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EXECUTIVE SUMMARY 

 
1. Oportunidades is the largest cash transfer program 
in Mexico, reaching about 5.8 million families, 
mostly in rural areas. It has made shifting grant 
payments to a bank account-based scheme by the end 
of 2011 a top priority. This is motivated in part by 
financial inclusion objectives, but also by the 
Ministry of Finance’s decision to deposit all federal 
government payments directly into the bank accounts 
of payees by December 2012, as part of a larger effort 
to improve efficiency and reduce corruption. The 
implementation of the new grant payment scheme is 
underway, and by May 2011 1.6 million recipients 
were getting their grants electronically. 

2. Two new payment methods are based on bank 
accounts held in Bansefi, a government bank. The 
prevailing payment method uses a prepaid card (the 
pink card) linked to a basic noninterest-bearing bank 
account. The other payment method (used by 20 
percent of recipients) is a basic bank savings account 
(the blue card). While these two payment methods 
differ in terms of functionality, both meet the key 
thresholds for mainstream bank accounts. However, 
in the case of the prepaid card, Oportunidades 
requires that recipients withdraw all their grants from 
their account within five weeks from deposit; they 
may then redeposit part or all of it back into the 
account. This allows them to store value and make 
deposits—albeit in a manner that may not be intuitive 
or easy. The payment method using prepaid cards is 
popular because it is fast and easy to implement and 
does not rely on bank infrastructure, which is lacking 
in many rural communities where the grants are 
disbursed. The cards simplify account-opening 
procedures, which allow the bank to open the 
accounts in bulk based on information provided by 
the program. 

3. Objective of this report. This report summarizes 
the findings of research conducted in Mexico on the 
business case for shifting Oportunidades payments to 
a financially inclusive scheme, from the standpoint of 
the payer bank, the recipients, and the program itself. 
It aims to answer the following questions:  

a. Can financial institutions offer financially 
inclusive services to recipients on a profitable 
basis? 

b. Will poor recipients use financial services if they 
are offered to them?  

c. Is building in inclusive financial services 
affordable? 

4. From all three points of view (the bank’s, the 
program’s, and the recipients’), the potential benefits 
of the new payment methods have not been fully 
achieved yet.  

5. With regard to question (c), Oportunidades’ 
senior management is committed to financial 
inclusion and believes there can be synergies with the 
program’s goals. But this vision is not shared by 
some at the operational level, leading to the current 
limitations on Bansefi account functionalities (no 
partial withdrawals allowed), although there are 
indications that this may change in 2012. 

6. The new scheme is likely to arrive, in early 2012, 
with a weighted average cost per payment of 2.5 
percent of the average payment. This is 7.45 percent 
higher than what was being paid at the end of 2010 
when there was a mix of different payment types 
(without taking into consideration two one-off fees 
paid at that time), and 22 percent higher than the 
highest fee paid today for the cash-based methods. 
However, 2.5 percent or MXP 36 per average 
payment, while high in relation to some peer 
countries, does not seem to be prohibitively 
expensive. The shift will also allow reductions in 
paper-based controls and administrative burden. The 
financial impact of the shift in the health and 
education services of the G2P program is not known. 
Other costs of the shift include negotiations with 
payment providers, which are difficult to estimate. 

7. With respect to research question (a), the case for 
Bansefi to offer both types of accounts to recipients 
in the absence of the fee from government—or in the 
absence of bank fees as an alternative—is not proved. 
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Recipient accounts are attractive because they 
guarantee an important source of income, i.e., 
government fees. Oportunidades clients make up 
almost 80 percent of Bansefi’s low-income segment, 
and the knowledge of and commercial strategy for 
this segment are currently being developed. In 
addition, Bansefi is prohibited by law to engage in 
retail lending, limiting its ability to build a more 
obvious business case around these clients. The need 
to build an extensive distribution network rapidly 
only adds to the complexity and costs, which are not 
currently being offset by client income. Account use 
is low, opportunities for revenue are slim, and 
average balances are not sufficient to generate 
substantial float income. Oportunidades’ decision to 
require full grant withdrawals, allied to mandatory 
free transactions and legal limitations on retail 
lending, makes it hard for Bansefi to achieve 
profitability at the account and client levels under 
current conditions, and even at the segment level, 
without being subsidized by government fees. 

8. However, Bansefi argues that recipients could 
become profitable customers even without the 
government fee if a monthly or annual fee were 
charged on each account. Reportedly, this is already 
the case for clients who have left Oportunidades and 
have remained Bansefi clients. 

9. Under the current conditions it is safe to conclude 
that Bansefi has a business case at Level 1A 
(profitability of the accounts after government fees). 
Also, the shift to account-based payments increases 
Bansefi’s negotiation powers and importance. The 
current experience may bring other programs (and 
fees) under its responsibility.  

10. Finally, there is lack of supporting evidence 
through surveys looking specifically into research 
question (b). Oportunidades beneficiaries—even in a 
global context—are exceptionally underserved by 
financial institutions. Offering even basic services 
and savings accounts therefore represents an 
enormous opportunity. But, so far, recipients are not 
taking full advantage of the newly opened Bansefi 
accounts. This may be driven by the fact that the 
functionalities of the savings account are limited by 
the choices made by Oportunidades, or other factors. 
Demand-side research suggests that clients have 
misconceptions about and mistrust of banks and bank 
fees and do not understand how the Bansefi accounts 
work. This affects the way recipients interact with the 
accounts, but the evidence is still emerging.
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1 Introduction 

1.1 Background 

CGAP research to date on banking the poor through government-to-person (G2P) payments has 
led to certain key questions about the core propositions involved in financially inclusive social 
transfer payments: 

1) Provider bank proposition—Can financial institutions offer financially inclusive services to 
recipients on a profitable basis? 

2) Client proposition—Will poor recipients use financial services if they are offered to them? 
3) Government proposition—Is building in inclusive financial services affordable? 

To build on its previous work, CGAP commissioned Bankable Frontier Associates to conduct 
cross-country research to probe the case for financially inclusive G2P payment methods, with a 
focus on bank account-based schemes. The study covers the largest cash transfer programs in 
South Africa, Brazil, Mexico, and Colombia and looks at the incentives for the most important 
players involved in the transfer programs: the government, the recipients, and the payer bank.  

Table 1: Research countries, programs, and financial institution 
Country G2P Program Bank 

Brazil Bolsa Família Caixa Econômica 
Mexico Oportunidades Bansefi 

South Africa Child Care, Old Age Absa/All Pay/Standard 
Colombia Familias en Accion Banco Agrario 

The aim is to answer the above questions by exploring three areas: (a) use of accounts by 
recipients, (b) costs to banks and governments, and (c) the perceptions of recipients about ease of 
access, challenges posed by the payment process, and value placed on having access to the 
account.  

In the case of Mexico, researching areas (a) and (b) involved several rounds of in-person and 
phone interviews and email exchanges with Oportunidades, Bansefi, and Telecomm, from April 
2011 to August 2011. The research explored perceptions and data to support conclusions about 
the incentives for the government program and the bank, although it was not possible to gather 
transactional data from the bank. The list of people interviewed is found in Annex B. 

The demand-side component was based on two pieces of research: qualitative research 
conducted by the Inter-American Development Bank (IADB), which shed some light onto 
preferences regarding payment methods and savings habits, and some insights from a 
quantitative GAFIS/BFA baseline survey of recipients of grants through Diconsa stores, which 
serve as Bansefi agents.  

This report summarizes the findings of both the supply- (Section 2) and the demand-side 
research (Section 3) in Mexico and presents strategic policy insights (Section 4). 
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1.2 Oportunidades and its context 

Mexico’s priority in social policy is to improve human development and well-being by creating 
equal economic opportunities for all and reducing poverty that affects over 44 percent of the 
population.1 The Human Development Program Oportunidades is a key component of this 
policy, operating in alignment with three sector development plans: social, education, and health 
plans 2007–2012. These plans come together with economic development policy in the Strategy 
Live Better of the current government. 

Oportunidades is a conditional cash transfer (CCT) created in the aftermath of the 1994 financial 
crisis as part of a set of measures to alleviate increasing poverty levels. It focuses on breaking the 
intergenerational poverty cycle by investing in human capital toward a better economic future. It 
gives out grants to 3 out of every 10 Mexican families. The grants are combined with 
coordinated interventions in health, education, and nutrition. It has significant political and 
financial support; currently it is the largest social program of the federal government.2 

The CCT program started in 1997 with 300,000 families from rural areas and expanded to urban 
areas in 2010 (urban pilots began in 2009). Today 5.8 million families in nearly all 
municipalities receive Oportunidades grants. Since its inception 14 years ago, it has impacted the 
lives of over 30 million Mexicans,3 and more than 5 million scholarships have been distributed.  

Figure 1: Families covered by Oportunidades (millions) 

 
Source: Oportunidades, un programa de resultados, 2010, Sedesol. 

The bi-monthly grants have two main components: (1) a nutritional grant to improve quantity, 
quality, and diversity of a family’s diet and (2) scholarships. To be eligible for the nutritional 
component, the family needs only to be recognized as poor. To be eligible for scholarships, a 

                                                 
1 Oportunidades, un programa de resultados, 2010, Sedesol. 
2 Interview with Oportunidades, 17 March 2011. 
3 Oportunidades, un programa de resultados, 2010, Sedesol. 
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child needs to be younger than 22 years of age and enrolled in school between the third grade of 
primary and the third grade of high school. According to the Law of Social Development, the 
methodology to measure poverty levels in Mexico is defined by the National Council for 
Evaluation of the Social Development Policy (Coneval). It includes several indicators in addition 
to family income per capita. 

These two core grants are complemented by other elements that have been incorporated into the 
program since 1997:  

 A grant of MXN 3,598 for teenagers finishing high school before 22 years of age (Young with 
Opportunities program) 

 A grant to buy school materials (or in-kind contribution) 
 Nutritional complements for children between 6 and 23 months, malnourished children between 

two and five years old, and pregnant or breastfeeding women 
 Grant to each person over 70 in a beneficiary family 
 Energy grant (to cover the cost of electricity and gas)4 
 Due to the higher food prices, since 2008 the families receive the Nutritional Live Better grant 
 Since 2010 the families also get the Child Support Live Better grant for each child (up to three 

children) between zero and nine years old 

To keep receiving the grant, the family needs to prove the children’s attendance at school and 
participate in the regular health, education, communication, and self-care activities and 
community assemblies organized by the program. In 2010 an average of MXN 2,784 was paid to 
the head woman of each family every two months (average monthly grant of MXN 1,392). 

1.3 Program management 

Oportunidades is managed by the National Coordination for Oportunidades (the Coordination), a 
decentralized body of the Secretary of Social Development (Sedesol). The Coordination’s 
Technical Committee is the policy-making body; it is comprised of representatives from Sedesol, 
the Ministry of Finance, the Secretary of Education, the Secretary of Health, and the Mexican 
Social Security Institute. 

As in many other CCT programs around the world, the operation is decentralized, involving 
activities conducted by several private and public entities at different levels. The state 
governments and their respective secretariats provide the health and education services that 
beneficiaries are required to use in exchange for the grants, and the Coordination is responsible 
for oversight, liaison with regional and local authorities, and payment of grants.  

                                                 
4 The program wants to change the reality of some regions in Mexico, where over 80 percent of the homes use wood as the main combustible. 
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Decentralization and articulation with different government agencies intend to maximize 
complementarities and reduce administrative costs. In fact, the Coordination has managed to 
keep operational costs at 5 percent of the total budget (MXN 57.3 billion) in 2010,5 and by law 
operational costs (including evaluation and research) is limited to 6.85 percent of the annual 
budget. The budget for 2011 is MXN 66 billion,6 but the operational costs are expected to 
increase with the increase in the fees paid to effect the grant transfers (see Section 1.7). 

Beneficiary families are identified through a rigorous methodology that includes a demographic 
and socioeconomic survey, and they are registered in a system called Padrón Básico de 
Beneficiarios. Some states, such as Oaxaca and Chiapas, have more than half of their populations 
enrolled in Oportunidades. Seven in every 10 beneficiaries live in localities7 with fewer than 
2,500 inhabitants, 952,112 in localities with more than 15,000 inhabitants, and 862,512 in 
middle-sized localities. This is to say that over 99 percent of the 100,000 localities served by the 
program are rural or semi-urban. 

1.4 Impact and challenges 

Since its early years Oportunidades has gone through numerous impact evaluations that have 
confirmed positive results in rural areas, such as the following:8 

 Reduction of behavioral problems in children younger than three years  
 Significant impact in school achievement, turning studies into the main activity of most youth 
 Improved access to other programs, such as popular insurance 
 Significant improvement in health standards, such as reduced incidence of anemia, increase in 

average height, decrease in obesity9 
 Improvement in sexual health, particularly in families that have been in the program for a long 

time 
 An inverse relationship between time in the program and consumption of tobacco, alcohol, and 

junk food 
 Positive impact in participation in the labor market, and 12–14 percent increments in income 
 Reduction in gender and ethnic gaps in education 

The evaluations have shown that the behavior change sought by the program was weaker in 
urban families when compared to the results observed in rural areas. The conclusion was that 
improvements in complementary health and education services were less effective in the cities. 

                                                 
5 Oportunidades, un programa de resultados, 2010, Sedesol. 
6 Information provided by Oportunidades, 2 August 2011. 
7 ―Localities,‖ rather than ―municipalities,‖ is a more meaningful and more often used geographical reference for the program and the payer 
institutions.  
8 ―A diez anos de intervencion Evaluacion externa del Programa Oportunidades 2008 en zonas rurales (1997-2007) El reto de la calidad de los 
servicios‖ 
9 Oportunidades beneficiaries present lower levels of obesity than the national average (which is over 70 percent today). 
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This triggered a number of modifications in the interventions in urban areas, and new evaluation 
studies are currently underway.  

1.5 Financial inclusion and Oportunidades 

Financial inclusion has been receiving growing attention by the Mexican government in recent 
years. According to the Coordination, the official objective is to increase the percentage of adults 
with access to financial services from the current 24 percent to 50 percent by 2012. Encouraged 
by the presidency, the Ministry of Finance has been pushing for financial inclusion and 
education by coordinating with other government agencies, such as financial regulators and 
social and economic development agencies.  

An important measure related to this policy was the decision by the Ministry of Finance to 
require all government disbursements and payments to land in the payee’s bank account by 
December 2012.10 This includes the recipients of cash transfer programs, such as Oportunidades 
and Procampo (a large cash transfer program that supports small farmers). Although the origin of 
this measure is more closely related to the desire to improve efficiency and reduce costs and 
corruption, it has assumed financial inclusion motivations in the current presidency. It has 
already led to the opening of accounts for millions of civil servants who previously received their 
salaries in cash and checks, and it is an important push for the current shift in the Oportunidades 
payment scheme. 

The Coordination has recently begun to shift Oportunidades from cash payments to transfers into 
bank accounts at Bansefi, a government bank. The goal is to implement, by December 2011, a 
mixed model with two types of account-based grant payments: a basic savings account offering a 
debit card (Debicuenta, which is blue) and a prepaid card (called the pink card) linked to a basic 
noninterest bearing bank account. Most (80 percent) of the beneficiaries were expected to have 
the prepaid card by the end of 2011; savings accounts will cover the remaining 20 percent. The 
decision not to shift all recipients to the savings account option was due in part to the difficulty 
in implementing this scheme in rural areas where there is limited payments and bank 
infrastructure (see Section 3).  

The effort is deeply motivated by the Ministry’s push for electronic payments but also by 
financial inclusion objectives set by the Coordination, which is committed to the potential 
benefits of financial inclusion. It believes that financial inclusion could potentially support the 
economic emancipation of beneficiaries and, hence, contribute to the goals of the social transfer 
program.  

                                                 
10 Although the presidential decree that introduced this measure explicitly mentions that payments need to be made into the beneficiary’s bank 
account, in practice the implementing agencies are interpreting the measure are requiring payments to be made electronically only. 
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The shift to a bank account-based payment system is considered just a first step—an entry to a 
wider range of financial services. In this context, the Coordination sees savings as the 
beneficiaries’ most needed service, followed by microinsurance and microcredit. However, the 
Coordination has not yet set any specific goal in product offerings and use, such as increased 
savings rates. The priority at the moment is turning all payments electronic within a tight 
timeframe. The Coordination is also adding a financial inclusion perspective to its impact 
evaluations. For example, recent and upcoming evaluations are looking into the use of financial 
services by beneficiaries and their level of satisfaction with the electronic payments. The 
Coordination has great interest in furthering its understanding about how to create a business 
case for private banks to engage in government transfers and offer services to beneficiaries. 

1.6 Level of financial inclusion in Oportunidades 

Three main approaches to making social transfer payments are distinguished in the Focus Note: 

1. Cash. Where the beneficiary has to appear at a particular payment point, often at a particular 
time, to receive her payment. In this case there is no store of value created for the individual and 
hence no way for her to opt to withdraw less than the entire payment.  

2. Limited purpose instrument. These instruments transfer the grant to (at least) a notional account 
earmarked for the recipient. This virtual or literal earmarking enables more choice of times and 
locations at which the recipient can withdraw funds. Nonetheless, the functionality of this account 
is restricted in one or more ways: 

(i) The funds cannot be stored indefinitely—if not withdrawn in a defined window, the 
program may reclaim the funds as unspent 

(ii) No more funds may be deposited into this account from other sources 
(iii) Cash may be withdrawn only at dedicated infrastructure, that is, at agents or cash points 

that are specifically established for this purpose only (and which therefore other people 
cannot use) 

3. Mainstream banks accounts. These are accounts where none of the above limitations apply and 
are usually bank accounts that are also available to nontransfer recipients. The beneficiary 
benefits from the same functionality as any other user of the account.  

Table 2 below divides Oportunidades by payment method. Cash-based payments or payments 
using a limited-purpose instrument are not included. By December 2010, a large majority of the 
recipients were under this classification: 66.12 percent got their grants in cash, 11.6 percent used 
the prepaid card linked to a bank account at Bansefi, and 16.48 percent were paid through 
savings accounts at Bansefi (Debicuenta).  

To categorize the two new instruments, we first need to separate the product rules as set by the 
bank from the program rules as set by the social program. For example, Oportunidades’ rules 
require that recipients withdraw all of their grant funds within five weeks of date of credit to the 
account, or risk losing it. However, the Bansefi prepaid card product allows recipients who have 
withdrawn the amount immediately to redeposit it into the same account where it can be stored 
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indefinitely (hence not falling under the restrictions of 2[i] and [ii] above). In addition, the 
functionality of both cards (which are branded Visa) allows clients to make withdrawals through 
a range of automated teller machines (ATMs) and to use them at standard point-of-sale (POS) 
locations, as well as at specialized agents where offline functionality is allowed. Therefore, after 
considerable deliberation we assigned both products to the mainstream bank account category 
based on the rules established above. This is not to say that the current redeposit process is 
optimal, however: indications that Oportunidades may change the rules to allow recipients to 
retain a proportion of their grant in their prepaid account are welcomed. 

The remaining 5.79 percent were paid through a cardless savings account at Bansefi that can be 
operated only through Bansefi branches and savings and loans institutions generally referred to 
in Mexico as cajas. These accounts are considered mainstream bank accounts for the purpose of 
this research, because they can be used at Bansefi general branches accessible by other 
customers, too.  

The goal is to have, by the end of 2011, 80 percent of the recipients with the prepaid card and 20 
percent with Debicuenta.11 

Table 2: Level of financial inclusion in Oportunidades in December 2010* 
Not included 

  
Fully Included 

Cash-based payments Limited purpose instruments General purpose instrument 

4,166,288 (66.12%)  

364,901 (5.79%) Bansefi 
cardless savings accounts 
731,851 (11.6%) Bansefi 

prepaid cards 
1,038,280 (16.48%) Bansefi 

savings accounts (Debicuenta) 
*Bansefi prepaid cards. These are not classified as Level 2 as the grants need to be withdrawn in full and in a five-day window.  
**Bansefi savings account (Debicuenta). These are not classified as Level 2 as the grants need to be withdrawn in full. 
***Bansefi savings account. These have some limitations, as account holders are not given a card to operate the account. 
 

The Coordination’s enthusiasm for financial inclusion is reflected in Table 3, but this enthusiasm 
is not shared by all levels of the institution. Some operational staff believe that financial 
inclusion can hurt the goals of the program or at least that it is not proven to help the goals. This 
difference between the strategic and the operational levels may have had some impact in the way 
the new payment methods are being implemented, such as the requirement to withdraw the grant 
in full as mentioned.  

 

                                                 
11 These accounts are also named Debicuentas by Bansefi. For the purpose of making the differentiation between the two types of savings 
accounts clear in this report, we use the term Debicuentas to mean the new savings accounts that are operated with a debit card. 
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Table 3: Views from Oportunidades’ leadership on financial inclusion (1=fully agree; 5=fully disagree) 
Statement Score 

The recipients of cash transfers in our country can and do save. 1 

The benefits of financial inclusion for social transfer recipients have been proven and are widely accepted in our 

ministry. 

1 

Within 10 years, all recipients will be paid into their bank accounts 1 

The case for governments to require all social transfers to be paid directly into bank accounts is strong. 1 

The biggest obstacle to full financial inclusion is on the supply side: banks are unwilling to provide full services 

because they cannot do so profitably. 

2 

Considering all categories of cost, electronic payments of transfers are cheaper for government than cash 

payments. 

2.5 

Introducing financial inclusion to social transfers increases complexity for scheme managers. 5 

Introducing financial inclusion objectives for social cash transfers increases cost to government without clear 

compensating benefits.  

5 

The biggest obstacle to full financial inclusion is on the demand side: clients don’t necessarily see the benefit. 5 

1.7 Overview of the payments scheme 

1.7.1 Changing arrangements with payment providers 

In 2010, the Coordination transferred MXN 52 billion in Oportunidades grants, resulting in an 
average monthly grant of MXN 1,477, or MXN 2,784 per bimonthly payment. The grants are 
paid in 2,445 municipalities, or 97,053 localities.12 Each recipient has a sheet with an annual 
payment calendar indicating the dates for the six yearly transfers, regardless of the payment 
modality or channel used. The payment arrangements are decided by Oportunidades’ Board 
(which is above the Technical Committee) based on proposals presented by the Coordination. 
While the program shifts to electronic payments as noted above, the transfers are still made using 
a variety of methods and three payment providers: Bansefi, Diconsa, and Telecomm.  

 

                                                 
12 Oportunidades: Padron Inicial Ejercicio 2011 (www.oportunidades.gob.mx). 
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Box 1: Profile of Oportunidades payment providers 

 

The providers are not chosen based on a tender or legal requirement; they are chosen based on 
having outreach in rural areas, being public institutions, sharing the goal of social and economic 
development, and, last but not least, having a desire to serve the market (as private banks are not 
interested in social payments). This research did not have access to the contracts between the 
Coordination and the payment providers. 

Telecomm was the first Oportunidades payer due to its experience with high-volume, low-value 
remittances; its presence in rural areas; and brand recognition by low-income Mexicans. As the 
program expanded geographically, Bansefi and Diconsa came to complement Telecomm’s reach.  

The mix of providers, methods, and channels is deemed necessary to compensate for the lack of 
bank presence in most localities and the difficulties of having a highly dispersed population: 
beneficiaries are spread out in numerous, very small rural localities away from urban centers. 
Over 90 percent of localities lack bank branches.13 Many places (most places where Diconsa 
stores are used) do not have phone communications, which seriously impacts electronic 
payments. It is a real challenge to deliver the grants at reduced costs for the program while 
maintaining the business case for payment providers. According to the Coordination, distance, 
infrastructure, and isolation are the most important drivers of operational costs and limit the 
choices of payment methods and channels.14 Table 4 shows that the Coordination’s highest 
priority is to minimize the time and cost to beneficiaries to collect the transfers, which does not 
necessarily translate into lower costs for all institutions involved. 

 

                                                 
13 Interview with Bansefi, 20 May 2011. 
14 The number of people involved in the operations of Oportunidades gives an idea of the challenge: a total of 3,600 people—1,000 staff in the 
headquarters and 2,600 staff in the field. 

Bansefi (Bank of National Savings and Financial Services) was created by law in 2001 with the objective of 
strengthening the “popular” financial sector—comprised of savings and credit societies (SACPs)—and advancing 
financial inclusion. Bansefi has about 500 branches and 6.2 million account holders. Besides its own branch network, it 
works through La Red de la Gente, an alliance with 284 SACPs, with a total of 2,292 branches. Only a small part of this 
network is used for disbursing Oportunidades. 

Diconsa is a company (mostly owned by the government) created to ensure that basic goods arrive at affordable 
prices to marginalized communities with populations between 200 and 2,500. The consumers have access to the 
goods through a network of over 22,000 locally owned and managed stores. As most stores are very small and have 
limited cash flow, the cash necessary to make the grant payments is added to Diconsa’s weekly product distribution 
routes. 

Telecomm is the government agency that specializes in communication (telegraph, satellite, and radio) and financial 
services, such as remittances. It has 1,588 branches in 2,500 municipalities (583 in localities without bank branches). It 
has also been working as a multibank agent since 2005. Telecomm has twin goals of financial and digital inclusion. 

Diconsa is a company (mostly owned by the government) created to ensure that basic goods arrive at affordable prices 
to marginalized communities with population between 200 and 2,500 inhabitants. The consumers have access to the 
goods through a network of over 22,000 locally owned and managed stores. As most stores are very small and with 
limited cash flow, the cash necessary to make the grant payments is added to Diconsa’s weekly product distribution 
routes. 
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Table 4: Objectives of the Coordination when choosing payment arrangements 

Objective Order of priority 

Minimize the time and cost to the beneficiary to collect the transfer  1 

Maximize additional developmental benefits to the recipient  2 

Promote the dignity of the recipient 3 

Minimize leakage (loss due to fraud, misappropriation, failure in payment process) 4 

Minimize total delivery cost to government  5 

Minimize time to scale up a new or expanding program 6 

The Coordination has so far handled separate contracts with different terms and conditions for 
each payment provider, but the intent is to replace the current arrangements with a single 
contract with Bansefi. Bansefi will in turn be responsible for making payments through a variety 
of channels and intermediaries, including Telecomm and Diconsa, but also other agents hired by 
Bansefi, such as gas stations and cajas from Red de la Gente, based on separate bilateral 
agreements (which may or may not establish an agency relationship between the bank and the 
third party). In this sense, the Coordination shifts the administrative burden of managing 
different channels and providers to Bansefi, but faces higher fee per payment in turn.  

A contract between Bansefi and Diconsa was signed in June 2010, replacing the 
Oportunidades/Diconsa contract. The Bansefi/Telecomm contract is about to be signed, but it 
will operate in parallel with the Oportunidades/Telecomm contract, which will continue to be 
valid throughout 2011 as the beneficiaries are gradually shifted away from the cash-based 
payment done by Telecomm.15 

1.7.2 The current scheme and the transition to Bansefi accounts 

The payment modalities offered by the program as of July 2011 were as follows: 

(i) Direct delivery in cash (entrega directa). Cash is handed to the beneficiary in branches or 
temporary payment points. There is no link to accounts or use of cards. Paper-based controls 
and receipts are used. The recipient holds onto the annual payment schedule where official 
stamps are added as a proof of each payment. (Each payment sheet costs MXN 2.41, and each 
stamp costs MXN 0.15.) To be eliminated by the end of 2011. 

(ii) Deposits in Bansefi savings accounts with no card (abono en cuenta). Recipients’ grants 
are deposited into fully transactional savings accounts at Bansefi; however, recipients are not 
given debit/bank cards and so they must travel to Bansefi branches or a few SACPs to make 

                                                 
15 In reality, in many instances (more isolated communities) the shift will mean only that the recipients will use the prepaid card as a transaction 
authentication mechanism for the grant withdrawal (which will use a POS device provided by Bansefi), but will continue to gather at a specific 
time and date to get their whole grant in cash. 
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transactions. Bansefi intended to eliminate this account by the end of 2011 and transition 
clients to one of the new platforms. 

(iii) Deposits into Bansefi prepaid accounts with smartcards (tarjetas prepagadas). Bansefi 
opens noninterest bearing no-frills accounts for recipients (based on information previously 
shared by Oportunidades). Recipients have their digital fingerprints taken16 and receive 
smartcards to cash the grants and make transactions. Grants are withdrawn in full at payment 
points equipped with Bansefi biometric-enabled POS (online or offline, depending on the 
location). This modality is used in places with limited payment and/or communication 
infrastructure and where there are no Bansefi branches or ATMs within 10 km of the 
recipient’s home. It will cover the majority (80 percent) of recipients by the end of 2011. 
Another benefit of this type of account is its simplified—hence fast and easier—opening 
procedures. Account holders can make deposits, purchases, and other electronic transactions 
using other funds (but not the Oportunidades funds, which need to be withdrawn in full 
before being deposited back to the account). 

(iv) Deposits into Bansefi savings accounts with smartcards (tarjeta debito). Recipients open a 
no-frills savings account operated by a smartcard (Debicuenta). The grants can be withdrawn 
in full at ATMs and other Bansefi payment points, such as Diconsa stores working as Bansefi 
agents. This modality is chosen whenever there are ATMs, Bansefi branches, or Bansefi 
banking correspondents within 10 km of the recipient’s home, and it is projected to cover 20 
percent of recipients by the end of 2011. 

The delivery method and rules vary with the payment modality and the location of the recipient. 
In the cash-based modality, the grant is delivered against the recipient’s ID and payment 
schedule, where an official stamp is added as a proof of payment. Recipients are called to get 
their grants on a specific day and time. If they fail to come, they have three days to go to the 
payer institution to collect their grants. 

In the case of the cardless savings account, recipients are called to withdraw their grants on a 
specific day as happens with the cash-based system, but if they fail to do so they can go to a 
Bansefi branch to withdraw the grant at any time, for any amount, when they show a photo ID. 

Prepaid smart cards being cashed at temporary payment points (which are set up by Telecomm), 
work exactly like the cash-based scheme. If recipients use their smartcards at permanent points, 
such as bank branches, ATMs, or Telecomm and Diconsa branches, they have five days to make 
the withdrawals, from the date the grant is credited. Withdrawals must always be made in full. 
Recipients provide their digital fingerprints when using the POS device. They may redeposit a 
portion of or the whole grant into the same account by going to a Bansefi branch or an agent; 
they may access this deposit thereafter at any time. 

                                                 
16 According to Bansefi (20 May 2011 interview), the main reason for using biometrics is to reduce fraud and misuse of passwords by the many 
people involved in the payments process, but also to compensate for the recipients’ difficulty in protecting their personal identification numbers. 
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Finally, with the fully transactional savings accounts (Debicuenta), withdrawals need to be made 
in full at any time after the grant is credited. Recipients show photo IDs and provide their digital 
fingerprints when using a POS device. After withdrawing the grant, they may redeposit a portion 
of their grants into the same account by going to a Bansefi branch or an agent and may access the 
deposit thereafter at any time.  

As of July 2011 the bulk of payments were still being done in cash. Figure 2 shows that the 
Coordination plans to have 80 percent of recipients with prepaid cards and 20 percent with 
Debicuenta savings accounts by end of 2011. The other modalities would be eliminated. 
 

Figure 2: Payment distribution in 2009, 2010, and plan for end 2011 

 
Source: Oportunidades, July 2011. 

 

Until June 2010 the Coordination had a separate one-year renewable contract with each of three 
payment providers, under different operational and financial terms. To start implementing the 
account-based scheme, the Coordination replaced the contract with Diconsa in June 2010 with a 
contract with Bansefi. Diconsa continued doing the payments through a Bansefi/Diconsa 
contract.17 As of July 2011 the Coordination had two active contracts: one with Telecomm and 
one with Bansefi. 

                                                 
17 From a regulatory standpoint, only a few Diconsa stores are Bansefi agents, since most do not comply with the technical requirements imposed 
by the Mexican Banking and Securities Commission (CNBV). 
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1.7.2.1 The contract with Telecomm 

Providing financial services and making social transfers have become two major lines of 
business for Telecomm since the demand for telegraph services has nearly disappeared. 
Therefore, Telecomm is actively engaged and has high stakes in the discussions about financial 
inclusion of Oportunidades beneficiaries. The 2.4 million grants paid every other month are part 
of the 26 million government payments (annually) from 12 programs operated by Telecomm, 
reaching a total of 4.5 million recipients. Oportunidades represents 85 percent of this MXN 35 
billion business.18 In June 2011, Telecomm paid MXN 4.5 billion in Oportunidades grants. This 
contract covered 3 million beneficiaries in 2010,19 although the number of recipients varies in 
each payment cycle. 

The current contract is valid until December 2011 and covers over 50 percent of all the grant 
payments today. All of Telecomm’s payments were done in cash20 by September 2011 at 1,588 
Telecomm offices covering 2,500 municipalities and through approximately 5,000 temporary 
branches, where there is no other payment point available. Temporary branches are vans 
equipped with a safe, managed and staffed by Telecomm, and secured by two or more guards. 
With the imminent migration to Bansefi accounts, the recipients who are served today by 
Telecomm will start using their smartcards and fingerprints in POS devices to be installed by 
Bansefi in the temporary branches and Telecomm offices. By the end of the year, the 
Telecomm/Bansefi contract will cover all or at least the majority of recipients who get their 
grants directly from Telecomm today.  

  

1.7.2.1 The contract with Bansefi 

Preparing for the shift to savings accounts in 2009 and the expansion of the program to urban 
areas, Bansefi launched a pilot with 3,000 Diconsa stores, opening 500,000 savings accounts 
operated by smartcards using biometric-enabled POS devices. The pilot encouraged 
Oportunidades to shift in 2009 all the newly added 250,000 recipients in urban areas to a similar 
scheme, using cheaper magnetic cards. The withdrawals were made at ATMs (20 belonging to 
Bansefi and other ATMs shared with banks Banorte, Bajio, and Afirme).21 In parallel, by May 
2011 Bansefi had installed new POS devices in the branches of 60 SACPs covering 100,000 
recipients whose savings accounts have been recently opened, and 6,000 POS devices in Diconsa 
stores covering nearly 600,000 recipients. 

                                                 
18 Government payments are the main financial service for Telecomm, representing 47 percent of the revenue of this business line.  
19 Information provided by Oportunidades in July 2011. 
20 Until the beginning of 2011 Telecomm also used the Bansefi prepaid cards, but stopped offering this modality due to difficulties in replacing 
damaged and lost cards.  
21 Bansefi signed agreements with these banks so that the ATM surcharge fees deducted from the recipient’s accounts (about MXN 2.50) are 
returned to Bansefi, to be deposited back in the recipient’s account in the next payment cycle. 
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Today Bansefi makes payments in cash and through the three account-based modalities 
described above (cardless, prepaid card, and Debicuenta). Nearly all the recipients covered by 
the Diconsa channel use prepaid cards, as this method allows offline transactions where there is 
no communications infrastructure. The two card-based methods require recipients to withdraw 
the grant in full, as of July 2011. The goal is to allow for partial withdrawals. For the moment, if 
recipients want to keep part of the grant in their card-enabled accounts, they first need to make a 
full withdrawal and then go to a Bansefi branch or agent to make a deposit.22  

According to Bansefi, the Coordination decided not to allow partial withdrawals in these new 
payment methods because of the perceived trade-off between encouraging saving part of the 
grants and the objectives of the cash transfer program. Traditionally, the program has encouraged 
the use of the grants for consumption in specific items, such as health and education, and not for 
savings. In addition, the Coordination seems concerned with the impact of the agent model. A 
particular concern is the ability to ensure cash is available at every point to allow recipients to 
withdraw 100 percent of the grants at once if desired.  

The current contract with Bansefi, signed in early 2011, covers 2.6 million recipients in localities 
where Bansefi has branches, affiliated Diconsa stores, or affiliated entities from Red de la Gente. 
In 2010 cash payments reached 1,144,782 recipients, but this number has gone down with the 
move to electronic payments. In May 2011 the cash payments covered 1 million recipients, while 
the electronic methods covered 1.6 million (the cardless account covered 400,000).  

 

As of July 2011 Oportunidades paid Bansefi the following fees: 

1. Fee for prepaid card payment using Diconsa stores 
2. Fee for each prepaid card payment using any other channel (includes account opening) 
3. Fee for savings account (Debicuenta) payment (covers account opening) 

Fee for cardless account payment. The plan is making the above fees more sensitive to the 
different costs of different channels in different types of payment points (temporary or 
permanent) to be managed by Bansefi by the end of 2011. Inserting Bansefi as an intermediary 
between the Coordination and the other payment providers made the payments more expensive 
for Diconsa and Telecomm, but fees for other channels managed by Bansefi were lowered.  
  

                                                 
22 Also, the recipient’s grant will be suspended if the account is not transacted in four months (Reglas de Operacion del Programa Oportunidades 
2009). 
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Table 5: Expected evolution of weighted average total grant payment fees per category (MXN) 
Category  Jul-11 Dec-11 

 

% paid this 
way 

Weighted 
fee 

% paid this 
way 

Weighted 
fee 

Cash 66 $ 30.75 0 
 

Prepaid cards 12 $ 41.76 80 $ 37.93 
Bank savings accounts 22 $ 24.63 20 $ 27.84 

     Weighted overall fee 
 

30.6 
 

35.98 
As % of average payment 

 
2.1 

 
2.5 

     
1.7.2.1 The distribution network and the negotiation process 

The distribution network has over 8,000 payment points: 20 Bansefi ATMs, ATMs (total number 
not available) of other banks, 60 SACPs, 500 Bansefi branches, 1,588 Telecomm offices, 5,000 
temporary Telecomm branches, and 2,000 Diconsa stores. The Coordination had planned to 
increase the network to 22,000 payment points by adding most of the other Diconsa stores by the 
end of 2011, which would allow 90 percent  of recipient families to be no more than 3 km away 
from a payment point. 

To achieve this, the Coordination redistributed recipients among Bansefi, Telecomm, and 
Diconsa and set some criteria. Where there was overlap with Bansefi (and cajas) branches, the 
Coordination chose Bansefi and cajas over the alternative. Where there was overlap with 
Diconsa, the alternative to it is chosen. While Diconsa payment points are critical for reaching 
isolated and marginalized communities, they are the most expensive and least attractive options 
because of poor infrastructure, decentralized governance, nonstandardized management, and 
high staff turnover. Using Diconsa stores as payment points also does little to relieve the need to 
move large sums of cash, since the stores typically deal with small amounts of cash and need to 
receive liquidity influxes to make these payments. Moreover, one of the reasons for incurring the 
costs of smartcards and biometric technology was to reduce the risks connected with Diconsa 
staff handling payments. With smartcards, there are fewer opportunities for one to alter paper-
based controls used for cash payments or insert a personal identification number (PIN) into the 
POS device on behalf of a recipient for cards working with PINs.23 

The desired distribution map gave 2 million recipients of Oportunidades and PAL (the nutrition 
grant program) to Diconsa stores, a little over 3 million to Bansefi (including SACPs), and 1.76 
million to Telecomm. The main difference from the picture at the end of 2010 is the fact that 

                                                 
23 Interview with Bansefi, 20 May 2011. 
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Bansefi becomes the payment provider (with subcontracts to Diconsa and Telecomm), and all 
payments will be done using a card. 

Table 6: The initial proposed distribution of recipients (Oportunidades plus PAL)24 to the different channels 

Bansefi Diconsa Bansefi 
SACPs 

(Fonaes)* 

Cajas de 

Ahorro** 
Telecomm To be decided  

Savings acct Prepaid card1
 Prepaid card1

 Prepaid card2
 Prepaid card1

 Prepaid card1
 Prepaid card1

 Prepaid card2 Prepaid card 

1,380,676 2,042,767 104,403 1,032,388 108,260 461,844 406,754 1,359,534 18,242 

20.25% 29.96% 1.53% 15.14% 0.16% 6.77% 5.97% 19.94% 0.27% 
*These are credit cooperatives receiving financial support from a government program named Fonaes. 
**These are credit cooperatives operating outside Fonaes. 
1 Fixed points (e.g., branches) 
2 Temporary points 

However, difficult negotiations with Diconsa may frustrate the Coordination’s ambition to 
achieve its goals by the end of the current year. In May 2011 Diconsa had pulled back from its 
initial agreement to cover 2 million recipients.25 Instead, Diconsa wants to cover only 600,000 
recipients, forcing the program to reassign the balance to Telecomm and Bansefi points, which 
are farther away from those recipients. According to Bansefi,26 the locally managed stores do not 
have a clear incentive to participate in grant payments. First, this is not their core business. 
Second, it may create security issues with the large amounts of cash being sent to the stores on 
specific dates. There is concern about robberies, and hence a push for Bansefi to implement 
security features in the stores. Third, the community councils (which make decisions on store 
operations and staffing) are not directly remunerated for doing the payments. The fees (and all 
the negotiation) stay at the headquarters of Diconsa, in Mexico City. However, communities are 
remunerated indirectly via discounts from their sales from the rural groceries program. 

Because recipients’ will not be served through Diconsa stores, Bansefi will expand its agent 
network to other types of outlets besides Telecomm and Diconsa. Telecomm will also be 
assigned additional recipients. The Coordination’s aggressive implementation agenda has 
required several rounds of difficult negotiations with the current payers, as their roles change 
considerably and the stakes are high for all parties. New sensitivities and obstacles keep arising, 
particularly with regard to Diconsa and the fees paid to the different parts for effecting the grant 
payments. 

Losing part of the Diconsa network will only add to the challenge for Bansefi to build an 
extensive agent network, which is the only way the savings accounts can become fully 
transactional at the grant payment points. The complexity of the relationship with Diconsa adds 
to the difficulty and costs any bank has in building an extensive agent network in rural areas. The 

                                                 
24 The number of recipients is higher than the current number of recipients, because it accounts for registered families that are not necessarily 
receiving the grants but may be included in the program. 
25 Interview with Oportunidades, 17 March 2011; Bansefi, 20 May 2011; and Telecomm, 21 June 2011. 
26 Interview on 20 May 2011. 
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cost of cash handling and the use of the account functionalities from the customer’s side will 
depend in part on the number of merchants equipped with POS devices to accept Bansefi cards 
as means of payments for debit purchases. 

1.7.2.2 The financial impact of the new scheme 

In general, the shift is not expected to impact the administrative burden of the Coordination. On 
the contrary, it is likely to reduce it as administrative issues, including contract management, 
become more straightforward because of the consolidation into a single contractual relationship 
with Bansefi. It may have some impact, nevertheless, on the operation of the Health and 
Education departments involved in the program, since it will no longer be possible to deliver 
these supplementary services while beneficiaries are congregated at pay points. The costs of 
these services are likely to increase, but the Coordination has not estimated the budgetary impact. 
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2 Supply-Side Findings 

2.1 Social payments in Bansefi 

The government is a major client for Bansefi, which has several large contracts for government 
payments, accounts, and transfers. In addition to Oportunidades, Bansefi handles payments of 
several other government programs,27 and it is exploring with the government how to increase its 
participation in these types of operations.28 For being the largest CCT (representing 77 percent of 
all income from government social transfers),29 Oportunidades stands out in Bansefi’s 
government business. It is one of the most important sources of income for the bank. The income 
from Oportunidades helps Bansefi balance its finances that are affected by operations mandated 
by law, which sometimes do not generate results at the same levels as those typical of private 
banks. Bansefi, although it is able to offer savings accounts to retail customers, is legally 
prohibited from engaging in retail lending. It can have only wholesale (second tier) loan 
portfolios through cajas.  

Making government transfers is an important source of income for Bansefi, but it is also a legal 
duty, as this bank is, by law, a tool of public policy. Table 8 illustrates this reality and how social 
transfers fit into Bansefi’s mission and mandate. Gaining new clients and making a profit from 
each of them are secondary objectives according to our interviews. 

Table 7: Bansefi’s objectives in making social transfers 

Objective Priority (1= highest) 

Gaining new clients 3 

Earning fee revenue from government 2 

Winning other profitable business from government 2 

Making a profit on each recipient account 4 

Fulfilling corporate social responsibility 0 

Reacting to government pressure/meeting its mandate 1 

Fulfilling bank’s mission  1 

Source: Bansefi, 19 July 2011. 
 

In 2010, Bansefi paid MXN 31.4 billion to 4.1 million recipients, MXN 5.3 billion of which 
were via electronic payments (to 1.5 million recipients): MXN 3.3 billion through Debicuenta 
(0.8 million recipients) and MXN 2 billion through prepaid cards (0.7 million recipients).  

                                                 
27 Jovenes con Oportunidades, PAL, Ahorros de Grupos, Promusag, others. 
28 Information provided by Bansefi on 19 July 2011. 
29 Bansefi, Notes to Financial Statements of December 2010, p. 6. 
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2.2 Product strategy for Oportunidades recipients 

Oportunidades recipients make up almost 80 percent of the 3.4 million low-income clients, who 
in turn represent about 54 percent of the total 6.2 million Bansefi account holders.30 Of the 2.8 
million existing cards issued by Bansefi, 78.9 percent are linked to government payments, the 
majority of which is with Oportunidades.31 This number will increase during 2011, and most 
cards in Bansefi’s portfolio will be held by Oportunidades recipients.  

In the new scheme recipients are offered two types of accounts: (i) a no-frills savings account 
called Debicuenta with a Visa debit card and (ii) a Visa prepaid card linked to a simplified 
account that doesn’t pay interest. Both were created specifically for this segment and have 
relatively simple opening and operation procedures. The prepaid card account is easier to open 
(it is opened in bulk by the bank, with the information provided by the program) and can be used 
offline. Both cards were branded Visa to be used for debit purchases and withdrawals at 
merchants outside Bansefi’s proprietary network. Table 9 compares the features of these two 
products against a Debicuenta account offered to the general public. 

Table 8: Comparison between G2P accounts and nearest equivalent account (values in MXN unless otherwise 
stated) 

Name of product Debicuenta to Oportunidades Prepaid card Debicuenta to general public 

Minimum opening balance 0 0 $50 
Minimum balance 0 0 $50 
Docs required to open an 
account 

Original and copy of official photo ID 
Proof of address 

Original and copy of official photo 
ID 

Original and copy of official photo ID 
Proof of address 

Is an ATM/debit card 
provided? Are checks 
provided? 

Bank card (magnetic) 
No checks 

Bank card (smart) 
No checks 

Bank card (magnetic) 
No checks 

Restrictions if any on 
balance or transaction size in 
account 

No Maximum balance: $30,000 
Minimum deposits of $30. Withdrawals from 

$30 in branches. 

Interest rate paid  
(June 2011) 

$50–2,000 0.09% 
$2,000–10,000 0.44% 

$10,000–20,000 0.84% 
>$20,000 0.87% 

 

No interest paid. 

$50–2,000 0.09% 
$2,000–10,000 0.44% 

$10,000–20,000 0.84% 
>$20,000 0.87% 

 

Fees    
Annual fees No annual fee No annual fee $20.69  

Transactional 

One free withdrawal and one free 
balance enquiry per month 

Up to $8 of surcharge fees returned every 
two months1 

 

Additional card: $65 (no fee for first 
card) 

Replacement of stolen/lost card: $75 

Additional chip card: US$2.24 
Other costs, such as shipping 

 
One free withdrawal and one free 
balance enquiry per month. Up to 

$8 of surcharge fees returned every 
two months1 

Deposits: free in any channel  
Balance enquiries branch: $15 

Balance enquiries own ATM: no fee 
No minimum balance: no fee 

Bill payment using card: no fee 
Withdrawal in branches, agents own ATM: 

no fee 
Withdrawals in ATM abroad: Variable 
according to bank (values not provided) 

Withdrawal shared AMT: surcharge only 
Balance enquiry ATM abroad: Variable 
according to bank (values not provided) 

Balance enquiry shared ATM: surcharge only 
Additional card: $75 (no fee for first card) 

Replacement card: no fee 

                                                 
30 Information provided by Bansefi, 19 July 2011. 
31 Bansefi, Notes to Financial Statements of December 2010. 
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Name of product Debicuenta to Oportunidades Prepaid card Debicuenta to general public 

Replacement of stolen/lost card: $75 
Change PIN own ATM: no fee 

Change PIN shared ATM: surcharge only 

Special incentives Lottery-like prizes according to balance  
Lottery-like prizes according to 

balance Lottery-like prizes according to balance  

Channels for origination of 
new accounts 

Bansefi branches According to Oportunidades’ 
operations 

Bansefi branches 

Cash in channels 
Bansefi branches, agents, electronic 

transfers, grant payment 
Bansefi branches, agents, electronic 

transfers, grant payment Bansefi branches, agents, electronic transfers 

Cash out channels 

Cash back (up to $1,000 per day); 
purchases (up to $20,000 per day); ATM 
in Mexico and abroad up to $5,050 per 
day; Bansefi branches; Bansefi agents; 

direct debit 

Same  
Grant withdrawals: POS in Bansefi 

branches or third parties hired 
specifically for grant disbursement 

Same  

What is the main segment 
targeted with this product? Beneficiaries of government programs 

Beneficiaries of government 
programs in marginalized areas General public with interest in using less cash 

Measures of success of the 
account for the bank  Increased average account balance Increased average account balance Increased average account balance 

1 Only from banks with which Bansefi has an agreement to return the fees. 
 

The emerging corporate vision—a result of the push for financial inclusion allied to Bansefi’s 
desire to increase participation in government payments—is to look at recipients as full bank 
clients and improve the commercial strategy around them. The implementation of this vision is 
currently being developed. Besides the accounts themselves, only micro life insurance is offered 
to Oportunidades clients and used by 4.5 percent of them. In addition, Bansefi runs a savings 
incentive program (Premiahorro)32 for some recipients living in localities with fewer than 50,000 
inhabitants. Together, these two products reach about 15 percent of the Oportunidades clients, 
although it is not clear how much overlap exists between them. 

Figure 3: Other financial products used by Oportunidades clients 

Product 

Date 

introduced 

% of 

recipients  
Special product features for recipients 

Microinsurance  2010/11 
4.5 Life insurance targeting beneficiaries of government programs. Premium 

is deducted from the accounts where the grants are paid (direct debit).  

Premium: MXN 20.00 bi-monthly 

Coverage: MXN 40,000 

Premiahorro 2009/05 
Number not 

disclosed 

This program targets beneficiaries in localities with fewer than 50,000 

inhabitants. The savings of the client are retained in the account for a 

period determined by the client. The government offers cash incentives 

according to the savings behavior of each client (a percentage of the 

amount saved by the client). The table below illustrates how the program 

works. 

 

Premiahorro 

Transaction  Quarter Deposit in the 

quarter (pesos) 

Cash 

Incentive 

Savings + 

incentive 

1
st

 deposit 1 200 75 275 

                                                 
32 Program PAFOSACPYC. There is very limited information available about Premiahorro and its impact. 
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2
nd

 deposit 2 275+200 =475 100 575 

3
rd

 deposit 3 575+200=775 125 900 

4
th

 deposit 4 900+200=1,100 200 1,300 

 

 

Source: Bansefi, 19 July 2011. 
 

2.3 Attractiveness and profitability of Oportunidades accounts 

The business case for banks to offer services to social transfer recipients can be defined in five 
levels:  

 Level 1—account level (each account is sufficiently profitable) 
a. Level 1A—with subsidy from the government commission 
b. Level 1B—without subsidy from the government commission 

 Level 2—client level (each client relationship is sufficiently profitable) 
 Level 3—portfolio level (the whole product or segment is profitable) 
 Level 4—strategic (the bank earns direct financial return in other ways, e.g., other business with 

the government 
 Level 5—mandate (the bank’s license or existence depend on doing this, regardless of the 

financial return) 

Bansefi prepares profit and loss statements by client segments or by product but has not shared 
its in-depth analysis of Oportunidades clients for the purposes of this study. However, given the 
results observed so far, it is clear that this segment is not profitable for the bank at present 
without the fee income from the government.33 The accounts may be relatively new and 
recipients not fully used to take advantages of the functionalities, but the main constraint, 
according to Bansefi, is the restriction on exploring sources of income, such as fees and retail 
loans. Bansefi can provide credit to retail customers only by funding loan portfolios of SACPs 
(cajas).34 The bank believes that the business case for G2P accounts could potentially be built 
around Level 2 or the client level (but less likely at Level 1) were these limitations overcome, for 
example, through an amendment of the law governing Bansefi’s operations or by being allowed 
to charge a small monthly fees on the accounts.  

Nonetheless, it is clear that the accounts are profitable at Level 1A today—that is, with the 
subsidy from the government fee. The fee seems to be sufficient not only to cover costs of grant 
payments and the accounts, but also to produce extra revenue for the bank. Commitment to the 
recipient accounts is a result of the need to keep or increase the government fee income. 

                                                 
33 Information provided by Bansefi, 19 July 2011. 
34 The genesis of the prohibition is to avoid unfair competition with the SACP sector. 
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Levels 4 (strategic) and 5 (mandate) are also applicable in the case of Bansefi, as doing this 
business helps the bank get other similar businesses and its mandate, although not specifically 
referring to social transfers, requires it to do government business, which may or may not result 
in low profitability.  

Table 10, shows the opinions expressed by bank management. It supports the above conclusions 
for the immediate future but also reflects a belief in the longer term potential at Level 2. 

Table 9: Bansefi’s opinions on serving Oportunidades clients (1 = completely agree; 5 = completely disagree) 
The accounts of social transfer recipients are simply not profitable to us considered on their own. 1 

The accounts of small-balance savings accounts, such as those of transfer recipients, can become profitable 

over time if customers grow their balances. 
1 

Our business case for small-balance savings rests on cross-selling other services to customers. 1 1 

We actively cross-sell other products to holders of transactional/savings accounts. 1 

The internal transfer interest rate used by our Treasury on retail savings balances reflects adequately the 

market conditions for the bank to raise funding of this type. 
5 

The business case for our taking small-balance savings is not based on the financial return of the customer or 

the account at all.. 
3 

Our social transfer recipients receive the range and quality of services similar to those offered to other retail 

clients of their income. 
5 

We understand well the business case of G2P accounts. 1 

We consider the government to be our primary client and not the end beneficiaries. 3 

We understand how to cross-sell other products to this customer base. 1 

2.3.1 Level 1: The account level 

On the surface, there are no substantial differences in cost between Debicuenta for 
Oportunidades and Debicuenta for the general public: the costs per transaction are mostly the 
same (as they are for the prepaid cards). However, recipient accounts give one free withdrawal 
and one free balance enquiry per month. Another key difference is in the account opening cost, 
which is almost two times more than for the general public, even though the latter does not 
involve capturing digital fingerprints. This is because general purpose accounts need to be 
opened in branches. Stricter know-your-customer (KYC) procedures also apply. The cost of the 
bank cards (magnetic and smart) and the core banking system also do not differ from one 
account to another.  

There are some differences in cost between the Debicuenta and the Oportunidades prepaid card. 
First and foremost, the prepaid card accounts are much easier, and less costly, to open. All 
accounts have a paper-based trail of the KYC procedure, but the prepaid card does not require 
collection and verification of address information, neither does it require the signature on a 
service-level agreement with the client.35 Second, the smartcards do not pay interest, while 
Debicuentas do. Last, the transactions can be done offline in less developed areas with 

                                                 
35 These flexibilities are allowed by recently approved regulations.  
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connectivity problems, which reduces the need to invest in infrastructure. This is the reason why 
the prepaid cards are the preferred method in underdeveloped areas where Diconsa stores serve 
as the payment point, and will cover most recipients by the end of 2011. 

On average, Debicuenta account balances of general G2P recipients are less than half those of 
Debicuenta clients as a whole, and barely one-thirtieth in the case of Oportunidades recipients in 
particular. The disparity between Oportunidades and the average low-income client shows the 
challenge in making a case at Level 1B. The investment of the balances and transactionality do 
not produce sufficient income to offset the costs of free transactions, account opening, and 
maintenance. In addition, 22 percent of the accounts are considered dormant (less than one 
transaction in six months). Although the information about average number of transactions in 
these accounts was not disclosed, Bansefi acknowledges that the typical client profile is not 
incurring bank fees, i.e., transacting only within the free monthly transactions, which impede the 
bank to generate fee income. 

2.3.2 Level 2: The client level 

With regard to Level 2 (the client level), we did not have access to profitability information on 
other products used by the recipients and the other Debicuenta account holders. The number of 
multi-product clients is higher within the Oportunidades segment than in Debicuenta for the 
general public, but this is mostly due to participation in the savings incentive program 
Premiahorro, described above. Standard Debicuenta account holders show a strikingly low rate 
of other product use (0.83 percent), which is in line with the high rate of dormancy (69 percent), 
i.e., the low-income segment is not really using the accounts or other banking services, even if 
some leave balances in their savings accounts (which is actually a requirement from the bank). 
This is not surprising given that not all opportunities for cross-subsidies are being explored yet 
by the bank. Demand-side research supports these findings, as recipients do not yet fully 
understand how to use the account and are suspicious of bank fees.  

However, in a sample of 16,232 recipients using the new payment methods, approximately 10 
percent have savings, with an average balance of MXN 467. Bansefi has been working to 
improve its client-level analysis of this segment, including transaction profiles, such as the use of 
savings, debit purchases, and withdrawals, particularly with respect to recipients holding prepaid 
cards.  

According to some analyses, many beneficiaries use their accounts to make debit purchases, 
mostly in supermarkets (the average transaction is MXN 1,000). Moreover, Bansefi has found 
that many beneficiaries using Debicuenta do not withdraw their grants all at once. Table 11 
summarizes Bansefi’s preliminary analyses. 
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Table 11: Patterns among Oportunidades recipients  

  
Debicuenta 

(MXN) 
Prepaid 
(MXN) 

Savings $467.71 - 
Purchases 
 85% in supermarkets 
 10% in shops 
 5% in other establishments 

$1,004.59 $1,054.14 

Deposits $1,006.29 $849.92 

 

Under current conditions, and with the limited information available, there is no clear business 
case for Bansefi to offer savings accounts or prepaid cards to Oportunidades recipients without 
being subsidized by the fee paid by the Coordination for Bansefi to make the grant payments. 
Account use is low, opportunities for revenue are slim, average balances and transaction profiles 
are not sufficient to generate income,36 and the product/client strategy is not fully in place, as the 
bank improves its knowledge about this clientele. Oportunidades’ decision to require full grant 
withdrawals, allied to mandatory free transactions and legal limitations on retail lending make it 
hard for Bansefi to improve the business case, at least in the short run and under current 
circumstances. There is very little room to achieve profitability in the absence of fees (either 
government or bank fees), and many aspects, such as building a large network of agents and 
affiliated commercial establishments where card purchases could be made, would need to be 
further developed. 

However, Bansefi argues that there is a business case for recipient accounts, even without 
government fees, were it allowed to charge a fee on the accounts. Reportedly, this profitability 
has been achieved with former recipients who have left the program but have retained their 
accounts with Bansefi. 
  

                                                 
36 The investment of the grant funds between the period they are transferred by Oportunidades and the day they are actually paid to the recipients 
(seven days) is important income, but does not offset the other costs. Bansefi (or the bank holding the funds transferred to Telecomm) does not 
need to pay back the interest to Oportunidades. The grants not claimed by recipients (in the prepaid card and cash modalities) are returned to 
Oportunidades, with interest. (Oportunidades, 2 August 2011.) 
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3 Demand-Side Findings 

3.1 Main findings 

Oportunidades beneficiaries are exceptionally underserved by financial services relative to their 
peers in similar countries. They have access to and use very few financial instruments—
particularly savings instruments—either formal or informal. However, the new electronic 
payment options—even when full savings account capability is present—are not yet moving the 
needle on wider financial inclusion. Beneficiaries appreciate the extra convenience offered by 
electronic payments compared to cash payments, but few understand that they have bank 
accounts and those who do are suspicious about how the accounts and AMT/POS work, whether 
they will have access to their money when needed, and if they will lose eligibility for grants if 
they save in the accounts. A key source of concern in electronic payments is bank fees, which 
recipients find difficult to understand.37 Generally, this population has very little experience with 
banks. While trust in banking correspondents (in the case of Diconsa) is reasonably high, trust in 
banks generally is far from universal.  

3.2 Sources of information 

Because of the existence of other recent survey material, Mexico was not among the countries 
selected for further client survey work under this project directly. The main sources of 
information about the recipients’ perceptions regarding Oportunidades payment methods are a 
qualitative study from the Inter-American Development Bank (IADB) and a quantitative survey 
undertaken by Bankable Frontier Associates as part of the GAFIS38 project. The qualitative 

research involved 16 focus groups, with about 10 beneficiaries each, and 18 in-depth 

interviews with program staff. The quantitative survey covered 830 Oportunidades recipients 
receiving their grants through Diconsa stores working as Bansefi correspondents, i.e., stores 
where high volumes of recipients were allowed to transact with their Debicuentas.  

3.3 Financial portfolios and savings behavior 

Participants in the GAFIS quantitative survey had a median monthly household income of MXN 
2,429, and the grant accounted for, on average, 19 percent  of this income. For 17 percent  of the 
families the grants were the only source of income; 46 percent were living below the US$2/day 
poverty line. Only 37 percent  of the households had cell phones (compared to national 

                                                 
37 Although there is no supporting data to confirm this, the confusion with ATM fees may be related to the fact that when using a shared ATM the 
recipient is first charged a surcharge fee and later reimbursed by Bansefi. As Bansefi has only a few ATMs, it is likely that most recipients using 
ATMs may be experiencing these surcharges and reimbursements.  
38 The GAFIS (Gateway Financial Innovations for Savings) project is a special initiative of Rockefeller Philanthropy Advisors, funded by the Bill 
& Melinda Gates Foundation and managed by Bankable Frontier Associates. The project works in partnership with five banks (one of which is 
Bansefi) to introduce new savings products to low-income clients.  
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penetration of approximately 78 percent). These data confirmed that beneficiaries are both very 
poor and isolated.  

The survey also closely examined the financial portfolios of beneficiaries and found that 
respondents were relying much more on debt than savings to manage their cash flow 
fluctuations. Average financial assets across the sample were just MXN 400, but only 31 percent  
of respondents had any savings at all and only 16 percent  had put some money aside as savings 
in the month preceding the survey. These figures are quite low compared to what we find among 
similarly poor populations in countries such as South Africa, India, Kenya, and Colombia. 

Table: Sample of balance sheet of a surveyed family 
BALANCE SHEET: TOTAL SAMPLE 
ASSETS   LIABILITIES 
FINANCIAL ASSETS    FINANCIAL LIABILITIES   
Savings $390  Personal debts $760 
Loans outstanding $10  Savings held for others $31 
       
Total financial assets $400  Total financial liabilities $791 
         
   FINANCIAL NET WORTH -$391 
   
 Financial Assets to Liabilities Ratio: 51% 

According to the IADB research, many beneficiaries feel that saving in the sense of large-scale 
accumulation is unattainable, but felt that it might be possible to ―keep,‖ ―reserve,‖ or ―set apart‖ 
smaller sums for shorter periods. Women in the focus groups said that they are able to stretch 
their grants across 20–30 days, first stocking the house with food, then covering children’s 
educational expenses. When they receive the funds in cash, most store it in the house, where they 
say it is safe and can be accessed immediately.  

The GAFIS survey showed that beneficiaries fell into two groups: the savers and the nonsavers. 
Those who were actively saving were able to build up quite a bit of savings—29 days of average 
income at the median. This savings was accumulated most commonly in the house, which 
requires enormous discipline of the saver not to spend it; in savings clubs; and occasionally in 
cajas de ahorro, similar to savings and credit associations. Most savers have concentrated all of 
their financial assets into a single instrument without diversification, most likely because there 
are very few options. Savings in the Bansefi account linked to grant payments was virtually nil, 
and only 29 percent  of beneficiaries were even aware that they had a bank account with Bansefi. 
In contrast, most in the IADB study, which covered larger municipalities, knew their funds 
moved through a bank and that they could save a part of the subsidy.  

While only 1 percent of the GAFIS sample had a non-Bansefi bank account, about 20 percent  in 
the IADB study did. Those with bank accounts in the IADB study tended to be younger women, 
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either working or having businesses, who opened the accounts either because their older children 
suggested it or because they had to in order to receive wages. The banks most used were 
Banamex and Bancoppel. Those using the banks felt they were safe, but seemed outraged by the 
charges. 

In the GAFIS sample, we saw that when it came to financing lump sum needs throughout the 
year, such as education, health, and emergencies, even many of the savers struggled to find 
necessary resources. There are very few savings instruments available and they are not working 
to help beneficiaries accumulate assets. Instead, most turn to loans from family and friends, cut 
back on normal monthly spending (even on things as basic as food), or are forced to sell assets  
(typically basic household assets, such as refrigerators, furniture, and stoves). When asked to 
name two places where beneficiaries might come up with twice their monthly income in an 
emergency, 29 percent said there was simply no way to acquire such a sum.  

Among their limited savings options, banks are not the most trusted places to save. Beneficiaries 
have more trust in the house, often the only savings device used. And while trust in banks could 
be improved, beneficiaries report that Diconsa correspondents are trustworthy and safe for 
making transactions, giving them an average score of 4 or 5.  

 

 

3.4 Opinions on payment methods 

Regarding payment methods, beneficiaries seemed to prefer electronic payments, but mostly 
because of convenience, not because of the savings capability. Cash distributions had required 
beneficiaries to be available on certain days and times and did not have the flexibility of 
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occasionally allowing someone else to claim the grant on their behalf. They considered these 
distributions disorganized and were frustrated by waiting in long lines in the sun. Electronic 
payment, on the other hand, saves time. Those being paid through accounts considered the option 
of saving a benefit of the program, but they were concerned that they would be forced to save 
and have heard that the cashiers/ATMs would not allow them to withdraw all the money they 
had deposited. The overwhelming advantage to electronic payments from beneficiaries’ 
perspective is convenience.  

The IADB work also showed that those using cards understand the money goes through a bank, 
but even though they have information on what they can do with the card and account, few are 
experimenting with the different services, which supports the account information from Bansefi, 
discussed in Section 3. Recipients would like Oportunidades field staff to show them how things 
work or accompany them to an ATM to go through the proper steps. 

IADB survey group participants seemed more aware that they could and should save. But, they 
were not sure what they were saving for or how to withdraw their savings. They thought the 
―savings‖ was an obligation or fee and did not know they could refuse. Many ended up feeling 
wronged, even ―robbed‖ by Bansefi, saying their ―savings‖ was never returned and they had no 
idea how much they had saved since they could not figure out the charges against their deposits 
and returns. Some believed they would lose eligibility in Oportunidades if they did not save. 
Others say the prohibition on withdrawing less than MXN 100 from ATMs forces them to keep 
remaining balances. Though they could withdraw smaller amounts at a cashier, they felt this is 
humiliating. 

These respondents felt frustrated, dissatisfied, and even ―robbed‖ by unexpected fees cutting into 
their benefits. In addition, they have some misconceptions about how the cards work: 

o “The ATM will eat my card and my money will disappear.” 

o “If I forget my PIN my money will disappear.” 

o “If I use the card in the supermarket, I’ll get charged higher fees.” 

Many have issues using ATMs, as they haven’t learned to use it independently and need to take 
their children to help. They complain that the ATMs are intimidating, far away, don’t always 
have sufficient cash, require specific withdrawal intervals, and have unclear fees. The women 
transitioning from cash to cards have a negative perception for many of the same reasons. 
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4 Strategic policy insights from Mexico 

Partly pushed by the Ministry of Finance and partly motivated by financial inclusion objectives, 
Oportunidades is currently shifting all its 5.8 million recipients (plus over 1 million enrolled in 
the PAL program) from mostly cash-based (66.12 percent) to electronic payments. Two new 
types of payment methods are planned to prevail by the end of 2011: 80 percent  of the recipients 
will have a prepaid card linked to a noninterest-bearing bank account and 20 percent will have a 
no-frills savings account called Debicuentas. Both accounts are offered by Bansefi, a government 
bank. The decision to have two types of bank accounts is related to the aggressive 
implementation program set by Oportunidades that required an instrument that was easier, faster, 
and less costly to implement in a tight deadline, but mainly due to the lack of bank infrastructure 
in rural areas, where the savings account could not be implemented. The answer was the prepaid 
card, which has a much simpler account opening procedure. 

Based on the limited information available and the opinions expressed in the interviews, there is 
no clear case for Bansefi to invest further in serving Oportunidades recipients under the current 
conditions imposed by the program. The case is more obvious for the program and recipients. In 
general, from all three points of view (the bank, the program, and the recipient), the potential 
benefits of an inclusive payment method have not been fully achieved.  

To conclude, this report intended to answer the following research questions: 

a. Can financial institutions offer financially inclusive services to recipients on a profitable basis? 
b. Will poor recipients use financial services if they are offered to them? 
c. Is building in inclusive financial services affordable? 

With regard to research question (c), although Oportunidades has not set specific financial 
inclusion goals other than opening the accounts for all recipients, its senior management is 
committed to inclusion and believes that there can be synergies with the program’s 
developmental goals by opening doors to a variety of financial services, especially savings. This 
vision is not shared by all operational staff, due to the potential trade-off between encouraging 
savings and making sure that the grants are used for improving health and education of 
beneficiary families. This internal disagreement has resulted in mixed institutional messages, but 
has, more importantly, affected the functionality of the emerging payment methods: the recently 
opened accounts do not allow partial grant withdrawals. As a result, recipients need to withdraw 
the entire grant and later travel to a Bansefi branch or one of the agents operating online (as 
required by regulation) on behalf of the bank to make a deposit to save part of the grant. Another 
important concern of the program in making the accounts fully operational and allowing partial 
withdrawals is making sure that the full grant value is available for withdrawal to each recipient 
at each payment point at the programmed payment date. Understandably, the priority for 
Oportunidades is delivering the grants, at their full amount, at due time. 
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The account-based scheme being implemented foresees an average fee per payment in the 
beginning of 2012, equivalent to 2.5 percent of the average bimonthly grant payment, against 2.1 
percent  paid at the end of 2010. The 2012 weighted average fee would be almost a fifth higher 
than the highest fee paid today for cash-based payments. In other words, the new scheme is more 
expensive than a system based purely on cash payments, but not more expensive than the mix of 
payment methods prevailing at the end of 2010. In relative terms, paying 2.5 percent of the 
average value transferred does not seem prohibitively expensive when compared to some other 
country experiences where there was also a need to build a new agent network, such as was the 
case in Colombia. 

In addition to bringing formal banking services closer to beneficiaries, the massive shift to 
account-based payments will also allow reductions in paper-based controls and administrative 
burden, from the program’s point of view. The financial impact in the supporting health and 
education activities has not been estimated to date. The shift has involved a long negotiation 
process with payment providers, whose costs are difficult to estimate. However, the positive 
political repercussions for the program, irrespective of the costs, are significant. The new 
payment method fulfills two government priorities at once: shift government payments to 
account-based methods, and take a big step toward financial inclusion.  

Research suggests that the business case for Bansefi to offer savings accounts or even the 
noninterest-bearing prepaid cards to Oportunidades beneficiaries (research question [a]) does not 
exist outside of the government fee per payment. Oportunidades decided to concentrate all 
payments in Bansefi, based on the belief that the bank (as opposed to nonbanks) is better 
positioned to offer full financial inclusion in the long run. But it is not clear whether Bansefi is 
able to do so sustainably, at least in the short term, under the current conditions imposed by the 
program. 

Oportunidades clients make up almost 80 percent of Bansefi’s low-income segment, but the 
client/product strategy has not yet been fully implemented/developed. Besides the accounts 
themselves, 4.5 percent  of the clients have microinsurance and others participate in a savings 
incentive program (Premiahorro). On this question, it is important to note that Bansefi cannot 
engage in retail lending, which limits its ability to build a business case around low-income 
clients, in general. Creating a customized commercial strategy for G2P clients and managing 
networks of payment providers and agents to achieve Oportunidades’ targets increases 
complexity and costs for the bank, which are not offset by revenues from the accounts. Account 
use is low, other opportunities for client income are slim, and average balances are not sufficient 
to generate relevant float income. The decision by the program to require full grant withdrawals, 
allied to mandatory free transactions and legal limitations on retail lending, makes it hard for the 
bank to improve the business case. There is very little room for profitability outside the 
government fees. However, Bansefi argues that recipients would be profitable clients, even 
without the government fee for the grant payment, if it were allowed to charge a fee on the 
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accounts. According to the bank, this profitability is already observed in accounts held by clients 
who used to be Oportunidades recipients and have already left the program. 

In sum, recipient accounts seem to be profitable at Level 1A, that is, with the government fee. 
The attractiveness of recipient accounts is more clearly linked to their value for the bank as an 
important source of fee income. The fees are sufficient to cover the loss with the accounts and 
provide relevant extra revenue for the bank. According to the bank’s financial statements, 
government programs are the main source of deposits and fee income. Being committed to this 
segment is a function of the need to keep or increase this fee income, which is vital for balancing 
the results of other businesses mandated by law, which do not have profitability at the levels 
observed in the private banking sector.  

Levels 4 (strategic) and 5 (mandate) also apply to Bansefi, given its mandate as an instrument of 
public policy and considering that other government businesses are created as a result of making 
Oportunidades payments. 

Last, but not least, the case for the recipients (research question [b]) to use electronic payments is 
clear, due to increased convenience and flexibility relative to the cash-based method, hence 
being mentioned as the preferred method in some of the surveys. However, there is no significant 
reduction in the risk of carrying cash, as the two account-based methods require withdrawing the 
grant in full. Beneficiaries have few savings options and may value that functionality if the bank 
and its partners are able to ensure beneficiaries’ understanding of the account and its features, 
build trust in the bank, and assure clients that saving in the program-linked accounts will not 
jeopardize their eligibility for future grant payments.  

The evidence so far suggests that recipients are not taking full advantage of their bank accounts, 
but the functionalities of the account are limited by choices made by the social program itself. 
Demand-side research suggests that there are misconceptions and mistrust with banks and bank 
fees, and lack of understanding of how Bansefi accounts work affects the way recipients interact 
with the accounts. Beneficiaries need specific interventions to help them get the most out of their 
accounts. 
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Annex A: Overview of payment options  
PAYMENT OPTIONS 

Of total recipients: 
Cardless Bansefi 

savings acct 
In cash Bansefi prepaid card 

Bansefi savings acct 

(Debicuenta) 

Number of recipients 

using this option by 

end 2010 

364,901 4,166,288 731,851 139,320 

Number of recipients 

to be using this 

option by end 2011 

0 0 5,436,758 1,380,676 

Authentication of 

client for 

transactions  

Photo ID, payment 

schedule 

Photo ID, payment 

schedule 

Card, fingerprint, payment 

schedules (in temporary 

points) 

Card, fingerprint 

How are clients 

enrolled for 

payment? 

Beneficiaries were 

called for account 

opening by 

Oportunidades/Bansefi 

Through 

Oportunidades 

Beneficiaries are called for 

account opening by 

Oportunidades/Bansefi 

Beneficiaries are called 

for account opening by 

Oportunidades/Bansefi 

Is a store of 

electronic value 

provided? 

Yes  No  Yes Yes  

If yes, what sort of 

account? 

Normal savings 

account 
- 

Noninterest bearing 

Bansefi account 

No-frills savings 

account 

What forms of ID are 

necessary to open 

the account? 

Photo ID, proof of 

address 
- Photo ID 

Photo ID, proof of 

address 

At which location 

can cash be 

accessed? 

Bansefi branches, 

temporary grant 

payment points 

Bansefi branches, 

temporary grant 

payment points 

Bansefi branches, 

temporary grant payment 

points, ATMs, Bansefi 

agents, Telecomm, Diconsa 

Bansefi branches, 

ATMs, Bansefi agents, 

Telecomm, Diconsa 

What fees charged 

to recipient to 

withdraw the grant 

None None None None 

     

     

Additional features 

of account, if any 
None n/a  

2 free monthly 

transactions, lotteries, 

simplified opening 

Grants need to be 

withdrawn in full in 5 days 

2 free monthly 

transactions, lotteries, 

simplified opening. 

Grants need to be 

withdrawn in full 

Is this account also 

available to 

nonrecipients? On 

what basis? 

No n/a  No 

Yes, but with minimum 

balance and 

maintenance fee 
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Annex B: Interviewed persons 

 
Institution Name Job at time of interview 

Bansefi 

Bernardo Gonzalez Deputy Director General for 
Institutional Banking 

Yolanda Cue Director of Products and 
Programs 

Oportunidades 

Rogelio Grados Director, External Evaluations 
Carlos Acosta Deputy Director General, 

Liquidation 
Salvador Escobedo National Coordinator 
Andres Hijuelos  Advisor 

Telecomm Javier Lizarraga Director General 
Hernan Garza Director, Commercial 
Abril Morales Director, Operations 
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Annex C: Update on the implementation of the financially inclusive options 
 

TARJETA PREPAGADA 

BIMESTRE SEPTIEMBRE-OCTUBRE 2011   

CANAL 

BENEFICIARIOS  

PROGRAMADOS   

Diconsa  458,859    

Cajas de Ahorro  71,392    

Sucursales Bansefi  8,468    

Pemex  125    

Telecomm  1,407,755    

Bansefi Móvil  972,273    

TOTAL  2,918,872    

      

      

BIMESTRE SEPTIEMBRE-OCTUBRE 2011 

MODALIDAD 

ENTREGA 

BENEFICIARIOS  

PROGRAMADOS % BENEFICIARIOS 

Tarjeta Prepagada  2,918,872  74 

Tarjeta Débito  1,038,951  26 

TOTAL  3,957,823  100 

      

 
 
 
 

 


