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A finance response to the missing middle? 
In the FSC Update section of this edition of ACCESS 
Housing, two key problems to the extension of housing 
finance to low income earners are outlined.  First, problems 
relating to the supply of affordable housing mean that only 
19 000 units are currently being delivered in the sub 
R200 000 price range, versus an estimated 132 000 that the 
Banking Association estimates is needed to reduce a backlog 
of over 600 000 units by 60% in the next 5 years. Second, 
property market dynamics have meant that the cost of even 
“affordable” houses is reaching levels that aren’t affordable 
to FSC target market participants.  The Banking Association 
is worried that these constraints will undermine the ability of 
their members to reach their FSC housing commitment of 
R42 billion.  This is a justifiable worry.  But what are the 
other implications and how might the financial sector 
respond? 

ABSA House Price Index figures between 1994 and the 
present show that what it calls the ‘middle class’ market 
started showing appreciation gains after 1998 and took off 
after 2003.  The ‘affordable’ market, on the other hand, really 
only started to appreciate after 2003, and at a much slower 
rate.   

 100 000

 200 000

 300 000

 400 000

 500 000

 600 000

 700 000

 800 000

M
ar

-9
4

M
ar

-9
5

M
ar

-9
6

M
ar

-9
7

M
ar

-9
8

M
ar

-9
9

M
ar

-0
0

M
ar

-0
1

M
ar

-0
2

M
ar

-0
3

M
ar

-0
4

M
ar

-0
5

M
ar

-0
6

Pu
rc

ha
se

 p
ric

e 
(R

)-
sm

oo
th

ed

Middle class houses - Total RSA: New & Old -
All sizes - Purchase Price - Smoothed (Unit:
Smoothed Rand)
Affordable houses - Total RSA: New & Old -
All sizes - Purchase Price - Smoothed (Unit:
Smoothed Rand)

 
The gap between the ‘affordable’ and ‘middle class’ markets 
has widened considerably since 1994.  This has a significant 
impact on household mobility and the potential for housing, 
especially among owners in the ‘affordable’ market, to offer 

wealth accumulation prospects through asset growth.  While 
‘middle class’ houses move away in affordability from 
‘affordable’ houses, owners in the ‘affordable’ market cannot 
move out and up.   

Of course, the ‘middle class’ market includes a wide range of 
property – ABSA’s average is derived from property that is 
80-400m² costing less than R2,2million.  More nuance is 
provided in the table below (also drawn from ABSA) which 
differentiates between house sizes in the ‘middle class’ 
market.         
Table: Average house price growth from 2002-2006(Q2)   
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Subsidised housing: based on subsidy amount, not trade  

This picture also shows a widening split between the various 
rungs of the housing ladder, from RDP houses in the subsidy 
market through to the larger properties in the ‘middle class’ 
market:   

At the bottom of the property pyramid are RDP subsidy 
beneficiaries.  While there is little research on the tradable 
value of subsidized housing it is widely understood that there 
has been substantial depreciation in formal sales.  However, 
this year the value of the subsidy is R36 528, up 14% from 
last year’s amount and almost 80% since its 2002 value.   

The next house in the property ladder is the “affordable” unit, 
which in the second quarter of 2006 was selling at an average 
of R152 185.  Between 2002 and the 2nd quarter of 2006, 
‘affordable houses’ appreciated about 70% in value.  Even 
though the rate of growth has been slower in the affordable 
market, the space between the subsidised house and the 
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‘affordable’ house is widening in Rand terms – now 
R115 657.  A mortgage on this amount at 12.5% over 20 
years would incur the borrower an instalment of R1314.03 
per month – affordable (at a 25% installment to income ratio) 
to a household earning about R5250 per month.  Thus, to buy 
the ‘affordable’ house even with the sale of the RDP house, 
the subsidy beneficiary’s income would need increase by just 
under R2000 per month.  The property on its own is 
insufficient to facilitate the climb up the ladder. 

From here, it becomes even more difficult to climb the 
property ladder and realise, as Hernando de Soto suggested 
was the key to making property markets work for the poor, 
the equity growth in the housing.  A ‘small’ house of 
between 80-140m² averaged just under R600 000 in the 
second quarter of 2006.  Assuming a household in the 
‘affordable’ market could realise the full R152 185 in equity 
from the sale of their house, they would still require finance 
for the remaining R423 000 or so – which at 12.5% over 20 
years would result in a R4806 instalment per month, 
affordable to a household earning about R19 000.  Even in a 
high growth economy such as we hope for in South Africa, it 
is unlikely that someone would manage to improve their 
income from R5250 to R19 000 per month.  This means that 
even households accessing ‘affordable’ housing with FSC 
loans are unlikely to ever be able to improve their housing 
situation further. 

Each rung of the housing ladder is moving further away from 
the one below it, further entrenching people in their income 
groups and undermining the springboard potential of housing 
into greater wealth.  Between 2002 and the present, ‘small’ 
houses in the ‘middle class’ market appreciated by 120% 
while ‘affordable’ houses appreciated by only 70%. 
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While these dynamics provide a challenge to the financial 
sector (and specifically the banks) in meeting their FSC 
targets, they also provide an opportunity to offer a diverse 
range of products.  Other countries have also grappled with 
this challenge and can provide useful pointers – in the UK, a 
shared equity arrangement has made it possible for key sector 
workers such as police officers, nurses and teachers, to own 
property in London notwithstanding the expensive property 
market.  Non-mortgage products, targeted at components of 

the housing process – such as serviced land, or the building 
process – should also be developed.   Finally, the two million 
or so RDP units that have been developed to date offer the 
financial sector a great, and largely untapped opportunity to 
offer home improvement loans.  Improved RDP homes will 
begin to fill in the value gaps between the subsidised and the 
‘affordable’ market so that climbing the ladder becomes a 
more manageable exercise.  Also, this process of home 
improvement will create affordable and mortgageable 
housing stock that the banks can finance as part of their FSC 
housing target activity.  Banks may well find that meeting 
their FSC housing targets is not about the development of 
new housing, but rather about graduating our RDP housing 
into this market.  This would have a tremendous impact on 
the health of our housing sector, well beyond December 
2008. 

Kecia Rust 
Housing Finance Theme Champion, FinMark Trust 

In this issue: 
 Understanding Causes of Default 
 FSC Update 
 Home based enterprises 
 Case study: Lendcor (Pty) Ltd 

 

Understanding Causes of Default 
In 2004, the FinMark Trust, together with the Rural Housing 
Loan Fund, National Housing Finance Corporation, 
Transunion Credit Bureau and Development Bank of 
Southern Africa, commissioned research into the causes of 
default among low income housing loan clients.  South 
African HML Lenders seem to experience very high rates of 
default, of at least 20%, and as high as 35%.  Especially 
under new interest rate caps imposed by the regulations in the 
new National Credit Act (No. 34 of 2005), these are entirely 
unsustainable.1 

The research developed a conceptual model for default.  The 
conceptual model begins with the premise that a cause of 
default derives from three different triggers, combining to 
create a unique risk profile – i.e. causes are a function of 
lender trends and traits, borrower trends and traits, and 
exogenous (sometimes referred to as environmental) factors 
interacting in the same space and time.  While some factors 
in some circumstances may predominate, patterns of default 
would seem to arise from a series of inter-related issues. The 
individual factors comprise a series of triggers – in other 
words, events, behaviours, trends, or circumstances that raise 
                                                      
1 Historically, both NHFC and RHLF have imposed interest rate caps on 
their clients which may well be in line with the caps that the National Credit 
Act regulations will set.  However, other NCA requirements will also 
challenge lenders to adjust their systems and processes – certain collection 
methodologies will be outlawed and other restrictions will be applied.  This 
is likely to raise the cost of lending, in which case, such rates of default will 
certainly be unsustainable. 
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the risk profile and increase the prospects for eventual 
default; but in and of themselves, they rarely directly lead to 
default, certainly not a systemic level.   

 
In applying this model to the data, the research found: 

1. HML Lenders generally target clients earning between 
R4000 – R7500.  This puts them in direct competition 
with banks, retail lenders and other financial services 
providers, which are extending both housing and other 
finance lower down the income pyramid.2  Credit cards 
and personal loans, at competitive rates and replete with 
loyalty programmes and affinity offers, and variable 
terms and conditions, predominate in this market. 

2. HML Lenders do not have the systems and processes 
necessary to compete effectively with other financial 
service providers in this market.  Few of the HML 
Lenders included in the study follow what have been 
called the “12 Pillars of Micro Lending”.  At best, HML 
lenders have developed various backroom functions 
including products, administrative systems and 
processes, collection methodologies and payment 
mechanisms.  Few have addressed the detailed issues 
relating to risk management.  In addition, few have 
developed a distinctive brand and strategy, 
notwithstanding their exclusive focus on housing.   

3. In the context of extremely strong competition for the 
best clients, and inadequate approaches to managing the 
riskiest clients, HML Lenders face a fundamental 
conundrum.  The research found that:  

 HML borrowers are more likely to default where 
monthly instalments exceed 40% of income (more 
than 35% of HML borrowers fall in this group)  

                                                      
2 The FSC commitments in respect of housing target households earning 
between R1500 – R7500 per month.  The majority of FSC bank activity is in 
the top end of that range. 

 Clients with no judgements absolutely perform 
better than those who do (13% of the HML borrower 
client base has at least one judgement against 
them).      

 Past credit behaviour predicts future credit 
behaviour – the lack of any significant skew in the 
data points, relating to CCA accounts3 and 
judgements, represent the clearest correlations of 
any variables used in the analysis vis-à-vis credit 
risk profile.  (More than half of HML borrowers are 
in the 4 riskiest categories.) 

 HML borrowers are 20% more likely to default on 
their micro loan, than they are to default on their 
credit card, store card, cell phone account, etc. (At 
least 20% of existing HML borrowers have a credit 
card; 29% of HML borrowers have or had a retail 
card; and 23% of them have now and use both a 
store card and a retail card) 

 HML borrowers become 20% more likely to default 
after they have received a housing micro loan – 
another indicator of how close HML borrowers are 
to the precipice of over-indebtedness.   

The following illustration clearly reveals the dilemma faced 
by HML lenders.  The pyramid divides the market into six 
monthly personal income bands, from a low of less than 
R1,000 to a high of more than R10,000.   

 
The profusion of formal and relatively cheaper credit that 
banks and non-bank financial organisations have provided in 
increasing volumes to employed individuals with salaries at 
                                                      
3 The Consumer Credit Association (CCA) captures details related to 
personal loans, retail store credit, credit cards, revolving loans, and 
miscellaneous other credit agreements, such as cellular phone contracts, 
household security, etc.  The number of CCA accounts refers to the number 
of credit instruments (loans, credit cards, etc.) that the client uses.  The data 
was accessed through the Transunion Credit Bureau. 
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or above R3,000  challenges the rationale for having housing-
focused micro lenders at all, given the target market they 
currently serve.  Banks and other financial institutions can 
and do lend to people in the R3,000 to R7,500 range, and 
when they do, they take the best (least risk) customers.    

As a result, on the left hand side of the diagram, HML 
lenders access higher risk customers.  In many instances, this 
leads to over-indebtedness of those clients and increases the 
risk of default considerably.  Coupled with generally poor 
and uncompetitive credit and risk management capabilities, 
HML lenders do not have the tools to manage this higher risk 
on a sustainable basis. 

HML lenders can improve brand, strategy, and risk 
capabilities and performance.  Yet, they will always fight a 
losing battle on all of those levels with the big banks and 
formal retailers, who are chasing the same clients with more 
appealing credit products.   

For current survival and future growth, the research suggests 
that the only viable option remaining for HML lenders is to 
move further down market where banks and retailers are less 
likely to go:  to people earning less than R3,000 per month 
and / or those without a formal job. HML lenders will face 
less competition, the markets are larger and not as well 
serviced, and risk profiles can be made manageable with 
focused changes to the business model. 

The data and analysis substantiate the dire need for a 
fundamental overhaul of many in the HML market, including 
targeting a poorer and larger segment of the population that 
has been barely serviced thus far, radically changing lending 
methodologies, and seriously altering the mandates and 
modus operandi of the wholesale finance organisations, as 
well as policy and other support institutions. 4 

 

FSC Update 
At the recent Southern African Housing Foundation 
conference in Cape Town, the FSC Coordinator: Housing 
Initiative of the Banking Association South Africa, Mr Jopie 
van Honschooten, gave an update on bank performance in the 
affordable housing market.   

Between January 2004 and December 2005, lenders 
disbursed the following housing loans in the FSC target 
market (income between R1500 – R7500 per month, linked 
to CPIX from January 2004): 

 

 

 
                                                      
4 The full research report and an executive summary are both on the FinMark 
Trust’s website.  The report was launched on 17 October 2006 at a FinMark 
Forum.  See http://www.finmark.org.za/forums/forums.htm for a copy of the 
presentation. 

Loan Characteristics No. disbursed 
(Jan 04– Dec 05) 

Secured by 
property 
(mortgage) 

 Target: R3500–R7500 hh income 
 Loan range: R70-85k – R150-180k 
 Term: 20 years 

90 000 

Secured by 
pension fund 

 Target: R1500–R7500 hh income 
 Loan range: R16/17k – R80/90k 
 Term: 5 years 

135 000 

Unsecured 
(micro 
loans) 

 Target: R1500–R7500 hh income 
 Loan range: R6-30k 
 Term: 18 months 

105 000 

Origination milestones reported by the banks in the same 
period (although not yet confirmed by the FSC Council) 
suggest the following: 
 Loans secured by property (mortgage): R12,6bn 
 Loans secured by pension fund: R2,0bn 
 Unsecured loans: R800m 
 Loans to developers: R550m 
 Loans to intermediaries: R1,55 bn 
 Total loans originated to December 2005: R17,5bn 

Although there are still three years of data still to go until the 
deadline at the end of December 2008, banks are concerned 
that the FSC housing target of R42bn will not be met.  The 
Banking Association points to two problems.   

First, is the issue of supply.  Demand projections made by the 
Banking Association5 suggest that a housing shortage in the 
affordable housing market could be 60% overcome in five 
years with a delivery of 132 000 new units (affordable to 
FSC targeted households, therefore costing less than 
R200 000) per annum.  However, current supply is only at 
about 19 000 units per annum.  Origination by the banks in 
the FSC space has been for existing stock – now all 
purchased.  With churn in the affordable housing secondary 
market being exceptionally slow, limited supply is expected 
to come from there.  As some analysts have said, banks have 
already picked the low hanging fruit.  Without additional new 
supply, it is likely their origination rates in the FSC market 
will taper off. 

The second major issue relates to the decreasing affordability 
of housing generally, and the impact this on the ability of 
FSC target market borrowers to find anything they can 
afford.  Drawing from the various indices, the Banking 
Association’s figures show a rapid growth in property prices 
during the FSC period. 
Prices of affordable (40-79m²) houses – ABSA House price index, Rode 
Report 2004 & 2005, Building Cost Report 2006 

Product Dec 2003 Dec 2004 Dec 2005 June 2006 
Stand R46,000 R57,000 R80,000 R93,000 
Top structure R86,500 R93,000 R99,000 R102,600 
New house (total) R132,500 R150,000 R179,000 R195,600 
2nd hand house R102,500 R122,600 R140,900 R151,500 
Prime interest rate 11.5% 11.0% 10.5% 11.0 

Over the FSC period from December 2003 until the present, 
houses (whether new or resale) have increased by just under 
50%.  Land costs have doubled in the period.  As a result, 
                                                      
5 See BASA’s research into Housing Supply and Functioning Markets on 
their website: www.banking.org.za  
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even the most basic new house is no longer affordable to the 
FSC target market and 2nd hand houses are becoming 
increasingly less so. 

 

While growth seems to be easing at the top end, analysts 
suggest that the growth trend is shifting down market, in 
which case the curves in the graph above will be even more 
accentuated.   

These cost increases are not only a function of a vibrant and 
growing property market, but are also due to inefficiencies in 
the systems and processes that govern transactions.  For 
instance, the Banking Association has pointed out that the 
process of land assembly, which recently used to take about 
18 months, can now take up to 5 years.  The delivery of top 
structures, which used to take about 5 months, will now take 
up to 19 months.  In both cases, it is the statutory 
requirements that are holding up the process, including the 
processing of applications, the opening up of township 
registers, the bulk servicing of land, and other factors. 

 

Home based enterprises 
A study recently undertaken by the FinMark Trust, together 
with the Social Housing Foundation, Nedbank and the 
National Department of Housing, has found that home based 
enterprises are significant players in neighbourhood 
economies.  Like small scale landlords, home based 
enterprises provide a valuable service to local residents and 
an important opportunity for income generation for their 
proprietors.  

Newsflash: The research will be launched at a function on 
the 1st of November 2006 at the Nedbank auditorium in 
Sandton, from 16h00 – 18h45.  Contact Tamara Banda on 
011-315-9197 or RSVP to tamarab@finmark.org.za  

The study found that housing provides a critical platform 
from which entrepreneurs build their businesses.  As small 
scale ventures, home based enterprises offer residents an 
opportunity to generate an income while also building the 
value of their housing asset.    

 Home based enterprises are significant contributors 
to local economies.  An estimated 355 000 HBEs are 
active in townships and inner cities across South Africa, 
comprising about 13% of the total population of these 
areas, and generating approximately R476 million per 
month. By definition, they operate in residential areas, 
enhancing access to services and products by low 
income households throughout South Africa and 
contributing to the development of sustainable human 
settlements.  While most of these businesses can be 
classified as micro or small, for many of the 
entrepreneurs who own them, they represent their sole 
income.   

 The home is an important asset for entrepreneurs.  
Most of the entrepreneurs identified in the survey (70%) 
operate from the home.  This is higher in township areas 
(83- 89%) than in inner city areas (39 -63%).  The house 
has an important impact on reducing the costs of 
entrepreneurial activity and is therefore a useful 
incubator in the initial phases of the business.  Few 
entrepreneurs (6-7%) however, use their home as 
collateral for a business loan. 

 Many HBEs are entrepreneurial.  Over one third 
(33%) of HBEs in Inner Cities and just under half (42%) 
in Townships show entrepreneurial characteristics, 
having been the first to undertake the business in their 
area. Only one third (32-33%) of HBEs surveyed in both 
Inner Cities and Townships said they would take 
permanent employment if it was offered to them.  

 There is potential for growth: The majority of HBEs in 
the Townships (90%) and Inner Cities (95%) want to 
expand. Many (about 55%) feel that their businesses are 
growing. Given the low prevalence levels (only 13-22% 
of the population in the neighbourhoods surveyed were 
found to operate as entrepreneurs – lower than most 
other countries), but significant income generated, this 
suggests that HBEs represent an untapped opportunity 
for unemployed South Africans. 

Home based enterprises operate at the nexus of housing and 
local economic development strategies.  Whether as 
incubators for growing SMMEs, or as survivalist ventures for 
the unemployed, HBEs are making an important contribution 
to our economy.  HBE operators are clearly developing 
sustainable livelihoods by using their house as an 
economically productive asset.  This grassroots effort at 
poverty alleviation should be adopted and supported by 
national, provincial and local policy. 
 
The research has identified a range of policy interventions 
which could stimulate the growth of home based enterprises 
in South Africa, contributing to the development of 
sustainable human settlements and thriving local economies.  
Areas for further research have been identified and 
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discussions are underway with various organizations to carry 
the work forward.6   
 

 
 

Case study: Lendcor (Pty) Ltd 
By Mike Greeff and Roland Pearson 

This case study is included in a report that considers the causes of default 
among borrowers of housing micro lenders, commissioned by the FinMark 
Trust, RHLF, NHFC, DBSA and TransUnion ITC.  The study will be 
launched on 17 October 2006. 
 
Lendcor is a Rural Housing Loan Fund client, established in 
1989.  Based in Kwa Zulu Natal and trading there and in the 
Eastern Cape and Mpumalanga, Lendcor has operational 
reach through the main players in the building material 
supply market nationally.  On the surface, Lendcor is like 
most HML lenders supported by NHFC and RHLF.  
However, Lendcor has generated markedly better results, 
mainly through the implementation of credit and risk 
management systems, procedures, and skills that mimic those 
of the most competitive retailers in South Africa. 
Total RHLF-funded loans disbursed to date: value R70 759 988 
Total RHLF-funded loans disbursed to date: number 26 090 loans 
Gross advances at 30 June 2006: number 24 174 loans 
Gross advances at 30 June 2006: value R    2 8793 224 
Avg loan size R2 712 
Write-off rate since 2003 6.1% 
 

Vision: For Lendcor to become a household name in 
the retail finance market, specialising in financing 
home improvements, through a network of building 
supply merchants. 
One indication of Lendcor’s success is the 28% of its loans 
(7339) which are repeat loans to previous clients. Sixteen per 
cent of loans are linked with the government housing 
subsidy.  Women make up 52% of Lendcor’s client base, and 
63% of its clients are employed in the private sector, with the 
remainder being public sector workers, self employed or 
farmworkers. 

                                                      
6 For access to the full reports from each of the phases, go to 
http://www.finmark.org.za, click on “Themes” and then on “Housing 
Finance”, or contact kecia@iafrica.com for more information. 

Mission: 
 To economically empower previously marginalised 

individuals. 
 To unlock the full potential of the affordable 

housing sector, by providing retail finance 
products, to meet the needs of the clients. 

 To provide added value to our clients, through 
alliances formed between Lendcor and other 
housing service providers, including developers, 
building contractors and material suppliers. 

 To provide outstanding levels of service to our 
clients. 

 To be the customers preferred choice for building 
material finance. 

 To provide a secure, congenial working 
environment for staff. 

Three years ago Lendcor started its change process in the 
purchase of Solitaire, a housing micro lender also financed 
by the RHLF.  Lendcor resolved then to shift the business 
focus from that of a perceived micro-lender, to that of a retail 
finance company.  This was done in a number of ways. 

First, to position itself as a retail finance house, Lendcor 
relocated and upgraded their business premises. The image of 
the offices is now more in line with that expected of a retail 
finance company. The working environment is in line with 
that of Lendcor’s major competitors. 

Second, Lendcor started giving greater attention to its risk 
assessment process.  Lendcor became a member of the CCA, 
which provides the company with access to all the positive 
and negative data from the private and public domains on the 
bureaus.  It also has access to the Emperica scorecard version 
3, fraud score and other allied products. 

And third, the operations and functioning of the company 
have been enhanced through the clear definition of functions, 
roles and responsibilities, including: 

 Collection strategy: Lendcor has over 4000 collection 
points around the country. These are all First National 
Bank, Standard Bank, ABSA Bank, and Shoprite, Pick 
‘n Pay and Post Office branches as well as the debit 
order facility. They send out monthly statements which 
accommodate all the collection points. This provides for 
total convenience to the customer - Shoprite and Pick ‘n 
Pay collection points are open 365 days per year.  

The collection process is managed by a full collection 
department. This includes a Legal Department that issues 
summons whenever necessary. 

Lendcor only ever collects one instalment per month. In 
the event of a customer moving into arrears their debit 
orders still only debit the account with one instalment 
and the arrears are collected separately with interest at 
the end of the contract.  
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 Marketing: Previously, marketing was only done at 
grass roots level. Since December 2003, the new 
Lendcor brand has been marketed through a range of 
channels including: 

o Direct marketing using pamphlets and packets. 
o Regular advertising on radio and in newspapers. 
o Weekly promotions at merchant stores with prizes. 
o Direct contact and communication into the existing 

Lendcor customer base. 
o Static displays are supplied to partner stores to 

create credit awareness. 
o Leaflets are provided to merchants to distribute 

among contractors.  
o Carrier bags have proved to be a highly effective 

marketing tool. 
o A branded cheque book system is a promotion tool 

aimed at the sales person employed by the merchant. 
 
Lendcor has promoted the introduction of new products 
which have an environmentally friendly impact such as 
solar energy for the heating of water and a sanitation 
system that does not use water, and does not require 
chemicals. This contributes to the environmental 
awareness of Lendcor’s impact in their target market 
areas. 

 Human Resources and Staff Development: Lendcor  
management believes that a motivated staff is essential 
for a successful business. To this end all salaries have 
been adjusted to be market related. All Lendcor staff 
members are given the opportunity to attend relevant 
BankSeta courses. Lendcor has been awarded bronze 
status in the BankSeta’s Micro Finance Skills Project. In 
some instances key staff members have been assisted 
financially with study costs.  

Lendcor has recently embarked on the Investors in 
People Programme supported by the Department of 
Labour through the BankSeta. ‘Investors in People’ is an 
international standard which sets a level of good practice 
for improving an organisation’s performance through its 
people. 

Delivering housing finance to rural areas 

A recent innovation is the “Spaza project”. The aim of this 
project is to deliver cheaper quality buildings more 
conveniently to rural communities.  

In terms of the product, the spaza owner pays a deposit to 
Lendcor.  On a 2:1 ratio (R 1 000 deposit buys you R 3 000) 
stock is purchased.  Lendcor pays the hardware merchant 
who delivers the stock chosen by the spaza owner to the 
spaza.  The spaza owner then repays the loan to Lendcor. 

These are revolving credit loans and Lendcor encourages 
owners to pay each week as interest is calculated on the 
balance owing each Friday.  The Lendcor consultant visits 
the spaza weekly and counts the stock and verifies selling 
prices and ensures that the business is running properly. 

Challenges 

Lendcor’s greatest challenge is the cement shortage currently 
being experienced.  As the most central building material, 
cement is often the precursor to the use of other materials.  
Consumers unable to buy cement become reluctant to take 
other materials. 

For more information contact John Aitken, 083-384-4230. 

Upcoming dates  
 1 November 2006 (16h00 – 18h45): launch of Home 

Based Enterprises research at Nedbank Auditorium, 
Sandton, Johannesburg. 

 16 November 2006 (17h30 – 18h45): FinMark Forum 
with Marja Hoek-Smit from the International School of 
Housing Finance, University of Pennsylvania, at 
University of the Witwatersrand, Johannesburg.  

For information, contact tamarab@finmark.org.za:  

 

 

If you would like to be included in (or removed from) the 
mailing list for ACCESS housing, please contact Tamara 
Banda at the FinMark Trust: tamarab@finmark.org.za.  
For more information, please contact Kecia Rust, the 
FinMark Trust’s housing finance theme champion, on 
Kecia@iafrica.com or on 083-785-4964.  


