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AML Anti-Money Laundering 
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MfW Microfund for Women 

MFI Microfinance Institution 

NFIS National Financial Inclusion Strategy 

OTC Over –the-counter 

P2G Person to Government 

P2P Person-to-Person (transfer) 

PSP Payment Service Provider 

RTGS Real Time Gross Settlement 

USAID U.S. Agency for International Development 
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1. EXECUTIVE SUMMARY 
 
Financial inclusion in Jordan has increased from 
24.6% in 2014 to 33.1% in 2017. 13.2% are 
informally served and 38 % remains excluded1. The 
signing of the Maya Declaration in 20162 and, The 
National Financial Inclusion Strategy 2018-20203 
aims to increase financial inclusion to 42%4 by 2020 
and to cut gender financial inequality to 30%.  
 
Realizing that inadequate access to and usage of 
financial services limits opportunities to start and 
grow a business, create jobs and gain access to 
inputs, equipment, skills and knowledge, the 
Central Bank of Jordan (CBJ) has been developing 
an enabling policy and regulatory environment that 
allows Financial Service Providers (PSPs, banks and Micro Finance Institutions) to offer products 
and services through digital channels to financially excluded populations. However, uptake has 
been slow with 461,3555 registered wallets (approximately 20% are 30 days active) and a mere 
9356 agents, some of which are likely to be double or triple counted7.  
 
As part of the strategy to increase financial inclusion, on 5th February 2019 the CBJ mandated 
that all banks should not refuse any customer the ability to open a “basic bank account”8 – this 
means the ability to have zero balance and lighter KYC, and is similar in principle to the 2004 
Mzanzi account opening and which was in alignment with South Africa’s Financial Sector 
Charter9. Another example is the Axis ASAP account in India10. 
 

                                                      
1 GIZ (2017) CBJ and GIZ Study Informs about Financial Inclusion in Jordan – Gaps for the Majority and Vulnerable Groups 
http://microfinance-mena.org/news/press-release-cbj-and-giz-study-informs-about-financial-inclusion-in-jordan-gaps-for-the-
majority-and-vulnerable-groups/  
2 https://www.afi-global.org/news/2016/11/central-bank-jordan-makes-bold-maya-commitment-financial-literacy-
access-refugees  
3http://www.cbj.gov.jo/EchoBusv3.0/SystemAssets/PDFs/2018/The%20National%20Financial%20Inclusion%20Stra
tegy%20A9.pdf  
4 According to FINDEX 20174, the level of financial inclusion has already increased from 25% (in 2011) - 42% though 
gender inequality also increased from 17% to 29%. 
5 CBJ - Dec 2018 
6 CBJ – Jan 2019 
7 This due to multiple PSP using the same location i.e. exchange houses 
8http://www.jordantimes.com/news/local/cbj-mandates-banks-open-basic-accounts-%E2%80%98financially-
excluded%E2%80%99  
9 https://en.wikipedia.org/wiki/Mzansi_Account 
10 https://www.axisbank.com/accounts/savings-account/axis-asap/faqs.html 

Figure 1 - Jordan's National Financial Inclusion 

Strategy 

Source: CBJ - NFIS 

http://microfinance-mena.org/news/press-release-cbj-and-giz-study-informs-about-financial-inclusion-in-jordan-gaps-for-the-majority-and-vulnerable-groups/
http://microfinance-mena.org/news/press-release-cbj-and-giz-study-informs-about-financial-inclusion-in-jordan-gaps-for-the-majority-and-vulnerable-groups/
https://www.afi-global.org/news/2016/11/central-bank-jordan-makes-bold-maya-commitment-financial-literacy-access-refugees
https://www.afi-global.org/news/2016/11/central-bank-jordan-makes-bold-maya-commitment-financial-literacy-access-refugees
http://www.cbj.gov.jo/EchoBusv3.0/SystemAssets/PDFs/2018/The%20National%20Financial%20Inclusion%20Strategy%20A9.pdf
http://www.cbj.gov.jo/EchoBusv3.0/SystemAssets/PDFs/2018/The%20National%20Financial%20Inclusion%20Strategy%20A9.pdf
http://www.jordantimes.com/news/local/cbj-mandates-banks-open-basic-accounts-%E2%80%98financially-excluded%E2%80%99
http://www.jordantimes.com/news/local/cbj-mandates-banks-open-basic-accounts-%E2%80%98financially-excluded%E2%80%99
https://en.wikipedia.org/wiki/Mzansi_Account
https://www.axisbank.com/accounts/savings-account/axis-asap/faqs.html


Previously, the average minimum balance (to open a deposit account) was approximately 300 
Jordanian Dinars / $500 and which was too high for 90% of the population.  
 
The zero balance instruction is set in a context where MFIs, the more “natural home” for these 
clients, are not able to take deposits. These at times seemingly contradictory instructions / 
regulations / policies from the CBJ has stymied the MFI and DFS sectors. However, with the 5th 
February instruction, there is opportunity for PSPs, MFIs and banks to work in synergy to 
graduate clients, however noting, that in the South African Mzanzi example many accounts were 
dormant11. This paper explores the opportunity to form strategic partnerships between the FSPs 
by first examining the current situation and then looking at a strategic partnership framework.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

                                                      
11 https://www.fin24.com/Money/Money-Clinic/Banks-back-dormant-Mzansi-20100613 

https://www.fin24.com/Money/Money-Clinic/Banks-back-dormant-Mzansi-20100613


2. SITUATION ANALYSIS 
 

2.1. COUNTRY OVERVIEW 
Table 1 - Key Country Statistics 

Jordan is a middle-income economy with a 
population of 10.4 million12. Jordanians make up 
69.3% of the population, followed by: Syrians 
13.3%, Palestinians 6.7%, Egyptians 6.7% and 
Iraqis13. The Kingdom’s has high rates of poverty 
14.2%,14 unemployment 18.7 % and government 
debt.15 On the positive side, Jordan’s economy 
benefits from its well-educated population 
95.4%,16 strategic location, world-heritage 
tourism sites, and a reputation for stability in the 
turbulent MENA region.  
 
Jordan’s ICT ecosystem is well- developed given 
the availability of universities, a well-educated 
ICT trained workforce, variety of local and 
international tech firms, investors and venture capitalists, and accelerator incubators. There is a 
reliable and affordable broadband network. Mobile phone and internet coverage is 100% and 
there is high mobile, smartphone and internet penetration at 150%, 85% and 89% respectively. 
 
The Kingdom’s economy is driven by the financial sector and which accounts for 12% of GDP, and 
so with limited natural resources Jordan is committed to financial reforms including the further 
opening of the banking sector. 
 
 
 
 
 
 
 
 
 
 
 

                                                      
12 CIA world factbook data, (2018 estimates) 
13 https://www.cia.gov/library/publications/the-world-factbook/geos/print_jo.html 
14 The Global Findex database 2017: Measuring financial Inclusion and Fintech Revolution: World Bank 
15 https://www.worldbank.org/en/country/jordan/overview 
16 https://www.cia.gov/library/publications/the-world-factbook/fields/2103.html 

Population (million) 10.4 

Age distribution  

  0-14 years (%) 34.14% 

  15-64 years (%) 62.25% 

  >65 years (%) 3.51% 

Urban/rural split (% urban) 91% 

Economically active labour force (%) 36.80 

Population below poverty lines (%) 14.2% 

Adult literacy (%) 98% 

GDP (PPP) in USD billion 40.13  

GDP per capita (PPP) in USD 9,200 

Sources: CIA World fact book 



2.2. FINANCIAL SERVICE PROVIDERS 
 

2.2.1. BANKS 
There are 24 commercial banks but who are not attracted 

to micro entrepreneurs. NBFIs include organizations 

who are not banks but which are formerly regulated.  

2.2.2. MICROFINANCE INSTITUTIONS 

The Microfinance Bylaw (5/2015) effective June 1, 2015, 
mandates the CBJ to license, regulate and supervise 
microfinance companies. There are nine licensed MFIs 
(Annex 1) that provide loans but who are not allowed to 
take deposits. Tanmeyah (the MFI association) reports in Q3 2018, that 49% of Gross Loan 
Portfolio (GLP) is dedicated to commercial activities, 21% for home improvement loans, 17% for 
consumers and 8% for services. The sector reached 459,551 active borrowers with 446,66517 
active loans. The total gross portfolio increased by 11% compared to Q3 2017 and reached JD 
261 million, while the average outstanding loan size increased by 8% to JD 542. 70% of MFI clients 
are women. There is no (3rd party) agent banking though MFIs can have satellite branches – they 
don’t currently follow this operational model. Mobile banking is in its infancy.  
 

2.2.2.1. PSPS 
There are 5 Payment Service Providers (with another 4 under application) who operate in a policy, 

regulation and payment system enabled environment, but who are far from financially sustainable.  

 
Table 2 - PSPs market-share in terms of subs and agents 

 
 

 

                                                      
17 Tanmeyah (2018) Quarterly Report for Q3 2018 

NUMBER OF REGISTERED SUBSCRIBERS AS OF DECEMBER 31ST, 2018 - 461,355 

PSPs   SUBS 

MARKET 

SHARE 

ACTIVE 

SUBS 

AGENTS ACTIVE 

AGENTS 

PRODUCTS OFFERED 

Zain Cash 
Launched in 2017 

22.4% 30% 293 30% cash-in& bill 
paymentwww.jo.zain.com/ 
zainservices/ZainCash/pages 

Dinarak – 
Launched in 2017 

27.4% 30% 174 
agents/397 
outlets 

20% Bill payment &Bulk pa payments. 
www.dinarak.com/services 

AL Hulool (Magfazti 
Launched in 2017 

36.9 25% 324 25% cash-in& bill payment 
http://www.mahfazti.com/ 

Aya - Launched in 2017  1.5% 32 1% Cash-in & bill paymenthttps://aya.jo/ 

MEPS (National wallet) 
 

0.01% - Building its 
agent 
network 

0.01 https://mepspay.com/ 
 

 SOURCE: CBJ JULY 31ST, 2018 DATA 

Figure 2 - Level of financial inclusion 



2.2.3. INFORMAL FINANCIAL SERVICES PROVIDERS 
The informal (non-regulated) sector is made up of: 
 

1. 1,600 cooperatives (935 who are audited) 
2. Savings and Loans Groups,  
3. Internet Peer-to-Peer lending websites, such as www.liwwa.com  
4. Specialized credit-granting institutions: Development and Employment Fund (DEF), the 

Military Credit Fund (MCF), the Postal Savings Fund (PSF) and the Agricultural Credit 
Corporation (ACC). These institutions provide much lower interest rates than MFIs but 
have relatively slower processing times and sometimes face funding limitations.  

5. Unregulated MFIs  
6. Moneylenders known in Jordan as “Murabi”. 
7. Family and friends. 

 
As these lenders are not regulated, Tanmeyah consider their activities have a negative effect on 
their licensed members. 
 

2.3. THE GENDER GAP 
Whereas both male and female inclusion has increased by roughly the same percentage between 
2011 and 2017, namely by 65% and 59% respectively, only 27% of women are currently included, 
and the gender gap stands at 29%18 the highest globally out of 148 countries (FINDEX 2017). 
 
There are numerous reasons for the disparity, including cultural and societal challenges, for 
instance, some women are afraid to approach a male mobile money agent. Many also follow 
religious doctrine and want Sharia compliant financial products.  
 

2.4. NATIONAL PAYMENT SYSTEM 
The Kingdom has a highly integrated infrastructure (e-money, ATM switch, bill payment platform, 
cards acquirers etc.) and which supports the digitization of domestic and international payments. 
Figure 3 - Jordan's National Payment System infrastructure 

 

                                                      
18 Jordan FINDEX 2017 

http://www.liwwa.com/


 

2.4.1. JOMOPAY 
JoMoPay is the national mobile payment switch which enables P2P transfers, low-cost purchases 
and bill payment transactions. It is designed to be fully integrated with the rest of the national 
payments infrastructure so there is full interoperability between mobile money wallets at 
customer, agent and hardware levels. 
 
Table 3 – JoMoPay Key Performance Indicators Jan 2019 

 
 
 
 
 
 
 
 
 
 
 
 
 

 
 

 

 

 

 

 

 

 

2.4.2. CHALLENGES WITH JOMOPAY 
While the vision for JoMoPay is clear - a seamless customer interface / experience, there are 
significant short term challenges which puts the PSP business case in jeopardy: 
 

1. Regular change in regulation / licensing creates uncertainty for existing / applying PSPs. 
New licensing requirements were issued by the CBJ - Provision of Services of Issuance 
and Management of Electronic Money No. (11/ 2018)19 and which is due to be adhered 
to by March 15, 2019. 

2. Lack of interoperability at customer and agent levels – this is primarily from PSPs and 
CBJ being unable to reach agreement on a sustainable commercial model. 

3. Regulatory gaps – no e-KYC or e-signature. 
4. Limited innovation, internal capacity and, Go-to-Market capability of FSPs. 

                                                      
19 http://www.cbj.gov.jo/Pages/viewpage.aspx?pageID=62 

Transaction Type  January 2019 December 2018  
Increase in 

Volume 

 
Increase 
in value 

Volume Value    
Volume 

  Value 

Cash In 44508 4816710 36334  3993055 22% 21% 

Cash Out 5885 1612133 5504 1575066 7% 2% 

Money Transfer 10965 704267 9919 511076 11% 38% 

Purchases 49909 373862 46494 374633 7% -0.002% 

Public Transportation 0 0 0 0.00 0% 0% 

Efawateercom 36954 1629776 26554 1076152 39% 51% 

POS 70722 1185148 51047 958275 39% 24% 

Microfinance Loan 149 132977 157 143273 -5% -7% 

card transaction 4389 434540 3579 357993 23% 21% 

refund card transactions 8616 45699 5229 25899 65% 76% 

salaries 3285 391690 3516 577380 -7% -32% 

Purchases-Refund 177 664 182 1957 -3% -66% 

External transfers 0 0.000 0 0.00 0% 0% 

External transfers - refund 0 0.000 585 1097 -100% -100% 

Liquidating commissions 0 0 1 65 -100% -100% 

Total 235559 11327471 189101 9595925 25% 18% 

http://www.cbj.gov.jo/Pages/viewpage.aspx?pageID=62


5. Small and safe country with low levels of theft - key value propositions for P2P and 
keeping balance in other countries. 

6. The principle use case (excluding CICO) is eFWATEERcom (bill presentment and 
payment) but which is loss making due to cash-in commission paid to agents being 
higher than the fee the PSP receives. This is due to JoMoPay (as the switch) and 
Madfoatcom (who operational manage JoMoPay) also take a fee per transaction.  

7. The limited agent network is concentrated in Amman and Irbid with no clear strategy to 
expand outside bank branches and exchange houses. There are few third party agents 
as the financial value proposition is not attractive. The commission paid to agents 
ranges from 0.5 to 1 JD for the cash-out of 50JD. This is a minor incentive compared to 
alternative investments such as increasing stock in their shop.  

8. Transaction limits for cash-in 1,000JD, cash-out via ATM 250JD and cash-out via agent 
1,000JD is uncompetitive compared to the exchange houses who offer an OTC service. 
Exchange houses are both a strategic (agent) partner and direct competitor to PSPs! 

9. Confusion in the market (customer level) as to the role of JoMoPay. The CBJ markets 

JoMoPay as a service rather than an enabling platform. 

 

2.5. (DIGITAL) FINANCIAL LITERACY 
There is a lack of understanding by clients on the use of mobile wallets and how digital 
technologies can add value in their lives. These challenges are being combatted by the 
introduction of the GIZ funded Digi#ances project, and NFIS activities to promote financial 
literacy. Additionally, in a bid to build the financial capacity of its citizens, basic financial skills are 
being taught as part of the Financial Education Program to students in the 7th to 12th grades. 
 
On 5th February 2019, the DFS Council (a forum for FSPs, NGOs and donors to interact with the 
CBJ) launched the DFS Financial literacy strategy. Over 20 organizations signed to use pre-agreed 
communication plans and which use common branding materials. They will report back to 
Digi#ances on impact and outreach indicators.  
 

2.6. SUMMARY 
Mobile wallet demand is low even though the payments infrastructure, policy and regulation is 
in place. There is a NFIS which articulates a commitment to increase the use of MFI, DFS and 
SMEs to reach the financial inclusion targets, and there is good network coverage, high mobile 
and smartphone adoption, but there is weak agent networks. There are a range of FSPs, though 
the commercial model (at ecosystem level) is holding them back. Specifically, the JoMoPay 
business model does not currently work in the PSPs favour; notably the main volume driver, bill 
payment, is a loss maker. FINDEX 2017 shows 88% of the adult population now having a national 
ID, and that digital payment of public sector workers led to a 10% increase in financial inclusion, 
but there is still a lot of work to do around female financial inclusion. Donors want to help further 
develop the DFS ecosystem, and Jordanians have much trust in the CBJ, but cash is still king.  

 



 
Figure 4 – UNCDF / MM4P DFS Ecosystem Honeycomb –

 

Source: Author’s analysis 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



3. GRADUATING THE UNBANKED TO WALLETS – MFIS - BANKS 
 
As articulated in the NFIS, DFS and MFIs are strategic pillars to increase financial inclusion, 
especially of women. Noting 70% of regulated MFI clients are women20, this indicate there is 
demand if there is appropriate financial products and services. However, as MFIs cannot take 
deposits (a potential high volume DFS driver) but banks have been mandated to open zero 
balance accounts and so there is opportunity to work in partnership for mutual benefit in a 
context where PSPs are also looking to increase their volume and value of transactions. 
Specifically, the promotion of partnerships between PSPs and MFIs has the potential to rapidly 
expand access to financial services, particularly women, while enabling MFIs to increase 
efficiency in operations and added convenience to customers.  
 

3.1. MFIS AND DFS TODAY 
All licensed Jordanian MFIs are all in the process of digital transformation to one degree or other. 
Digital transformation includes: the use of mobile devices to allow MFI field staff to replace paper 
forms with digital ones; loan disbursement and collection through partnering with PSPs; real-
time KPI reports; automated credit scoring; market segmentation; business intelligence. 
 
Table 4 – MFI DFS activities 

                                                      
20 http://tanmeyahjo.com/Tanmeyah-Report-Q2-2018-Public.pdf  

MFI INSTITUTIONS DIGITAL FINANCE ACTIVITIES 

Ahli Microfinance Company AMC integrated its core banking system with eFAWATEERcom to facilitate loan 
repayments. A Digital loan application and disbursement project is being piloted using 
tablets and internal credit scoring. 

Microfund for Women MfW owns 10% shares in the consortium that make up Mafazati (a PSP). They have 
disbursed 1.2 million JD through wallets. Tablet based solutions are used for loan 
origination, approval and disbursement. The institution is in the process of converting 
some of its clients as cash-out agents. Other on-going DFS Projects include Robot 
Advisory chat box, Intelligent credit score and automated branches. 

Ethmar Ethmar is a fully digitized operation with paperless transactions. It interfaces with 
JoMoPay, Dinarak, and efwateercom. About 90% of its clients are currently using e-
wallets and efawateercom for loan repayment while the loan process is digitized with 
loan officers using tablets on the field for data collection. The development of the 
online loan application version is in progress. 

National Microfinance Bank Tablet based solutions are used from loan origination to approvals, whereas 
disbursement is done via checks and repayment via efawateercom. The use of e-
wallets by customers is still at pilot stage, but there has been an on-going partnership 
with Zain Cash who may provide clients with wallet linked cards. 

FINCA FINCA has developed a credit scoring model and which enables the process for loan 
application, approval and disbursement to happen within 24h. Loan officers use 
tablets for operations. FINCA/Dinarak haves successfully completed a pilot on the use 
of e-wallet for loan repayment in two of FINCAs branches. 

Tamweelcom Digital loan applications are already operational. Loan officers use tablets for 
application and processing (same day loan request and approval). Mobile applications 
are in use. On-line banking is available and customers use ATMs and exchange house 
for cash-out. Tamweelcom is setting up GPS to assist its clients in the identification 
and location of bank branches where loans can be cashed out. The institution is 
piloting e-wallet transactions with MEPS. 

http://tanmeyahjo.com/Tanmeyah-Report-Q2-2018-Public.pdf


3.2. USING WALLETS TO INCREASE OUTREACH, MOBILIZE DEPOSITS AND 
GRADUATE THE CUSTOMER BASE 

 
By building on the MFI DFS initiatives, both banks and MFIs can create and grow new client 
segments. However, while the NFIS has identified a range of stakeholders and activities to 
increase financial inclusion, namely MFI and DFS, there is not yet a strong value proposition for 
client behaviour change to permanently move from cash to electronic.  
 
Under the old regulation / licensing and commercial models, there was no clear motivation for 
banks, MFIs or PSPs to collectively work in strategic partnerships. However, with banks being 
mandated to open zero balance accounts there is now impetus to forge these partnerships for 
mutual benefit within the overall framework of increasing financial inclusion. Specifically, it is in 
the interest for banks to mobilise deposits, MFIs to provide credit and PSP to have transactions. 
 

 
In this relationship, each actor should plays to their strengths. Banks are largely urban based 
operations and work on high margin low volume transactions (but can take low value deposits). 
MFIs are mainly rural based and interested in credit. PSPs work on a high volume low margin 
business model and provide the wallet, channel and distribution / agent network. Specific roles 
and responsibilities should be: 
 
PSP 

• Facilitate account opening for interested mobile money customers 
• Promote ewallet transactions  
• Agent network management 

Bank 
• Interfaces with PSP to develop wallet to bank and bank to wallet transactions 
• Educate customer-base on the use of e-wallet for deposits 

MFI 
• Develop nano credit and transfer products to reach out to the unbanked segment 
• Follow hub and spoke model (annex 2) to increase outreach 

VITAS Vitas is connected to efawateercom through a middleware server enabling loan 
repayment through the channel.  

MFIS - OUTREACH, 
TRUST, CREDIT

PSPs -
CHANNELS / 

WALLETS

BANKS -
SECURITY, 
DEPOSIT

INCREASED 
FINANCIAL 
INCLUSION

Figure 5 - Roles to increase financial inclusion 



• Use of branch outlets / agents as float rebalancing points, 
registration, or cash-in and cash-out points 

 
Through such partnerships there is a “natural” potential graduation of 
the unbanked to first wallets and then MFI and banks. This also follows 
the outreach growth model (annex 3), whereby the further from the 
head office a client interacts with a FSP, the lower KYC and the capital 
investment is needed for interaction but all the while increasing the 
base of the customers who could be potentially reached. 
 
 
 
 

3.3. BUSINESS MODEL AND VALUE PROPOSITION 

The business model to make such a partnership sustainable (for all stakeholders) is based on:  
A) margin from mobilized deposits (to banks via wallets and facilitated by MFIs) to  
B) credit given (by banks or MFIs) of which  
C) some is given to agents 
D) MFIs will play a key role in float rebalancing (at a sustainable commission level).  

The specific value proposition for the each key stakeholder is: 
 
Table 5 - graduation value proposition to stakeholders 

STAKEHOLDER VALUE PROPOSITION 

BANK Increased customer base & mobilize deposits (through wallets into zero balance accounts) 

MFI Reaching unbanked market and graduating them to credit clients (using data algorithms 
based on wallet usage) 

PSP Increase wallets and transactions. A more sustainable agent network based on margin the 
banks / MFIs make between cost of deposit vs interest charged on credit 

AGENTS Sustainable income stream 

CUSTOMER Access to a broader range of financial services 

 

3.3.1. A COMMON OPERATIONAL FRAMEWORK 
To achieve the outcomes of the value propositions, it will be important that all stakeholders work 
within the same operational framework. This would start by synergistically conducting a 
feasibility study / gap analysis in the development of a cross-organization strategy and the 
business requirements to implement.  
 

Figure 6 - Graduating clients 



Best practice project & change management principles should be followed. It will be important 
to have accountable project managers who report to an executive level steering committee 
(made up of executives within the stakeholders) and coordinate activities across all organizations 
with relevant departmental champions. Specifically, they will need to: 
 
Figure 7 - Operational framework 

 
 

4. CONCLUSION 
The Jordanian government via the CBJ is committed to increasing financial inclusion. The NFIS 
has pillars of DFS, MFI and SME. There is an enabling DFS environment but low uptake of wallets. 
E-money has been commercially sustainably way to increase outreach / financial inclusion in 
many parts of the world. The reason for the low number of registered accounts and usage in 
Jordan is manifold though largely due to contradictions between: policy, regulation and 
commercial imperatives. However, with the CBJ mandating that banks open “basic bank 
accounts” this could provide the impetus for the creation of strategic partnerships between 
banks, MFis and PSPs, and which with sustainable value propositions could significantly increase 
the level of financial inclusion, and especially of women. 
 
 
 
 
 
 
 
 
 
 
 
 
 

Development of appropriate, affordable and 
scalable Products and services which meet 

segmented market requirements

Marketing Communications & Customer 
Experience (adapted to each market 

segment)

Technology – that is business requirements 
(not vendor) led and which facilitates 

sustainable outreach and efficient operations

Using the Hub and Spoke model and follow 
Agent Network Development & 

Management principles: Identify, Recurit, 
Installation, Train, Brand, Manage

Data mine and use business 
intelligence to graduate clients 

from: Wallets – MFI - Bank



5. ANNEX 
 

5.1. ANNEX 1 - LIST OF 9 LICENSCED MFIS 
 
Currently, Tanmeyah’s membership is comprised of the following 9 institutions (See Annex 1 for 
Tanmeyah members’ profile):  
 

1. Ahli Micro Finance Company;  
2. AlAmeen for Microfinance (newly joined) 
3. Ethmar for Islamic Finance; 
4. FINCA Jordan;  
5. Jordan Micro Credit Company “Tamweelcom”;  
6. Micro Fund for Women (MFW);  
7. National Microfinance Bank “Al Watani” (NMB);  
8. UNRWA Microfinance Department; 
9. VITAS Jordan;  

5.2. ANNEX 2 – HUB AND SPOKE MODEL 

 

5.3. ANNEX 3 OUTREACH MODEL 
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Recently he was the financial inclusion specialist on USAID LENS in Jordan where he conducted 
DFS ecosystem mapping and from which he developed TA SoWs and vendor RFPs for MFI 
partners and Tanmeyah (MFI association) and then managed consultants and approved 
deliverables. 
 
Chris has worked across multiple sectors – finance, agriculture, public health and FMCG, and has 
included development of bulk disbursement protocol for a USAID cash transfer scheme in 
Tanzania.  
 
His core competences are strategizing and implementing B2C & C2B end-to-end DFS solutions; 
use of Mobile Money and branchless banking to accelerate the path to financial inclusion; and an 
in-depth understanding of regulators, agents, merchants, customers and service providers.  He is 
studying to become a Certified Digital Finance Practionner, has a post degree certificate in 
Microfinance and a B.Sc in Marketing Management.  
 
 
 
Email: mobilemoneyconsultant@gmail.com    
LinkedIn: https://www.linkedin.com/in/mobilemoneyconsultant  
 

mailto:mobilemoneyconsultant@gmail.com
https://www.linkedin.com/in/mobilemoneyconsultant

