main source of finance with over 50% 
accessing these institutions for their credit needs and 
approximately 38% for their savings needs. 

Informal credit
There is a fairly active market for informal credit in 
the country with nearly 20% of households having ac-
cessed informal sources of finance for their credit needs. 
A fifth of these households state that they use informal 
sources of finance mainly as they are unable to access 
formal sources. The percentage of households using in-
formal credit is highest in the estate sector where utili-
sation of credit from formal sources is lowest.  

The main sources of informal credit are non-commer-
cial sources such as relatives, friends and neighbours; 
only about a fifth of the total value of informal loans 

is taken from money lenders. This is in contrast to the 
common perception that money lenders play a very 
significant role in the informal sector. 

Easy access, ability to obtain funds speedily and the 
absence of collateral requirements play a key role in 
motivating households to use informal sources over 
formal sources. These factors are especially relevant for 
poor households with few assets or households in more 
remote areas where distance to a formal institution 
may be too great making it costly and inconvenient 
to access. 

Barriers to access and suggestions for service improvement
this as a problem whereas rigid terms and conditions 
are seen as barrier by more households in the richer 
income group.

For savings, the key barriers cited are long transaction 
times, low rates of interest, lack of knowledge of ser-
vices offered, excessive documentation and distance to 
institution. Long transaction time, restricted banking 
hours and unfriendly bank officers  are seen as barriers 
to access by a greater proportion of households in the 
higher income groups whereas, low interest rates are 
seen as a barrier by a greater proportion of households 
in the lower income groups.

There is still an unmet demand for financial services, 
particularly credit, with over 50% of households claim-
ing to be in need of a loan, indicating that there is still 
scope for expansion in outreach. Approximately one 
fourth of these loans are required for entrepreneurial 
purposes and over 40% for construction and housing.

Collateral requirements, excessive documentation, rig-
id terms and conditions and long processing period are 
key barriers faced by households when accessing for-
mal institutions for credit. Collateral is the main issue 
facing all households although a larger percentage of 
households (over half ) in the lower income groups cite 
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Simple and quick loan procedures, reduced documen-
tation, greater information dissemination and a cus-
tomer friendly environment are the key suggestions for 
service improvement in financial institutions. Many 
of the respondents claimed of a lack of institutions in 
close proximity to their homes. This could be due to 
the concentration of most formal institutions in and 
around urban centres, making access inconvenient for 
rural customers. The information gathered in the sur-

vey indicates that more than 50% of loans obtained 
are from institutions further than 5 Km away from 
the borrower (see Annex 7). In non-urban areas where 
public transport is scarce this is a very valid problem. 
The use of new technology such as smart cards, mobile 
telephone banking and alternative distribution channels 
such as agent banking and mobile banking could be a 
means of mitigating this issue. 

Insurance services
Over 31% of households in the country have obtained 
some form of insurance. However, the majority of 
these households have also utilised other financial ser-
vices such as the credit and/or savings facilities offered 
by financial institutions. Furthermore, there is large 
disparity between income groups. There are no house-
holds in the 1st quintile who have insurance compared 

to over 40% in the top quintile. Insurance companies 
and financial institutions play an important role in 
supplying insurance services to households. In the case 
of lower income groups, financial institutions such as 
Samurdhi Banks that have a compulsory insurance 
scheme for beneficiaries are important.

Impact of financial services
A considerable proportion of households feel that their 
utilisation of financial services has a positive impact 
on factors such as household income, housing condi-
tions, employment opportunities, overall standard of 
living and the ability to cope with vulnerability and 
risks. Therefore, ensuring a greater outreach and more 
importantly, addressing regional and sectoral dispari-
ties in outreach is important. 

Low income groups derive less benefits of utilising fi-
nancial services compared to higher income groups. 
A much larger proportion of households (over one 
fourth) in poorest quintile utilise their loans for con-
sumption and various emergency purposes (medical 
treatment, deaths, births etc) compared to the richest 
quintile where a larger proportion loans are used for 
productive purposes or for purposes where benefits can 
be derived over a period of time.
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Conclusions and Outlook 

The findings of this study indicate that the main chal-
lenges for the microfinance sector lie not in the out-
reach of financial services but elsewhere. The survey 
provides evidence of a mismatch between supply and 
demand which should be food for thought to providers 
of financial services, whether formal or semi-formal. 
Customers complain of high transaction costs and the 
fact that providers lack the flexibility they need and 
search for. Despite financial institutions having a rath-
er extensive coverage, the information gathered in the 
survey shows that there is still a large unmet demand 
for credit, which hints at some inefficiencies in the sec-
tor. Further research would be needed to better explore 
the causes of this mismatch.

Another striking finding of this study which has sig-
nificant policy implications is the clear preference of 
customers for government financial institutions, which 
points to a bias in the market. The large outreach of 
state-owned financial institutions is an added justifica-
tion for the introduction of market-oriented reforms 
which would boost the efficiency of these institutions 
and the financial sector as a whole.  The bail-out pre-
sumption for state-owned banks, which seems to be 
rooted in the popular perception creates moral hazard 
among state-owned banks, distorts competition and 
causes efficiency losses for the sector.  Meanwhile, pri-
vate actors in the financial sector should focus more on 
long-term strategies that will allow them to build trust 
and credibility. 

The relevant authorities should also do more to pro-
vide a fair and safe environment, by regulating and su-
pervising microfinance providers in order to increase 
customer protection. The legitimacy and credibility 
attached to a licensed and regulated institution would 
go a long way in improving public and investor con-
fidence in microfinance providers. The data indicates 

that microfinance providers are accessed by a fair num-
ber of households and given also the fact that loan sizes 
indicate a strong market for microfinance, licensing 
large MFIs and authorising them to mobilise deposits 
would enable them to expand operations and increase 
outreach to lower income groups and free them from 
the limitations of dependence on donor funding.

Another important observation from the study is that 
poorer income groups are less able to derive the ben-
efits of utilising financial services than richer income 
groups. Despite the fact that the Sri Lanka’s financial 
market is mostly a microfinance market, the advances 
in terms of poverty alleviation seem to be rather mod-
est. The development in terms of quantity and quality 
of ‘credit plus’ services tailored especially to the needs 
of the poor could prove useful in enhancing the ben-
efits they derive from access to financial services. 

Although insurance services have an important role 
to play in reducing risks and vulnerabilities faced by 
households, the study finds a relatively low utilisation 
of insurance services. Increasing outreach of insur-
ance services is important, particularly to low income 
households which can be dragged into poverty by sud-
den sickness or death. However, a greater acceptance 
of insurance services among the general population is 
required before micro insurance can be developed and 
expanded.

It is hoped that this study has helped shed light on the 
demand for financial services in Sri Lanka and that it 
will be a practical guide for policy makers in their en-
deavour to protect customers and facilitate their access 
to financial services, for practitioners to improve their 
efficiency by catering more to the needs of the custom-
ers, their preferences and expectations and for donors 
to be able to channel their support more efficiently. 
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11. fidhd .ekSï iy ks.ukhka

fuu ióCIKfha uQ,sl wruqK YS% ,xldfõ uq,H 
fiajdjkays jHdma;sh wOHhkh lsÍu jQ w;r 
úfYaIfhka CIqø uq,H fj<| fmd< b,lal 
lr .ksñka" úúO wdodhï,dNS lKaavdhï ;=< 
tu fiajdj, Ndú;hka l=uk mßudKhlska 
isÿfõ±hs yÿkd.ekSu o wruqKq lrk ,§' 
cd;sl ixj¾Ok Ndrldr wruqof,ys (NDTF)1 
ks¾jpkhg wkqj re' 100"000 g jvd wvq Kh" 
CIqø Kh f,i ie,flhs' ta wkqj n,k l, YS% 
,xldj ;=< fndfyda ÿrg mj;skafka CIqø uq,H 

fj<| fmd<la fõ' 
l=gqïn ;=< fld;rï ÿrlg uq,H fiajdjka 
Ndú;h me;sr we;ao hkak;a" wdxYssl iy 
m%dfoaYSh jYfhka fuu fiajdj, Ndú;h 
fjkiajk wdldrh wOHhkh lsÍu;a fuu 
ióCIKfha uQ,sl wruqK úh' óg wu;rj 
Kh iy b;=reïj, Odß;djh;a" wúêu;a Kh 
uQ,dY%hka ms<sn|j;a" úêu;a fiajd i|yd <Õd 
ùug we;s ndOlhka ms<sn|j;a fuys§ wOHhkh 
flreKs' 

uQ,sl fidhd.ekSï

CIqø uQ,H fiajd i|yd we;s b,a¨u
YS% ,xldfõ uq,H fj<| fmd< wjYHfhkau CIqø 
uq,H fj<| fmd<la nj fmkS hhs' .Dy tallhka 
80] lg jeä m%udKhlg wjYH jkqfha re' 
100"000 g jvd wvq Kh uqo,ls' fuys§ wdxYsl" 
m%foaYSh iy wdodhï lKavdhï w;r fjkialï 
±lsh yelsh' 
kd.ßl l=gqïnhkaf.ka 67'9] l m%udKhlau 
re' 100"000 g wvq Kh ,ndf.k we;s w;r 
j;=lrfha fuu w.h 100] la .kS' tfiau YS% 
,xldfõ oßø;djh wvqu m<d; f,i ie,flk  
niakdysr m<d; yd iei£fï§ W!j iy  inr- 
.uqq jeks oßø;djh by< m<d;ays l=gqïnhka 
w;r fuu m%;sY;h by< w.hla fmkajhs' 
mjq,a tallhkaf.a wdodhï ;;a;ajh wkqj 
n,k l, my<u wdodhï,dNS mjq,a tall j,ska 

re' 100"000 g jvd jeä Kh uqo,la ,ndf.k 
we;af;a 1] la muKla jk w;r by<u wdodhï 
,nkakka ;=< th wdikakj 50] la muK jk 
nj fmkS hhs' ,xldfõ mjq,a tall 60] lg 
jvd jeä msßilg ;u uq,H wjYH;d imqrd-
.ekSfï myiqlu imhd foñka CIqøuq,H wdh;k 
^.%dóh ixj¾Ok nexl=" iuqmldr .%dóh nexl=" 
iKi" iuDoaê nexl=" rdcH fkdjk ixúOdk 
iy m%cd uQ, ixúOdk& b;d jeo.;a ld¾h 
Ndrhla bgqlrhs' wvq wdodhï,dNS mjq,a fj; 
CIqø uq,H myiqlï iemhSu ie,lSfï§ iuDê 
nexl=j jeks wdh;k jeo.;a fjhs' wvqu wdodhï 
,nk fldgi ;=< isák mjq,a tallj,ska 50] 
lau iuDoaê nexl= fj;ska Kh ,ndf.k we;s 
w;r 40] l msßila tu nexl=fjys ;u b;=reï 
mj;ajd f.k hhs' 

uq,H fiajdjkaf.a me;sÍu
YS% ,dxlsl mjq,a tallhkaf.ka 82'5] l 
m%udKhlg ;u Kh iy b;=reï wjYH;d 
bgqlr .ekSug uq,H wdh;k fj; <Õdùfï 
wjia:dj ,eî we;' flfia kuq;a úúO wxY" 
m%foaY iy wdodhï,dNS lKavdhï w;r 
fjkialï ±lsh yelsh' kd.ßl iy .%dóh 
m%foaYj, uq,H fiajdj,  jHdma;sfhys  ±lsh 
yelafla iq¿ fjkila jk kuq;a j;=lrfha 
uq,H fiajd jHdma;sfhys wvqjla ±lsh yelsh' 
YS% ,dxlSh ck;djf.ka 80] l m%;sY;hla 
.%dóh m%foaYj, Ôj;a jk ksid b;d ÿr neyer 
m%foaYj, Ôj;ajk we;eï fldgia  i|yd uq,H 
fiajdjka fj; <Õdùfï ÿIalr;djhka we;s nj 
is;sh yelsh' iuia;h iu. iei£fï§ W!j 
iy jhU m<d;aj, uq,H fiajdj, jHdma;sfhys 

wvqjla ±lsh yelsfõ' 
by<u wdodhï,dNS msßfika 90] l m%;sY;hla 
uq,H fiajd Ndú; lr we;s w;r  wvqu 
wdodhï,dNSka w;r uq,H fiajd Ndú;h 73] l 
muK w.hla .kS' 
b;d Yla;su;a b;=reï ixialD;shlg ysñlï 
lshk YS% ,dxlSh ck;djf.ka 75] l m%udKhla 
uq,H wdh;kj, b;sß lsÍfï mj;ajd f.k hhs' 
j;=lrfha ck;dj w;r fuh 68'5] la o" W;=r" 
kef.kysr yd jhU m<d;aj, fuu w.h 65] 
la o muK fõ' 
b;=reï ysñhkaf.ka 67] lgu Tjqkaf.a b;=reï 
i|yd ,efnk fmd,S wkqmd;slh ms<sn|j 
wjfndaOhla fkdue;' ;jo b;=reï .sKqï 
ysñhkaf.ka 82] l m%udKhlf.a jd¾Isl i¿, 

1 Ëqø Kh jevigyka i|yd m%;suQ,H ,ndfok m%uqL rcfha wdh;kh 
fuhfõ¡



Ch
ap

te
r 

11

56

fmd,S wkqmd;slh 10'0] g jvd wvq w.hla .kS' 
j¾I 2005 isg mj;sk by< WoaOuk wkqmd;h 

ksid b;=reï .sKqï i|yd ,efnk im, bmehSï 
RK w.hl mj;S' 

uq,H wdh;k i|yd we;s leue;a;
uqo,a ;ekam;= i|yd 75] lg wêl msßila 
f;dardf.k we;af;a rdcH nexl= ^úfYaIfhkau 
uyck nexl=j yd ,xld nexl=j& jk w;r 
fuhg uQ,sl f,iu fya;= mdol ù we;af;a 
rdcH wdh;k jvd wdrCIdldÍ iy úYajdikSh 
nj ie,lSuhs' fuys§ uqo,a ;ekam;a lsÍfï iy 
wdmiq .ekSfï myiqj jeo.;a lreKq f,i 
ie,fla' 
Kh ,nd.ekSu i|yd uq,H wdh;khla f;dard 
.ekSfï uQ,slu idOlh f,i tu wdh;k fj; 
<Õdùfï we;s myiqj i,lk nj fmkS hhs' 
fuys§ o rdcH nexl=j,ska Kh ,nd.ekSug 
idfmaCIj jeä keUqqre;djla we;s nj fmkS 
hhs' úYd, YdLd m%udKhlska hqla; ùu ksid 
tu uq,H wdh;k j,g myiqfjka <.d úh yels 

ùu fuhg fya;= fõ '^Wod( uyck nexl=j&
foaYSh fm!oa.,sl nexl= ^yegka keIk,a 
nexl=j" fi,dka nexl=j iy fldu¾I,a nexl=j& 
W;=re iy kef.kysr m<d;aj, b;=reï 
talrdYslrKfha§ ie,lsh hq;= ld¾hNdrhla 
bgqlrhs' wksl=;a m<d;a iu. ii|k l, fuh 
meyeÈ,s fjkila f,i fmkS hhs' fuu m<d;aj, 
m%dfoaYSh ixj¾Ok nexl=j, yd iuqmldr .%dóh 
nexl=j, wvq jHdma;sh fuhg m%Odk fya;=j 
f,i ie,lsh yel'  
wvq wdodhï,dNS lKavdhïj,ska 50] lg wêl 
msßila ish Kh wjYH;d i|ydo" 38] lg 
wdikak msßila uqo,a ;ekam;= i|yd o" iuDoaê 
nexl=j fj; fhduqù we;s nj ±lsh yelsh' 

wúêu;a Kh 
wúêu;a Kh i|yd ilS%h fj<| fmd<la mj;sk 
w;r" iuia;hla f,i .;al, uq¿ mjq,a tall 
m%udKfhka 20] la muK ish Kh wjYH;d 
i|yd wúêu;a uQ,dY% fj; fhduqù we;' fuhska 
mfyka tll fldgila Tjqka wúêu;a uQ,dY% 
fj; fhduqùug fya;=j f,i ±lajQfha úêu;a 
uQ,dY% fj; <Õdùug we;s fkdyelshdjhs' 
j;=lrh ie,lSfï§ fuu w.h óg jvd by< 
w.hla .kakd w;r úêu;a uQ,dY% j,ska Kh 
,ndf.k we;s msßi b;du;a my< uÜgul mj;S'
wúêu;a uQ,dY% j,ska Kh ,nd.ekSu ie,lSfï§ 
m%Odk jYfhka jdKscuh fkdjk uQ,dY% ^{d;s 
ys;ñ;%d§ka" wi,ajdiSka& fj; fhduqù we;' uqo,a 
fmd,shg fok mqoa.,hka fj; fhduqù we;af;a 

wúêu;a Kh wjYH jQjkaf.ka 1$5 l fldgila 
muKs' fuh “ uqo,a fmd,shg fok mqoa.,hska" 
uq,H fj<| fmdf<ys jeo.;a ld¾hNdrhla 
bgqlrhs “ hkqfjka mj;sk idudkH woyig 
jvd fjkia ;;a;ajhla nj meyeÈ,s fjhs' 
.Dyia: wjYH;d i|yd wúêu;a uQ,dY% fj; 
fhduqùug fya;=ù we;s lreKq w;ßka <Õdùfï 
myiqj" uqo,a blauKska ,nd.; yels nj iy 
iq/l=ï bÈßm;a lsÍfï wjYH;djhla fkdue;s 
nj hk idOl jeo.;a fjhs' úfYaIfhkau 
fuu lreKq wvq j;alï iys; ÿmam;a mjq,a 
tallhkag;a, úêu;a uQ,dY% fj; <Õdùug 
wmyiq yd wêl msßjehla ±ßh hq;= ÿIalr 
m%foaYj, Ôj;ajk mjq,a tallhkag;a wod< fõ' 

<Õdùug we;s ndOl iy fiajd ÈhqKq lsÍug fhdackd
úfYaIfhkau l=gqïnhkaf.ka 50] l muK 
m%udKhla Kh (Credit) i|yd jk wjYH;djhk- 
f.ka hqla; fjhs' fuu.ska fmkakqï lrkafkaa CIqø 
uq,H wdh;kj,g ;u fiajd ;jÿrg;a jHdma; 
lsÍug we;s yelshdjhs' fuu Kh wjYH;d j,ska 
wdikak jYfhka y;frka tlla muK jHjidhsl 
lghq;= i|yd;a 40] lg jeä fldgila ksjdi 
iy bÈlsÍï lghq;= i|yd;a b,ä ï lrhs' 

Kh ,nd.ekSu i|yd úêu;a uq,H wdh;k fj; 
b,a¨ïlrejka <Õdùug we;s uQ,sl ndOdjka 
ù we;af;a iq/l=ï ^wem& bÈßm;a lsÍug 
we;s wmyiq;djh" wêl ,shlshú,s m%udKhla 
bÈßm;a l< hq;= ùu" ±ä kS;s iy Kh fldkafoais 
o" Kh ksoyia lsÍfï ls%hdmámdáhg §¾> 
ld,hla .;ùu hk lreKqhs' wvq wdodhï,dNS 
mjq,a tallhkaf.ka jeä m%;sY;hla ^wvlg;a 
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jvd jeä& m%Odk ndOlh f,i iq/l=ï bÈßm;a 
lsÍug we;s wmyiq;djh olajd we;s w;r jeä 
wdodhï,dNS mjq,a tall" ±ä kS;s iy Kh 
fldkafoais m%Odk ndOlh f,i i|yka lrhs' 
.kqfokq i|yd .;jk §¾> ld,h" wvq 
fmd,S wkqmd;sl" uq,H wdh;k u.ska ,ndfok 
fiajdjka ms<sn| fkd±kqj;alu" wêl 
,shlshú,s m%udKhla bÈßm;a l< hq;= ùu iy 
uq,H wdh;k msysgd we;s ia:dkhg we;s ÿr hk 
lreKq b;=reï i|yd we;s b,a¨ug we;s m%Odk 
ndOl f,i ±laúh yelsh' jeä wdodhï,dNS 
mjq,a .;a l, .kqfokq i|yd .;jk §¾> 
ld,h" .kqfokq i|yd újD; iSñ; ld,h iy 
iqyoYS,S fkdjk nexl= ks,OdÍka m%Odk ndOl 
f,i olajd we;s w;r wvq wdodhï,dNS mjq,a wvq 
fmd,S wkqmd;sl m%Odk ndOlh f,i olajhs' 
ir, iy myiq Kh ksoyia lsÍfï ls%hdj,shla 
y÷kajd §u" bÈßm;a l<hq;= ,shlshú,s wju 
lsÍu" f;dr;=re mq¿,a f,i m%p,s; lsÍu iy 
.kqfokqlrejdg ys;jd§ jgmsgdjla f.dv 
kexùu" uq,H wdh;k u.ska imhk fiajdjka 

jeäÈhqKq lsÍu i|yd jk uQ,sl fhdackd fõ' fuu 
ióCIKhg iyNd.S jQjkaf.ka jeä fofkl= 
mejiqfõ Tjqka mÈxÑ ia:dkj,g wdikakj uq,H 
wdh;k msysgd fkdue;s ùu .eg¿jla njhs' 
fuhg m%Odk jYfhka fya;=úh yelafla .%dóh 
ck;djg myiqfjka <Õdúh fkdyels kd.ßl 
m%foaYj, muKla ;u YdLd mj;ajdf.k 
hdug úêu;a uq,H wdh;k ls%hd lsÍuhs' fuu 
ióCIKfhka ,nd.;a f;dr;=rej,g wkqj Kh 
,nd.;a whf.ka 50] lg jeä msßila Kh 
uqo,a ,ndf.k we;af;a mÈxÑ ia:dkfhka ls'ó' 
5 lg jvd ÿrlska we;s wdh;k u.sks' ^weuqKqï 
wxl 07& fmdÿ m%jdyk fiajd ÿ¾j, ;;a;ajhl 
mj;sk kd.ßl fkdjk m%foaYj, fuh m%Odk 
.eg¿jlaj mj;S' fuu .eg¿j wju lsÍu 
i|yd iaud¾Ü ld¾âia (Smart Cards), cx.u 
ÿrl:k Ndú;fhka nexl= lghq;= isÿ lsÍu 
(Mobile Telephone Banking)" ksfhdað; nexl= 
(Agent Banking) iy cx.u nexl= (Mobile 
Banking) jeks úl,am fnodyeÍfï ud¾. kj 
;dCIKsl l%u fhdod.; yelsh' 

rCIK fiajd 
,xldfõ mjq,a j,ska 31] g jeä msßila lsishï 
wdldrhl rCIK wdjrKhla ,ndf.k we;' 
flfia kuq;a fuu mjq,aj,ska jeä msßila wksl=;a 
uq,H wdh;k j,ska Kh fyda b;=reï myiqlï 
o ,ndf.k we;' tfiau úúO wdodhï,dNS 
lKavdhï w;r rCIK fiajd Ndú;fhys úYd, 
úIu;djhkaa ±lsh yel' my<u wdodhï ,nk 
fldgia w;r rCIK wdjrKhla ,nd.;a mjq,a 
±lsh fkdyels kuq;a by<u wdodhï ,nk 

fldgi ;=< 40] l m%udKhla ±l.; yelsfõ' 
mjq,a tallhkag rCIK fiajdjka iemhSfï§ 
uq,H wdh;k yd rCIK wdh;k b;d jeo.;a 
ld¾hNdrhla bgqlrhs' iuDê nexl= wd§ wvq 
wdodhï,dNS fldgia i|yd mj;ajdf.k hkq 
,nk uq,H wdh;k u.ska ls%hd;aul lrk 
wksjd¾h rCIK l%u tys .kqfokqlrejkag 
,efnkakdjQ uyÕ= m%;s,dNhls' 

uq,H fiajdjkaf.a n,mEu 
ie<lsh hq;= mjq,a tall ixLHdjla Tjqka Ndú; 
lrk ,o uq,H fiajdjka u.ska .Dy tallfha 
wdodhu" mjqf,a ;;a;ajh" /lshd wjia:d" 
mjqf,a iuia; Ôjk ;;a;ajh iy bÈßfha§ 
we;súh yels Wmøj iy wjodkug uqyqK§fï 
Yla;sh j¾Okh lsÍu i|yd ys;lr Okd;aul 
n,mEula we;s lrkq ,enQ njg ms<s.kS' tu 
ksid uq,H fiajd mq¿,a f,i jHdma; lrk w;ru 
m%dfoaYSh iy wdxYsl úIu;d ms<sn|j wjOdkh 
fhduq lsÍuo jeo.;a fjhs' jeä wdodhï ,nk 
lKavdhï iu. iei£fï§ wvq wdodhï,dNS 

lKavdhï uq,H fiajdjka ;=<ska ,nd.kakd 
m%;s,dN idfmalaIh wvq uÜgul mj;S' 

wvqu wdodhï ,nkakkaf.ka jeä fldgila 
^y;frka tllg jvd& Tjqkaf.a Kh uqo,a" 
mßfNdackh iy úúO yÈis wjYH;d ^Wm;a" 
urK" wikSm wd§& i|yd fhdod.kakd w;r" 
jeä wdodhï ,nkakkaf.ka jeä fldgila Tjqka 
.kakd Kh uqo,a wd¾Óluh jYfhka M,odhS 
fyda §¾> ld,hla mqrd m%;s,dN ,eìh yels 
lghq;a;la fj; fhduq lrhs' 
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tu wdh;kj, fiajd lghq;= mq¿,a lsÍug;a" 
wvq wdodhï,dNS mjq,a fj; imhk fiajd jeä 
ÈhqKq lsÍug;a" wdOdr wruqo,a u; hemSu wvq 
lsÍug;a wjia:dj ie,fihs' 
fuu wOHhkfha§ ±l.; yels jQ ;j;a jeo.;a 
lreKla jQfha jeä wdodhï,dNS fldgia iu. 
ii|k l, wvq wdodhï,dNS fldgia" Tjqka 
.kakd uq,H fiajdjkaf.ka ,nd.kakd jQ m%;s,dN 
my< uÜgul mj;sk njhs' YS% ,xldfõ uq,H 
fj<| fmd< úYd, jYfhkau CIqø uq,H fj<| 
fmd<lska iukaú; jQj;a ÿmam;alu ;=rka lr,Su 
i|yd Kh uqo,a iemhSfuys n,mEu mj;skafka 
idudkH uÜgulh' wvq wdodhï,dNSkaf.a 
wjYH;d imqrd,Su i|yd úfYaIfhka ilia l< 
yd uq,Huh fkdjk fiajdjka m%udKd;aulj 
fukau .=Kd;aulj o j¾Okh lsÍu u.ska Tjqka 
uq,H fiajdjlska ,nd.kakd m%;s,dN ;jÿrg;a 
jeä l< yel' 
l=gqïnhkaf.a wjodku yd wk;=rg Ndckh 
ùfï yelshdj wvq lsÍug rCIK fiajdjka 
jeo.;a odhl;ajhla ,ndfohs' kuq;a rCIK 
fiajdjkays Ndú;h idfmaCIj wju uÜgul 
mj;sk nj fuu wOHhkh u.ska fmkakqï 
lrhs' yÈis f,v frda. fyda urKh u.ska ÿ.S 
njg m;aúh yels wvq wdodhï,dNS mjq,a fj; 
rCIK fiajd jHdma; lsÍu b;du;a jeo.;a jkq 
we;' flfia fj;;a CIqø rCIK fiajdjka ÈhqKq 
lsÍug iy jHdma; lsÍug fmr rCIK fiajdjka 
ms<sn|j jvd fyd| ms<s.ekSula uyckhd w;r 
we;s lsÍu wjYH fjhs' 
YS% ,xldfõ uq,H fiajdjkag we;s b,a¨u 
myod §ug fuu wOHhkh msgqjy,la jkakg 
we;ehs n,dfmdfrd;a;= fjuq' tfiau fuh 
.kqfokqlrejkaf.a wjYH;d msßuiñka Tjqkg 
<Õdúh yels ld¾HCIu uq,H fiajd we;s 
lsÍug;a" .kqfokqlrejkaf.a wdrCIdj ;yjqre 
lsÍug m%;sm;a;s iïmdokh lrkakg;a" 
.kqfokqlrejkaf.a wNsu;h iy n,dfmdfrd;a;= 
wkqj Tjqkaf.a wjYH;d msßuiñka fiajd 
imhkakkag Tjqkaf.a fiajdjkays ld¾HCIu;djh 
jeäÈhqKq lsÍug;a" wdOdr imhkakkag Tjqkaf.a 
Wmldr jvd ld¾HCIu f,i ,nd§ug;a m%dfhda.sl 
uÕ fmkaùula jkq we;' 

ks.uk iy wkd.; wjia:d 

fuu wOHhkfha fidhdne,Sï j,g wkqj 
fmkS hkafka CIqø uq,H wxYhg we;s m%Odk 
wNsfhda.h tys jHdma;sh fkdj fjk;a fya;=jla 
njhs' úêu;a fukau wúêu;a uq,H wdh;kj,ska 
imhk fiajdjka iy tu fiajdjkag we;s 
b,a¨u w;r fkd.e,mSula we;s njg fuu 
ióCIKh idCIs imhhs' ;jo ;ukag wjYH 
kuHYS,S;ajh tu fiajdjkays fkdue;s nj;a" 
by< .kqfokq msßjeh ms<sn|j;a ueisú,s k.k 
.kqfokqlrejka jvd hym;a fiajdjka ms<sn| 
úuis,su;a fjhs' tys wld¾HCIu;djh ms<sn|j 
bÕs olajñka ;ju;a imqrd,Sug fkdyels jQ 
úYd, b,a¨ula Kh i|yd we;s nj ±lsh yel' 
fuu fkd.e,mSu .ek jvd fyd¢ka ±k .ekSu 
i|yd ;jÿrg;a wOHhkh l< hq;=j we;' 
fuu ióCIKfhka ±l.; yels m%;sm;a;suh 
jYfhka jeo.;a lreKla jkafka rcfha uq,H 
wdh;k iu. lghq;= lsÍug .kqfokqlrejkaf.a 
we;s keUqre;djhhs' fj<| fmd< b,lal 
lrf.k §m jHdma;j me;sÍ we;s rdcH uq,H 
wdh;kj, YdLd iuia: uq,H fj<| fmdf<ysu 
ld¾hCIu;djh by< kexùu flfrys odhl 
ù we;s nj ±lsh yelsh' flfia fj;;a 
;r.ldß;ajh wl%uj;a lsÍug;a" uq,H wxYfha 
ld¾HCIu;djh wvqlsÍug;a rdcH nexl= flfrys 
.kqfokqlrejkaf.a we;s fuu keUqre;djh  
fya;=fjhs' fï w;rg úYajdikSh;ajh jeä 
oshqKq lr .ekSu i|yd fm!oa.,sl wxYfha 
uq,H wdh;ko §¾> ld,Sk Wmdh ud¾. flfrys 
wjOdkh fhduql< hq;=fjhs' 
mdßfNda.slhskag jvd idOdrK iy wdrCIdldÍ 
mßirhla f.dv kexùug;a" mdßfNda.sl 
wdrlaIdj ,nd§u i|yd;a CIqø uq,H fiajd 
imhkakka úêu;a lsÍu;a " iqmÍCIKh 
lsÍsSu;a wod< wêldÍka úiska l< hq;=j we;' 
uyck;djf.a;a wdfhdaclhkaf.a;a úYajdih 
j¾Okh lsÍu Wfoid úêu;a yd wjir,;a 
wdldrfhka ls%hd;aul jk úYajdikSh CIqø uq,H 
wdh;khlg fndfyda foa l< yel' ie<lsh 
hq;= mjq,a tall m%udKhla ish uq,H wjYH;d 
bgqlr .ekSu i|yd CIqø uq,H wdh;k fj; 
fhduqù we;s nj o;a; fmkajd fohs' úYd, 
CIqø uq,H wdh;k n,m;%.;lr(Licensed) 
b;=reï talrdYslrKhg n,h ,nd§u u.ska 
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11. ngWNgWfSk; KbTiuAk;

,t; Ma;tpDila Nehf;F ,yq;ifapy; 

epjpr;Nritfspd; ntspmilT gw;wpajhFk;. 

,Ue;jNghJk; ,t;Ma;T Ez;epjpNehf;F vd;gjid 

ikakhff; nfhz;L tUkhdf; FOf;fs;> msTfspd; 

mbg;gilapy; epjpr; Nritfspd; gad;ghl;bid 

Muha Kaw;;rpj;Js;sJ. Ez;fldpid 

gpd;tUkhW Njrpa mgptpUj;jp ek;gpf;if epjpak;1 

tiutpyf;fzg;gLj;Jfpd;wJ. “&gh 100>000 

f;Fk; Fiwthd fld;fs; Ez;fld;fshFk;”. 
,yq;if gpujhdkhf xU Ez;epjpr; re;ijahff; 

fUjg;gLfpd;wJ. ,t;tha;tpd; Kf;fpa Nehf;fk; 

tPl;Lj; JiwapdH vt;tsT J}uk; epjpr; Nritfis 

gad;gLj;JfpwhHfs; vd;gij Muha;jYk; 

gpuhe;jpauPjpahfTk;> JiwuPjpahfTk; ,Uf;ff;$ba 

rkkpd;ikfis mwpe;Jnfhs;tJkhFk;. NkYk; 

fld;fs; kw;Wk; Nrkpg;Gfspd; msT> fldpw;fhd 

Kiwrhuh %yq;fspd; gad;ghL> KiwrhH 

%yq;fis miltjpyhd jilfs; vd;gdTk; 

Ma;Tf;Fl;gLj;jg;gl;lJ.

Kf;fpa ngWNgWfs;

Ez;epjpf;fhd Nfs;tp 

,yq;if epjpr;re;ijahdJ gpujhdkhf 

XH Ez;epjpr; re;ij vd;gJld; 80% f;F 

Nkw;gl;l tPl;Lj;JiwapdH &gh 100>000 f;Fk; 

Fiwthd nkhj;j fldpidNa nfhz;Ls;sdH. 

rkkpd;ikahdJ Jiwfs;> gpuhe;jpaq;fs;> 

tUkhd FOf;fs; kj;jpapy; fhzg;gLfpd;wJ. 

100% khff; fhzg;gLk; ngUe;Njhl;lj; 

JiwapdUld; xg;gpLk;NghJ efuj;Jiwapy; 

67.9% Md tPl;Lj; JiwapdH &gh 100>000 f;F 

Fiwthd nkhj;jf; fldpidNa nfhz;Ls;sdH. 

,NjNghy ehl;bd; nry;te;j khfhzkhd Nky; 

khfhzj;Jld; xg;gpLk; NghJ Cth> rg;gpufKth 

khfhzq;fspy; (caH tWiktPjj;ij cilad) 

mjpftPjkhd tPl;Lj; JiwapdH Ez;fld;fis 

nfhz;Ls;sdH. tUkhd kl;lj;jpd; mbg;gilapy; 

tPl;Lj;Jiwapdiu ghHf;fpd;wNghJ 1tJ 

fhyiz tFg;gpy; 1% Md tPl;Lj;JiwapdH 

kl;LNk &gh 100>000 f;F $Ljyhd fld;fis 

nfhz;Ls;sNghJ xg;gPl;lstpy; 5tJ fhyiz 

tFg;gpy; ,J Vwf;Fiwa miuthrpahFk;.

ehl;by; Ez;epjpepWtdq;fs; (gpuhe;jpa 

mgptpUj;jp tq;fpfs;> $l;LwT fpuhkpa 

tq;fpfs;> rdr> rKHj;jp tq;fpfs;> murrhh;gw;w 

epWtdq;fs;> r%fk; rhH epWtdq;fs;) Kf;fpa 

gq;Ftfpf;fpd;wJ mj;Jld; 60% f;F Nkw;gl;l 

tPl;Lj;JiwapdH jkJ epjpj; NjitfSf;fhf 

,e;epWtdq;fis ehLfpd;wdH. rKHj;jp tq;fpfs; 

Nghd;w epWtdq;fs; Fwpg;ghf Fiwe;j tUkhd 

FOf;fSf;F Kf;fpak; ngWfpd;wJ. 1tJ 

fhyiz tFg;gpy; cs;stHfspy; 50% f;F 

Nkw;gl;NlhH rKHj;jp tq;fpfspypUe;J fld;fis 

ngw;Ws;sJld; ,f;fhyiz tFg;gpYs;Nshupy; 

Vwf;Fiwa 40% MNdhH mt;tq;fpfspNyNa 

Nrkpg;gpidAk; Nkw;nfhs;fpd;wdH.

epjpr;Nritfspd; ntspmilT

ntsp milT MdJ epahakhd msT gue;jjhf 

82.5% Md tPl;Lj;JiwapdH jkJ Nrkpg;GfSf;Fk; 

fld; Njitfspw;Fk; epjpepWtdq;fis ehLtjhf 

cs;sJ. ,Ue;jNghJk; rkkpd;ikahdJ 

Jiwfs;> gpuhe;jpaq;fs;> tUkhd FOf;fspilapy; 

fhzg;gLtjid mtjhdpf;f Kbfpd;wJ. 

ngUe;Njhl;lj; JiwahdJ Fwpg;ghf Vida 

2 JiwfSld; xg;gpLk;NghJ Fiwthd ntsp 

miltpidNa nfhz;Ls;sJ. Mdhy; fpuhk> 

efu JiwfSf;fpilapy; ntspmiltpy; 

rpwpasthd rkkpd;ik epyTfpd;wJ. ,yq;ifapy; 

fpuhkpaj;Jiwapy; 80% Md tPl;Lj;Jiwapdupy; 

gpd;jq;fpa gpuNjrq;fspy; cs;stHfs; epjpapid 

ngw;Wf;nfhs;tjpy; kpfTk; jho;e;j epiyapNyNa 

fhzg;gLfpd;wdH. khfhz kl;lq;fspy; Cth> 

tlNkw;F khfhzq;fs; Njrpa ruhrhpAld; 

xg;gpLk;NghJk; Fiwe;j ntsp miltpidNa 

fhl;Lfpd;wd.

ntsp milT 1 tJ fhyiz tFg;gpy; 

mz;zsthf 73% Mf fhzg;gLfpwJ. 

,jDld; xg;gpLk; NghJ caHtUkhd FOtpy; 

1 Ez;epjp eltbf;iffSf;fhd caHkl;l fld;toq;fy; epWt-
dk
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caHthf 5tJ fhyiz tFg;gpy; Vwf;Fiwa 

90% Md tPl;Lj;JiwapdH epjpr;Nritfis 

gad;gLj;Jfpd;wdH.

,yq;ifapy; gykhd Nrkpg;Gf; fyhrhuk; 

fhzg;gLtJld; Vwf;Fiwa 75% tPl;Lj;JiwapdH 
epjp epWtdq;fspy; Nrkpg;Gf;fis nfhz;Ls;sdH. 

,Ue;jNghJk; ngUe;Njhl;lj;Jiw 68.5% Mf 

gpd;jq;fpa epiyapYk;> tlf;F> fpof;F> tlNkw;F 

khfhzq;fs; mz;zsthf 65% Nrkpg;G 

tPjj;jpidANk nfhz;Ls;sd.

67% Md Nrkpg;ghsHfs; jkJ Nrkpg;G kPjhd tl;b 

tPjj;jpidg; gw;wp mwpahjtHfshf cs;sdH. 

NkYk; 82% Nrkpg;Gf; fzf;Ffs; Mz;bw;F 

10% I tpl Fiwe;j tl;b tPjj;jpidNa 

ciof;fpd;wd. 2005 ,y; ,Ue;J cj;jpNahfG+Ht 

gztPf;ftPjk; ,ul;il vz;fspy; ,Ug;gJld; 

Nrkpg;ghsHfs; vjpHkiwahd tUkhdq;fspidNa 

jkJ fzf;FfspypUe;J ngw;Wf; nfhs;fpd;wdH.

epWtdhPjpahd Kd;Dhpikfs; 

nghJthf mur tq;fpfs; Nrkpg;gpw;F kpfTk; 

gpugy;akhdjhff; fhzg;gLfpd;wJ mj;Jld; 75% 

f;F Nkw;gl;l tPl;Lj;JiwapdH mt;tq;fpfspNyNa 

Nrkpg;gpidf; nfhz;Ls;sdH. (Fwpg;ghf kf;fs; 

tq;fpapYk;> ,yq;if tq;fpapYk;) mjw;Ff; 

fhuzk; mt;tq;fpfs; ek;gfj; jd;ikAk;> 

ghJfhg;Gk; cilajhf fhzg;gLtjhFk;. 

epjpapid itg;gpypLtjpYk;> kPsg;ngWtjpYk; 

cs;s ,yFj;jd;ikAk; $l ,t;tplj;jpy; 

Kf;fpa gq;F tfpf;fpd;wJ.

flid ngWtjw;fhd epWtdj;jpid 

njhpTnra;tjpy; milaf;$ba jd;ik Kf;fpa 

fhuzpahf nry;thf;F nrYj;Jfpd;wJ. ,q;NfAk; 

$l murtq;fpfs; Vida epjpepWtdq;fSld; 

xg;gpLk;NghJ kpfTk; gpurpj;jp tha;e;jitahff; 

fhzg;gLfpd;wd. ,jw;Ff; fhuzk; mt;tq;fpfs; 

Fwpg;ghf kf;fs; tq;fpfs;> jkJ fpis tiy 

mikg;gpid nghpa mstpNy nfhz;bUg;gjdhy; 

mtw;wpid milAk; jd;ik tiuaWf;fg;gl;l 

fpis tiy mikg;gpid cila 

epjpepWtdq;fistpl $Ljyhf cs;sikahFk;.

cs;ehl;L jdpahH tq;fpfs; (`w;wd; e\

dy; tq;fp> nryhd; tq;fp> ,yq;if tHj;jf 

tq;fp) tpNrlkhf Nrkpg;gpid nghWj;jstpy; 

tlf;F fpof;F khfhzq;fspy; Kf;fpa 

gq;fpid tfpf;fpd;wd. ,J ehl;bd; Vida 

gFjpfSld; xg;gpLk; NghJ Kuz;gl;l tpjj;jpy; 

mike;Js;sJld; ,J ,g;gpuNjrq;fspy; gpuhe;jpa 

mgptpUj;jp tq;fpfs;> $l;LwT fpuhkpa tq;fpfs; 

Nghd;w epjp epWtdq;fspd; tiuaWf;fg;gl;l 

ntsp miltpidAk; fhl;b epw;fpd;wJ.

Fiwe;j tUkhd FOtpdiug; nghWj;jtiu 

rKHj;jp tq;fpfs; Kf;fpa epjp %ykhf 

fhzg;gLfpd;wd. 50% f;F Nkw;gl;NlhH jkJ 

fld; NjitfSf;F ,t;tq;fpfis ehLtJld; 

mz;zsthf 38% MNdhH jkJ Nrkpg;G 

NjitfSf;F ,t;tq;fpfis ehLfpd;wdH.

Kiwrhuhf; fld;fs;

ehl;by; Kiwrhuh fld;fspw;F XusT RWRWg;ghd 

re;ij fhzg;gLtJld; Vwf;Fiwa 20% Md 

tPl;Lj;JiwapdH jkJ fld; Njitfspw;F 

Kiwrhuh epjp %yq;fis mile;Js;sdH. 

,t;tPl;Lj;Jiwapdupy; Ie;jpy; xU gFjpapdH 

jk;khy; KiwrhH epjp %yq;fis milaKbahky; 

,Ug;gjpdhy; jhk; Kf;fpakhf Kiwrhuh 

%yq;fis gad;gLj;Jtjhf Fwpg;gpl;Ls;sdH. 

Kiwrhuhf; fld;fis gad;gLj;Jk; 

tPl;Lj;Jiwfspy; ngUe;Njhl;lj;Jiw caHe;j 

tpfpjhrhukhf fhzg;gLk; mNjNtis KiwrhH 

%yq;fspy; ,Ue;J fld;fis gad;gLj;JtJ 

kpff;Fiwthf cs;sJ.

gpujhd Kiwrhuh %yq;fs; cwtpdHfs;> 

ez;gHfs;> maytHfs; Nghd;w tHj;jfk; rhuh 

%yq;fis Fwpj;J epw;fpwJ; Kiwrhuhf; 

fld;fspy; nkhj;jg; ngWkjpapy; Vwf;Fiwa 

1/5 gFjpasthdNj gzj;jpid fld; 

toq;FgtHfsplkpUe;J vLj;Jf; nfhs;sg;gLfpwJ. 

,J gzj;jpd; fld; nfhLg;NghH Kiwrhuh gphptpy; 

Kf;fpa gq;F tfpf;fpd;whHfs; vd;w nghJthd 

fUj;jpw;F Kuz;gl;ljhf fhzg;gLfpd;wJ.
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,yFthf milaKbjy;> tpiuthf epjpia 

ngw;Wf; nfhs;Stjw;fhd ,aYik kw;Wk; 

gpizj;Njitg;ghLfs; ,y;yhik Nghd;w 

fhuzpfs; tPl;Lj;JiwapdH KiwrhH 

%yq;fSf;F Nkyhf Kiwrhuh %yq;fis 

gad;gLj;Jtjid Cf;Ftpg;gjpy; Kf;fpa gq;F 

tfpf;fpd;wJ. ,f;fhuzpfs; tpNrlkhf rpwpa 

mstpyhd nrhj;Jf;fis cila twpa tPl;Lj; 

JiwapdUf;F my;yJ KiwrhH epWtdq;fis 

mjpfJ}uk; nrd;W miltJ mtHfSf;F 

nryitAk; mnrsfhpaj;ijAk; Vw;gLj;Jfpd;w 

tifapy; kpfTk; gpd;jq;fpa gpuNjrq;fspy; cs;s 

tPl;Lj; JiwapdUf;F nghUe;Jfpd;wJ. 

miltpyhd jilfSk; Nrit Kd;Ndw;wj;jpw;fhd MNyhridfSk; 

,d;Wk; epjpr; Nritfspw;fhd Nfs;tpahdJ 

Fwpg;ghf fldpw;fhd Nfs;tp G+Hj;jp nra;ag;glhJ 

fhzg;gLtJld; Fwpg;ghf 50% f;F Nkw;gl;l 

tPl;Lj; JiwapdH fld;fspw;fhd Njitapid 

jhk; nfhz;Ls;sjhf NfhUfpd;wdH. ,J ntsp 

miltpy;  tphpthf;fj;jpw;fhd tha;g;G NkYk; 

,Ug;gij Rl;bf; fhl;Lfpd;wJ. mz;zsthf 1/4 
gq;F fld;fs; Kaw;rpahz;ik Nehf;fq;fSf;Fk; 

40% f;F Nkw;gl;l fld;fs; fl;Lkhdk;> 

tPlikg;gpw;fhfTk; Ntz;lg;gLfpd;wd.

gpizj;Njitg;ghLfs;> mjpfstpyhd 

Mtzg;gLj;jy;> ,Wf;fkhd tpjpfSk;> 

epge;jidfSk; kw;Wk; ePz;l nrad;Kiwf;fhyk; 

Nghd;w fhuzpfs; tPl;Lj; JiwapdH KiwrhHe;j 

epWtdq;fis fldpw;F mZFfpd;wNghJ 

Kfk; nfhLf;Fk; Kf;fpa jilfshFk;. gpizj; 

Njitg;ghL vd;gJ jho;e;j tUkhd FOtpy; 

nghpasT tpfpjhrhukhd tPl;Lj; JiwapdH 

(miuthrpf;FNky;) Kfq;nfhLf;Fk; gpur;rpidahf 

cs;s mNjNtis caHtUkhd FOtpdH 

,Wf;fkhd tpjpfisAk;> epge;jidfisAk; 

jilfshf fUJfpd;wdH.

Nrkpg;Gf;fisg; nghWj;jtiu ePz;l nfhLf;fy; 

thq;fy; Neuq;fs;> Fiwe;j tl;btPjk;> 

toq;fg;gLfpd;w Nritfs; njhlHghd 

mwpT Fiwthf ,Uj;jy;> mjpfsthd 

Mtzg;gLj;jy;> epWtdq;fis miltjpyhd J}

uk; vd;gd Kf;fpa jilfshf fUjg;gLfpd;wJ. 

caHtUkhd FOtpy; cs;slq;Fk; mjpf 

tpfpjhrhukhd tPl;Lj;JiwapdUf;F ePz;l 

nfhLf;fy; thq;fy; Neuk;> tiuaWf;fg;gl;l 

tq;fpr;Nrit kzpj;jpahyq;fs;> el;Gwtw;w 

tq;fp cj;jpNahfj;jHfs; vd;gd jilfshf 

fhzg;gLfpd;w mNjNtis Fiwe;j tUkhd 

#oypy; mjpf tpfpjhrhukhd tPl;Lj;JiwapdUf;F 

Fiwe;j tl;btPjk; jilahf mikfpwJ.

,yFthdJk; tpiuthdJkhd fld; eilKiwfs;> 

Fiwe;jstpyhd Mtzg;gLj;jy;> mjpfsthd 

jfty; gupkhw;wk;> thbf;ifahsUldhd 

el;Gwthd #oy; Nghd;wd epjpepWtdq;fspd; 

Nrit Kd;Ndw;wj;jpw;fhd MNyhridfshFk;. 

Ma;Tf;F gjpypWj;jtHfspy; ngUk;ghyhNdhH 

jkJ tPLfSf;F mz;ikapy; epWtdq;fs; 

Fiwthf ,Ug;gjid Fwpg;gpl;Ls;sdH. 

ngUksthd KiwrhH epWtdq;fs; efuj;jpd; 

kj;jpapYk; mjidr; #oTk; nrwpthf 

,Uf;fpd;wik fpuhk thbf;ifahsH mtw;wpid 

miltij mnrsfhpakhf;fpAs;sJ. Ma;tpy; 

Nrfhpf;fg;gl;l jfty;fspd;gb ngwg;gl;l 50% 

f;F Nkw;gl;l fld;fs; thbf;ifahsUf;F 

5KM J}uj;jpw;F mg;ghy; cs;s epWtdq;fspy; 

,Ue;Nj ngwg;gl;Ls;sJ. (,izg;G 7 ,idg; 

ghHf;f) efHg;gFjp jtpHe;j gpuNjrq;fspy; nghJ 

Nghf;Ftuj;J trjp mupjhf ,Ug;gNj Kf;fpa 

gpur;rpidahFk;. Gjpa njhopy; El;gj;jpd; 

gad;ghLfshd rpkhl;fhl;> elkhLk; njhiyNgrp 

tq;fpapay;> khw;W tpepNahf topfshd KftH 

tq;fpapay;> elkhLk; tq;fpapay; Nghd;wd 

,g;gpur;rpidapid Fiwg;gjw;fhd topfshFk;. 

fhg;GWjp Nritfs;

ehl;bNy 31% f;F Nkw;gl;l tPl;Lj;JiwapdH 

VNjh XH tifahd fhg;GWjpapidg; ngWfpd;wdH. 

vt;thnwdpDk; epjp epWtdq;fspdhy; 

toq;fg;gLk; Vida epjpr;Nritfshd 

fld;fs;> Nrkpg;G trjpfisAk; ngUk;ghyhd 

tPl;Lj;JiwapdH gad;gLj;Jfpd;wdH. NkYk; 
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tUkhd FOf;fspilapy; rkkpd;ik nghpastpy; 

fhzg;gLfpwJ. caH fhyiz tFg;gpy; 40% f;F 

Nkw;gl;NlhH fhg;GWjpapidf; nfhz;bUg;gJld;> 

,tHfSld; xg;gpLk; NghJ 1 tJ fhyiz 

tFg;gpy; ve;jnthU tPl;Lj;JiwAk; fhg;GWjpiaf; 

nfhz;bUf;ftpy;iy. fhg;GWjp fk;gdpfSk; epjp 

epWtdq;fSk; tPl;Lj;JiwapdUf;F fhg;GWjpr; 

Nritapid toq;Ftjpy; Kf;fpa gq;F 

tfpf;fpd;wd. Fiwe;j tUkhd FOtpdiug; 

nghWj;jtiu rKHj;jp tq;fpfs; Nghd;w 

epjpepWtdq;fs; nfhz;Ls;s gadhspfSf;fhd 

fl;lha fhg;GWjp jpl;lq;fs; Kf;fpak; 

ngWfpd;wd.

epjpr;Nritfspd; jhf;fk; 

XH Fwpg;gplj;jf;fsT tpfpjhrhukhd 

tPl;Lj;JiwapdH epjpr; Nritfspy; jkJ 

gad;ghlhdJ tPl;Lj;Jiw tUkhdk;> tPl;L 

epiyikfs;> Ntiytha;g;Gfs;> xl;Lnkhj;j 

tho;f;ifj;juk;> Mgj;J> gytPdk; vd;gtw;Wld; 

,ize;J NghFk; jpwik Nghd;w fhuzpfSld; 

Neuhd njhlHgpidf; nfhz;Ls;sjhf 

czHfpd;wdH. MfNt mjpfsT ntspmiltpid 

cWjpg;gLj;jYk; ntspmiltpy; fhzg;gLk; 

gpuhe;jpa kw;Wk; JiwhPjpahd rkkpd;ikfSf;F 

jPHTfhZjYk; Kf;fpakhdjhFk;.

caHe;j tUkhd tFg;gpdUld; xg;gpLk;NghJ 

jho;e;j tUkhd tFg;gpdH epjpr; Nritfspd; 

gad;ghl;by; ,Ue;J Fiwthd ed;ikfisNa 

ngw;Wf; nfhs;fpd;wdH. jho; tUkhd (twpa) 

fhyiz tFg;gpy; cs;s mjp$ba tpfpjhrhukhd 

tPl;Lj; JiwapdH (1/4 gq;fpw;F Nky;) EfHTf;Fk; 
NtW mtru Nehf;fq;fspw;Fk; (kUj;Jt rpfpr;ir> 

,wg;G> gpwg;G> Vidait....) jkJ fld;fis 

gad;gLj;Jk; mNjNtis ,tHfSld; xg;gpLk; 

NghJ caH tUkhd (nry;te;j) fhyiz 

tFg;Gf;Fs; cs;slq;Fk; fld;fspy; $ba 

tpfpjhrhukhdit gadspf;ff;$ba Nehf;fq;fspy; 

my;yJ ePz;lfhyj;jpw;F gad;ngwf;$ba 

Nehf;fq;fspy; gad;gLj;jg;gLfpwJ.

KbTiuAk; ntspg;ghHitAk; 

Ez;epjpj;Jiwf;fhd Kf;fpa rthy;fs; epjpr; 

Nritfspd; ntsp miltpy; my;yhJ NtnwjpNyh 

fhzg;gLfpd;wJ vd vd ,t;tha;T Rl;bf; 

fhl;Lfpd;wJ. NkYk; Nfs;tpf;Fk; epuk;gYf;Fk; 

,ilapy; nghUj;jg;ghbd;ik ,Ug;gjw;fhd 

rhd;wpidAk; ,t;tha;T toq;Ffpd;wJ. ,J Ez;epjp 

Nrit toq;FdHfSf;F KiwrhHe;jjh my;yJ 

gFjpasthd KiwrhHe;jjjh vd;w rpe;jidf;fhd 

xd;whf ,Uf;fpd;wJ. thbf;ifahsH caHe;j 

nfhLf;fy; thq;fy; nryTld;> toq;FdHfs; 

jkf;Fj; Njitahd jk;khy; vjpHghHf;fg;gLk; 

nefpo;Tj;jd;ikia nfhz;bUf;ftpy;iy vd;w 

tplaj;jpid KiwapLfpd;wdH. epjp epWtdq;fs; 

gue;jsthd nraw;ghl;Lg;gug;ig nfhz;bUg;gpDk;> 

fld;fSf;fhd G+Hj;jp nra;ag;glhj Nfs;tp 

jw;NghJk; ,Ug;gjhf Ma;tpy; Nrfhpf;fg;gl;l 

jfty;fs; fhl;Lfpd;wd. ,J ,j;Jiwapy; 

fhzg;gLk; rpy tpidj;jpwdpd;ikfis 

fhl;Lfpd;wJ. ,e;j nghUj;jg;ghbd;ikf;fhd 

fhuzq;fis rpwe;j Kiwapy; fz;lwptjw;F 

Nkyjpf Ma;Tfs; Ntz;lg;gLfpd;wJ.

Fwpg;gplj;jf;f fUj;JkpF nfhs;iffis nfhz;l 

,t;tha;tpDila kw;iwa XH Kf;fpa KbT> 

thbf;ifahsHfs; murepjp epWtdq;fSf;Nf 

G+uzkhf Kd;Dhpik mspf;fpd;wdH vd;gjhFk;. 

,J re;ijapy; XH gf;fr;rhHghd jd;ikiaf; 

Fwpg;gpLfpd;wJ. mur cupik epjp epWtdq;fspd; 

ghhpa ntspmilthdJ> ,e;epWtdq;fspd; 

gaDWjpj;jd;ikapidAk; xl;Lnkhj;j 

epjpj;JiwapidAk; J}z;lf;$ba re;ijNehf;fpa 

kPs; cUthf;fj;jpd; mwpKfj;jpw;fhd XH Nkyjpf 

epahag;gLj;jyhFk;. mbg;gilahf gpurpj;jkhd 

Gyd; czHitf; nfhz;l mur clik 

tq;fpfSf;fhd vz;zj;jpypUe;J ntspNaWtJ 

mur clik tq;fpfs; kj;jpapy; XH epahakhd 

Mgj;J> xOq;fw;w Nghl;bfs;> Jiwf;fhd 

gaDWjp jd;ik el;lq;fis Njhw;Wtpf;Fk;. 
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mNjNeuj;jpy; epjpj;Jiwapy; ,Uf;Fk; jdpahH 

JiwapdH mtHfs; kj;jpapy; ek;gfj;jd;ikia 

fl;bnaOg;gf;$ba ePz;lfhy je;jpNuhghaj;jpy; 

mjpf ftdk; nrYj;j Ntz;Lk;.

njhlHGila mjpfhurigfs; Ez;epjp 

toq;FdHfis xOq;FgLj;jp Nkw;ghHit nra;tjd; 

%yk; XH epahakhd ghJfhg;ghd #oypid 

Vw;gLj;jp thbf;ifahsHfspd; ghJfhg;gpid 

mjpfhpg;gjw;F mjpfk; nraw;gl Ntz;Lk;. 

chpkk; mspf;fg;gl;lJk; xOq;FgLj;jg;gl;lJkhd 

epWtdq;fs; nfhz;Ls;s rl;lj;jd;ikAk; 

ek;gfj;jd;ikAk; njhlHgpy; Ez;epjp toq;FdHfs; 

kPJ nghJkf;fs;> KjyPl;lhsHfs; nfhz;Ls;s 

ek;gpf;ifapid tpUj;jp nra;tjpy; ePz;lJ}

uk; nry;y Ntz;b cs;sJ. XH epahakhd 

vz;zpf;if cila tPl;Lj;JiwapdHfshy; 

Ez;epjp toq;FdHfs; mZfg;gLtJld; fldpd; 

msTfSk; Ez;epjpf;fhd XH gykhd re;ij 

,Ug;gijAk; juTfs; ntspg;gLj;JfpwJ. ghhpa 

Ez;epjp epWtdq;fSf;F mDkjpaspg;gJld; 

itg;Gf;fis jpul;Ltjw;F mtw;wpw;F 

mjpfhukspj;J mtw;wpD}lhf me;epWtdq;fspd; 

tphpe;j nraw;ghl;bw;F toptFg;gJld; 

jho;e;j tUkhd tFg;gpdUf;fhd mtHfspd; 

ntspmiltpid mjpfhpj;jYk; ed;nfhilahsH 

epjpfspy; jq;fpapUf;Fk; tiuaiwfspypUe;J 

mtHfis tpLtpg;gJk; juTfspypUe;J 

Rl;bf;fhl;lg;gLfpwJ.

,t;tha;tpypUe;J ngw;Wf;nfhs;sg;gl;l ,d;Dk; 

XH Kf;fpa mtjhdpg;G jho;tUkhd FOtpdH 

caHtUkhd FOtpdiutpl epjpr; Nritfis 

gad;gLj;JtjpypUe;J ed;ikfis ngWtjpy; 

Fiwe;j ,aYik cs;stHfshf cs;ssH 

vd;gjhFk;. ,yq;ifapd; epjpr;re;ijahdJ 

ngUkstpy; Ez;epjpr;re;ijahf ,Ug;gpDk; 

tWikapid xopg;gjpyhd Kd;Ndw;wk; Fiwe;j 

msthdjhfNt fhzg;gLfpwJ. rpwg;ghf 

twpatHfspd; Njitf;Nfw;g mstpYk; juj;jpYk; 

‘flDld; ,ize;j’ Nritfis mgptpUj;jp 

nra;tJ mtHfs; epjpr;Nritfspd; milTfspy; 

ngw;Wf; nfhs;Sk; ed;ikfis caHj;Jtij 

cWjp nra;a KbAk;. 

fhg;GWjp Nritfs; tPl;Lj;Jiwapduhy; 

Kfq;nfhLf;fg;gLk; Mgj;Jf;fis Fiwg;gjpy; 

Kf;fpa gq;F tfpf;fpd;wd vd;w NghjpYk; ,t;tha;T 

fhg;GWjp Nritfspd; gad;ghL Fiwthf 

cs;sJ vd fhl;Lfpd;wJ. fhg;GWjpr; Nritfspd; 

ntspmilT mjpfhpj;jy; Kf;fpakhdJ. 

Fwpg;ghf> Fiwe;j tUkhdj;ij cila tPl;Lj; 

JiwapdH jpBnud Vw;gLk; Nehapdhy; my;yJ 

,wg;gpdhy; tWikf;F js;sg;gLfpd;wdH. 

vt;thnwdpDk;> Ez;fhg;GWjpapd; mgptpUj;jpf;Fk; 

tphpthf;fj;jpw;Fk; Kd;dH> nghJkf;fs; kj;jpapy; 

fhg;GWjpr; Nritapid nghpastpy; Vw;Wf; 

nfhs;Sk; jd;ik Ntz;lg;gLfpd;wJ.

,t;tha;T ,yq;ifapy; epjpr; NritfSf;fhd 

Nfs;tpapid mwpa cjTtJld;> nfhs;if 

tFg;ghsHfs; jkJ thbf;ifahsHfis 

ghJfhg;gjw;Fk; mtHfSf;F epjpr;Nritfs; 

fpilg;gjw;F cjTtJkhd XH eilKiw 

topfhl;bahfTk;> epjpr;Nritfis 

toq;FgtHfs; thbf;ifahsHfsJ 

NjitfisAk; vjpHghHg;Gf;fisAk; tpUg;gj; 

NjHTfisAk; eptHj;jp nra;Ak; tifapy; jkJ 

gaDWjpj;jd;ikapid tpUj;jp nra;aTk;> 

ed;nfhil toq;FdHfs; jkJ cjtpapid 

NkYk; gaDWjpj;jd;ik tha;e;j Kiwapy; 

toq;fTk; KbAk; vdTk; vjpHghHf;fg;gLfpwJ.
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Annex 1:  Profile of Households and Borrowers

Profile of households

Overall Access* Not Accessed

Number % Number % Number %

H
ou

si
ng

Owned by family 2,562 87.0 2,138 88.0 424 82.2

Owned by a relative 144 4.9 118 4.9 26 5

Rented house 73 2.5 61 2.5 12 2.3

Govt quarters 21 0.7 20 0.8 1 0.2

Estate dwelling 85 2.9 54 2.2 31 6

Encroached property 32 1.1 20 0.8 12 2.3

Other 28 1.0 18 0.7 10 1.9

N
at

ur
e 

of
 H

ou
se

Mud wall & thatched roof 149 5.1 106 4.3 43 8.3

Mud wall & zinc roof 175 5.9 126 5.1 49 9.5

Wooden house 46 1.6 34 1.4 12 2.3

Brick walls and zinc roof 359 12.2 295 11.9 64 12.4

Brick wall and asbestos tiles 2,070 70.3 1,754 70.9 316 61.2

Other 146 5 114 4.6 32 6.2

Land Ownership 2,310 78.4 1,948 78.7 362 70.2

Av
ai

la
bi

l-
it
y

of
 t
oi

le
t 

fa
ci

lit
ie

s Yes 2,762 93.8 2,315 93.5 447 18.1

No 178 6 112 4.5 66 2.7

No response 5 0.2 2 0.1 5 0.2

Ty
pe

 o
f 
to

ile
t 

fa
ci

lit
ie

s

Pit toilet (owned) 462 15.7 360 14.5 102 4.1

Flush toilet owned 2,252 76.5 1,930 78 322 13

Common toilet 90 3.1 52 2.1 38 1.5

Not applicable 134 4.6 84 3.4 50 2.0

Other 7 0.2 3 0.1 4 0.2

In
co

m
e 

an
d 

Ex
pe

nd
it
ur

e Average total hh income 19,165 20,681 12,028

Average total hh exp 15,096 16,115 10,302

Samurdhi** 976 33.1 827 34 149 28.9

Asset Value 245,016 270,166 126,627

*  Access refers to households that have utilised/accessed savings or borrowing facilities from a Financial Institution in the last 3 years.
** % in this case is percentage of category with Samurdhi benefits.

Level of education of borrowers and savers

Employment Status
Borrower Saver

Overall Rural Urban Estate Overall Rural Urban Estate

Employer 3.1% 2.6% 6.3% 0.0% 2.1% 1.4% 5.3% 0.8%

Employee: regular/contract/casual 35.1% 32.8% 38.8% 84.1% 29.0% 27.4% 31.2% 52.0%

Self employed 24.2% 25.0% 23.2% 6.8% 16.0% 16.3% 15.9% 8.0%

Unemployed 2.4% 2.8% 0.4% 2.3% 4.7% 5.0% 3.6% 4.0%

Housewife/Retired/Old aged/Disabled/  
Student or not interested in working 28.8% 30.1% 26.2% 4.5% 41.1% 42.5% 38.0% 25.6%

Other 4.4% 4.7% 3.0% 2.3% 3.9% 4.2% 1.5% 8.8%

Not Specified 2.1% 2.1% 2.1% 0.0% 3.3% 3.1% 4.5% 0.8%

100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%



An
ne

x     

A2

Employment status of borrowers and savers

Level  of Education
Borrowers Savers

Overall Rural Urban Estate Overall Rural Urban Estate

No schooling / Yr1 to Yr 5 18.2% 18.3% 9.7% 61.4% 22.5% 23.5% 11.0% 60.8%

Year 6-10 32.4% 32.8% 30.4% 31.8% 29.7% 30.2% 27.5% 30.4%

GCE O Level 26.1% 27.6% 21.9% 4.6% 22.5% 23.2% 23.0% 6.4%

GCE A/Level /GAQ or GSQ 19.7% 18.6% 29.5% 0.0% 20.3% 19.4% 27.5% 1.6%

Degree and above 3.2% 2.3% 8.4% 2.3% 3.3% 2.4% 7.9% 0.8%

Not Specified 0.4% 0.5% 0.0% 0% 1.7% 1.4% 3.0% 0.0%

100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0% 100.0%

Annex 2: Outreach of Financial Services: Province

Utilisation of Financial Services

Province

Utilisation of Financial Services

Loans and/or Savings Loans Savings No loans or savings Total no. 
of HHHHs % HHs % HHs % HHs %

Western 720 83.9 323 37.6 662 77.2 138 16.1 858

Central 332 85.3 221 56.8 309 79.4 57 14.7 389

Southern 295 80.8 209 57.3 266 72.9 70 19.2 365

North Western 261 75.2 156 45.0 214 61.7 86 24.8 347

North Central 158 89.8 120 68.2 151 85.8 18 10.2 176

Uva 143 76.5 71 38.0 141 75.4 44 23.5 187

Sabaragamuwa 254 88.8 132 46.2 239 83.6 32 11.2 286

Northern* 93 84.5 57 51.8 73 66.4 17 15.5 110

Eastern 173 76.2 96 42.3 143 63.0 54 23.8 227

Percentages are calculated out of the total population of the respective province. 
* Includes only districts of Jaffna and Vavuniya.
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Annex 3: Types of Institutions Accessed for Loans and Savings

Institution

Loans
Savings

W
estern

Central
South-

ern
N
orth 

W
estern

N
orth 

Central
U
va

Saba-
raga-
m

uw
a

N
orthern

Eastern
W

estern
Central

South-
ern

N
orth 

W
estern

N
orth 

Central
U
va

Saba-
raga-
m

uw
a

N
orthern

Eastern

State Banks
30.3%

46.6%
13.4%

22.4%
40.8%

46.5%
25.8%

24.6%
35.4%

75.4%
82.8%

54.5%
75.7%

82.1%
92.9%

62.3%
89.0%

86.7%

Peoples Bank
19.8%

37.6%
9.1%

13.5%
25.0%

31.0%
22.7%

8.8%
17.7%

42.9%
60.2%

33.5%
46.7%

49.0%
49.6%

41.8%
60.3%

81.1%

Bank of Ceylon
5.9%

9.5%
3.8%

7.1%
15.0%

15.5%
3.0%

12.3%
16.7%

38.5%
39.8%

22.2%
36.0%

47.7%
68.1%

22.6%
41.1%

21.7%

N
ational Savings Bank

6.2%
2.3%

1.0%
1.3%

0.8%
0.0%

1.5%
5.3%

1.0%
20.5%

12.6%
11.7%

12.6%
11.9%

0.7%
12.6%

21.9%
8.4%

SM
E Bank

0.6%
0.0%

0.0%
1.3%

1.7%
0.0%

0.0%
0.0%

0.0%
0.0%

0.0%
0.0%

0.5%
0.0%

0.0%
0.0%

0.0%
0.0%

Dom
estic Private Banks

11.5%
10.4%

8.6%
7.1%

9.2%
4.2%

9.1%
22.8%

7.3%
39.9%

34.0%
20.7%

15.9%
25.2%

14.2%
18.0%

60.3%
45.5%

Foreign private 
com

m
ercial banks

0.6%
0.0%

0.0%
0.0%

0.0%
0.0%

0.0%
0.0%

0.0%
0.5%

0.0%
0.0%

0.0%
0.0%

0.0%
0.0%

0.0%
0.0%

Regional Developm
ent 

Banks
4.0%

22.2%
19.6%

26.3%
11.7%

8.5%
14.4%

0.0%
2.1%

9.4%
15.9%

16.2%
19.6%

9.9%
7.8%

14.2%
0.0%

0.7%

Co-operative Rural Banks
6.5%

2.7%
11.0%

2.6%
1.7%

1.4%
10.6%

0.0%
1.0%

4.5%
2.9%

22.6%
3.7%

6.0%
1.4%

7.1%
0.0%

0.0%

Sam
urdhi Schem

e/Bank
21.1%

21.7%
29.2%

29.5%
30.0%

23.9%
39.4%

15.8%
26.0%

11.6%
17.5%

22.9%
27.6%

27.8%
27.7%

44.8%
2.7%

15.4%

Sanasa M
ovem

ents 
(both SDB and TCCSs)

19.5%
4.1%

14.8%
12.2%

10.8%
7.0%

6.8%
10.5%

2.1%
11.2%

2.3%
8.3%

14.0%
9.3%

4.3%
7.5%

1.4%
0.7%

N
GOs/M

FIs/CBOs and 
Co-operatives

9.0%
8.6%

15.3%
5.1%

20.8%
18.3%

9.8%
28.1%

26.0%
4.2%

3.9%
7.9%

2.8%
7.3%

2.8%
4.2%

2.7%
9.1%

Finance and leasing 
com

panies
2.8%

5.0%
3.3%

1.3%
0.0%

2.8%
2.3%

0.0%
2.1%

0.8%
0.0%

0.8%
0.0%

0.0%
0.0%

0.0%
0.0%

0.7%

Other
11.8%

16.3%
6.2%

9.0%
17.5%

4.2%
13.6%

3.5%
13.5%

0.9%
3.9%

3.4%
1.4%

5.3%
0.0%

4.2%
4.1%

0.7%
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Annex 4: 
Type of Institutions Accessed for Financial Services (detailed)

Institution
Western Central Southern North 

Western
North 
Central Uva Sabara-

gamuwa Northern Eastern

No. % No. % No. % No. % No. % No. % No. % No. % No. %

State Banks                   

Bank of Ceylon 260 36.1 133 40.1 60 20.3 78 29.9 78 49.4 96 67.1 57 22.4 34 36.6 42 24.3

Peoples Bank 301 41.8 204 61.4 93 31.5 112 42.9 83 52.5 72 50.3 114 44.9 46 49.5 122 70.5

National Savings  Bank 143 19.9 40 12.0 32 10.8 29 11.1 18 11.4 1 0.7 30 11.8 17 18.3 12 6.9

SME Bank 2 0.3 0 0.0 0 0.0 2 0.8 2 1.3 0 0.0 0 0.0 0 0.0 0 0.0

Domestic Private Banks           

Hatton National Bank 109 15.1 53 16.0 22 7.5 17 6.5 22 13.9 13 9.1 18 7.1 30 32.3 51 29.5

Seylan Bank 97 13.5 38 11.4 20 6.8 15 5.7 10 6.3 4 2.8 11 4.3 15 16.1 14 8.1

National Development 
Bank Ltd. 6 0.8 3 0.9 3 1.0 0 0.0 0 0.0 0 0.0 3 1.2 4 4.3 4 2.3

Sampath bank 57 7.9 19 5.7 13 4.4 12 4.6 12 7.6 2 1.4 16 6.3 0 0.0 6 3.5

Commercial Bank of 
Ceylon 62 8.6 21 6.3 11 3.7 4 1.5 6 3.8 1 0.7 7 2.8 10 10.8 1 0.6

Merchant bank 3 0.4 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0

Other domestic private 
banks 13 1.8 4 1.2 1 0.3 1 0.4 0 0.0 0 0.0 2 0.8 0 0.0 0 0.0

Foreign Commercial Banks 3 0.4 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0

Regional Development 
Banks 64 8.9 71 21.4 58 19.7 61 23.4 22 13.9 11 7.7 45 17.7 0 0.0 3 1.7

Cooperative Rural Bank 40 5.6 12 3.6 64 21.7 11 4.2 9 5.7 2 1.4 29 11.4 0 0.0 1 0.6

Samurdhi Scheme/Bank 101 14.0 73 22.0 87 29.5 83 31.8 53 33.5 40 28.0 123 48.4 11 11.8 33 19.1

Sanasa Movement 95 13.2 12 3.6 37 12.5 36 13.8 15 9.5 6 4.2 21 8.3 6 6.5 3 1.7

NGOs/MFIs/CBOs and 
Co-operatives           

Capital Co-operative Bank 0 0.0 0 0.0 5 1.7 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0

Estate Workers Co-
operative Society 0 0.0 2 0.6 0 0.0 0 0.0 0 0.0 0 0.0 6 2.4 0 0.0 0 0.0

Farmers Organizations 1 0.1 6 1.8 0 0.0 0 0.0 14 8.9 5 3.5 1 0.4 0 0.0 0 0.0

Fishermen’s Organizations 1 0.1 0 0.0 0 0.0 2 0.8 1 0.6 1 0.7 0 0.0 0 0.0 0 0.0

Women’s Organizations 2 0.3 0 0.0 2 0.7 4 1.5 2 1.3 0 0.0 0 0.0 10 10.8 7 4.0

Sarvodaya (SEEDS) 14 1.9 4 1.2 8 2.7 2 0.8 3 1.9 3 2.1 5 2.0 0 0.0 6 3.5

Ceylinco Grameen  Bank 13 1.8 14 4.2 12 4.1 6 2.3 9 5.7 4 2.8 6 2.4 5 5.4 0 0.0

Janashakthi 3 0.4 1 0.3 3 1.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0 0 0.0

Other NGO/MFI 10 1.4 1 0.3 10 3.4 0 0.0 1 0.6 0 0.0 1 0.4 3 3.2 13 7.5

Finance and leasing 
companies 13 1.8 11 3.3 8 2.7 2 0.8 0 0.0 2 1.4 3 1.2 0 0.0 3 1.7

Other 43 6.0 43 13.0 15 5.1 17 6.5 25 15.8 3 2.1 22 8.7 5 5.4 13 7.5
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Annex 5: Household Borrowings and Savings by District

District Average Borrowings per household (Rs.) Average Savings  per household (Rs.)

Total 121,631 48,235

Colombo 279,308 103,797

Gampaha 195,979 57,156

Kalutara 169,213 43,193

Kandy 102,496 35,757

Matale 74,327 37,320

Nuwara Eliya 73,115 90,002

Galle 133,919 105,937

Matara 94,012 20,008

Hambantota 173,324 26,166

Kurunegala 105,277 30,667

Puttalam 50,143 24,999

Anuradhapura 54,016 23,320

Polonnaruwa 44,614 21,057

Badulla 52,245 9,126

Moneragala 76,977 47,186

Ratnapura 38,117 28,056

Kegalle 111,038 29,903

Jaffna 132,525 96,955

Vavuniya 82,882 10,950

Ampara 99,598 21,819

Trincomalee 75,700 12,519

Batticaloa 88,486 13,548
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Annex 6: Household Savings by District

District
Of those with Savings

<=10000 >10,000 & <=50,000 50,000-100,000 Above 100,000

Colombo 50.9% 24.7% 8.6% 15.8%

Gampaha 45.9% 32.3% 10.5% 11.4%

Kalutara 53.5% 28.9% 6.3% 11.3%

Kandy 47.3% 36.7% 9.5% 6.5%

Matale 36.9% 46.2% 9.2% 7.7%

Nuwara Eliya 65.3% 17.3% 8.0% 9.3%

Galle 49.4% 25.8% 9.0% 15.7%

Matara 50.0% 44.1% 5.1% 0.8%

Hambantota 40.7% 49.2% 6.8% 3.4%

Kurunegala 46.1% 35.5% 11.3% 7.1%

Puttalam 75.3% 15.1% 2.7% 6.8%

Anuradhapura 60.6% 26.6% 5.3% 7.4%

Polonnaruwa 50.9% 35.1% 12.3% 1.8%

Badulla 76.5% 21.4% 1.0% 1.0%

Moneragala 58.1% 18.6% 4.7% 18.6%

Ratnapura 50.7% 31.3% 11.9% 6.0%

Kegalle 54.3% 34.3% 3.8% 7.6%

Jaffna 22.2% 28.6% 23.8% 25.4%

Vavuniya 70.0% 30.0% 0.0% 0.0%

Ampara 64.2% 23.9% 4.5% 7.5%

Trincomalee 77.4% 12.9% 9.7% 0.0%

Batticaloa 71.1% 22.2% 6.7% 0.0%

Annex 7: Distance to Institutions

Distance % of Loans

No Response 3.3

Less than 1 Km 20.4

1-2 Km   18.6

2-5 Km  22.0

5-10 Km 16.7

More than 10 Km 19.1

 100.0
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Annex 8: Utilisation of Formal and Informal Credit

Utilisation of formal and informal credit by Sector and Province

Formal Only Informal Only Both Neither

Total 37.3% 8.6% 9.7% 44.4%

Rural 39.2% 8.2% 10.3% 42.3%

Urban 32.7% 9.2% 7.4% 50.7%

Estate 21.5% 12.3% 8.5% 57.7%

Western 31.7% 8.2% 5.9% 54.2%

Central 38.3% 7.5% 18.5% 35.7%

Southern 48.2% 4.9% 9.0% 37.8%

North Western 38.0% 11.8% 6.9% 43.2%

North Central 48.3% 5.7% 19.9% 26.1%

Uva 33.7% 13.9% 4.3% 48.1%

Sabaragamuwa 33.6% 10.5% 12.6% 43.4%

Northern 38.2% 9.1% 13.6% 39.1%

Eastern 36.6% 7.9% 5.7% 49.8%

Utilisation of formal and informal credit by Income Group

Formal Only Informal Only Both Neither

Overall 37.3% 8.6% 9.7% 44.4%

1 28.5% 10.9% 7.0% 53.7%

2 34.6% 11.0% 10.7% 43.6%

3 35.7% 9.2% 9.2% 46.0%

4 41.8% 5.9% 12.6% 39.7%

5 45.8% 5.8% 9.3% 39.0%
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