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Introduction 
 

This case study forms part of a research study conducted for FinMark Trust and Rooftops 

Canada into the provision of housing support products and services for housing microfinance 

lending in East and Southern Africa.  The study aims to understand the extent to which 

housing support services form part of the housing microfinance process, and whether these 

services can be enhanced and if so, how. Using an action-research approach the study 

examines the kind of housing support products and services accompanying housing 

microfinance in six diverse organisations in Kenya, Malawi, South Africa, Tanzania and 

Uganda.  
 

The Kuyasa Fund (Kuyasa) is growing rapidly and sustainably and is a significant housing microfinance role-player in 
South Africa. Kuyasa is a non-profit non-government organisation (NGO) providing housing microfinance to the lower 
end of the microfinance market. The Fund’s outstanding loan book was ZAR 24m (USD 3,104,787)1 with 5700 active 
loans for the 2009 financial year. Since its formation in 1999 it has issued ZAR 76m (USD 9,831,824) in 15200 loans.  
 
Kuyasa’s loans are for home improvements; all loans are unsecured and the use of the loan is verified. Kuyasa does not 
provide any advice, assistance or support and relies on the client to independently employ the funds effectively.  
Impact studies have shown that the market value of their clients’ homes tripled after making Kuyasa-funded 
improvements. The studies found that loan diversion occurred in less than 1% of cases and no instances of poor or 
unacceptable quality were identified. These results demonstrate that Kuyasa’s clients have the capacity to 
independently build their houses and make alterations to acceptable standards without the provision of housing 
support products or services from the lender.   
 
Now 85% financially sustainable, Kuyasa aims to be fully sustainable in 2011 and to reach a total of 300 000 clients and 
expand into six new regions (including Johannesburg and Durban) by 2014. Given the Fund’s overall performance, 
Kuyasa’s minimalist approach to support appears to be very successful and has positively influenced the overall quality 
of their loan portfolio.   

 

Contextual information 
 

South Africa’s housing finance context is an anomaly in Africa due to several factors. The 

most significant amongst these is the government’s National Housing Subsidy Scheme which 

provides substantial capital subsidies for low-income housing development. Through this 

programme some 2.8m households have gained access to improved shelter and security of 

tenure since 1994. Using building contractors, the government delivers about 200 000 low-

income houses annually but a massive housing backlog continues to grow. 

  

The country’s banking sector is well-established, its microfinance sector is growing, a strong 

construction industry exists and infrastructure development has been a considerable 

contributor to South Africa’s gross domestic product (GDP). The country has a strong and 

healthy economy and is a significant role-player on the African continent. GDP grew on 

average 4.5%pa between 1999 and 20072 and is significantly higher than that of most 

African countries.3 This economic growth has however had serious shortcomings in that the 

macro-economic strategies generated growth but failed to provide jobs, reduce the numbers 

of people living in poverty and created greater inequality.4 Consequently the country has one 
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of the highest rates of inequality in the world with nearly half the population living below the 

poverty line. 

 

In the late 1990’s the South African 

government set up a number of housing 

and housing finance agencies to 

stimulate housing supply, ensure quality 

housing and provide housing finance. 

Despite substantial public funding many 

of these struggled to fulfil their mandates, 

to provide institutional support to housing 

microfinance lenders or to make 

significant impact. Included amongst 

these are two of the five largest 

development finance institutions in the 

country and important role-players in the 

provision of wholesale funds to housing 

microfinance lenders, the National Housing Finance Corporation (NHFC) and the Rural 

Housing Loan Fund (RHLF). 
 

South Africa has urbanised rapidly and already has a majority urban population. Inequality is 

most pronounced in urban areas as is the demand for housing. South Africa’s housing 

market enjoyed tremendous growth over the last decade but eventually reached a plateau 

during 2009. Soaring house prices made entry level house prices prohibitive and led to the 

exclusion of the majority of the population from the formal market.  

 

Commercial banks have not provided mortgages to low-income households and those with 

incomes below ZAR 3,500 (USD 453) have relied on government subsidies for the provision 

of housing. Households with incomes between ZAR 3,500 and ZAR 11,500 (USD 453 - USD 

1,488) have generally not been served9 and addressed their housing needs independently, 

representing substantial demand for rental accommodation and housing microfinance.  

Subsidy beneficiaries also require housing microfinance as the subsidised houses are too 

small to meet their needs (36 - 40m2 dwellings) and require further financial investment. 

These houses are typically built from brick and mortar and include secure tenure, water, 

sanitation and electricity. Due to the huge backlog and undersupply of housing, formal 

housing is usually overcrowded and informal dwellings are frequently erected in backyards. 

 

Housing microfinance is mainly used for home improvements in rural and urban settings and 

regardless of tenure security. It is a new area of finance in South Africa since the 

microfinance sector has primarily focused on enterprise and consumer loans. Participants in 

the sector are regulated banks (including large commercial specialist microfinance banks), 

thousands of institutions regulated as non-banks and thousands more unregulated 

institutions (including the popular community based savings clubs and money lenders).10  

 

Despite establishing various housing finance agencies, the South African government relies 

on private capital investment for the provision of financial services to the poor. This 

disregards the private sector’s apathy toward provision of services to a market segment 

which it generally regards as high risk. Government efforts to encourage commercial banks 

to finance low‐income housing, including the adoption of the Financial Sector Charter,11 have 

not impacted significantly although some private sector interest in has been sparked.  

Consequently the market gap in the provision of housing microfinance still exists and is only 

being addressed, at a minor scale, by a few microfinance institutions. 

South Africa: Relevant Development Indicators 

Human Development Index5i 0.683 

% Population below the $2 per day poverty linei 42.9% 

GDP6 in USD billions as at 2007i 283 

GDP PPP7 in USD billion as at 2007i 466.90 

GDP per capita in USD as at 2007i 5914 

Gini Index8i 57.8 

Population size 2009 in millionsii 50.1 

Average population growth rate 2005 -2010ii 1% 

% Urban population 2009ii 61% 

Urban population growth rate 2005 -2010ii 1.8% 

% Population with a lack of access to drinking 
water on their yard or plotiii 

7% 

% Population with a lack of sanitationiii 18% 

% Population collecting water from points 
located 30 minutes awayiii 

10% 
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The National Credit Act, introduced in 2007 protects consumers by regulating all forms 

consumer credit. The Act stabilises the credit environment and researchers have noted that 

‘recently, a more robust regulatory framework accompanied by consolidation and capacity 

building has led to the emergence of fewer, more focused and financially robust financial 

institutions offering housing microfinance that are on a sustainable growth path.’12 
 

The Kuyasa Fund 

Geographic scope Located in Cape Town, South Africa with branches in the Western Cape and Eastern Cape 
provinces. 

Mission Kuyasa provides housing microfinance services because improving the quality of housing 
adds essential social value, and because no other appropriate sources of housing finance are 
available to low-income households 

Objective To deliver housing microfinance services to the widest outreach of the unbanked in South 
Africa. 

Type of institution Kuyasa is a provider of housing microfinance. 

Sector A non-profit non-government organisation registered with the National Credit Regulator. 

Target market The lower end of the microfinance market. Clients have combined household incomes of less 
than ZAR 3780 (USD 489) per month and at least 46% earn less than ZAR 1707 (USD 221) per 
month. Clients include women, female-headed households, pensioners and those who are 
not formally employed (76% are women; 16% pensioners and only 24% are formally 
employed. 83% are above 40 years old). 

Annual turnover Turnover as at 2009 financial year end was ZAR 9m (USD 1,164,295) 

Loan book size Overall outstanding loan book at the 2009 financial year end was ZAR 24m (USD 3,104,787). 

Number of 
outstanding loans 

At the 2009 financial year end there were 5700 outstanding loans. Since its formation in 1999 
Kuyasa has issued ZAR 76m (USD 9,831,824) in 15 200 loans. 

Housing microfinance 
as a % of loan book 

100% 

PAR13 As at December 2009 PAR 30 was 18%. 

Bad debt write-off 3% of portfolio 

Average loan size Kuyasa’s average loan size is ZAR 6,000 (USD 776) 

 

 

Housing support products and services offered 
 

Key role-players providing support 
 

Kuyasa does not provide any housing support products and services and has no formal or 

informal relationship with providers of support although Kuyasa is active in lobbying for state 

programmes that increase the availability of housing microfinance in South Africa and does 

have a relatively broad and empowering client education and savings mobilisation 

programme.  

 

Kuyasa has recently partnered with Planet Finance in an innovative new pilot, the 

MicroEnergy Alliance for the delivery of selected renewable energy products and services 

(solar water heaters, energy efficient lighting and ceiling insulation). Under this pilot clients 

receive assistance from the micro-franchisees with installation of the products and basic 

training in their use. 

 

Apart from this, Kuyasa clients access support entirely independently. Although a couple of 

NGOs offer support services to organised groups of low income people (not individuals) in the 

regions where Kuyasa operates, these organisations have very limited capacity in relation to 

the demand for assistance. Kuyasa estimates that less than 20% of their clients access 

support from such NGOs and assert that their clients obtain support from semi-skilled and 

skilled artisans who provide advice in the course of vying for construction jobs from the 

clients.  
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Kuyasa loans are most frequently used for finishes (such as 

painting, tiling, installing hot water heaters), increasing space 

by adding rooms and improving thermal efficiency (plastering, 

installing ceilings). 

 

Where building plans are required and prepared, clients or 

their builders can sometimes obtain assistance to determine 

material quantities when quotations are sourced from some of 

the larger building material retailers, such as Cash Build. Many 

clients may have participated in self-help housing projects 

financed with state subsidies and have acquired the skills, 

confidence and network needed to manage subsequent home-

improvements. As such some clients choose to reduce 

expenses by providing their own labour and supervise their own 

home improvements. 

 

Nature of support 
 

Kuyasa believes that its clients are sufficiently resourceful to 

easily access housing support services or products. 
 

The organisation provides training as part of its savings 

mobilisation process which includes conducting adhoc training 

workshops. The training focuses on consumer education and 

participation in the training is not a requirement for accessing 

the loans. Training is conducted continuously, for free and 

clients may participate at any point of the loan cycle.  

 

Kuyasa’s consumer education training includes financial life-

skills, budgeting and home-owner’s education. The training is 

carried out in a number of small three-hour workshops 

conducted by loans officers using training materials packaged 

by Kuyasa. 

 

To support savings mobilisation, loans officers train groups ‘on-the-job’ in practices such as 

recording members’ savings and good governance of the group.  

 

Kuyasa’s experienced loans officers maintain close relationships with clients and ensure 

good repayment rates. They employ a site inspector to verify loan usage through visits to the 

client. The site inspector conducts a pre-loan inspection to verify that the stated 

improvement is needed. After granting the loan, they visit again to verify that the 

improvement occurred but no assessment of the quality of the workmanship is made. 

 

Many clients who have previously participated in or who are part of self-help housing projects 

provide unskilled labour and source builders and artisans (plumbers, electricians, 

carpenters) through the self-help project. In such instances the client or a community 

member supervises contractors and the construction work. Other clients find and manage 

labourers, builders and artisans entirely independently. 

 

Clients who act independently rely on their builders to assist them with selecting material 

FINANCIAL PRODUCT RANGE 
 
Kuyasa encourages savings but its 
clients save independently as Kuyasa 
does not collect savings. The Fund 
offers a micro-loan for home 
improvements (such as extensions, 
plastering, painting, installation of 
ceilings or hot water heaters etc.).  
 
An interest rate of 35%pa is charged 
on the declining loan balance. Loans 
are for a maximum of ZAR 10,000 (USD 
1,294) to be repaid over 30 months. 
 
Loan pricing is subject to the National 
Credit Act. Clients pay a fixed monthly 
fee of ZAR 50 (USD 6) and an initiation 
fee calculated by a formula determined 
by the Act but which is subject to a 
maximum of ZAR 2,500 / USD 323. The 
initiation fee is repaid over the loan 
period and incorporates all 
administration and assurance costs. All 
loans are insured for death, HIV/AIDS 
and permanent disability.  
 
Loans are available to individual clients 
who can demonstrate a proven savings 
record of a minimum of six months. A 
savings deposit is collected (equivalent 
to 10% of the principle loan value) and 
is utilised as the initial loan repayment 
as legislation prohibits Kuyasa from 
retaining this as security. When 
available, clients provide their title 
deeds which are also retained by 
Kuyasa until the loan is repaid. 
 
Employment is not a prerequisite for 
accessing loans but borrowers must 
have a regular income. 
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suppliers and with the overall procurement process while clients in self-help groups tend to 

do this collectively and with the assistance of support organisations (usually NGOs).  

 

Kuyasa actively advocates for policy changes and state programmes that increase the 

availability of housing microfinance in South Africa. They do not engage in any advocacy in 

the specific interest of a given project or client. 

 

Location of support and personnel 
 

Kuyasa has four branches and two service centres in two provinces (the Western Cape and 

Eastern Cape provinces).  Client service centres are low-cost contact points that are centrally 

located in areas where the Fund has a growing client base. Designed to attract new clients, 

they serve as marketing hubs providing information about Kuyasa products and also as a 

location for information exchange for other community activities.  

 

Although the loans officers are responsible for the savings mobilisation the life skills aspects 

of the consumer education are not being performed to the desired standard and Kuyasa 

intends introducing savings organisers / consumer educators at each branch in the future.  

 

Support to individuals or groups 
 

Kuyasa’s consumer education targets voluntarily established savings groups. Although 

Kuyasa’s loans officers support their establishment and management, the groups are not 

involved in the loan appraisal, credit granting and risk management process. The practice of 

savings does however form an integral component of Kuyasa’s risk management strategy.  

 

Accessibility of skills  
 

Skilled and semi-skilled builders and artisans with the necessary technical skills are readily 

available in low-income communities across South Africa and can be sourced at competitive 

prices. Professionals such as engineers, land surveyors, planners or property valuers are also 

readily available but are often unaffordable to low-income households.  South Africa has a 

strong financial sector and these skills are readily available in the country. 

 

 

Kuyasa & MicroEnergy Alliance 
 
Kuyasa is also a partner in Planet Finance’s new innovative pilot, MicroEnergy Alliance. The MicroEnergy Alliance pilot uses micro-
franchising, the systematisation and replication of successful enterprises that focus on delivering products and services to low-income 
consumers and on the development benefits for the franchisee and the community.  
 
In their pilot MicroEnergy Alliance works with housing microfinance institutions and micro enterprise lenders to finance a range of 
renewable energy products which are beneficial to the low-income housing market. The housing microfinance institutions provide end-
user finance so that clients can purchase the products and the micro enterprise lenders provide finance to micro-franchisees to trade the 
renewable energy products introduced by MicroEnergy Alliance. MicroEnergy Alliance, acting as the franchiser provides support to role-
players at every stage of the value chain. They source the suppliers of the renewable energy products, they train, support, and finance 
the micro-franchisees, and they support the housing microfinance institutions to integrate MicroEnergy Alliance services into their 
product range. The model leverages the systems and infrastructure of the microfinance institutions involved. 
 
In their partnership with Kuyasa solar water heaters, energy efficient lighting and ceiling insulation are sold to clients.  The pilot is still in 
its early stages. 
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Overall assessment 
 

Successful aspects of the approach 
 

Kuyasa has succeeded, as a pioneer, in its efforts 

to provide housing microfinance to South Africa’s 

poor majority. Commercial banks have been 

unwilling to enter this market. Kuyasa instead 

supported 14,667 clients and issued ZAR 76m 

(USD 9,831,824) in 15,200 loans. Kuyasa 

succeeded in reaching women; 76% of its clients 

are women. Their clients now enjoy housing that 

better addresses their needs for more space and 

healthier living conditions. Kuyasa achieved this 

without providing any housing support services 

and products. 
 

Kuyasa clients successfully improved the asset 

value of their homes. Although the loans are 

intended purely for home improvements and loan 

usage is verified, Kuyasa does not provide any 

advice or support and relies on the client to 

independently employ the funds effectively. After 

seven years of lending Kuyasa commissioned 

commercial valuations on the homes of some 

clients to gauge whether their houses had increased in value after making several 

improvements. The valuations, prepared by Cape Valuators revealed that in many instances 

clients tripled the market value of their homes and in some cases, clients continued to make 

improvements14. Kuyasa recently carried out an internal assessment of 210 randomly 

selected loans across the portfolio and found only two instances (4%) where funds had not 

been fully utilised for home improvements. Furthermore, no instances of poor or 

unacceptable quality were found. The assessments and valuations demonstrate that their 

clients do indeed have the capacity to independently build their houses or make alterations 

to acceptable standards.   

 

Given the low rates of default, loan diversion and the portfolio at risk, Kuyasa’s minimalist 

approach to support (consumer education, savings mobilisation) along with the verification of 

loan use appears successful. Their efforts to educate clients up front about the loan terms 

and eligibility requirements have been sufficient to positively influence the quality of their 

loan portfolio while the organisation is assured that loan funds have been used in home 

improvements. 

 

Kuyasa’s advocacy efforts are also necessary as South Africa’s housing microfinance sector 

is small and the policy and institutional frameworks has been geared toward supporting and 

regulating first tier financial institutions for some time. 
 

Kuyasa has remarkable focus and strategic clarity and has achieved a high level of internal 

consistency in its systems. The organisation’s operating systems are well developed and 

appropriately aligned to the organisational goals. Furthermore, systems are consistently 

being improved as new insights and resources become available. 

 

Projections for growth 
 
Kuyasa reached 85% sustainability in 2009 and aims to 
reach full sustainability and 14,000 new clients by the end 
of its 2010/2011 financial year.  
 
Furthermore the organisation plans to reach a total of 
300,000 clients and to expand to six new regions (including 
Johannesburg, Durban and rural areas of the Western 
Cape) by 2014. 
 
Kuyasa manages its expansions as separate cost centres 
isolated from the costs of the Cape Town office. The 
establishment of the client service centres is central to the 
expansion strategy and is funded by a mixture of wholesale 
and grant funding. 
 
The Fund is engaged in discussions with various State 
funded development finance institutions / agencies in 
South Africa, with the aim of securing access to long-term 
wholesale finance. 
 
Kuyasa is also considering the introduction of new loan 
products and finding an appropriate mechanism to provide 
meta-finance to the growing numbers of communities in 
informal settlements who may need to access finance 
collectively to provide infrastructure and sanitation. 
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The organisation has been conscious about learning from practice and has put systems in 

place to achieve this, even with limited resources. It has utilised interns to document its 

experience and conduct research, worked closely with research institutions, developed 

indicators to track performance, invested in developing its management information systems 

and conducted evaluations and assessments. Above all, the organisation has periodically 

stopped to ask what the indicators and evaluations mean and what the organisation should 

change in order to succeed.  

 

Kuyasa benchmarks its performance against microfinance best practice standards as well as 

that of the South African commercial micro-banking sector. Contemplating these standards 

Kuyasa has developed its own performance indicators used to distil lessons and gauge 

progress from close monitoring and evaluation of its internal operations.   

 

Main benefits of the approach mentioned by Kuyasa  
 

Kuyasa does not provide housing support services and products but verifies loan usage so 

that it is able to claim facilitating improved housing as a developmental impact of its work 

with the confidence that loans have not been diverted. By using this approach Kuyasa takes 

advantage of the availability of support to its clients, minimises its costs and maintains a 

relatively lower interest rate when compared with consumer loans.  

 

Another benefit of this approach is that Kuyasa is able to focus on its primary goal: providing 

credit - and on the growth of its loan portfolio. 

 

Kuyasa’s growth strategy has led to increased economies of scale, continuous improvement 

of operational and financial sustainability and better ratios of loan officers to borrowers. 

 

Challenges and barriers to expanding operations 
 

Internal systems 

When establishing the fund in 1999, Kuyasa was challenged by the absence of housing 

microfinance benchmarks. It immediately recognised that overcoming this required the 

development of strong monitoring and evaluation systems and conscious organisational 

learning. They considered how to apply sound micro-lending principles to housing 

microfinance during conceptualisation and later when adapting the model. While many argue 

that microfinance benchmarks cannot be applied to housing microfinance, Kuyasa considers 

the benchmarks as relevant when adapted. It points out that while micro-enterprise lending 

projects cash flow inflows, housing microfinance relies on existing cash flows and is thus 

more predictable and reliable. In addition to this, Kuyasa considers the standards used in 

South Africa’s commercial micro-banking sector and has found that its performance 

compares favourably to its closest peers in this sector. 

 

More elusive than the absent housing microfinance benchmarks were benchmarks for 

housing microfinance institutions in a growth phase. Kuyasa realised that it would need to 

embrace learning and innovation to ensure success and growth. An example of this 

innovation is its recent introduction of a virtual ‘call centre’ to cope with increasing loan 

volumes, the push for growth in the loan portfolio and the need to minimise operating costs. 

Kuyasa hived off 1800 clients (32% of its active clients) who have been in the system for 

more than nine months and who were paying regularly into Kuyasa’s bank account. These 

clients have been moved out of the loans officers’ portfolios and are being managed through 
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a call centre model serviced by two administrators. As demonstrated by this example, Kuyasa 

has learned that sustainability can be aided by increasing volumes off the same cost base. 
 

External context  

Kuyasa regards its most important constraint in the policy environment as the inaccessibility 

of state funds. While the state earmarks funds for development initiatives such as Kuyasa, 

and mandates development finance institutions to disburse these, the funds are often 

inaccessible due to unrealistic and inflexible eligibility requirements. Rather than acting as 

strategic business partners in the development of a vibrant microfinance sector, these 

institutions tend to act as commercial investors or lenders with stringent credit policies.  

 

Another challenge was the reality that the target group would not be able to provide 

conventional forms of security. Based on the well established African practice of group 

saving Kuyasa incorporated savings mobilisation into its lending model and allows clients to 

use their savings record to demonstrate credit-worthiness and as ‘collateral’ to access loans.  

 

Resources  

A key constraint to Kuyasa’s expansion is access to wholesale funds which are needed to 

finance its growth plans. The Fund utilised low-cost loans mainly from development agencies 

to finance its portfolio. Sourcing capital was challenging because of the high cost of 

commercial finance, the high performance standards of development institutions and the low 

affordability levels of the clients. They have found that development agencies have 

unrealistic performance expectations of housing microfinance institutions that are still 

striving for sustainability. Furthermore commercial entities offer expensive loans and while 

they are willing to take equity Kuyasa fears this would compromise its developmental 

objectives. Kuyasa’s strategy is to grow with debt until they reach sustainability and have a 

stronger negotiating position.  

 

Sustainability 

Pursuing sustainability has also not been easy. The Fund achieved operational sustainability 

in 2009 but still strives for complete financial sustainability, which was only at 85% in 2009.  

Its growth strategy has had to balance the desire for long-term growth and greater impact 

with the need for financial sustainability. While geographic expansion will enable faster 

growth in the volumes of loans it comes at the expense of achieving operational and financial 

sustainability over a longer time period. 

 

Key lessons arising and potential for replication 
Several aspects of the model in this case study are suitable for replication. They should however, 

always be appropriately customised and adapted for different organisations and contexts. 
 

Kuyasa’s model is effective and scalable. Loan portfolio performance demonstrates a 

demand for and the viability of providing housing microfinance to the lower end of the 

market. The model is fully replicable in contexts where potential clients have unchallenged 

occupation of land and where technical skills are available in the market at affordable rates. 

Its systems, pricing model and use of technology can easily be replicated elsewhere. 

 

The Fund’s growth plan includes a clear financing strategy. It uses wholesale loan finance 

rather than grant funding to finance loans to clients. Grants are used to cover operating 

costs, research and internal capacity building. Using this strategy, in 2009 the Fund reached 

operational sustainability and covered its operating costs with its interest income. As it is 

implementing a geographic expansion plan it continues to source grant funding to cover the 

operating costs of new branches or service centres. It anticipates reaching financial 
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sustainability in 2011 which would eliminate dependency on donors and ensure that the 

institution can continue financing low-income housing in the future. This is an important 

lesson and another replicable aspect for other housing microfinance institutions seeking 

financial models that can enable them to achieve sustainability and broaden impact. 

 

Kuyasa also offers important lessons regarding benchmarks for housing microfinance. The 

organisation has successfully adapted benchmarks from micro enterprise lending, illustrating 

that although elements of the lending process differs (the loan term, loan size, the nature of 

the loans as a consumption loan) the principles employed in micro-lending can still be 

applied. A related lesson is the need to monitor and learn from experience and loan book 

performance to recognise trends and develop internal indicators and benchmarks which 

overtime may establish themselves as industry norms.  

 

Kuyasa’s experience clearly demonstrates that some low-income housing microfinance 

clients have the capacity to build their houses or make alterations to acceptable standards 

without housing support services and products being made available from the lender. The 

Fund is not concerned about providing insufficient funds for planned home improvements as 

many of its clients are in a long-term incremental upgrading process through which home 

improvements are made gradually using several loans.  

 

By providing upfront consumer education including product information and loan terms 

clients are aware of Kuyasa’s loan terms and their responsibilities as borrowers. Kuyasa 

believes this has contributed to the quality of their loan portfolio and helps the client to 

establish financial discipline from the outset of their relationship.  

 

Kuyasa has chosen to pursue growth which will enable it to service greater numbers of 

clients rather than to provide a wider range of services (such as housing support products 

and services, other loan products and savings products) to the same clients. This focus 

enables it to achieve a more significant scale which will improve its attractiveness to 

potential financers which should improve its access to wholesale finance and ultimately drive 

the cost of such finance down. Making such choices is tough, especially for lenders with their 

origins in the development rather than finance sector. The Kuyasa model demonstrates the 

benefits of making tough choices. Their growth strategy can be replicated elsewhere.  

 

Another aspect of the Kuyasa approach which can also be replicated is the organisation’s 

commitment to organisational learning. This approach has enabled Kuyasa to refine its 

lending model and systems and to be responsive to problems and challenges while also 

becoming better at anticipating these. This has been central to attaining strategic clarity and 

institutional alignment and to Kuyasa’s overall success. 

 

 

Contact details 
 

Address 

The Kuyasa Fund 

3 Wrensch Road 

Observatory 

Cape Town 

South Africa 

Telephone 

+27 21 448 3144 

Email 

info@kuyasa.org.za 

Website 

www.thekuyasafund.co.za  

 

 

 

http://www.thekuyasafund.co.za/
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List of acronyms and abbreviations 
 
etc.  Etcetera 

GDP   Gross domestic product  

HDI  Human Development Index  

HIV/AIDS  Human Immuno-Deficiency Virus / Acquired Immune Deficiency Syndrome  

Kuyasa  The Kuyasa Fund 

m  Million 

m2  Square metres 

NGO  Non-government organisations 

NHFC   National Housing Finance Corporation  

pa  Per annum 

PAR   Portfolio at risk  

PPP  purchasing power parity  

RHLF  Rural Housing Loan Fund  

USD   United States Dollar 

ZAR   South African Rand 
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