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Definition of “financial inclusion”
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Informally served

Formally served

Have/use bank 
products AND 
informal 
products

Have/use bank 
AND non-bank 
formal products

Have/use only 
bank products

Have/use only 
non-bank formal 

products

Have/use bank AND 
non-bank formal 

products AND 
informal products

Have/use 
only informal 
products

Have/use non-bank 
formal products AND 

informal products

Financial Inclusion



Landscape of financial service providers in Thailand
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Supply of ‘microfinance’ in Thailand (2016)
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§ Bank of Thailand definition of ‘microfinance’ (2011): No more than 
200,000 Baht loan, interest rate no more than 28%



Supply of ‘microfinance’ in Thailand (2016) (cont.)

5Source: Fiscal Policy Office, 2016

Unit: Baht million



Bank of Thailand: Financial Access Survey
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Financial inclusion: 2016 vs. 2013
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Access by income level, res. area, region, gender

8Source: Bank of Thailand, 2016 Financial Access Survey



Number of services used vs. usage
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Access to savings/deposits
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Obstacles to access savings/deposits
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Access to loans
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Obstacles to loans
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Access to money transfer & payments
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Obstacles to money transfer & payments
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Financial behavior
(2013)

Institution
Consumer 

Loans

Micro- Loans

(<THB 200k)
Deposits

Remit-

tances

Payments 

Collection

Pre-paid 

/ Stored 

Value 
Cards

Insurance 

/risk 

protection

Government PPP

Commercial Banks PPP P PPP PPP P

SFI: BAAC PPP PPP PP P P PP
SFI: GSB & GHB P PP PPP P P
NBFIs PPP PPP
Credit Unions / Co-Ops

PP P PP

Village Fund P PPP P
Moneylenders / 

Pawnshops P PP

Post Office PP P
Private Insurers P
Community-based 

institutions
PPP

Modern Trade Outlets
PPP PP

Mobile Network 

Operators P PP PPP

Credit
• Many households, 

especially farmers, 
regarded these as a 
“cash flow lifeline” 

• Borrowers are 
prepared to accept 
widely divergent 
interest rates

Degree of 
usage

Low P -
High PPP

Payments
• 65% of utility payments are made at 

7-Eleven stores
• Mobile payments are growing 

exponentially

Savings
• 80% of people feeling they can trust 

banks with their money, but majority 
use for moving cash (remittances)

• Deposits at SFI’s (GSB) are 
growing at more than 30% a year 

Insurance
• Majority of risks covered 

are by the community 
and the state

• Private insurers cover 
motor vehicles and credit-
life

Source: FinScope
2013
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Distance to touch points in Thailand: Rural vs. Urban

Source: FinScope 2013 17



Source: FinScope 2013 18



Source: FinScope 2013 19



• Nearly everyone knows of the Village Fund, but many consider it a ‘gift’ 
from the government whose benefits are not equally shared (‘captured’ by 
powerful local influencers)

• The poorer you are, the more you rely on semi-formal and informal 
institutions. Poor households’ choices are often limited to village funds, 
local saving groups, friends, relatives, and moneylenders

Which financial services are used by richer and poorer 
households, and why
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• Savings groups yield high returns to savers and are popular in remote rural 
areas

• Finance/leasing companies are important sources of loans for consumer 
durables

• Friends and relatives are important sources of loans but loan size is limited

Which financial services are used by poorer households, and 
why
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• Higher income households borrow mostly to invest, lower income 
households borrow mostly to consume

• The poorer you are, the less experience and knowledge you have about 
financial services 

• Once falling into indebtedness, it is not easy for the poor to get out of 
debt, especially informal lenders that require lump-sum repayment

The impact of wealth on financial services access
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• Pawnshops and informal lenders are common sources of urgent loans for 
poor and middle-income households, because these loans are quick and 
easy (few conditions)

• The poor want to save but think they have no ability to save. Community 
saving groups are popular because they can save in tiny amounts each 
month 

The impact of wealth on financial services access (cont.)
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• The poor sometimes use the loans for activities different from what they 
declared to the financial institutions. For examples, they may use part of 
agricultural loans for emergencies

• The poor borrow from many sources to rotate their debt repayment, 
constantly 'refinancing' to maintain good credit with lenders they perceive 
are the most important to them, such as borrowing from informal lenders 
to repay BAAC

The impact of wealth on financial services access (cont.)
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• There is seasonality of financial needs by farmers and rural workers

• Seasonality of farming related income requires flexible timing of loan 
disbursement and repayment

• Children’s education creates seasonality in expenditures, but this is a 
predictable event

• Calamities like crop failure and sickness can put farmers in permanent debt

The impact of seasonality on financial needs of different 
market segments
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• Expenses which cannot be broken down or postponed, such as school fees 
and medical emergencies, often provide more stress than larger expenses 
which can be postponed and downscaled based on the availability of funds 
(e.g. marriage, house building, and monk ordainment ceremony)

• Medical emergencies require money urgently no matter what cost

Difficulties in accessing financial services to meet major lump sum 
financial expenses
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• Education is the best asset to bequeath

• Business start-up costs are a major cost

• Funeral expenses have strong community support mechanisms

• Own pick-up is seen as essential for middle income farmers

• Major expenses that are flexible and require “social capital” are easier to 
handle

Difficulties in accessing financial services to meet major lump sum 
financial expenses (cont.)
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• Loans are the most contentious of financial products

• “Low payment amount” is most important; will pay high informal rates if 
required

• The poor require greater flexibility on loan repayment schedules so fit 
income flows

• The poor require alternative forms of collateral

• Proximity to financial service is a concern for the remote rural

Which product attributes are most liked and disliked and 
why
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• Group guarantees “good” and “bad”. Good in that it provides alternative to 
collateral; bad in that it excludes people who suffer from discrimination 
and cannot find group

• Fast approval and less documentation highly valued, but rarely found

• The poor require greater responsiveness by financial institutions to urgent 
needs

Which product attributes are most liked and disliked and why 
(cont.)
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• Need easy-to-understand loan conditions

• Generally people are satisfied with loan sizes from formal financial 
institutions

• Government banks provide slow service

• Consumer loans, both from formal and informal sources, are increasingly 
popular

• Participants of FGD know savings is important but think they do not have 
ability to save or the amount of their saving is insignificant

Which product attributes are most liked and disliked and 
why (cont.)
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• People feel financially “stressed” when managing their money

• People put little emphasis on long-term saving

• “Fear of debt” and lack of understanding hamper responsible borrowing

• Lack of awareness of how to safeguard consumer rights and grievance 
channels

• Confusion and mind-set barriers to using new products and services

Financial literacy: respondents’ views
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• Opportunities for new and better-tailored products
– To encourage long-term savings, e.g. integrate National Pension Fund with 

existing village fund and saving groups networks

– To help better cope with risks, e.g. insurance against crop failures

• Key to debt management is to prevent runaway debt 

• Disclosure standards should be improved and rules for responsible 
marketing designed and enforced

• Stand-alone financial education tools are not enough; need proper 
incentives and integrate education into product delivery to create 
financial capabilities

Some take-aways
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• Expand ‘proof of income’ to expensive assets e.g. motorcycle queue 
jackets

• Expand services to accommodate non-Thai citizens e.g. hill tribe people, 
and people who are barred because of social stigma e.g. sex workers

• More extensive mobile banking

• Easier-to-understand disclosure of interest rates and fees

Some potentials for innovation
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Financial inclusion in Thailand vs. the world

34Source: Global Microscope 2016, Economist Intelligence Unit



Financial inclusion indicators

35Source: Global Microscope 2016, Economist Intelligence Unit



Financial inclusion indicators (cont.)

36Source: Global Microscope 2016, Economist Intelligence Unit



Financial inclusion challenges

37Source: Fiscal Policy Office, 2016



Bank of Thailand’s measures to increase access

38Source: Financial Sector Master Plan Phase III (2016-2020), Bank of Thailand 



FinTech development in a nutshell

• FinTech 1.0 (1866 - 1967): from analog to digital
• FinTech 2.0 (1967 - 2008): use of digital in banking

– 1967: introduction of ATM and programmable calculators
• FinTech 3.0 (2008 – present): democratization of 

finance (?)
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FinTech diversity and scope





42

Uses of M-Pesa
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Benefits of M-Pesa (Dec. 2016)

Source: http://science.sciencemag.org/content/354/6317/1288.full

http://science.sciencemag.org/content/354/6317/1288.full
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For more information
www.salforest.com/banking

www.facebook.com/SustainableBankingThailand
info@salforest.com

02 258 7383

http://www.salforest.com/banking
http://www.facebook.com/SustainableBankingThailand

