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Inside De Farm Newsletter is a Monthly Publication of the National Programme Coordination Unit (NPCU). You can listen to 
Inside De Farm Hour on Saturdays (9:00-10:00am) & Wednesdays (9:00-10:00pm) on Star Radio & AIRadio in Freetown, Gola 
Agric.  Radio  in Kenema, Radio Njala at Njala campus, Kiss FM in Bo, Radio Bintumani in Kabala, etc. 
You can watch Inside De Farm TV Show on SLBC TV on Fridays, Saturdays, Sundays and Mondays.  
For all these and more,  visit: www.npcu.org  

The newly established Apex 
Bank (Sierra Leone) Limited 
has concluded a Three (3) 
day Retreat for its Board 
members.  

The event which was held at 
the Dohas Hotel in Bo City was 
attended by Senior Manage-
ment of the Ministry of Agricul-
ture, Forestry and Food Securi-
ty (MAFFS) National Pro-
gramme Coordination Unit and 
Board  Members from the  
different shades of the society. 
 
In his opening statement, the Managing Director of the Apex Bank (SL) Ltd., Momodu Sesay 
disclosed that it could not have been possible for such deliberation had it not for the       
tremendous efforts of those who sacrificed in making the RFCIP  a success. “If we are able 
to discuss the RFCIP 2 today, we should be grateful to the contributions of all of us who 
made it possible for the project to meet its goals . These successes should be maintained” 
he emphasized.  
The Managing Director went on to explain the objectives of the RFCIP2, which he empha-
sized is “ to improve access  to rural financial services, thereby enhancing also the develop-
ment of the agriculture sector.” 
Momodu Sesay gave detail synopsis of the Agricultural Finance Facility (AFF), highlighting 
products the Bank is expected to be providing to the smallholder farmers. These, he     
pointed out include:  
The Agricultural Production Loans, which gives a maximum of Le 3 million and minimum of 
Le 1 million with loan repayment period of 3 to 12 months; 
 The Agricultural Rehabilitation Loan, which makes provision for the procurement of basic 
equipment for the rehabilitation of cocoa, coffee, plantations, etc. and also payment for 
labour. The Loan Size of these cuts between Le 4,000,000 and minimum of Le 800,000 with 
loan  repayment duration of 6 to 36 months. 
Agricultural Equipment/machinery loan, Provides finance for the acquisition of equipment, 
processing of cassava, rice and oil palm. (Power tillers and basic farm equipment). The Loan 
size of this ranges between Le 32,000,000 and minimum of Le 8,000,000 with loan recovery 
period of 12 to 36 months.  
 Contd. on page 2 
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In his contribution earlier, the Board Chairman of the 
Apex Bank (SL) Ltd., Salamu M. Koroma commended 
the Management of the Apex Bank and the National Pro-
gramme Coordination Unit for their support and direc-
tions in making the institution an enviable entity. 
 
Meanwhile, the Programme Coordinator of the MAFFS-
National Programme Coordination Unit, Mohamed 
Tejan-Kella reaffirmed his commitment in ensuring that 
the Apex Bank (SL) Ltd. succeeds and implored others 
at the National Programme Coordination Unit to support 
the Bank.  
The presentation of manuals and policy documents aim-
ing at upholding high standard of the bank formed the 
highpoint of the Retreat. 
It could therefore be noted that a key deliverable under 
the RFCIP 2 is the establishment of an Apex Bank and 
its Board to undertake and provide supervisory, banking 
and non-banking support services to CBs and FSAs. 
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PROGRAMME COORDINATOR APPEALS FOR TRANSFER OF TRACTOR HIRE FUND 

The Programme Coordinator  of the  
MAFFS/IFAD National Programme    
Coordination Unit (NPCU) has appealed 
to the Ministry of Agriculture, Forestry 
and Food Security  to  transfer the Trac-
tor Hire Purchase Fund  into the Commu-
nity Banks and Financial Services         
Associations. 
He made this appeal through the Chief Agricul-
ture Officer during the Apex Bank (SL) Ltd.       
retreat for Board Members in Bo City, Southern 
Sierra Leone.   
It could be recalled  that the Ministry of Agricul-
ture, Forestry and Food security through the In-
dian Line of credit from the Government of India 
provided sets of tractors and other farming/
processing equipment to farmers in the country 
through a hire purchase scheme known as the 
Tractorization scheme. According to the scheme, 
farmers are expected to pay for these equipment 
at a subsidized rate. These moneys were to be 
lodged in the commercial banks.  

Despite the challenges involved in recovering these 
loans, it is believed that a huge amount from the 
Tractorization scheme still rest in the commercial 
banks; and it is this amount that the Programme 
Coordinator of the MAFFS/IFAD funded NPCU is 
appealing for its transfer into the Community 
Banks and Financial Services Associations.  
“There is a huge money provided by us the farmers 
which is lying down in the Commercial Bank. I am 
kindly appealing with the Ministry to use these 
funds to capitalize the Community Banks and the 
Financial Services Associations which will in return 
provide for the smallholder farmers. We want this 
money. This is why we want the ministry’s repre-
sentative in the Board of the Apex Bank to take this 
message home” Tejan-Kella pleaded. 
In his response, the MAFFS representative at the 
retreat, the Chief agriculture Officer, Francis A.R 
Sankoh assured the gathering of the Ministry’s 
continuous support in ensuring that the Apex Bank 
succeeds and promised to serve as an Ambassador 
of the Bank in the Ministry.  
“The Apex Bank is the baby of the Ministry of Agri-
culture, Forestry and Food Security. As we provided 
our support in ensuring that the RFCIP meets all its 
goals, so we shall do towards the Apex Bank. In the 
area of capitalizing the Community banks and the 
Financial Services Associations with the Tractor 
Hire Purchase fund in the Commercial bank, the 
ministry will have no problem with that. I am assur-
ing you that, I will report this to the Hon. Minister 
and I think he will have no problem with that”  the 
Chief agriculture Officer assured. 
It could be noted that, this plea for the transfer of 
fund into the Community banks and financial Ser-
vices Associations has been trumpeted in various 
fora, especially by the Rural Finance team who has 
agricultural financing as their core objective. 
 

Apex Bank Board chairman, Salamu M. Koroma making a point  

Mohamed Tejan-Kella making his appeal  to MAFFS 
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During this period, the need for a rural 
financial system in Sierra Leone was felt 
as a way to tackle the needs of small –
scale farmers, craftsmen, market women, 
traders and all other micro – enterprises.  
The need for such a system was neces-
sary, because the commercial banks could 
not accommodate the financial interme-
diation problem of the rural poor, as they 
did not show any interest in dealing with 
these small – scale operators. These 
banks were interested in the financing 
international trade, urban commerce and 
industry. There was therefore a gap in the 
provision of institutional finance to the 
rural agricultural sector. More important, 
the branch network of commercial banks, 
mainly covered the commercial areas and 
did not reach down to the rural areas. 

After much consultation, the Bank of Si-
erra Leone introduced the rural bank 
concept and established the first rural 
bank, “the Yoni Rural Bank Limited” in 
Mile 91 in 1985. 

The concept of rural banking is based on 
the establishment of a simple financial 
intermediary, which provides easily ac-
cessible financial instruments for the mo-
bilization of rural savings, which were 

deployed for the extension of rural cred-
it. 

 Ownership of rural banks was to be 
spread as widely as  possible among 
the inhabitants in the communities they 
service through subscriptions to the equity 
capital. Each rural bank is run by a sepa-
rate Board of Directors, a Manager and 
support staff. 

BSL provided part of the share capital of 
the rural banks on redeemable non – 
voting basis and also provided technical 
guidance and undertook supervisory roles 
in the Pilot Rural Banks. BSL also provided 
key personnel such as Managers and Ac-
countants to work in these rural banks, 
mainly to ensure that they start operation 
on a sound operational footing. 
As a result of the invaluable financial ser-
vices rendered by first rural bank, estab-
lished in Mile 91 in 1985, the rural banking 
concept suddenly became popular and a 
number of rural communities applied to 
the Bank of Sierra Leone to establish rural 
Banks. Although people in the communities 
were serviced by the rural bank, but only 
few bought shares in these rural banks. 

The Community Bank Concept in Sierra Leone was preceded by the Rural 
Bank Concept, which was  introduced by the Bank of  Sierra Leone in 1985. 
The introduction of  Rural Banks in Sierra Leone, during the pre – war years, 
was initiated by the Government, who requested the Bank of  Sierra Leone 
(BSL) to search for a system, which will address financial problems of  the 
rural dwellers.  

THE HISTORY OF RURAL AND COMMUNITY BANKING IN SIERRA LEONE 

 

 
 

Former Technical Assistance Agency (TAA) in Kenema  now transformed into the Apex Bank  

Condt. on page 8 

BY EDMUND O. KANGAJU  COMMUNITY BANK CONSULTANT 
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 SUCCEESS STORIES:  RURAL FINANCE CONTRIBUTION IN SIERRA LEONE 

SIMBARU COMMUNITY BANK 

Case One: IBRAHIM JALLOH  

Prior to his joining the Simbaru Com-

munity Bank, Ibrahim Jalloh was a 

petty businessman selling scratch 

cards to mobile phone users. He had 

no fixed location due to inadequate 

capital. Further, he was a single man 

with no dependants. He hardly gets a 

balanced meal a day. 

The RFCIP intervention in establishing 

a community bank in Boajibu 

(Simbaru Community Bank) was wel-

come news for Ibrahim Jallon to make a turnaround in his business. He grabbed the opportunity by opening an 

account with the bank on 28/02/13 with an initial deposit of     Le 110,000.00 ($23) 

Upon receiving several loans and successfully repaying, Mr Jalloh secured a fixed location and built a wooden 

structure for his scratch card business. Graduating from scratch card to electronic credit transfer boosted his 

business. He was also able to purchase generator to supply power to his business centre for charging mobile 

phones and providing light at night. 

Additionally, he has also purchased a piece of land in Boajibu and is currently constructing a dwelling house 

with a shop to anchor his business. 

This man has been able to employ two sales assistants to help him with the sales. Thus, he has created oppor-

tunity for those who work with him to eke a living. One of his sales assistants is a secondary school going pupil 

who until now has been finding it very difficult to pay his school fees. Ibrahim Jalloh now pays his school fees 

and also gives him a stipend of ninety thousand Leones (Le 90,000.00) which is around $20 per month. The 

other  sales assistant, who is full time, is being given a monthly stipend of one hundred and fifty thousand Leo-

nes (Le150,000.00) approximately $32 monthly. Mr Jalloh also pays the latter’s yearly house rent as an addi-

tional incentive for working for him.  

Through the loan scheme, Mr Jalloh has been able to increase his working capital as depicted by the upward 

trend in loans received hence justifying the reason for the two additional staff employed. 

On his household profile, the client traditionally got married and now has a child. With his financial power 

growing, he has started a petty business for his wife, a seamstress, and bought a sewing machine for her.  

A man who hardly gets a balanced meal a day can now boast of at least two balanced meals a day, has a fami-

ly, two casual employees and a dwelling structure underway. 

 

KABALA COMMUNITY BANK 

Case Study Two: MADAM NENEH UMU LUKULAY  

Madam Neneh Umu Lukulay lives and does business in Kabala town. Kabala is a mountainous town of approxi-

mately 305 Kilometers (190 miles) from the capital city, Freetown. She started business as a local restaurant 

chef (commonly known as cookery seller) a decade and half ago during the climax of the 11 years war in Sierra 

Leone. Initially, Madam Lukulay was only catering for the lower ebb of the society due to the poor quality of 

the food and the remote location of her business. 

With Le 30,000 ($6) in August, 2008, she opened an account with Kabala community bank Limited. In January, 
2009, she was able to secure her first loan of Le1, 000,000 ($213) which increased her working capital. Neneh 
judiciously utilised this loan by procuring advanced cooking utensils with refined food. Generated little net in-
come as shown by the table and graph but increased the size and quality of her food and started attracting 
more community members. 

Simbaru Community Bank, Kenema is one of the RFCIP established banks 



5 

 

 

Neneh’s compliance to repayment terms and progress on the business was so impressive that her request to tri-

ple the loan was granted on 23rd August, 2009 with two other loans of bigger value following. The restaurant started 

attracting modern sector employees and other high profiled community members. This led to increased sales, profit 

and expansion of the business place. The client became more motivated and result oriented. 

Having shown dexterity and business acumen, this once impoverished has grown in net income and social status in the 

society and became a popular chef in the community. In lieu of her business growth, she was able to move from 

renting a dwelling a house to constructing a five bed room house. She now has a well structured restaurant with mod-

ern furniture instead of a thatch shop with broken benches. 

Madam Neneh Umu Lukulay has provided employment for several people who are now assisting her in running the 

restaurant. She has provided support to several extended family members in terms of food, clothing and school fees 

for school going holiday makers.  
 

Case study Three: AMADU SESAY 

Amadu Sesay is a dealer in used cloth-

ing who resides in Kabala town. Five 

years ago Amadu’s household hardly 

eat good food everyday due to the lev-

el of his income. He has been in this 

line of business for over ten years. In 

his early years in the business, Mr. 

Amadu was buying from the bigger 

traders who buy goods from Freetown 

(capital city) for resale in Kabala. He 

was use to buying 4 to 6 items and 

sells them for a day or two and re-

stocks after sales.    

Mr. Amadu started doing business with 

Kabala Community Bank Limited in October, 2008 with account number 7202282 before the RFCIP took over the run-

ning of the bank and subsequently automated the bank. His first account was a savings account. After automation, he 

had a balance brought forward of Le 361,861 ($76). The client started obtaining facilities from December, 2010 through 

May, 2014 ranging from Le2.0 million ($426) to Le10.0 million ($2,128).  

With the multiple loans he received from the bank, he began buying used clothing in wholesale and in large quantities 

instead of his usual pick up from colleagues. First, he moved from hawker to a fixed location where he displays his 

goods. Soon, he secured a shop and expanded his business to a point where hawkers now come to buy from him as he 

used to do before.  

However, things went bad in November 2012 when demonstrators of political parties in Sierra Leone clashed in the 

township. His shop was shattered and looted. Being wary of the situation, he requested for just Le5.0 million as addi-

tional working capital to rejuvenate his business. As evidenced from the graph, his income level (just like the loan size), 

fell in value though high percentage wise.  

Amadu’s confidence and reliability in banking with the bank blossoms, and the bank’s management staff were im-

pressed and rendered technical advice to him. He doubled the request and the boom in business and revenue generated 

resulted to him employing two salesmen in 2013 that move around with some of his goods whilst he sits in the shop. 

Buying from the capital city (Freetown) wholesale became unattractive, and he went international. He started buying his 

stock from Guinea (a neighboring country) and his business started booming again after the post elections skirmishes 

subsided. Going international became attractive as he realized more profit. With a smiling face, he said, “The hawker 

has now become the supplier”. 

From a street hawker five years ago, Mr. Amadu Sesay has scored the following successes: From being single, he is now 

happily married, From roaming around selling, he now has one of the most attractive boutiques in Kabala. From buying 

in small quantity from colleagues in Kabala town, he now travels internationally to buy goods from Guinea. Has com-

pleted the construction of two houses of four and five bed rooms respectively and all of these are rented out. 

Food, medical and other basic family needs are no longer a problem for Mr. Amadu’s household.  

 

 
Condt. on page 10 

Kabala Community Bank, Koinadugu is one of the Bank of Sierra Leone’s established banks 
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The broad objectives of the rural banking 
concept were: 

The mobilization of savings; 

The provision of credit; 

Taking banking to the doorsteps of the 
rural  residents; 

Monetizing the rural economy etc. 

Seven (7) rural banks are established in 
the country between 1985 and 
1989.These banks were located in Mile 
91, Northern Province, Tonkolili District: 
Lunsar, Northern Province, Port Loko Dis-
trict: Mattru Jong, Southern  Province, 
Bonthe District; Daru, Eastern Province, 
Kailahun District; Bunumbu, Eastern 
Province, Kailahun District; Makali, 
Northern Province, Tonkolili District and 
Makeni, Northern Province, Bombali Dis-
trict. 

The intensification of the rebel war in the 
country by 1994, disrupted the opera-
tions of these banks and this eventually 
led to their closure. The performances of 
the rural banks were mixed. Some of 
them performed fairly well, while others 
did not perform as expected. All of them 
faced operational challenges, such as  
undercapitalization, lack of adequately 
trained staff, high incidence of loan de-
faults etc. 

When the rebel officially ended in 2002, 
BSL took the initiative to establish Pilot 
Community    Banks, instead of re –
activating the operations of the erstwhile 
rural banks. 

BSL did not adopt the former nomencla-
ture “Rural Banks”. It was argued that, 
with the nomenclature ‘Community 
Bank’, the coverage of these banks would 
extend beyond the rural setting to other 
communities requiring their services. 

Above all, BSL used the “Community Bank” 
nomenclature as a way of avoiding all legal 
problems that might be associated with 
the continued use of the name Rural Bank. 

It is however important to note that, Bank 
of Sierra Leone took the necessary steps to 
address the liquidation of the erstwhile 
rural banks by appointing a Receiver to 
handle this issue. 

The six Pilot Community Banks established 
by the BSL  between 2003 and 2010, 
were as follows: Marampa – Masimera CB 
(2003), Lunsar, Northern Province,Port 
Loko District; Yoni CB (2003) Mile 91, 
Northern Province, Port Loko District; 
Mattru CB (2004) Mattru Jong, Bonthe Dis-
trict, Southern Province; Segbwema CB 
(2004) Segbwema, Eastern Province 
Kailahun District; Zimmi CB (2010), Zimmi 
Makpele, Southern Province, Pujehun Dis-
trict and Kabala CB (2010), Kabala, North-
ern Province, Koinadugu District. 

These six Pilot CBs, experienced operation-
al  difficulties, which led the BSL to hand 
them over to the Technical Assistance 
Agency (TAA) now the Apex Bank for the 
restructuring of their operations. 

The TAA started the restructuring process 
of the six Pilot CBs in 2010. This exercise is 
planned to be completed in August, 2015. 

THE HISTORY OF RURAL AND COMMUNITY BANKING IN SIERRA LEONE 

 

Yoni Community Bank is one of the first sets  of  Community Banks established in the country 

Condt. on page 10 
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THE COMMUNITY BANK CONCEPT 

UNDER THE BANK OF SIERRA LEONE  

Bank of Sierra Leone established the six (6) 
Pilot CBs  through the provision of long 
– term Debenture loans,  payable over 
a period of forty (40) years. 

All the six CBs had Trustees, who guaran-
teed the loans. 

These CBs were registered by Guarantee as 
opposed to Companies Limited by Shares. 

Up to the time they were placed under the 
supervision  of the Apex Bank, no effort 
has been made to transform their legal 
form, although all of them have  sold 
shares to the public. 

The Apex Bank plans to regularize this posi-
tion at the Annual General Meetings of 
Shareholders of the six Pilot CBs, scheduled 
to be held during the course of the year, 
when Resolutions for the transformation will 
be made by the respective Shareholders. 

The debenture loans provided by the BSL to 
capitalize  these  CBs may be trans-
ferred to the CBs as grants.  

 Discussions  are underway with 
the BSL in this regard. Size of Board Mem-
bers ranged from five (5) to eight (8) 
Monthly Board Meetings were held. 

CHALLENGES FACED BY THE CBS  

Operations of the banks were manual. 

Staff and Board Members were not ade-

quately trained.  

Staff complement was high. 

Weak management, as a result of their 

inability to attract qualified and suitable per-
sonnel. 

Small customer – base, as a result of lim-

ited business opportunities in some 
communities. 

Poor technology and communication fa-

cilities to carry out modern banking 
business. 

Inadequate capitalization, which limits 

their ability to operate at optimum 
level. 

Lack of regular auditing and non – ob-

servance of internal control. 
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A busy day at Marampa -Mesimera Community Bank at Lunsar 

Edmund O. Kangaju is the  Regional Consultant  
for Community Banks under the Apex bank  
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MARAMPA MASIMERA COMMUNITY BANK 
Case  Study Four: MOHAMED KAMARA  
 

CUSTOMER NAME - MED KAY & CO 

ENTERPRISE                   

Mohamed Kamara is the proprietor of Med 

Kay and Co Enterprise and is popularly 

known as Med Kay. He was a small time 

businessman dealing in fuel with very little 

capital base. With limited capital, he em-

barked on black market fuel dealing. His 

family hardly had a proper daily meal. Pay-

ing school fees was also a challenge. 

The establishment of the Marampa Masi-

mera Community Bank under the BSL then 

was a blessing. He opened an account with 

the bank in 2007 with an initial deposit of 

Le 50,000.00. Then the RFCIP took over 

the restructuring of the bank in 2010. 

Transformation from small overdraft lend-

ing to big lending set in. 

It was evidently clear that Med Kay was 

not benefiting much under the BSL inter-

vention as depicted by the bar chart be-

cause of poor liquidity management until 

the intervention of the RFCIP.  After ob-

taining a few overdraft facilities from the 

bank, he initially constructed a small filling 

station with mood bricks. With repeated 

cycles, his fuel business grew and was able 

to register his business as MED KAY & 

CO ENTERPRISES. Soon, his business 

began to improve and expand in size and 

capital. This attracted investors such as Na-

tional Petroleum Sierra Leone Limited 

(NP) to partner with MED KAY & CO EN-

TERPRISES.  NP, in collaboration with 

Med Kay, constructed a modern filling sta-

tion with a standard mini market in Lunsar, 

and is being run by Med Kay & Co.  Argu-

ably, this filling station is the best in Port 

Loko District in terms of service availabil-

ity and readiness.  

 

From the graph, the client reached his maxi-

mum in June, 2011 and thereafter began to 

lend less because of the earnings he has 

amassed and ploughed back in the business. 

“Taking facility for now is just for contin-

gencies reasons, not economic”, he boasted. 

 With the help of the series of facilities he 

has received, Med Kay was able to cater for 

and pay college fees for two of his children. 

One is in the university and the other is pur-

suing nursing. Both are females. 

Today MED KAY is a household name in 

the Marampa chiefdom, Port Loko District. 

MED KAY still remained a loyal customer 

to the bank despite the emergence of new 

commercial banks in the district and the 

Lunsar Township itself where MMCB is 

located.   

MED KAY currently has a strong financial 

base in terms of investment.  He has invested 

in fixed assets such land and building; motor 

vehicles on rent to mining companies operat-

ing in the township. He has also invested in 

other businesses like building materials and 

provisions.  
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Second Harvesting at one RCPRP supported IVS site ( Mono junction) in Kenema District 

       The Pilot Rice Processing and Marketing Agency procuring quality Seed Rice from Project Farmers 

A display of Vegetable in one of the Project’s Green House Facilities 
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