
We trust that this newsletter 
serves the interest of profes-
sionals and managers in the 
field of postal financial ser-
vices and to take benefit of 
sharing experiences in bring-
ing our tasks in postal finan-
cial services forward. 

 

Elena Petculescu, 

President, IC PFSB 

Dear Ladies and Gentlemen, 
Dear Colleagues ! 

At the occasion of our second 
newsletter, I delighted to 
share with you so much news 
on developments in Postal 
financial services in Europe. 

The facts evidence that postal 
financial services are a boom-
ing business ! No matter 
where we look in Europe, 
East, West, North, South, we 
see dynamic progress in the 
development of the role of the 
postal networks in delivery of 
financial services. Where  
Postbanks have been estab-
lished, they appear in the 
frontline of financial service 
development.  

This newsletter provides you 
with coverage on Postbank 
and PFS news from a large 
diversity of countries. This 
includes Armenia where the 
Post is the market leader in 
payment services, recently 
initiating internet and elec-
tronic payments, Russia and 
Ukraine that seem in rivalry 
about innovations in their 
(international) postal pay-
ments solutions. 

In France the establishment of 
a Banque Postale is well un-
derway, and expected to com-
mence its operations on 1 
January 2006.  

These are a few examples 
from Europe. The dynamics in 
Postal Financial Services Busi-
ness can be explained to some 
extent against the background 
of the rapid liberalization of 
the postal and financial sec-
tors in Europe. The newsletter 
spotlights some recent devel-
opments in Poland where 
competition in both sectors 
become stiffer and stiffer. 

ICPFSB’ President: I see Postal Financial Services as  
Booming Business In Europe ! 
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ter post revenues. 

Postal operators are also keen 
to maximise the potential of 
their vast post office net-
works, including postal agen-
cies operated by private indi-
viduals and organisations. 
Universal service obligations 
require many postal opera-
tors to maintain a certain 
number of post offices and to 
serve smaller and more iso-
lated communities not served 
by other businesses such as 
financial institutions.     
(cont. see p.3 ) 

April 30, 2005 - [European 
Banker]   

“Given postal service opera-
tors' extensive branch net-
works, the provision of finan-
cial services is a natural choice 
for those operators seeking to 
diversify their revenue streams 
and fulfill government obliga-
tions to provide universal 
banking services. New re-
search from VRL Publishing* 
reviews the evolving role 
played by post offices in the 
distribution of retail financial 
services and the opportunities 
and threats posed to tradi-
tional bank providers Post of-
fice operators globally are in-
creasing their presence in the 
financial services market, 
driven by a combination of 
economic need, market forces 
and regulatory reform. 

Public postal operators are 
mandated to provide certain 
basic services to everyone, eve-
rywhere at reasonable cost. 
These services usually encom-
pass letter post services and 
sometimes include the provi-
sion of payment, giro or sav-
ings services. 

While postal operators are 
usually expected to maintain 
financial self- sufficiency, these 
universal services are often 
loss-making. The rise of remote 
communication technologies 
such as telephone and the 
internet have contributed to an 
erosion of domestic postal vol-
umes, which constitute the bulk 
of postal operator revenues. 

Many postal operators are 
trying to improve their finan-
cial situation by developing 
new revenue sources. Their 
strategies include the extension 
of existing products and ser-
vices into internet and tele-
phone channels and the launch 
of new products and services 
such as logistics and supply 
chain management services 

and financial services. 

Most postal operators have 
traditionally offered basic pay-
ment services and access to 
savings schemes via post office 
counters. Postal operators are 
under pressure to expand the 
range of financial services they 
offer. This pressure comes both 
from governments that want to 
ensure universal access to ba-
sic transaction services such as 
bill payments and disburse-
ment of social welfare or state 
pensions and from the need to 
secure alternative revenue 
sources to offset declining let-

Post offices target key role in financial services delivery 
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(cont. from p.2 )                 
Expanding the range With 
millions of people regularly 
visiting and using the ser-
vices of post offices, postal 
operators have increased the 
range and sophistication of 
the financial services offered 
through post offices, aiming 
to exploit their extensive re-
tail presence and their 
trusted brands. 

Financial services can make 
a significant contribution to 
postal services operators' 
income. This ranges from less 
than 10 percent in Denmark, 
Norway, Portugal and Spain, 
between 18 percent and 25 
percent in France, Germany, 
Ireland, Poland and Switzer-
land, and rises to around 45 
percent in Italy and Russia. 

Indeed, the financial services 
activities of post office opera-
tors can constitute formida-
ble competition to the tradi-
tional providers of financial 
services. With 11.5 million 
customers, Deutsche Post-
bank is Germany's leading 
retail bank, well ahead of the 
country's main commercial 
banks. 

In France, La Poste's govern-
ment-approved moves to 
transfer its financial services 
activities to a newly created 
postal bank in July 2005 
have been keenly opposed by 
the French banking establish-
ment, which has warned that 
it will watch closely for any 
signs of non- compliance 
with French and European 
regulations. 

However, as the range and 
sophistication of financial 
services provided expands to 
include insurance, invest-
ment and lending products 
and services, postal opera-
tors become increasingly 
dependent on co- operation 
with financial institutions 
that have the necessary ex-
pertise and experience in 
those services. Some also face 
le-

gal or regulatory barriers 
that prevent them from offer-
ing certain financial products 
directly, especially loans. 

Alliances are widely used and 
have been very successful 
throughout Europe, offering 
post office customers a range 
of products and services that 
include life and non-life in-
surance, pensions and invest-
ment funds, mortgages, per-
sonal loans and credit cards. 

An analysis of the role played 
by post offices in the distribu-
tion of retail financial ser-
vices in the major European 
markets is set out below. 

La Poste: Competing head on 
with French banks With 
around 17,000 outlets, La 
Poste operates one of the 
largest post office networks 
in Europe. La Poste has com-
mitted to maintain about 
17,000 outlets at least until 
2007, although a growing 
number of post offices, espe-
cially those in sparsely popu-
lated areas, may be provided 
in partnership with local 
authorities and retailers. 

La Poste's financial services 
offering will be transformed 
from July 2005 when it 
transfers its financial ser-
vices activities to a newly 
created postal bank. The 
postal operator's deal with 
the French government in 
support of the establishment 
of a postal bank represents a 
major victory for La Poste 
and a setback for France's 
banking lobby. 

La Poste already offers a 
wide range of financial ser-
vices, with 45 million ac-
counts and 4 million insur-
ance contracts for 28 million 
customers at the end of 2003, 
but has traditionally been 
permitted to offer mortgage 
finance only to customers 
with home savings accounts. 
Its postal bank will be able to 
offer mortgage finance to all 
customers. 

La Poste granted home loans 

to home savings account 
holders valued at E3.6 billion 
in 2003. Its home loans out-
standing increased to E15.1 
billion by the end of 2003, 
from E14 billion a year ear-
lier. It also reported strong 
growth in deposits to home 
savings plans. La Poste's 
banking deposits accounted 
for about 8.7 percent of 
transferable deposits in 
France by the end of 2003, 
according to figures reported 
by the Bank for International 
Settlements. 

La Poste customers opened 
about 100,000 net new 
postal banking accounts in 
2002 and 2003, reaching 
10.8 million accounts by the 
end of 2003. The ATM net-
work, France's third largest, 
increased by about 6.7 per-
cent to 4,450 machines. La 
Poste also had 6.3 million 
online banking customers. 

The number of Cartes Ban-
caires debit cards in issue 
rose by 8 percent in 2003, 
reaching 4.4 million by the 
end of 2003. These cards are 
accepted on France's na-
tional interoperable ATM 
and debit card system oper-
ated by the bank consortium 
Groupement des Cartes Ban-
caires. La Poste is also one of 
France's largest merchant 
acquirers. 

The fall in interest rates for 
regulated accounts in August 
2003 and unsettled stock 
market conditions have a 
negative impact on deposit- 
taking, according to La 
Poste, which took in E4.4 
billion in savings and sight 
deposits in 2003, down from 
E5.3 billion in 2002. 

La Poste's most popular sav-
ings vehicle is life insurance, 
and the company earns com-
missions from the sale of CNP 
Assurances products, under 
an agreement that runs until 
2007. CNP Assurances gener-
ated sales of about E7 billion 
through La Poste's network 
in 2003, an increase of 5.3   
percent  (cont. see p. 4)               

Page 3 

Volume 1, Issue 2 

Financial services 

can make a 

significant 

contribution to 

postal services 

operators' income    



(cont. from p.3 ) on the 
previous year. 

La Poste is also a major pro-
vider of financial services to 
businesses, professionals and 
associations, having some 
600,000 customers at the 
end of 2003. 

Deutsche Postbank: Ger-
many's leading retail bank 
Deutsche Post World Net 
(DPWN) is one of the largest 
and most successful postal 
services companies in the 
world. Apart from its role as 
the universal postal operator 
in Germany, it also owns 
DHL, one of the world's larg-
est providers of express deliv-
ery and logistics services, 
and Deutsche Postbank, Ger-
many's leading retail bank. 

The German government 
first began to reduce its stake 
in DPWN by means of an 
initial public offering in No-
vember 2000. It now owns a 
56 percent stake: 20 percent 
directly and 36 percent 
through the state- owned 
KfW banking group. Simi-
larly, DPWN floated one-
third of Deutsche Postbank's 
shares on the Frankfurt stock 
exchange in June 2004, re-
taining the remaining two-
thirds. 

With around 11.5 million cus-
tomers at the end of 2003, 
Deutsche Postbank is Ger-
many's leading retail bank, 
ahead of Deutsche Bank with 
8.4 million customers and 
Dresdner Bank with 4.5 mil-
lion customers. 

The post office network of 
Deutsche Post is key to Post-
bank's strong market posi-
tion. 

Postbank services were of-
fered at more than 9,000 
Deutsche Post outlets at the 
end of 2003, including about 
780 large retail outlets hous-
ing Postbank Centres, which 
offer the bank's full range of 
re-

tail banking products as well 
as consultancy services relat-
ing to investment advisory 
services, mortgage lending 
and consumer loans. 

The bank also operates about 
2,000 ATMs and provided 
customers with fee- free ac-
cess to another 5,000 ATMs 
of the cash group, a joint 
ATM network operated by 
Postbank with the major 
commercial banks Commerz-
bank, Deutsche Bank, 
Dresdner Bank and Hy-
poVereinsbank (HVB). 

The bank's core product is the 
fee-free current account. The 
bank added about 439,000 
current account customers in 
the first nine months of 2004, 
taking the total to about 4.4 
million. 

Postbank increased its credit 
card market share in 2004; 
according to preliminary 
figures, the number of card-
holders rose by over 11 per-
cent to almost 747,000, com-
pared with total market 
growth of only 1.2 percent. 
Credit card sales topped E1 
billion for the first time. 

Its savings volume rose by 
2.7 percent in the first nine 
months of 2004 to E40.1 bil-
lion, boosted by the success of 
the DAX Sparbuch, Postbank 
Gewinnsparen (Save and 
Win) and SparCard 3000 
plus direkt. 

Postbank posted strong 
growth in residential mort-
gage lending during the first 
nine months of 2004 through 
a combination of organic 
growth, expansion of its DSL 
brokerage business and ac-
quired portfolios. New resi-
dential mortgages totaled 
E5.4 billion for the period, up 
86 percent year-on-year; 
DSL-branded loans and ac-
quired portfolios accounted 
for E2.6 billion and E2.5 bil-
lion, respectively. Residential 
mortgage loans outstanding 
reached E21.2 billion by the 
end of September 2004. 

Postbank Vermogens-
beratung was launched as a 
mobile investment sales arm 
in 2003, building on the in-
vestment sales company ac-
quired from Credit Suisse 
(Deutschland). The company, 
which aims to have about 
300 commercial agents and 
advisers by 2005, is targeted 
at an estimated 550,000 cus-
tomers with above-average 
incomes or investment vol-
umes. 

The insurance company PB 
Versicherung was established 
in May 1998 as a joint ven-
ture with the Talanx group, 
which owns the HDI insur-
ance company. PB Versi-
cherung, which offers life 
assurance, pensions and non- 
life insurance, reported gross 
premiums of about E68 mil-
lion for the nine months 
ended September 2004, up 44 
percent on the previous year. 

Despite the wide range of 
services offered by Postbank 
and its units, its cross-selling 
ratio of 1.8 in 2003 was be-
low its rivals' ratios. Its cus-
tomers accessed 2.9 products 
on average. 

BancoPosta: A significant 
contributor to Poste Italiane 
Poste Italiane has one of 
Europe's largest post office 
networks: 13,726 outlets at 
the end of 2003, down from 
13,747 in 2002. It has devel-
oped a multi-channel strat-
egy in which the post office 
network is complemented by 
its postal carriers, websites, 
call centre and ATM network. 

Poste Italiane's core banking 
offerings are managed by the 
BancoPosta division, al-
though its internet services, 
such as internet banking, are 
managed by Postecom. 

Poste Italiane's low-cost cur-
rent account product, Banco-
Posta, has enjoyed spectacu-
lar growth since its launch in 
May 2000. The number of 
accounts     (cont. see p. 5)                          
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(cont. from p.4 ) jumped 
by 28  percent during 2003 
to over 3.56 million and 
reached 4 million by the end 
of 2004. Some 350,000 Ban-
coPosta account holders were 
also banking online. A Ban-
coPosta current account is 
offered for businesses. 

Both personal and business 
BancoPosta current accounts 
may be issued with ATM and 
debit cards - up to 500 cards 
per business account. These 
cards can be used free-of-
charge at Poste Italiane's 
post office counters and its 
Postomat ATMs, and at the 
ATMs in the Cirrus/ATM 
network for a fee. Purchases 
can be made at retailers ac-
cepting Maestro cards, free 
of charge The number of 
Postomat-Maestro ATM and 
debit cards in issue reached 
4.8 million in November 
2004, up from 4.6 million at 
the end of 2003. There were 
over 3,000 Postomat ATMs 
in BancoPosta's network in 
2004. These were also linked 
to the banks' ATM network. 

BancoPosta deferred debit 
cards are issued by Deutsche 
Bank. The outstanding bal-
ance must be settled monthly 
via a linked BancoPosta ac-
count. A revolving credit 
card known as Carta Ricari-
cabile is issued for Banco-
Posta by Agos Itafinco, the 
consumer credit company 51 
percent- owned by Credit 
Agricole's Sofinco and 49 
percent-owned by Banca 
Intesa. 

In addition to the deferred 
debit card, Poste Italiane's 
BancoPosta division partners 
with Deutsche Bank to offer 
personal loans (Prestito Ban-
coPosta) and mortgages 
(Mutuo BancoPosta). 

Poste Italiane has long been a 
major recipient of household 
deposits. Deposits from pass-
book savings accounts and 
savings bonds at the post 

office accounted for 7.2 per-
cent of the financial assets of 
Italian households at the end 
of 2003, up from 6.7 percent 
a year earlier, according to 
the Bank of Italy. These 
postal savings are held by, 
and represent the dominant 
funding source for, Cassa 
Depositi e Prestiti, a state-
owned financial institution 
established to fund major 
public investments and 
works, such as infrastructure 
development. 

BancoPosta's range of invest-
ment products includes mu-
tual funds and bonds. Its 
funds management company 
BancoPosta Fondi, estab-
lished in August 1999, ranked 
29th among members of the 
investment funds manage-
ment association Assoges-
tioni, with E1.9 billion in 
funds by the end of 2003, 
rising to E2.2 billion at the 
end of 2004. 

Spain's Correos y Telegrafos: 
Banking on JV with Deutsche 
Bank The Spanish postal op-
erator (Correos) was estab-
lished as a state-owned lim-
ited liability company in 
2001. As well as being re-
sponsible for the universal 
postal service, it is required 
to provide services for regis-
tered mail and insured items, 
money orders or giros, tele-
grams, telex and bureaufax. 

Correos's broad universal 
service obligations mean that 
its branch network must pro-
vide a range of telecommuni-
cations and financial services 
in addition to traditional 
mail services. Business ac-
tivities other than traditional 
postal services accounted for 
18 percent of Correos reve-
nues in 2003, and it expects 
that proportion to almost 
double to 35 percent by 2010. 

The number of post offices in 
Spain has been in decline 
since the late 1990s. Accord-
ing to statistics from the Uni-
versal Postal Union, the total 
number of permanent offices 

declined from 4,527 in 1995 
to 3,343 in 2003. 

Some 488 post offices offer 
utility bill payments at 
'energy windows', through 
agreements with major en-
ergy companies such as the 
electricity companies Endesa 
and Hidrocant brico. 

Correos fulfils its universal 
service obligations for giro 
payments by offering stan-
dard domestic and interna-
tional money orders and ex-
press international money 
orders with Western Union. 

The company launched its 
first Postal Transfer office in 
2002 and had ten in opera-
tion by the end of 2003. 
Postal Transfer offices are 
aimed at serving the commu-
nications and financial ser-
vices needs of immigrants. 
They offer a range of services 
that include traditional 
postal services, telecommuni-
cations, internet access, fi-
nancial services and money 
orders. 

Correos agreed an agency 
banking deal with the Span-
ish unit of Deutsche Bank in 
1999, through which basic 
banking products such as 
current accounts, savings 
accounts and debit cards are 
distributed through Correos 
outlets. The postal company 
reported 19 percent growth 
in profits from its banking 
services in 2003. In the same 
year Deutsche Bank said that 
its agreement with Correos 
accounted for 130,000 of its 
500,000 customers in Spain. 

Post Office Limited: Provid-
ing agency services for UK 
banks The UK boasts one of 
Europe's largest post office 
networks but the number of 
post offices continues to de-
cline. There were 15,961 post 
office branches at the end of 
March 2004, compared with 
17,239 a year earlier. None-
theless, post office branches 
still attract high traffic -        
(cont. see p. 6)                           Page 5 
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(cont. from p.5 ) an esti-
mated 28.8 million custom-
ers made 44.4 million visits 
each week in 2004. 

In April 2003, the UK gov-
ernment began to automate 
benefits and social welfare 
payments by migrating from 
order books and giro cheques 
to payments via automated 
credit transfers (Direct Pay-
ment) to bank accounts. At 
August 2004, the Depart-
ment for Work and Pensions 
reported that 72 percent of 
benefit accounts were paid 
by Direct Payment; the tar-
get is 85 percent by the end of 
2005. 

As a result of discussions 
between the UK government, 
the post office and the UK 
banking industry, benefits 
recipients were given three 
options for receiving pay-
ments at post office 
branches: a current account 
with a bank or building soci-
ety, a basic bank account or a 
post office card account. 

The post office already had 
agency banking agreements 
with a number of financial 
institutions, permitting cur-
rent account holders to ac-
cess their accounts at post 
office branches. Many basic 
bank accounts (low- cost ac-
counts intended for electronic 
and automated payments 
and PIN- protected cash 
withdrawals, but without 
overdraft or cheque book 
facilities) can be used at post 
offices. By the end of Septem-
ber 2004, there were over 
5.53 million basic bank ac-
counts, of which almost 1.86 
million could be used at post 
offices, according to the Brit-
ish Bankers' Association. 

The post office card account 
was created for customers 
who would not want a bank 
account of any type. The ac-
count enables benefit and 
pension recipients to with-
draw cash at post office 

branches but it does not per-
mit payments other than the 
receipt of benefit, state pen-
sion and tax credit payments. 

National Savings, which 
emerged from the Post Office 
Savings Bank, became an 
Executive Agency of the 
Chancellor of the Exchequer 
in July 1996, and was re-
named as National Savings 
and Investments (NS&I) in 
February 2002. 

The post office network is 
NS&I's main physical retail 
and distribution channel. In 
the year ended March 2004, 
post office branches ac-
counted for 45 percent of the 
value of NS&I's gross sales at 
£5.76 billion (E8.48 billion), 
up 21 percent on the previous 
year. Post office branches 
handled almost 16 million 
NS&I customer transactions. 

NS&I products offered 
through post office branches 
include premium bonds, sav-
ings certificates, capital 
bonds, individual savings 
accounts, capital bonds, in-
vestment accounts with pass-
book access and cash card-
linked savings accounts. 

The post office has long been 
a major provider of travel 
services such as foreign cur-
rency exchange and travel 
insurance services. It consoli-
dated its strong position in 
the travel services market in 
May 2002 when it formed a 
joint venture, First Rate 
Travel Services, with Bank of 
Ireland's foreign currency 
exchange and travel services 
company First Rate Enter-
prises. According to Royal 
Mail, First Rate Travel Ser-
vices became the leading pro-
vider of bureau de change 
services in 2003, securing a 
20 percent share of the for-
eign currency exchange mar-
ket. By August 2004, it was 
reporting market share of 26 
percent. It also said it was 
the fifth-largest provider of 
travel insurance, with an 8 
percent market share. 

The post office and Bank of 
Ireland agreed to form a 
joint venture in 2003 to offer 
personal financial services 
products such as unsecured 
loans, credit cards, home 
loans and savings accounts. 
Bank of Ireland pledged to 
invest £125 million in the 
joint venture over the first 
ten years to provide core 
infrastructure and start-up 
costs. 

The bank will provide or 
source the financial services 
products, while the post office 
will market and distribute 
the products through its 
branch network, over the 
telephone and online. The 
partners will share the prof-
its of Midasgrange, trading 
as Post Office Financial Ser-
vices, in which Bank of Ire-
land UK Holdings acquired a 
50.01 percent stake in March 
2004. 

*Post Office Financial Ser-
vices - Opportunities and 
Challenges in a Competitive 
Global Market by Anthony 
O'Brien is published by VRL 
Publishing. For more infor-
mation please contact Client 
Relations by telephone on 
+44 (0)20 7563 5687 or by e-
mail to: 
nish.liyanage@vrlpublishing.
com Copyright: 

Copyright 2002. 
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 BANCPOST: OUTSTANDING FINANCIAL PERFORMANCE 
IN 2004 (under Romanian GAAP) 

creased by 96%, while retail 
loans increased by 71%. Thus, 
Bancpost total assets in-
creased by 74% reaching 
approximately 1.1 billion 
Euro at the end of 2004. 

Total deposits increased by 
24%. Given market condi-
tions, the bank's liquidity is 
maintained at satisfactory 
levels and allows the bank to 
continue its lending activity, 
especially in local currency, 
at high rates. 

Despite impressive asset 
growth and lending activity, 
as well as the bank's restruc-
turing and re-organization 
effort, total operating ex-
penses growth was kept at 
satisfactory levels, as they 
increased by 19% compared 
to 2003. This resulted in an 
improvement of the 
cost/income ratio from 78% 
in 2003 to 70% in 2004. 

The quality of the bank's loan 
portfolio is also satisfactory. 
Non-performing loans were 
0.9% of total loans, a result 
due to good credit decisions 
and effective risk manage-
ment. 

As a result of this perform-
ance, return on average as-
sets (ROA) at the end of 2004 
amounted to 2.2%, while re-
turn on average equity 
amounted to 22%. 

The effort for restructuring 

will continue in 2005. New 
branches are scheduled for 
Bucharest, several branches 
will be relocated and others 
will be refurbished. 

Following the implementa-
tion of IT infrastructure the 
bank will be able to offer in-
novative retail products and 
services to its customers, in 
the second half of 2005. The 
new corporate identity will 
become more visible, as net-
work restructuring proceeds 
throughout the country. 

During 2005, and despite 
intense restructuring, 
Bancpost will continue its 
quest for market share im-
provement. The Bank targets 
an increase of 50% in its total 
assets and 70% increase of its 
lending portfolio. Total prof-
its will also increase, albeit at 
a slower rate, due to higher 
operating expenses associ-
ated with restructuring costs. 

During the 2nd half of 2005 
Bancpost will implement 
fully the new business model 
designed to tap the retail 
business in a more effective 
way. This is in line with our 
vision to become a protago-
nist in this exciting and fast-
growing market.  

Mr. Nicholas Nanopoulos, 
CEO of EFG Eurobank Er-
gasias, said: "Our actions 
over the past few years 
clearly demonstrate, I be-

April 20, 2005- [Press 
release]   

“Bancpost is holding today at 
Marriott Hotel, Braila Hall, a 
press conference during 
which it posts its financial 
results as at the end of 2004, 
its projects for the year in 
progress and the changes in 
the Board of Directors com-
position approved by the 
Ordinary General Sharehold-
ers Assembly. 

EFG Eurobank management 
is represented today at the 
highest level by Mr. Nicholas 
Nanopoulos, CEO and Mr. 
David Watson, International 
Division Director.  

Bancpost's financial per-
formance during 2004 ex-
ceeded initial targets and 
solidified the bank's presence 
in the Romanian financial 
market. Net profits (after 
taxes) reached 19 million 
Euro, registering an increase 
of 64% compared to 2003. 
This is a particularly positive 
development if we take into 
account that 2004 was a 
year of restructuring, re-
organization and new sys-
tems implementation. 

This performance was the 
result of a robust increase in 
operating income, as well as 
the modest increase of ex-
penses. In particular, total 
income amounted to 94 mil-
lion Euro, an increase of 32% 
compared to 2003. Net inter-
est margin (defined as net 
interest income divided by 
average assets) amounted to 
7.3%. 

Interest income and commis-
sion income increases were 
the result of a strong per-
formance in loan activity. 
Total loans increased by 82% 
compared to 2003. In par-
ticular, corporate loans in-
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During the 2nd half 

of 2005 Bancpost will 

implement fully the 

new business model 

designed to tap the 

retail business in a 

more effective way 
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lieve, our long-term, strate-
gic commitment to Roma-
nia's economic development. 
Our investment here is part 
of a wider regional strategy, 
which to date has seen us 
stake out a presence in Bul-
garia, Serbia and recently 
Turkey as well. As the second 
largest company in Greece 
by market capitalisation - we 
place great importance on 
our foreign investments. Our 
aim is for our activities in 
S.E. Europe to account for 
20% of our Group's consoli-
dated net profits by 2009, up 
from 4% in 2004."  

On April 20th, 2005, the Or-
dinary General Shareholders 
Assembly of Bancpost took 
place at the bank's head of-
fice.  

The participants in the Gen-
eral Assembly approved the 
change in the Board of Direc-
tors structure. Thus, Mr. Mi-
hai Bogza was appointed in 
the chairperson's position, 
left vacant after Mrs. Elena 
Petculescu resigned. 

Mr. Mihai Bogza graduated 
the Faculty of Commerce - 
International Economic Re-
lations Section in 1980. After 
1990, he acted as General 
Manager in the Ministry of 
Finance. Mr. Bogza's bank-
ing experience is also worth 
mentioning: he worked at 

Pater Bank, Eximbank - in 
the capacity as president - 
and at the National Bank of 
Romania - in the capacity as 
Vice Governor. 

The CEO position in Bancpost 
will continue to be held by 
Mr. Georgios Michelis. With 
his international banking 
expertise covering more than 
20 years, during which he 
has held significant positions 
in other reputed banks, he 
represents a guarantee for 
the continuity and success of 
Bancpost on-going projects.  

Considering Mrs. Elena Pet-
culescu's vast experience in 
the financial and managerial 
areas as well as the fact that 
she was the one having set up 
Bancpost on July 1st, 1991, 
maintained it clean and far 
from any political influence 
during the transition years 
and contributed to its dy-
namic development, the Gen-
eral Shareholders Assembly 
decided to appoint her in the 
position of Honorary Chair-
person of Bancpost. 

One more change took also 
place in the Board of Direc-
tors structure, which now is 
as follows: 

Mr. Mihai Bogza, Chairman 
of the Bancpost Board of Di-
rectors, said: "I am very 
happy to join the team of 

EFG Eurobank Ergasias, the 
most dynamic bank in Greece 
and one of the most active in 
the South-Eastern Europe. I 
am also glad that I will be 
able to bring my contribution 
to the development of 
Bancpost, a solid bank, with 
a good reputation on the Ro-
manian banking market. I 
had the opportunity to work 
in several commercial banks, 
where I have accumulated a 
very useful expertise for the 
following step in my career, 
when I became the Vice Gov-
ernor of the National Bank of 
Romania. That position gave 
me the possibility to make 
sure that the Central Bank's 
decisions provide real sup-
port to the commercial 
banks, help them improve 
their activity and offer them 
new working tools, so highly 
needed for operating during 
the transitional period. My 
appointment as Chairman of 
Bancpost Board of Directors 
is a new challenge in my ca-
reer. Now, I will have the 
possibility to verify the prac-
tical side of the decisions 
made during the period I 
have worked with the Central 
Bank. I hope that my experi-
ence will represent a solid 
support for Bancpost in a key 
moment of its evolution, the 
integration within the EFG 
Eurobank large family." 

Financial Ratios 2004 (in %) Under GAAP 

Net interest margin 7.3 

Cost/income ratio 69.6 

Provisions to loans 1.4 

Return on assets 2.2 

Return on equity 22.0 

Loans/ customer deposits 92.1 



 May 19, 2005 - [Vecer]  

“The Prime Minister in many 
occasions has repeatedly said 
that Macedonia needs the 
ING brand because it will 
open the doors  for potential 
foreign investors.  

Our sources say that on Mon-
day ING front men are com-
ing to Macedonia to agree 
with the Prime Minister 

Buckoski about the details 
around the sale-purchase 
transaction.  Actually, there 
is no time to wait because 31 
May is the deadline for the 
shareholders Noel and Ev-
ropa 92 to return their credit 
worth €4mln to Eurostan-
dard bank, which if the loan 
is not repaid it can activate 
the collateral. The Dutch of-
fer  € 3 mln and are not in-
terested in the new building 

in the center of the town, 
which book value is around 
€ 6 mln. The mobile opera-
tor Kosmofon is seriously 
interested for this building.  

A Management Board meet-
ing and a Shareholders As-
sembly meeting were sched-
uled for yesterday afternoon 
to discuss the last details 
about the sale of  the bank.” 

services provider Deutsche 
Post, has announced plans to 
process transaction pay-
ments for overseas banks in 
the medium term. A spokes-
person for Postbank said it 
would already offer this ser-
vice to clients in Germany 
this year, but that it could 

April 06, 2005 - 
[Handelsblatt (English 
abstracts )]   

“Postbank, the banking sub-
sidiary of German postal 

also process payments for 
overseas banks in the future 
thanks to standardisation in 
European transaction pay-
ments. The spokesperson 
said this aim would be 
achievable as of 2006 or 
2007.” 

The dilemmas around the future owner of Postenska 

Banka (Skopje) are cleared 

Postbank plans to work for overseas banks   

Good start to 2005 for Postbank   

by nearly 16 per cent in com-
parison with the first quarter 
of 2004 to reach 422m euros, 
whereas net commission in-
come rose 39 per cent to 
175m euros. Postbank 
showed a pre-tax return on 
equity of 13.8 per cent. 

Transaction processing, a 
new activity for Postbank, 
contributed to the good re-
sults and the bank plans to 
expand this area further. This 

division was set up when 
Postbank took over transac-
tion processing for German 
banks Deutsche Bank and 
Dresdner Bank. Postbank 
also confirmed its interest in 
a takeover of German finan-
cial services group BHW 
Holding. Postbank acquired 
a 9.2 per cent stake in BHW 
from Munich Re in March 
and hopes concrete takeover 
talks can begin in the next 
few weeks.” 

May 06, 2005 - 
[Handelsblatt (English 
abstracts)]   

“German bank Postbank, the 
subsidiary of German postal 
services provider Deutsche 
Post, has made a good start 
to 2005. In the first quarter, 
the bank made profit of 106m 
euros, a 15 per cent increase 
on the same period last year.  

Net interest income climbed 
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Deutsche Postbank aims for growth through  

May 20, 2005 -  
[Frankfurter Allgemeine 
Zeitung - Germany] 

“Deutsche Postbank, the 
banking subsidiary of Ger-
man postal service operator 
Deutsche Post, is seeking po-
tential acquisition candi-
dates. The bank is reported 
already to be interested in 
taking over the property fi-
nancing institution BHW, in 
which it acquired a 9.2 per 
cent stake earlier this year, 

although management 
stresses that no decisions 
have been taken and rejects 
rumours that negotiations 
are underway regarding a 
purchase price. 

Deutsche Postbank, which 
was floated on the stock mar-
ket in June 2004, saw its 
share price up by 14 per cent 
by the end of the year, and 
the price is reported to have 
risen further, by a similar 
percentage rate, since the 

beginning of the current 
year. For 2004, pre-tax 
profit rose by around 25 per 
cent to 624m euros, and the 
dividend for the year 
amounts to 1.25 euros per 
share. The company is plan-
ning to continue to pay divi-
dends of around 50 per cent 
of profit. It aims to increase 
its pre-tax return on equity 
from last year's 13.7 per 
cent to a minimum of 15 per 
cent in 2006.” 



Banks dislike CSOB's exclusivity in talks with Ceska 
posta-press 

The case will be checked by the 
anti-monopoly office UOHS, 
UOHS spokesman Kristian 
Chalupa told LN. 

ING considers a tender to be 
the standard procedure com-
mon in EU countries, spokes-
woman Iva Musilova told the 
daily. 

Musilova did not rule out 
ING's possible participation in 
such a tender. 

"I can neither confirm nor 
deny our participation in a 
tender because none has been 
called. However, Ceska posta 
is very interesting for us," said 
Romana Tomasova, spokes-
woman for the financial group 
PPF. 

IT Minister Dana Berova is 
convinced that exclusivity is 
not state aid. Still, she has not 
ruled out a possible tender. 

Ceska posta and CSOB will 
until end-June conduct talks 
on the conditions under which 
Postovni sporitelna will be 

allowed to provide its ser-
vices at post offices. 

The original deadline was 
end-April, but the govern-
ment extended the exclusiv-
ity by two months. 

Ceska posta and CSOB have 
signed a framework con-
tract until 2007. Unless any 
of the two sides wants a 
change, the contract will be 
automatically prolonged by 
ten years. 

The framework contract 
was signed in 1997 with 
IPB, and was later taken 
over by CSOB. 

Postovni sporitelna pays 
hundreds of millions of 
crowns to Ceska posta every 
year. 

In 2003, Postovni sporitelna 
grossed Kc916m. It paid 
Kc737m to Ceska posta.” 

May 12, 2005 - [Czech 
News Agency]   

“Some banks are disap-
pointed by the government's 
decision to grant exclusivity 
to CSOB in talks with postal 
services operator Ceska 
posta about the extension of 
the contract allowing the 
operation at Ceska posta 
post offices of CSOB unit 
Postovni sporitelna, daily 
Lidove noviny writes today. 
The banks want the govern-
ment to call a regular ten-
der. 

The opposition Civic Democ-
rats ODS have also criti-
cised the government's deci-
sion. 

The government is not plan-
ning a tender. 

CSOB has been granted ex-
clusivity for the talks until 
end- June. The exclusivity 
could be regarded as state 
aid, LN notes. 
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Eurobank subsidiary in Romania shows earnings rise   

April 26, 2005 - [Athens 
News Agency]     

“Bancpost, a Romanian sub-
sidiary of Athens-quoted 
EFG Eurobank, on Tuesday 
reported 2004 net profits 
after tax of 19 million euros, 
registering an increase of 
64% compared to a year 
earlier 

Performance was the result 
of a robust increase in oper-
ating income and a modest 
increase of expenses, the 
parent bank said in a state-
ment 

Total income was 94 million 
euros, an increase of 32% 
compared to 2003. The net 
interest margin, defined as 

net interest income divided by 
average assets, was 7.3% 

Interest income and commis-
sion income increases 
stemmed from loan business 

Total loans increased by 82% 
compared to 2003, with cor-
porate loans up 96% and re-
tail borrowing rising by 71%, 
the statement said 

Bancpost's total assets in-
creased by 74% to total about 
1.1 billion euros at the end of 
2004 

Total deposits rose by 24%; 
and total operating expenses 
growth was 19% against a 
year earlier, resulting in im-
provement of the cost/income 
ratio from 78% in 2003 to 70% 

in 2004, Eurobank said 

Non-performing loans were 
0.9%. As a result, return on 
average assets (ROA) at the 
end of 2004 was 2.2%, while 
return on average equity 
totalled 22%, the statement 
added.” 
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April 13, 2005 - [PARI 
Daily - Bulgaria]                                                                                                                           

“POSTBANK will introduce 
credit cards American Ex-
press in leva, which will be 
the first ones in national cur-
rency for the Bulgarian mar-
ket, Postbank CEO Antonios 
Hassiotis said.  

Postbank Bulgarian branches 
will issue American Express 
credit cards as of April 20. 

The credit cards will be avail-
able in two versions, an ordi-

nary (green) one and a gold 
one.  

The green American Express 
card is with a revolving 
credit limit of a minimum of 
BGN 1,000 and an interest-
free period of 55 days.  

The gold card's credit limit is 
BGN 5,000 and the interest-
free period is 55 days.  

The holders of the green card 
pay a BNG 50 annual fee and 
of the gold one - BGN 120 
annual fee.  

Both cards are without issue 

and service fees. 

The Bulgarian credit card 
market is growing at a fast 
pace, and the introduction 
of chip technology for card 
issue is expected within a 
short-term period, Postbank 
said.” 

Postbank Introduces American Express Credit Cards  

 Postbank Logs BGN 17m Profit for 2004 

May 17, 2005 - [PARI 
Daily - Bulgaria]   

“THE PROFIT of Bulgaria's 
Postbank for 2004 exceeds 
BGN 17 million.  

The result shows an increase 

by 47% on 2003, it emerged 
after a general shareholders' 
meeting of the bank.  

The whole profit will be rein-
vested.  

Postbank's assets in 2004 

surged by 30%, year on 
year, to BGN 1.2 billion.  

The credit portfolio of the 
bank rose by 40%, attracted 
funds increased by 35%.” 

Postbank offers summer holidays on leasing                                                                   

May 11, 2005 - [Press re-
lease] 

“The holders of Euroline 
credit card can pay for their 
holidays without additional 
charges. Postbank and Tour-
ist agency “Alfa tour”  have 
agreed to offer summer holi-
days on leasing, announced 
from the bank.  

According to the terms of the 
offer the clients can pay their 
holiday on six equal install-
ments without additional 
charges.  

The promotional offer is 
valid until September and it 
can be used for the package 
holidays, offered by “Alfa 
tour” agency for countryside 
and for abroad.  

It is valid also on some sepa-

rate purchases of air and bus 
tickets.  The promotion is 
accessible for the present 
customers of the bank, but 
also for those who do not 
have yet this package, 
sources form Postbank clari-
fied.  

The clients, who do not pos-
ses Euroline credit card, can 
apply for it in “Alfa tour” 
offices as well as in any Post-
bank branch, BRC and Eu-
roline Open 24, and after 
receiving the card to buy 
holidays without additional 
charges.   

From March 2005 Postbank 
is an official issuer of the Eu-
roline credit card. Euroline is 
the most popular card on the 
Bulgarian market.  

At present there are more 

than 180 000 cards released 
(45 %  market share), which 
are accepted at more that 
400 points of sells all over 
the country.”         



 April 04, 2005 - [PARI 
Daily - Bulgaria]   

“BULGARIA'S Postbank is 
launching a new housing 
credit product, the bank said. 

 The interest in the first year 
is set at 5.75% for loans in 
euro and 6.3% for loans in 
leva. Credits can be repaid 
for 25 years, a 24-month 

grace period is also offered. 

Until June 30, 2005 applica-
tions will be reviewed free of 
charge.  

The bank also offers a 50-
percent management fee 
deduction. Clients will have 
right to draw an additional 
consumer credit under fa-
vourable conditions.  

Postbank finances up to 
100% of the value of the hous-
ing deal 

Postbank Launches New Housing Credit 

Erste moves into top slot in CEE  

ner Sparkasse. It is the mar-
ket leader in the Czech Re-
public and Slovakia where it 
has 27 percent and 35 per-
cent shares, respectively, of 
retail deposits. It is the num-
ber two player in Hungary 
with 10 percent market 
share and the number three 
player in Croatia, again 
with 10 percent market 
share.                   

Going forward, Erste has 
said that it is aiming to ex-
pand its presence in Central 
Europe to Eastern Europe. 
Listing the bank's current 
priorities at its recent an-
nual results conference, 
chief executive officer An-
dreas Treichl said that Erste 
aimed to make other smaller 
acquisitions in Hungary, to 
grow organically in Croatia 
and to look for acquisitions 
in Romania and Serbia.  

 Pre-tax profits from Erste's 
CEE subsidiaries rose by 
51.3 percent in 2004 to 
E473.2 million, almost 
matching the E487.8 million 
generated by Erste in its 
Austrian home market. 
Profitability in CEE mar-
kets, where Erste reported 
return on equity of 37.4 per-
cent, is, however, well ahead 
of Austria, where the com-
parable ratio is 12.5 percent.                                              
According to recent analysis 
undertaken by UBS, Erste 
Bank also excels in terms of 
the contribution to group 
profits made by its CEE op-

erations. "For most Western 
European banks, the CEE 
earnings contribution to 
group profits is not signifi-
cant. It ranges from low sin-
gle digits at BCP [Banco 
Comercial Portugues] to 40 
percent at Erste Bank," com-
ments UBS banks analyst 
Daniele Brupbacher. 

Factors other than contribu-
tion to group profit are just 
as critical, however, when 
rating banks' CEE exposure, 
points out UBS. The absolute 
size of CEE assets is also im-
portant, says Brupbacher, 
who notes that in that area, 
too, Erste has just moved into 
top slot. 

The other two factors consid-
ered important by UBS for 
banks operating in CEE are 
market position and the qual-
ity of the franchise. Here, too, 
Erste excels: it has a top 
three presence in just four 
markets, in stark contrast to 
domestic rivals Bank Austria 
Creditanstalt and Raiffeisen 
International, which both 
operate in no fewer than 16 
markets across the region. 

 While the latter approach 
"undoubtedly offers a certain 
degree of cross- country risk 
diversification, it also lacks a 
focused presence with more 
dominant market shares," 
says Brupbacher.” 

April 30, 2005 - 
[European Banker]      

“Not to be overshadowed by 
the initial public offering 
(IPO) of Raiffeisen Interna-
tional organised this month 
by domestic rival Raiffeisen 
Zentralbank Osterreich 
(RZB), Austria's Erste Bank 
is staking its own claim to 
fame in Central and Eastern 
Europe (CEE). Long the num-
ber one player in terms of 
customer numbers, Erste has 
now become the number one 
player in terms of regional 
assets, displacing Benelux 
bancassurer KBC Group 
from the top slot.  

Erste's position in the region 
has been given a strong boost 
by the acquisition of Hun-
gary's Postabank, which was 
integrated into the group in 
August 2004. Beyond the top 
two positions the rest of the 
ranking of CEE banks is 
largely unchanged, with 
UniCredito Italiano, Bank 
Austria Creditanstalt - con-
trolled by Germany's Hy-
poVereinsbank (HVB) - and 
Raiffeisen International oc-
cupying the next three posi-
tions. 

Erste owns banks in the 
Czech Republic, Slovakia, 
Hungary and Croatia. Addi-
tionally, it has a presence in 
Slovenia via a distribution 
arrangement with Die Karnt-
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Erste's position in the 
region has been given 
a strong boost by the 

acquisition of 
Hungary's Postabank, 
which was integrated 

into the group in 
August 2004 



DnB NOR, Norway Post in talks to continue banking ser-

vices deal from 2006  
May 03, 2005 - [AFX 
Europe (Focus)]   

“OSLO (AFX) - DnB NOR 
ASA said it is in the final and 
exclusive round of negotia-
tions with Posten Norge AS 
(Norway Post) to extend the 
deal to distribute its Post-
banken unit's banking ser-

May 05, 2005 - [Czech 
News Agency]                                                                                                                                                   

“BRATISLAVA, May 5 (CTK) 
- Slovaks have began to fa-
vour investment in open-end 
funds over bank deposits, 
economists have told CTK. 

Experts assign the shift to a 
marked fall in interest rates 
on time deposits in Slovak 
banks. 

Client bank deposits de-
creased by 4.2 per cent on the 
year to Sk356.5bn at end-
March, while the amount of 
money invested in mutual 
funds doubled. 

The volume of clients' assets 
in funds managed by the 
members of the Slovak Asso-
ciation of Management Com-
panies SASS rose to 
Sk93.39bn at the end of the 
first quarter from Sk46.62bn 
a year earlier. 

"People began to consider 
other ways of savings than 
bank deposits because of fal-
ling interests in banks," said 
Postova banka analyst Miro-
slav Smal, adding that inter-
ests on bank deposits cur-

rently do not even cover 
inflation. 

Yields of time deposits de-
creased also because the 
Slovak central bank NBS 
has lately slashed the key 
repo rates several times. 

One-year time deposit 
worth Sk100,000 yields 1.1 
per cent in Slovenska 
sporitelna, Slovakia's larg-
est bank, and Tatra banka 
offers interest of 0.8 per 
cent, for example. 

This is much less than the 
year-on-year inflation 
which was 2.3 per cent in 
March counted by the EU 
methods. 

Smal said that Slovaks are 
conservative savers, and 
have invested mainly in 
money and bonds markets. 

The crown money market 
fund of Tatra Asset Man-
agement, for instance, ap-
preciated clients' deposits by 
something slightly above 
four per cent over the past 
12 months. 

The past cuts in interest 

rates which are unlikely to be 
seen again significantly con-
tributed to the appreciation 
of deposits in conservative 
mutual funds, experts said. 

Economists expect that Slo-
vaks will begin to transfer 
their savings to riskier assets, 
such as share funds, where 
returns are more interesting. 

The three asset management 
companies belonging to the 
group of Slovakia's largest 
banks control roughly 80 per 
cent of all the assets of mu-
tual funds. 

Slovak banks therefore do not 
have to fear an outflow of 
deposits because the financial 
resources will shift but re-
main under the banks' con-
trol, Smal added. 

The structure of Czech house-
holds' savings has also 
changed over the past few 
years. 

Czechs have shifted from sav-
ings books and accounts to 
home- building savings, pri-
vate pension schemes, life 
insurance and participation 
certificates.” 

Slovaks begin to prefer funds to bank savings  
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vices. 

The negotiations follows 
Norway Post's decision to 
put banking services out to 
tender. 

DnB NOR's current agree-
ment to distribute its Post-
banken services in Norway 

Post's outlets expires Dec 31. 

If an agreement is reached, 
Norway Post will continue to 
distribute Postbanken's fi-
nancial services through 
Norway Post's from 2006.” 

  

March 16, 2005 - [Nordic 
Business Report]    

“The Norwegian parliament 
Stortinget has adopted a pro-
posal to discontinue the Nor-

wegian postal service com-
pany Posten Norge's mo-
nopoly on the delivery of 
mail.                                      

According to the adopted 

proposal the liberalisation of 
the Norwegian mail services 
market can begin on 1 Janu-
ary 2007, which is two years 
earlier than a deadline set by 
the European Union.”  

Norway to liberalise postal market in 2007  



(http://www.edram.am) 

“EDram is a system that 
offers a qualitative alterna-
tive to the role of INTER-
NET in Armenia, opening 
doors toward the global e-
commerce. EDram Internet 
System will give a chance to 
Armenian Diaspora to buy 
goods and services not only 
for their own use, but also 
for their friends and rela-

tives living in Armenia. The 
goal of our team is to create a 
common virtual space for Ar-
menians all over the world, 
where everyone can surprise 
his/her intimates with nice 
gifts, and purchase goods pro-
vided by Armenian internet-
shops. Henceforth in the utility 
section you can pay off your 
bills for telephone and mobile 
phone, gas, water and electric-
ity.  

Armenia’s first internet payment system is available 
through Hay Post 

Priorities for Postal Service Development Discussed at a 
Strategic Postal Forum in the Hague 

the need and prerequisites of 
the privatization of the main 
postal operators of the devel-
oped countries in Europe 
took place.  

The opinions of the forum’s 
participants were divided: if 
the part of the post admini-
strations considers privatiza-
tion the critical and neces-
sary for condition for further 
reformation of national post 
operators, then other partici-
pants, taking into account the 
social obligation, which have 
the state postal operators, 
insisting on that the state 
must preserve entire share-
holdings in its hands.  

At the same time, UPU cor-
rectly considers that each of 
the national postal operators 
is free to choose the direction 
of postal reform, which is 
more natural from the point 
of view of the economical 
development of the country, 
competition development of 
on the internal postal area, 
national legislation.  

Another important question, 
which were being discussed 
on the forum, was the pros-
pect for the development of 
the two in parallel existing 
today operational systems 
for transfer of money - UPU’s 

international financial sys-
tem (IFS) and Eurogiro’s 
Networks. IFS unites postal 
operators of 28 countries 
and their number will in-
crease with another 18 until 
the end of this year.  

Eurogiro Networks allows 
money transfers not only 
between the postal opera-
tors of the developed coun-
tries, but also between sev-
eral banks.  

During the present year it is 
intended to develop an in-
terface between the two 
systems, which will make  a 
globalization possible of the 
postal electronic transfers 
with a significant increase 
in the competitive advan-
tages of this kind of services, 
provided by the post.  

In the work of forum par-
ticipated the Deputy Chair-
man of the administration 
of "Kazpochta" Dauren 
Moldagaliyev.” 

 

  

May 11, 2005 - [Press re-
lease from KazPost]                                        

“At the end of April 2005 in 
the Hague (Kingdom of the 
Netherlands) a strategic 
postal forum was held organ-
ized by ING PostBank and 
Eurogiro Network.  

The forum was attended by 
high level managers of postal 
administrations, postal fi-
nancial services and post 
banks from 31 countries from 
Europe, Asia, Africa, South 
America, the Director-
General of the UPU Mr. Edu-
ard Dayan, the managers 
from the World Bank and 
Eurogiro Network.                

The main theme of the forum 
became the discussion about 
the strategic priorities of the 
development of postal service 
in the world, increase of com-
petition, appearance of some 
new technological solutions 
in the field of information 
distribution, the need of pre-
serving the advantages in 
comparison with domestic 
and international companies 
for delivery of correspon-
dence, provision of express 
courier and banking services.  

Extensive discussions about 
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Recently we started to ac-
tively cooperate with Hay-
Post CJSC. From this point 
on you can buy EDram 
cards from post-offices in 
the Armenia. The number of 
online payments by EDram 
continues to expand, as 
"HayPost" offers a big list of 
payments: all kind of taxes, 
payment for car mainte-
nance and policy penalties.” 



 April 25,2005  - [Russian 
press release] 

“Forum "Pochtovaya Troyka" 
is held on every 2 years and 
has already 12 years long 
history and every year at-
tracts constantly  increasing 
number of specialists and 
experts from  the world 
postal community, and also 
representatives of different 
business areas, engaged in 
the fields of technological 
development and effective 
functioning of the postal ser-
vices.  

The importance  of the forum 
today is caused by the 
changes on the market for 
postal services, and the tasks 
related with the implementa-
tion of the Bucharest’s world 
postal strategy, adopted by 
the XXIII world postal con-
gress held in 2004.  

Forum ""Pochtovaya Troyka-
2005" will be held within the 
framework of activity GSP, 
and the main issue of this 
important event will be the 
discussion around the most 

drikin, the envisaged changer  
in May this year, will mark  
not only the beginning of a 
single development concept 
for FGPU, but also in St Pe-
tersburg the Post will begin 
to implement a big range of 
network contracts of the 
mother company with banks, 
which have been inaccessible 
before.              

According to “McKinsey &Co” 
agency, “Russian Post” has 
an opportunity to increase its 
incomes from financial ser-
vices from 3 mil. USD in 
2004, to 300-500 mil. USD in 
2008.   

Some banking sector experts 
consider, that the main prob-

April 25, 2005  - [Russian 
press release] 

”The Post is planning to de-
velop new services such as 
collection payments  of con-
sumer credits,  acceptance of 
deposits  and awarding mi-
cro credits.                    

FGPU “Russian Post” has 
already concluded contracts 
with “Sviazy Bank”, 
“Uralsibbank”, Bank of Mos-
cow, Gazprombank and leads 
negotiations with Rossbank.    

As explained by the leader of 
the Commercial Directorate 
“Russian Post”  Igor Man-

lem of the Postal Service at 
present is the low service 
level at the post offices.                                

“People already use the post 
and goes to pay through its 
network for a lot of services 
. If the required quality of 
service could be provided 
and the customers are 
served fast, if the attitude of 
the postal staff raises the 
people’s mood, something 
which is obviously missing 
now, then of course, people 
will simply go there   be-
cause they simply trust our 
post”  

The Post scores on credits  
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appropriate strategy for 
postal sector development 
and in this relation, the nec-
essary correction measures  
and elaboration of concrete 
plans for development corre-
sponding to the conditions of 
market liberalization and 
growing competition.  

On the forum the main pro-
grams and the projects will 
be presented, with accent to 
those directed toward the 
extension of the scope of the 
services and aimed at guar-
anteeing  of the service reli-
ability, achievement of sub-
stational improvements in   
its quality and improved level 
of effectiveness of the postal 
network, directed to im-
provements in the standards 
of knowledge of the commu-
nication markets and 
achievement better level of 
services provision, which 
correspond to consumers 
needs and expectations .  

Some questions will also be 
discussed  with regard the  
strengthening and extending 
of collaboration and interac-

tion between the organiza-
tions, interested in the de-
velopment and the activities 
of the postal industry. In the 
forum is planned to partici-
pate representatives of the 
Universal Postal Union, 
association of the public 
postal operators in Europe - 
PostEurop, many foreign 
postal administrations, 
companies - developers   of      
postal        technologies and 
manufactures of       postal 
equipment and also        
some interested   non-
governmental organiza-
tions. 

During the forum, an exhi-
bition  will also going to be 
organized, on which some 
existing solutions and new 
postal equipment and tech-
nologies,  will be demon-
strated, and also the 
achievements in different 
areas of postal business will 
be presented , which in 
many cases will contribute 
to the effective  implementa-
tion of a successful  postal 
reform.”    

Seventh International Postal Forum - Exhibition 
”Pochtovaya Troyka-2005” 



May 21, 2005 - [Le 
Monde, Les Echo, AFX 
Focus] 

 “Some reputable French 
newspapers - “Le Monde”, 
“Les Echo”, agency “AFX Fo-
cus” have published in May a 
number of articles, describ-
ing the major points in the 
discussion around the new 
postal law acceptance in 
France. Besides the attention 
given to the expected changes 
in the existing postal legisla-
tion, which are aimed at lib-
eralizing and further opening 
for competition the French 
postal market in compliance 
with the EU Directives in this 
area, a central issue has also 
been the new provision in-
cluded into the draft law for 
creation of a postal bank, as 
subsidiary of “La Post” the 
French public postal opera-
tor.  

At the beginning of May “Le 
Monde” has published an 
article informing its readers 
for the expected develop-
ments and has put the accent 
into the fact that “  

According to a publication, 

May 21, 2005 - [Press re-
leases summary]  

“An electronic money orders 
exchange has been intro-
duced recently between 
Moldova and Ukraine.  With 
this extension, the number of 
countries with which Ukraine 
(Ukrposta) has electronic 
exchange  became 5.  
 
The other countries with 
which Ukrposta has elec-
tronic exchanges are (data - 
10.05.2005) - Russia, Ka-
zakhstan, Azerbaijan, Arme-

nia. The exchange of elec-
tronic money orders is based 
on the UPU’s International 
Financial System (IFS).  
 
At this stage the exchange is 
allowed only for money 
transfer operations initiated 
by physical persons and de-
livered to the beneficiary's 
postal address.  Transfers 
intended to be recorded on 
customers’ bank accounts are 
not accepted.  
  
Ukrposta is among the mem-
bers of the UPU’s working 
Group, which main task is 
flinging a solution for   op-

erational link between 
both— IFS and Eurogiro 
systems. By implementing 
such link both organizations 
(UPU and Eurogiro), will 
create a better platform for 
its members and users’ or-
ganizations for making in-
ternational money transfers 
business.     

This will increase substan-
tially the Ukrposta’ s oppor-
tunities to gain more market 
share in this rapidly grow-
ing market segment and to 
strengthen further  its future 
competitive position.”  

Ukrposta extends its position in electronic money order 
exchange 
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released on the “Les Echo” 
pages, the launched ap-
proach for the foundation of 
a “bank” based on a special 
legislation, has provoked a 
negative reaction from the 
French Banking Federation 
(FBF). Moreover, in order to 
express convincingly and to 
present clearly its position to 
all interested stakeholders, 
the FBF has released in May 
so called “white book” -   in-
formed “Les Echo” in a recent 
publication. However, the 
French banking body ex-
presses concern about the 
danger which crossed subsi-
dies between La Poste and its 
banking subsidiary could 
pose to competition in the 
banking sector.   

On 12 of May 2005, in a fea-
tured publication “AFX Fo-
cus” Agency has informed in 
about the acceptance of the 
Law by the French Parlia-
ment. According to the publi-
cation the Law provides for 
establishment of a banking 
subsidiary of la La Poste, 
which at the beginning will 
have the rights “to offer home 
mortgages and other prod-
ucts to clients who do not 

already have current ac-
counts”. 

In the subsequent publica-
tions during the third week 
of May, and especially those 
in “Le Monde, the first reac-
tions and comments from 
“La Post” with regard this 
fact have been given.  “For 
the Post office, the creation 
of a credit institution was 
vital", declared for the 
newspaper Jean-Paul 
Bailly, president of this pub-
licly-owned establishment” 
and  “It does not hide the 
intention to propose to its 
customers, after the mort-
gages loans, a range of con-
sumer credits.” - added 
Baily. 

"We have 4% of this market 
today," Bailly said in an 
interview published in Le 
Monde. "We are aiming, by 
10 years from now, for a 
share that corresponds with 
our share of the retail bank-
ing market in France, which 
is to say about 9 %,". 

The Postal Bank should be-
gin its activity on January 1, 
2006.”  

The foundation of a Postal Bank, leading news in the 
French newspapers in May 



Couriers Keep Ringing the Doorbell Until Someone Opens 

as their efficiency is con-
cerned. Clients wait lined up 
in queues like [paprotki na 
lstrykowych parapetach). 
But is supposed to change 
soon. Polish Post is to become 
modern, quick, cheap and 
customer friendly. Instead of 
windows, a table and coffee; 
instead of queues ? comfort-
able armchairs; instead of 
rude clerks ? a smiling con-
sultant. Polish Post needs to 
change, because Poles are 
increasingly often turning to 
the competition. Meanwhile, 
international postal corpora-
tions are waiting around the 
corner, eager to deliver our 
parcels. - How to Take Over 
Accounts 

The battle for clients has al-
ready begun. Many compa-
nies are trying to break down 
Polish Posts monopoly and 
make life easier for us. Cur-
rent legal regulations are 
favorable towards the na-
tional monopolist ? it still has 
exclusive rights for delivering 
letters weighing up to 350 
grams until the end of this 
year. These are , for example, 
invoices from cell phone and 
cable TV companies. This is 
an enormous market that 
generates nearly ZL400 mil-
lion each year.  

Another ZL400 million can 
be made on delivering par-
cels weighing up to 50 grams 
(letters, forms, officials no-
tices). Polish Post has a mo-
nopoly for this type of ser-
vices until the end of 2008. 
"The monopoly conserves old 
arrangements, no one needs 
to take care of ensuring the 
quality of the service or fight-
ing for clients.: explains 
Marek Rozycki, chairman of 
Masterlink Express. Simi-
larly to 90 other courier com-
panies that function in Po-
land, in recent years Master-
link has been making money 
on delivering parcels that 

weigh over 350 grams. 

These companies currently 
take care of delivering books 
from mail order bookshops, 
merchandise from internet 
stores, prizes won in compe-
titions and loyalty programs. 
This lucrative market is 
where Polish Post lost its mo-
nopoly the fastest and practi-
cally gave up without a fight 
(it's Pocztex services cur-
rently covers only 3 percent 
of the market). "We deliver a 
lot of private parcels. True, it 
does cost ZL26, but clients 
pay and expect good service 
for their money. Our couriers 
take care of picking up and 
delivering the package. Cli-
ents can at any time use the 
internet to check where the 
parcel is and when it will 
reach the recipient.  

Many of our clients are very 
busy people that prize quality 
and ease." explains Radal 
Dziura of TNT Express. Bus-
tling clients can also choose 
companies such as VIA 
(operator of the My Account-
ing (Moje Rachunki) service 
point network) and UniKasa, 
which are trying to push Pol-
ish Posts out of the so-called 
"mass payment" market. 

"Poles pay Zl50 million 
worth of bills. Thanks to our 
outposts, they can do it while 
taking care of everyday 
shopping ? at a supermarket, 
gas station, or video rental 
store." explains Ewa Ulicz of 
VIA. 

There are currently 5 thou-
sand VIA points in Poland. 
The companies target num-
ber is 10 thousand ? meaning 
there will be more VIA points 
than post offices. VIA wants 
its points to resemble small 
financial service centers. 
Currently clients can charge 
their pre-paid cell phone ac-
counts there. (Cont.P.18)  

May 10, 2005 - [Polish 
News Bulletin]   

“Polish Post (Poczta Polska) 
will soon have to face new 
competitors. It's possible our 
letters will be delivered by 
yellow-clad Deutsche Post 
mailmen or La Poste employ-
ees is navy blue. Today, we 
have no choice. If we want to 
send a letter or a postcard, 
we have to do so through 
Polish Post. Until the end of 
2008, it has a guaranteed 
monopoly on light weight 
parcels (up to 50 grams). 
Before we send the parcel, it 
is worth taking a look at the 
calendar. A priority letter 
(more expensive than the 
regular type) will be deliv-
ered the day after it is sent, if 
we put it in the mailbox in 
morning hours. 

There are, however, cases 
(eagerly related in the me-
dia) that a priority letter 
takes as much as a week to 
reach its recipient. It is even 
worse with normal letters 
(the economy type). They 
sometimes take as long as 
two to three weeks. Similarly 
invoices for electricity, gas, 
and cellular phones, in the 
case of which operators add 
interest for each day of delay. 
There are still problems with 
registered letters. Mailmen 
often deliver parcels before 
noon. If there is no one home, 
they leave a notice in the 
mailbox and the recipient 
needs to go to the post office 
to collect the parcel ? and this 
means further complications 
and more time lost. Postal 
services are generally consid-
ered to be getting more and 
more expensive, while their 
quality remains low. Even 
Polish Post directors unoffi-
cially admit that some of 
their outposts ? there are 8 
thousand in Poland ? remind 
of the times of the PRL as far 
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the monopolist is not cheap ? 
out of each annual subscrip-
tion fee, Polish Post gets 
around ZL10, giving a total 
of ZL50 million. Rumor has it 
that there are banks and 
companies that want to do it 
for less. The monopoly on 
collecting the fees is also un-
favorably looked upon by the 
European Commission, 
which may decide to classify 
it as a forbidden form of pub-
lic financial aid. - German 
Lesson 

With the beginning of 2009 
the Polish postal services 
market will be freed com-
pletely and it will other na-
tional posts will be able to 
deliver our mail. 

"Poles constitute 38 million 
potential clients and postal 
services have always been a 
lucrative business. This is 
why other European postal 
services that have already 
been privatized and modern-
ized are interested in doing 
business here." says Aleksan-
der Morozowski, chairman of 
DHL Express Polska.  

He knows best, because his 
company is a part of the 
Deutsche Post World Net-
work corporation - - the Ger-
man national post service 
that was privatized in 1998. 
Moreover, already French 
postal services (owner of 
Masterlink), the privatized 
Dutch post (TNT couriers) 
and the American post (UPS, 
FedEx) are already present 
in Poland. 

"These companies will surely 
compete for delivering Polish 
parcels." forecasts professor 
Henryk Babis of the Szczecin 
University, specialist in tele-
communications. In his opin-
ion, after the withdrawal of 
the monopoly in 2009 Polish 
Post may well lose as much 
as 40 percent of the market. 
This would mean that every 
other Pole would cease mak-
ing use of its services. The 
German lesson may well hold 

much value for the Polish 
Post. 

"In the mid-90's the German 
Post had a very bad reputa-
tion. Only 60 percent of all 
parcels got delivered on time. 
Germans massively switched 
to courier companies and the 
resulting holes in the na-
tional post operators budget 
had to be patched up with 
taxpayers money. Today, the 
German Post is an efficient 
company listed on the stock 
market that delivers 98 per-
cent of all parcels on time." 
says Morozowski. 

The sending the least expen-
sive type of letter costs EUR1 
to EUR1.5. The directors of 
German Post were the first to 
realize that the number of 
traditional letters will fall 
with time, so they took over 
several courier companies 
and invested in developing 
financial services. Ignoring 
public protests, the down-
sized their workforce by 150 
thousand, cut wages, and 
spent the money they made 
on the stock market on new 
technologies. 

"European postal companies 
pay much attention to the 
quality of their services." 
says Morozowski. In Scandi-
navian countries letters can 
be sent and received from gas 
stations or in local stores. 
Will it be the same in Poland? 
- Three Years Vacation 

"We are conscious of the fact 
that we still have three 
years." says Marcin Anasze-
wicz, Polish Post spokesman. 
This is the time for its chiefs 
have to improve the quality 
of services and convince cli-
ents to stay with them. Ac-
cording to Anaszewicz, Polish 
Post functions properly. 

Every day 8 million parcels 
are processed (up to 40 mil-
lion during Christmas holi-
days). At the same time it is a 
national symbol, an institu-
tion of public (Cont.P.19)  

In the future, it will be possi-
ble to take up money like in 
an ATM machine, or even 
transfer it. "My Accounting" 
also attracts clients through 
low commissions ? from ZL1 
to ZL1.99, while the same 
service in a bank can cost as 
much as ZL5. Until recently 
the same service cost ZL3.5 at 
the post office. 

"We lowered the price to 
ZL2.5 in January." says Mar-
cin Anaszewicz, Poczta Pol-
ska spokesman. This is the 
first indication that the Post 
is afraid of the competition. - 
Competitors from the Net 

Another challenge Polish Post 
has to face is the rapidly 
growing internet service 
market. We write less and 
less letters because e-mails 
are gaining popularity; 
greetings from holidays are 
often sent by SMS or MMS. 
Companies that send mer-
chandise COD and are often 
afraid new technologies, but 
they will soon have the op-
portunity to cease working 
with the monopolist. PayPal, 
part of the American giant 
eBay, is entering the Polish 
market. The PayPal system 
works in 46 countries. It al-
lows making so-called micro-
payments and money trans-
fers through the internet with 
minimal commissions. The 
system already has 60 mil-
lion users worldwide. Pay-
Pal's entry is also bad news 
for banks, which still have 
high prices for foreign trans-
fers. Polish Posts monopoly 
on receiving radio and televi-
sion subscription fees is also 
in danger due to the agree-
ment with the National 
Broadcasting Council 
(KRRiTV).  

An honest viewer that wishes 
to pay the fee can do it only 
at a post office. This auto-
matically eliminates those 
subscribers that never visit 
post offices. At the same time, 
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to help. The current public 
utility company (the func-
tioning of which is regulated 
by a special law) will be 
transformed into a public 
limited company with part of 
its shares going to the stock 
market. The Post urgently 
needs ZL3.5 billion for invest-
ments. These funds will be 
used for building 14 trans-
shipping centers which, ac-
cording to Anaszewicz, will 
increase the speed with 
which parcels are delivered 
(there are currently only two 
such facilities).  

Polish Post also wants to 
make use of its 8 thousand 
branches located all over the 
country. This is at the same 
time its trump card and its 
biggest burden, as many of 
the outposts are located in 
rural areas, where only small 
amounts of parcels are sent. 

"Financial services can be 
provided in each outpost." 
says Anaszewicz. But not 
only. Already books, candy 
bars and hair gels can be 
bought there. It is likely the 
planned changes will make 
clients happy, although the 
same cannot be said of the 
Posts employees.  

On Poland's increasingly 
demanding employment 
market Polish Post has been a 
safe haven in recent years for 
its 100 000 employees 
(including 20 thousand mail-
men). 

There were no cadre reduc-
tions. No wonder trade union 
representatives react uneas-
ily at the words 
"restructuring" and "20 per-
cent over-employment".  

They are already announcing 
sharp protests. There re-
mains the question of the 
Posts mission. All European 
posts, even those that have 
been privatized, are obli-
gated to supply their services 
to all citizens. This means 
that they should sent letters 

to and from every place in 
the country for a accessible 
price.  

Polish Post likes to boast 
about this, as well as the fact 
that it delivers schoolbooks to 
rural areas. It is difficult to 
make a profit on public ser-
vices ? it is often the case that 
the company has to pay from 
its own pocket. For the citi-
zens of small villages in the 
Mazury, Bieszczady, Bory 
Tucholskie regions this can 
mean only one thing ? after 
2009 they will still have no 
alternative to the Polish Post. 

"Foreign post companies will 
be eager to enter 15 large 
agglomerations, because that 
is where they can make a 
profit. " comments Henryk 
Babis. Commercial telephone 
operators such as Netia or 
Dialog act similarly. In the-
ory, they have to place tele-
phone booths in publicly ac-
cessible places.  

It is true, such booths have 
appeared, but only in shop-
ping centers as a method of 
advertising. For those that 
want to pay ZL1.50 for send-
ing a postcard from their 
vacation, this is not good 
news.” 

trust and one of the best 
known brands in the country. 
But also, according to 
Anaszewicz, it is the national 
whipping boy when some-
thing goes wrong. In this 
business, no one is infallible. 
The percentage of parcels 
delivered on time by the Pol-
ish Post is 86 percent in the 
case of priority parcels and 
84 percent in the case of nor-
mal letters.  

The average in Europe is 80 
percent. This does not, how-
ever, change the fact that one 
letter in ten sent in Poland is 
not delivered on time. More-
over, queues in offices are a 
real pain in the neck. For 
society, this is sufficient basis 
for having an ill reputation of 
Polish Posts. Nonetheless, 
faced with perspectives of 
tough competition, the posts 
management is preparing 
some revolutionary changes. 

"Clients will feel the effects 
with the beginning of next 
year." announces Anasze-
wicz. For example, bar code 
scanners will finally be in-
stalled in post windows, 
which means paying bills 
and receiving parcels deliv-
ered to the post office will 
become a lot faster (currently 
the clerk needs to enter data 
into the computer manually 
and then sift through hun-
dreds of packages).  

Polish Post also wants to take 
care of around 100 key cli-
ents, such as banks and tele-
phone network operators 
that send tons of letters every 
week. 

According to professor He-
bryk Babis, this is where the 
upcoming battle will be the 
most fierce and where Poczta 
needs to make improvements 
the fastest. After all, bill need 
to be delivered on time. - Spe-
cial Mission 

Changes in Polish Posts 
structure are also supposed 
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Micro Companies Ever Less Loyal to Their Banks Because 
of High Fees 

offer of financial services, 
were less loyal towards their 
hitherto financial service 
providers (increasingly pre-
ferring banks that will offer 
them most benefits for mod-
erate fees), and were increas-
ingly willing to use internet 
banking. 

Table. Percentage of micro 
companies for whom price is 
key factor in choosing a bank 
(percentage of replies)   

The percentage of micro 
companies that changed their 
bank grew to 4 percent from 
3 percent in 2003. This is 
equal to some 60,000 compa-
nies, and the largest univer-
sal banks such as PKO BP 
and Pekao each lose a dozen 
thousand business customers 
every year. These customers 
are difficult to replace. The 
BPS research found that 
whereas many companies 
considered the largest banks, 
they eventually chose the 
competition. PKO BP, for 
instance, which caters to 
more than one in four micro 
companies in Poland, was 
considered but ultimately 
decided against by 19 percent 
of respondents. 

Table. Percentage of micro 
companies using internet 
banking (percentage of re-
plies)   

The segment will hardly sta-
bilise as, besides the natural 
churn caused by business 
activations and deactiva-
tions, as many as 7 percent of 
micro companies, or some 
100,000, plan to change their 
bank in the near future ? 
though of course many will 
probably never do. As many 
as 70 percent of those plan-
ning to change their bank 
cited excessive fees and 
charges, and 30 percent 
quoted the competition's of-
fer. Poor service quality was 
cited by 23 percent, on par 

with lack of confidence in 
bank, and followed by red 
tape (17 percent), and unfa-
vourable interest (17 per-
cent). 

The BPS research showed 
that micro companies were 
increasingly price sensitive. 
The percentage of companies 
for whom price was the key 
factor in choosing a bank 
doubled from 10 percent in 
2000 to 20 percent last year.. 

The price factor not only in-
fluences micro companies' 
choice of bank but also deter-
mines their customer satis-
faction and loyalty. Though 
micro companies are gener-
ally satisfied with their 
banks, with the average sat-
isfaction rate at 85 percent 
and exceeding 90 percent for 
banks such as MultiBank, 
Bank Pocztowy, or Citi-
bank Handlowy, excessive 
fees are still cited as the sec-
ond most important reason 
of customer dissatisfaction. 
Queues and long waiting 
times remain the most fre-
quently cited factor, with 
complicated/time-consuming 
procedures and inflexibil-
ity/lack of individualised 
service in the third and 
fourth places, respectively. 

Roughly 50 percent of micro 
companies use the internet, 
up from 45 percent in 2003, 
40 percent in 2002, and just 
25 percent in 2001. Internet 
access gives the companies a 
better picture of the available 
offer of financial products 
and services. One in five re-
spondents said they had vis-
ited banks' web sites in 
search for information in the 
past 12 months. 

The research also showed 
micro companies were in-
creasingly willing to use 
online banking. The percent-
age of respondents declaring 
so rose to 14 percent, from 9 

May 10, 2005 - [Polish 
News Bulletin]   

“Micro companies, or those 
with less than 10 employees, 
are ever less loyal to their 
banks and ever more price-
sensitive, according to recent 
research from BPS Consult-
ants, writes Gazeta 
Bankowa. 

There were some 1.6 million 
micro companies in Poland 
in 2001, which, multiplied by 
the average fee for account 
operation, transfers, cards 
and other banking opera-
tions produces a market 
value of at least several bil-
lion zlotys. 

Interest on loans to micro 
companies is usually higher 
than with large corporations, 
which, with the loans rela-
tively secure, ensures higher 
margins on lending. 

Until recently, micro compa-
nies had been one of the most 
loyal group of bank custom-
ers. Tied to one, usually the 
geographically closest, bank, 
they rarely moved their ac-
counts, trying instead to ne-
gotiate easier access to credit 
in reward for their loyalty. 
That conservative approach 
stemmed in part from the 
micro companies' limited 
knowledge about the finan-
cial services market, the lack 
of alternative financing, and 
limited product choice. This 
situation has changed since 
the emergence of virtual 
banks and the rollout of 
online platforms by the 
bricks-and-mortar institu-
tions. 

The BPS research, conducted 
on a sample of 1,001 Polish 
companies with up to nine 
employees, showed micro 
companies were now able 
much better to analyse the 
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Table.  

Percentage of micro 
companies for whom 
price is key factor in 

choosing a bank                          
(percentage of replies) 

source: Gazeta Bankowa, 
BPS Consultants Poland, 
Micro Companies on Polish 
Banking Market, 2004  

2000  2001  2002  2003  

10 16 20  20 

Table.  

Percentage of micro 
companies using 
internet banking                        

(percentage of replies)  

source: Gazeta Bankowa,   

2001  2002  2003  2004  

3  5  9  14   



cheap (22 percent) but also 
as modern (18 percent of 
replies). Of course, not every-
thing is perfect at PKO BP. 
The institution's inability to 
eliminate queues has im-
paired customer satisfaction 
and caused many potential 
clients to go to the competi-
tion. Pekao SA, in turn, has 
problems not only with ser-
vice quality but also with 
price competitiveness. A 
high-price policy has caused 
many customer defections 
and means that Pekao SA is 
not popular with price-
sensitive companies. 

The changes occurring 
among micro companies, the 
corporate market's largest 
segment, will require a new 
approach from banks. React-
ing to growing price sensitiv-

ity and decreasing customer 
loyalty, banks will have to 
reformulate their pricing 
strategies and introduce spe-
cial programs for micro com-
panies. These may include 
solutions commonly used by 
British banks, such as HSBC 
or Barclays, such as partly 
exempting new companies 
from fees, offering financial 
and business advice, as well 
as awarding loyal customers 
with lower prices.” 

  

(cont.  From p.20) percent 
in 2003 and just 3 percent in 
2001. 

The micro segment is domi-
nated by two institutions: 
PKO BP, and Pekao SA, 
which, respectively, have 27 
percent and 17 percent share. 
Both owe this position to tra-
dition, vast networks, and 
good image of the safest 
banks. PKO BP recently 
gained an advantage over 
the immediate rival in the 
micro segment. A particu-
larly good move was the pur-
chase in late 2003 of Inteligo, 
the online bank. The acquisi-
tion not only boosted PKO 
BP's customer base by some 2 
percent but also changed the 
way it is perceived. PKO BP 
is perceived not only as safe 
(41 percent of replies) and 
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Mutual ownership mooted as Royal Mail faces competi-
tion 
May 09, 2005 - [The Inde-
pendent - United King-
dom]  
Saeed Shah 

“The Government could hand 
over ownership of the Royal 
Mail to its workforce after a 
review of the service's future, 
it has emerged. 

The Government committed 
itself not to privatise Royal 
Mail in the election, but it is 
thought that some Labour 
Party figures and Royal Mail 
management are drawn to 
the idea that workers could 
be given shares in the postal 
operator in a 'John Lewis'-
style ownership structure. 
Royal Mail would borrow 
about pounds 2bn to buy out 
the Government under the 
scheme, which is being 
floated in Westminster and 
which is likely to receive the 
backing of Allan Leighton, 
the chairman of Royal Mail. 

The newly created Depart-
ment for Productivity, En-
ergy and Industry, led by 

Alan Johnson, a former post-
man, will soon appoint some-
one to head a review of 'the 
impact on the Royal Mail of 
market liberalisation'. From 
next year, the postal market 
will be fully opened up to 
competition. 

The Labour election mani-
festo said: 'We have given 
Royal Mail greater commer-
cial freedom and have no 
plans to privatise it. Our am-
bition is to see a publicly 
owned Royal Mail fully re-
stored to good health, provid-
ing customers with an excel-
lent service and its employees 
with rewarding employ-
ment.' 

Although this document does 
seem to rule out a change to 
public ownership of Royal 
Mail, political and industry 
sources believe some form of 
employee ownership could 
still be justified. They say the 
document goes on to commit 
the Government to the review 
of postal liberalisation, which 
would involve some consid-

eration of Royal Mail's own-
ership structure. 

Even an employee ownership 
plan would face strong union 
resistence. A spokesman for 
the Communication Workers 
Union said: 'There's no 
change in the union's posi-
tion. Any share scheme 
would be seen as privatisa-
tion.'Mr Leighton has said he 
'would like employees to 
share in the success' of the 
post office, privately suggest-
ing this could best be 
achieved by giving shares to 
workers. A Royal Mail 
spokesperson said: 'The fu-
ture of the Royal Mail is a 
matter for our shareholders.' 

Royal Mail will announce 
annual results next week 
which will show operating 
profits of more than pounds 
500m, of which pounds 
200m will be paid out to the 
195,000 postal workers in the 
form of pounds 1,000 bo-
nuses.” 



February 21, 2005 - 
[Polish News Bulletin]   

“The new strategy for Bank 
Pocztowy is to be ready in 
May at the latest. The owners 
do not want to reveal any 
details, but it is already 
known that the bank's main 
role will consist in creating 
new, as well as supervising 
existing, products. Pocztowy 
will no longer compete with 

Poland's largest bank, PKO 
BP. The strategy is being 
prepared by Poczta Polska 
(Polish Post) and PKO BP (it 
has 25 percent plus one 
share in Pocztowy). "We are 
a minority but industry in-
vestor. We want Pocztowy 
to be able to make use of our 
solutions," said PKO BP 
Vice-President Kazimierz 
Malecki. Bank Pocztowy 
could surely take advantage 

of PKO BP's experiences in 
the area of evaluating and 
managing credit risk. "We 
must reach a situation in 
which we don't compete with 
each other. It means that 
harmonisation of offers is 
necessary. We will also need 
infrastructure solutions, con-
cerning ATMs for example," 
said Malecki.” 

Polish Post and PKO BP to Have Strategy for Bank 

Posta Romana Considers Financial Services as Priority 

company's general director 
Dan Mihai Toader said on 
April 19, 2005. The com-
pany intends to sign part-
nerships to operate public 
telephony services, elec-
tronic services, e-learning, 
e-health, secure intercon-
nections for banking system, 

money management and 
data storage, Toader added. 
Posta Romana, with its 7,000 
units countrywide, has al-
ready started offering some 
financial services such as 
micro credits, cash collection 
and cash management." 

April 25, 2005 -- [Balkans 
Business Digest]                                                                                                                                                                          

"Romanian state-owned 
postal company Posta Ro-
mana plans to start offering 
financial-banking services in 
the next few years in a bid to 
expand its product portfolio, 
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Non European experience and PFS development practice 

Selected news from Africa, ME and Asia   

April 2005 - [Press re-

lease] 

By Hugues Kamewe, Adviser 
Financial Sector Develop-
ment, World Savings Banks 
Institute  

“In 1861 the first postal sav-
ings bank was established in 
Great Britain. The success of 
this experience in popularis-
ing savings values among 
less affluent groups encour-
aged replication of the model 
in many other European 
countries (e.g., France and 
Netherlands 1881, Austria 

1883), Japan (1875) and the 
United States (1910).  

In Africa, postal savings in-
stitutions are the legacy of 
pre-independence times (e.g., 
Ghana 1886, Nigeria 1888, 

Kenya 1910 and Senegal 
1922), and in most coun-
tries, they even pre-dated 
commercial banks in laying 
the groundwork for a mod-
ern financial system. Even 
today, the (cont. p. 24 ) 

Reinventing Postal Savings Institutions in Africa  

A New Role as Large-scale Microfinance Providers                                                  

Tanzania 
Postal Bank  



Post offices in Budaiya, Riffa and Sitra started accepting 

payments for electricity and municipal taxes  

raq and Isa Town, or 
through banks. 

"However, after the banks 
started charging BD1 for 
processing each bill recently, 
the number of customers vis-
iting the three centres in-
creased substantially," said 
Dr Al Awadhi.                  
"They also complained about 
the shortage of car parking 
at these centres and the in-
convenience caused in travel-
ling to the three centres from 
distant parts of Bahrain.           
"As the post offices are con-
veniently located, covering 
all the regions of Bahrain, the 
new arrangement will prove 
a great boon to the public." 

With the CSCs still receiving 
the bills, there will be 16 loca-
tions which will accept pay-
ments for electricity and wa-
ter bills and municipal taxes 
by the end of the year, said 
Dr Al Awadhi. "By early next 
year, we hope to open more 
channels for bill payment," 
he added.  

 "As part of the project, our 
computerized network will 
be expanded so that people 
will be able to make pay-
ment through the Internet."         
Income from water and 
electricity bills totalled 
BD75 million last year, Dr 
Al Awadhi revealed. All the 
post offices are being elec-
tronically linked to the Elec-
tricity and Water Ministry, 
which will pay BD50,000 
annually to the postal direc-
torate for making use of its 
services, said Electricity and 
Water Ministry Assistant 
Under-Secretary for distri-
bution and consumer ser-
vices Adnan Fakhro.                         
"We had received requests 
from the Southern and 
Northern Governorates to 
open CSCs in their areas. 
However, we have found 
that the new arrangements 
will prove more cost effec-
tive than opening CSCs in 
different regions."  

“BAHRAIN'S 250,000 elec-
tricity and water customers 
will soon be able to pay their 
bills at post offices. Post of-
fices in Budaiya, Riffa and 
Sitra started accepting pay-
ments for electricity and wa-
ter bills and municipal taxes 
yesterday, under a two-
month experiment. All 13 post 
offices throughout the coun-
try will be accepting pay-
ments by the end of the year, 
following an agreement 
signed between three govern-
ment ministries yesterday. 

The memorandum of under-
standing was signed by 
Transportation Under-Secre-
tary Shaikh Mohammed bin 
Khalifa Al Khalifa, Electricity 
and Water Under-Secretary 
Dr Abdul Majeed Al Awadhi 
and Finance Ministry Assis-
tant Under-Secretary for 
Economic Affairs Mahmood 
Al Kooheji. 

"We have just started it on an 
experimental basis in Bu-
daiya, Riffa and Sitra for two 
months," Shaikh Mohammed 
told a Press conference, after 
the signing ceremony at the 
Transportation Ministry 
headquarters in the Diplo-
matic Area. 

People in Bahrain have been 
paying their electricity and 
water bills through the Elec-
tricity and Water Ministry's 
customer service centres 
(CSCs) in Manama, Muhar-
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Tanzania Postal 
Bank  



(cont. from p. 22) postal 
retail net work represents a 
unique infrastructure: the 
number of post offices usu-
ally matches or exceeds the 
total number of branches of 
mainstream banks.  

The rationale of this model 
has been to use the conven-
ience of post office outlets to 
minimise the cost of mobilis-
ing small savings and to 
maximise outreach. In addi-
tion, the main attraction for 
postal savings banks has 
been safety, since they usu-
ally enjoy a state-guarantee 
on their liabilities, which is 

sometimes combined with 
tax-exemption on interest 
rates paid to depositors.  

Going Beyond Passive 
Small Savings Collection  

The performance of postal 
savings institutions in mobi-
lising resources varies from 
modest to impressive across 
African countries. Reliable 
evidence suggests that postal 
savings banks have been suc-
cessful in countries where the 
operators combine efficient 
management of the resources 
collected with a dynamic 
commercial policy. To this 

Reorientation Funds to Redeem Zimpost  

sure service delivery is effi-
cient and commensurate 
with, perhaps international 
standards, and money being 
paid by consumers for such 
services. As with several 
other troubled parastatals, 
RBZ has allocated Zimpost a 
total of $250 billion under 
PLARP. A thorough audit will 
be carried out by the Reserve 
Bank to ensure these funds 
are put to good use. "As 
monetary authorities, we 
firmly believe that implemen-
tation of our reorientation 
audit framework would 
greatly enhance Zimpost's 
effectiveness in meeting do-
mestic demand, as well as 
supply postal services to the 
rest of the world," the central 
bank says in its audit frame-
work for the parastatal.  

"Success of PLARP frame-
work significantly hinges on 
ensuring that all resources 
disbursed are productively 
employed and fully ac-
counted for through robust 
corporate governance sys-
tems. "All these requirements 
for success are well within 
our reach and RBZ is fully 
committed to playing a piv-
otal role in ensuring that this 
is achieved."                          
The PLARP funds to Zimpost 
are expected to help the insti-
tution recapitalise its opera-

tions as well as assist in 
computerisation, transpor-
tation, network expansion, 
upgrading postal equipment 
and establishment of com-
munication centres.  

On the other hand, the reori-
entation audit would seek to 
ensure that the turnaround 
funds are effectively and 
efficiently utilised and that 
there is "transparency and 
accountability" during de-
ployment of the funds..             
RBZ would also take stock 
of Zimpost's current hold-
ings of computer equipment, 
motor vehicles, postal 
equipment and facilities, as 
well as other assets and 
certify their state. Various 
other areas such as asser-
tion of Zimpost's legal 
framework of existence, the 
board and its committee 
members, external auditors 
among other administrative 
issues would also come un-
der the spotlight.  

The central bank would also 
"assess Zimpost's orienta-
tion to strategic synergies 
with other players, in the 
distribution of goods and 
services, and money trans-
fer services" both within the 
country and outside.”  

May 5, 2005 -  [The Her-
ald (Harare) NEWS] 

“THE $250 billion allocated 
to Zimpost under the Reserve 
Bank of Zimbabwe's Parasta-
tals and Local Authorities 
Reorientation Programme 
(PLARP) should go a long 
way in redeeming the ailing 
postal service provider, and 
effectively turn around its 
fortunes.    

 Zimpost is the country's sole 
postal service provider is 
therefore of strategic impor-
tance to the country's eco-
nomic well-being. However, 
the semi-Government institu-
tion has been plagued by 
perennial industrial relations 
problems which have culmi-
nated in a spate of worker 
dismissals and suspensions, 
an undesirable situation that 
has threatened to throw its 
service delivery into the 
abyss. Ageing equipment 
coupled with lack of sufficient 
working capital have con-
tributed their share to the 
poor service Zimpost clients 
have had to endure for a long 
time.  

There appears to be an ur-
gent need to have this com-
pany rehabilitated and en-
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extent, the traditional model 
of postal savings institu-
tions established as depart-
ments within postal systems 
and operating as treasury 
units responsible for the 
passive collection of deposits 
to support the government 
budget no longer seems sus-
tainable.  

The process of reinventing 
African postal savings insti-
tutions started in the early 
1908s (e.g., Kenya, Togo), 
but the pace accelerated in 
the 1990s, driven by finan-
cial sector reforms in the 
framework (cont.p.25)    



(from p.24) of IMF and  
World Bank country eco-
nomic programmes. The gen-
eral trend is towards grant-
ing postal savings institu-
tions a higher degree of op-
erational freedom in carry-
ing out their activities. 
Gradually, the range of fi-
nancial services offered by 
postal savings institutions 
has been extended to include 
payment facilities, insurance 
and even credit facilities 
(although very few). Some 
have introduced microcredit 
operations or are seriously 
considering this business 
option.  

The Variety of Financial 
Services Available to 
Postal Savings Institu-
tions' Clients  

Postal savings institutions 
have a longstanding record 
of social responsibility and 
with the growing recognition 
of the undisputable role of 
microfinance as a tool for 
poverty reduction, this con-
cept is seeing a new momen-
tum in postal savings institu-
tions' agendas. In fact, many 
of these institutions believe 
that microfinance fits natu-
rally into their institutional 
mission. Says Robert Anni-
bale, Global Director, Citi-
group Microfinance Group: 
"For decades postal savings 
banks have often had the 
most extensive national net-
works providing access to 
basic financial services in 
rural and urban areas. To-
day these institutions are 
investing in innovative tech-
nology and they are forging 
strategic partnerships with 
banks and financial institu-
tions to expand the range of 
products and services offered 
to thier customers. Postal 
savings banks frequently 
reach more customers, espe-
cially small savers, than the 
banking sector and they are 
well positioned to be the lead-
ing provider of microfinance 
products in a number of 

countries."  

As they are often restricted 
from lending and therefore 
offering microcredit, postal 
savings institutions' microfi-
nance activities are usually 
overlooked, despite their sig-
nificant role in providing 
financial services to the un-
derprivileged. Two decades 
after R. Vogel talked of sav-
ings as the "forgotten half" of 
rural finance, there is no 
longer any doubt that beyond 
credit services, the contin-
uum of financial services 
desired by microfinance cli-
entele includes a high de-
mand for other financial 
products such as savings, 
money transfers, payment 
and insurance services.  

In view of what we have just 
written, it is obvious that 
postal savings institutions 
are relevant microfinance 
providers in Africa. In some 
countries, the number of 
postal savings accounts over-
takes all deposit accounts 
with mainstream banks. For 
instance (see table 1), in Be-
nin, the postal savings bank 
managed roughly 360,000 
savings accounts compared 
to only 162,000 deposit ac-
counts with conventional 
banks. Another prominent 
example is that of Kenya, 
which enjoys a pretty diversi-
fied and advanced banking 
system in Sub-Saharan Af-
rica, but where the number of 
postal savings accounts 
(1.837 million) almost 
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matches the total number of 
banks' deposit accounts 
(1.97 million in 2003). 
Postal savings institutions 
have a vital role to play in 
the economic and social 
infrastructure of African 
countries where the major-
ity of the active population 
does not have access to 
mainstream banks. A key 
feature of postal savings 
accounts is the predomi-
nance of low balance ac-
counts (see table 2). These 
accounts have small values 
but generate high transac-
tion volumes. By illustra-
tion, for approximately 
three quarters of postal sav-
ings accounts in Kenya 
(1999) and Tanzania (2003) 
the deposit balance was 
below USD15. But these ac-
counts represented only 6% 
and 5% of the total deposit 
value respectively.  

Over recent years, some 
postal savings institutions 
have expanded their offer of 
financial services. Taking 
advantage of their large 
retail networks, many have 
entered into partnership 
with international money 
transfer service providers to 
channel migrant remit-
tances to local communities 
and more effectively to rural 
areas. More interesting 
however, is the growing 
awareness by postal savings 
institutions about the poten-
tial of domestic and cross-
border money transfers 
markets and the attempts to 

  Number of accounts Active popu-
lation 

Banks Postal sav-
ings bank 

Benin (2001) 162,614 360,000 2,834,944 

Burkina 328,994 325,000 5,190,750 

Kenya (2003) 1,970,542 1,837,000 15,816,00 

Tanzania 1,400,000 1,000,000 18,089,797 

Table 1: Provision of deposit services  

Source: WSBI members  



capture these opportunities. 
In the West African Economic 
and Monetary Union 
(WAEMU), postal savings 
institutions are aggressively 
tackling this market using an 
internet-based money trans-
fer system "Money Express" 
to allow very small transac-
tions at very competitive 
rates[1]. In East Africa, pros-
pects by postal savings insti-
tutions to introduce a com-
petitive system for domestic 
and cross-border money 
transfer services are also 
promising.  

Significant progress has been 
noticed with regard to pay-
ment services. Often blamed 
for the queues at post office 
counters, some postal sav-
ings institutions have intro-
duced smart cards to provide 
their clients with convenient 
transaction services (deposit 
and withdrawal operations) 
as well as other payments. 
This is the case with the 
"Warry Carte" and "Flexi 
Card" introduced by postal 
savings institutions in Côte 
d'Ivoire and South Africa 
respectively. It is also worth 
pointing out that some postal 
savings institutions have 
either invested (e.g., Zim-
babwe) or are planning to 
acquire (e.g., Kenya and 
Tanzania) Automatic Teller 
Machines (ATMs).  

Micro-insurance schemes 
have been introduced or are 
in the pipeline in a few coun-
tries. Although successful 
experiments remain limited, 
the "Thuso Plan", commer-
cialised by the Postbank in 
South Africa in partnership 
with an insurance company, 
could be considered as a good 
example.[2] Thuso (which 
means "help") is a multi-
package life insurance plan, 
which also provides funeral 
coverage at very affordable 
premiums.  

Prospects in Microcredit 
and Rural Finance  

Postal savings institutions 
enjoy a variety of institu-
tional structures across Af-
rica (department/profit cen-
tre of/within the postal en-
terprise, statutory body, 
agent of a bank/national 
savings bank, parastatal, 
licensed financial institution 
or bank). However, in gen-
eral, they are either owned 
by governments directly or 
indirectly through the postal 
enterprise and in most cases 
are not regulated by central 
banks. In fact, many postal 
savings institutions are gov-
erned by postal laws and as 
such operate outside the 
scope of bank and financial 
institutions Acts. Conse-
quently, they are often re-
stricted to expand their op-
erations into risky activities 
(e.g,. lending, foreign ex-
change) and constrained in 
their investment policy to 
entrust their funds with na-
tional Treasuries or to hold 
public securities. Government 
ownership combined with the 
lack of prudential supervi-
sion has always raised anxi-
ety that increased opportuni-
ties for political interference 
could undermine effective 
governance. These weak-
nesses support the opinion 
that postal savings institu-
tions are ill suited for lending 
services, particularly micro-
credit.  

Against this background, 
relevant evidence supports 
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the view that when restruc-
tured successfully and hav-
ing built up sufficient capac-
ity, postal savings institu-
tions could then engage in 
lending. While some finan-
cial experts still believe that 
narrow banking is the only 
feasible option in revamp-
ing postal savings institu-
tions, an increasing number 
of these institutions have 
been successfully trans-
formed into licensed finan-
cial institutions or banks 
(e.g., Algeria, Botswana, 
Cape Verde, Seychelles, 
Tanzania), thus allowing a 
broader scope of activities, 
including credit services.  

There is no doubt that mobi-
lising resources for the pur-
pose of funding government 
deficits has become unsus-
tainable for many postal 
savings institutions. Rein-
venting them may lead to 
increasing their role in re-
tail banking and microfi-
nance consistent with their 
social mandate and business 
strategy. But microcredit 
remains at a conceptual 
stage for several institutions 
and so far only the Tanza-
nia Postal Bank (TPB) has 
really managed to run a 
microcredit programme 
under central bank supervi-
sion.  

TPB applies a group lending 
methodology where male 
and female (cont. p. 27)       

Table 2: Structure of postal savings accounts  

 

Postal savings 
bank 

Accounts with balance below 
USD 15 (%) 

Number Value 

Benin (2001) 62% - 

Burkina Faso 
(2001) 

36% - 

Kenya (1999) 74% 6% 

Tanzania (2003) 75% 5% 

Source: WSBI members  



members are required  to 
form separate groups. No 
tangible collateral is required 
but the members must fulfil 
compulsory savings require-
ments. The programme has 
been rolled out both in rural 
and urban areas targeting 
micro and small entrepre-
neurs in urban settings and 
rural people engaged in 
small-scale business activi-
ties. Loan size varies from 
USD 50 to 600 while repay-
ment periods range from 6 to 
12 months. TPB charges a flat 
interest rate of 2.5% per 
month and a small amount to 
cover administrative costs.  

At end December 2002, the 
programme had successfully 

canvassed 676 groups repre-
senting 4,235 members of 
whom 80% were female cli-
ents. Total outstanding loans 
stood at USD 1.9 million for a 
total income of about USD 
197,100 and the programme 
recorded a repayment rate of 
98.5%. It is worth stressing 
that the expansion of the pro-
gramme is constrained by 
the central bank's prudential 
requirements stating that as 
unsecured loans, the micro-
credit portfolio should nei-
ther exceed 25% of the bank's 
core capital nor 100% of con-
ventional credit portfolio.  

Evidence suggests that TPB 
has managed to overcome 
governance problems inher-
ent to public ownership. Nev-
ertheless, it must apply and 
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maintain a high level of dis-
cipline to avoid any threat 
related to microcredit op-
erations. Moreover, even if 
postal savings institutions 
are not suited for retail mi-
crolending, wholesale lend-
ing to promising microfi-
nance institutions for on-
lending to micro clients is 
an option to be explored in 
the framework of strategic 
partnerships. In addition, 
post offices could be used to 
offer cash handling services 
and money transfer services 
to microfinance institutions, 
particularly those based in 
rural areas.  

Finally, in countries where 
strong rural finance institu-
tions have been established 
to extend (cont. p. 28)                  

Table 3: Products and services offered by selected African postal savings                                                    
institutions  

 

Source: WSBI members and various  

Country Products and services 

Benin Deposits, remittance and payment services through postal current/check 
accounts, domestic and international electronic money transfer services 

Côte d'Ivoire Deposits, remittance and payment services through postal current/check 
accounts, electronic purse, domestic and international electronic money 
transfer services, pilot life insurance 

Kenya Savings deposits, credit cards, international (inbound) electronic money 
transfer services 

Morocco Deposits, remittance and payment services through postal current/check 
accounts, electronic money transfer services, life insurance 

South Africa Deposits, remittance and transaction services through card accounts 
(Mzansi/Flexi) allowing to connect with nationwide ATMs, life insurance 
and funeral plan 

Senegal Deposits, remittance and payment services through postal current/check 
accounts, domestic and international electronic transfer services, pilot life 
insurance 

Tanzania Deposits, domestic and international electronic transfer services, con-
sumer loans and microcredit pilots 

Tunisia Deposits, remittance and payment services through postal current/check 
accounts payment cards allowing international transactions, intercon-
nected owned ATMs, domestic and international electronic transfer ser-
vices, internet-based banking, foreign exchange 

Zimbabwe Deposits, card accounts, interconnected owned ATMs, international elec-
tronic money transfer services 



loans for rural   activities, 
strategic partnerships could 
also be formed with the un-
derlying objectives to bring 
together deposit and lending 
functions and to use the con-
venience of post offices to 
maximise service delivery 
points.  

Conclusion                              
The potential role of viable 
postal savings institutions in 
facilitating mass scale access 
to financial services in Africa 
is strongly advocated by the 
WSBI (World Savings Banks 
Institute). Proposals have 
been issued on how to ad-
dress governance issues af-

fecting these institutions and 
to strengthen their opera-
tional efficiency. Indeed, the 
scope of financial sector poli-
cies should be extended to 
benefit postal savings institu-
tions and efforts should be 
made to value the synergies 
with microfinance institu-
tions. As the global represen-
tative of the savings banks' 
community, the WSBI is ac-
tive in information exchange, 
dissemination of best prac-
tices and policy dialogue with 
national and international 
decision makers. The WSBI 
would welcome further ex-
change, as it believes that 
more attention should be 
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paid to the reform of postal 
savings institutions in the 
process of building inclusive 
financial sectors in Africa.”  

(1) Money Express is presently oper-
ated by (postal) savings banks in 
Benin, Côte d'Ivoire and Togo, with 
plans for expansion to Burkina Faso, 
Mali, Niger and Senegal.  
 
(2) Postbank's partner is Safrican 
Insurance Company. Premium col-
lections would be made in post of-
fices either in cash or through cus-
tomer's savings account.  
 
(3) Life insurance cover is provided 
up to R100,000 (~USD15,000) and 
funeral cover up to R10,000 (~USD 
1,500) per individual.  

Revamping Nigerian Postal Services  

May 2, 2005 - [ Daily 
Champion (Lagos) OPIN-
ION]                                                                                               

“THE Nigerian Postal Service 
(NIPOST) recently unveiled a 
new logo and postmen's uni-
form in Abuja.  

It also announced its objec-
tive of a 48-hour delivery 
time. The Minister of Com-
munication Chief Cornelius 
Adebayo on the occasion 
stressed the determination of 
the federal government to 
ensure a speedy and safe 
postal system. The Postmas-
ter General of the Federation 
reiterated the vision of NI-
POST to be the best cus-
tomer-responsive organisa-
tion in Nigeria and the best 
postal service in Africa and 
one of the best in the world, 
there was the need to change 
the old logo because of the 
wide criticism that it was 
outdated and expensive to 
produce due to its many col-
ours.  

NIPOST became a statutory 
body in 1985 when it was 
separated from the former 
Post and Telegraphs. With a 
workforce of about 24, 000 
which generates about N35 

million and spends N60 mil-
lion, NIPOST is battling hard 
to be self sufficient and vi-
able. A recent count showed 
that NIPOST had 168 head 
post offices, 614 post offices 
and 160 sub-post offices. 
Postal agencies numbered 
2670. It was then estimated 
that over N600 million was 
needed to complete aban-
doned post office projects. 
Indications are that the 
situation might have im-
proved now. With the inva-
sion of E-mails and mobile 
telephones, NIPOST must be 
facing great competition 
against modern electronic 
technology. The odds are 
heavily weighed against that 
old organisation. There is 
therefore an urgent need to 
devise strategies to cope, 
otherwise the organisation 
will certainly collapse.  

Over the past five years, 
some ideas have been floated 
to reform and reactivate the 
postal services. Among them 
is the introduction of the post 
insurance scheme by which 
all mails would be insured 
against all risks such as theft, 
vandalism and dumping. In 
the event of any of the risks 
occurring, appropriate com-
pensation will be paid. An-

other proposal was the post 
bank which offers the public 
banking services inside post 
offices. Petty cash and mar-
ket women daily sales 
would be lodged at such 
banks and withdrawn at 
will. Mailpers was also 
planned to fetch extra 
money to NIPOST coffers 
from the fleet of vehicles 
picking and dropping mails. 
Excess capacity in the mail 
buses will convey passen-
gers at reasonable fares. In 
addition, there was a brain 
wave on hiring a postal ex-
pert from the Royal Mails of 
United Kingdom to run NI-
POST, The expatriate was 
expected to adopt the British 
postal methodology to re-
vamp NIPOST within a 
specified period of time.  

The Bureau of Public Enter-
prises came up with a 
scheme to restructure NI-
POST into four strategic 
business units such as Nige-
ria Mails Limited, Post Of-
fice Counter Service Lim-
ited, EMS and Parcel Lim-
ited and Workshops and 
Properties Limited. The NI-
POST Group according to 
the new package should 
perform the function of a 
(cont. p. 29)                 



holding company over the 
subsidiaries or strategic busi-
ness units. A board of direc-
tors made up of seven non-
executive directors will su-
pervise the holding company. 
The post master general will 
be the chief executive officer 
of the group while the sub-
sidiaries are to be manned by 
managing directors.  

According to the new policy 
direction of NIPOST, prime 
attention will be given to 
improved efficiency, speed 
and reliability in mail trans-
portation and delivery. Ex-
pansion of revenue base 
through a more imaginative 
management of available 
resources and the introduc-
tion of new revenue yielding 
services are to be empha-
sised.  

The Expedited Mail Services 
will be further expanded to 
have a wider coverage. Cost 
minimization approach will 
be pursed in the maintenance 
and expansion of postal ser-
vices. To this effect, continued 
use of direct labour or volun-
tary agencies participation 
will continue to be encour-
aged. Efforts will be made to 
expand and modernise ga-
rages needed for effective 
maintenance of existing fa-
cilities.  

It is necessary that postal 
facilities should be brought 

nearer to all communities, 
especially in the rural areas. 
In this regard, encourage-
ment of communal efforts in 
the establishment of postal 
facilities should be more vig-
orously pursued. The charges 
for post office boxes should be 
reduced to accommodate 
more clients. In the absence 
of township maps and proper 
numbering of houses in most 
of our urban centres, the 
house-to-house delivery of 
mails should be de-
emphasized in favour of post 
office boxes which will be 
provided in strategic loca-
tions from where subscribers 
can collect their mails. Sug-
gestions have lately been 
proffered for the acquisition 
of postal equipment and pro-
vision of closed circuit televi-
sion at major post offices to 
facilitate more efficient mail 
handling operations. We 
have reached a stage in 
which some manual opera-
tions in the post office should 
be mechanised.  

The idea of hiring expatriate 
hands in the postal system 
should be jettisoned. Rather, 
the quality of training in 
postal training schools 
should be enhanced and sen-
ior executives should be ex-
posed to advanced training 
overseas to boost their skills 
and managerial competence. 
With the rising competition 
from electronic technology, 
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the issue of overstaffing in 
NIPOST will definitely arise 
sooner than later. Adequate 
arrangements must be 
made to tackle this exigency 
by providing for redun-
dancy funds to cater for 
surplus personnel. There 
was a media story five 
years ago that a senior 
postal executive on retire-
ment was evicted from the 
1004 flats in Victoria Island, 
Lagos but could not afford 
enough money to move his 
properties to his home state 
because his gratuity was not 
paid. The pensions situation 
in NIPOST should not be 
allowed to reach the state of 
the Nigerian Railway Cor-
poration whose pensioners 
have not been paid for thirty 
months.  

NIPOST should desist from 
the undue harassment of 
private courier services. 
Their relationship should 
reflect more harmony than 
confrontation in order to 
promote the communica-
tions industry. NIPOST and 
private couriers should 
complement each other 
rather than work on paral-
lel lines. The public expect 
that the security branch of 
NIPOST should be rein-
forced to check the pilfering 
of mails going to or coming 
from Europe and the United 
States of American.”  

Internet helps Africa via remittances and VoIP  

May 06, 2005 - [Irish 
Times] Danny O'Brien] 

“Wired on Friday: Mama-
Mikes.com is a site run from 
the east African country of 
Kenya. It looks similar to a 
flower delivery website, or 
perhaps a mini African Ama-
zon. It sells online an elabo-
rate range of goods for deliv-
ery - 40 roses, a crate of 
Tusker beer, or a mocha chip 
cake. You can buy monthly 

shopping certificates for Ken-
yan and Ugandan grocery 
stores, mobile phone airtime 
or a petrol card.  

 MamaMikes doesn't look like 
the internet transforming life 
in Africa. It looks like a 
pretty standard e-commerce 
site, down to the awkward 
mix of colours and fonts. But 
it's part of an online ecosys-
tem that has a direct effect on 
the daily lives of Africans - 
even Africans that never use 

a computer.                                   
A customer (typically in the 
US or Europe) goes to the 
site and picks from the list of 
products, which are basi-
cally gift cards. They give 
the recipient details, and 
businesses in Kenya and 
Uganda fulfil the orders.                         
The orders can be gifts for 
special occasions, but they 
can also be lifelines. 

Despite attention from non-
govern- (cont. p. 30)



remittance market is huge. 
It's a market ripe for an 
online solution that cuts out 
the middle men.                              
Enter MamaMikes.com and 
easier net access for emi-
grants working in the devel-
oped world.  

Purchasing a 4,000 Kenyan 
shilling (€40.35) supermar-
ket shopping voucher with 
dollars costs you less than 9 
per cent of your money, com-
pared to close to 26 per cent 
with a Western Union trans-
fer. Fuel costs are higher, and 
phone cards soar above a 
punishing 20 per cent for the 
euro purchaser. Still, it's 
cheaper than Western Union.                                         
Land-line international calls 
in much of Africa can be €2-
€3 a minute. Most African 
nations' telecoms are big, 
bureaucratic monopolies, 
notorious for high prices an-
dand terrible service. 

Staying in touch with rela-
tives abroad isn't just a fam-
ily imperative in Africa, it's 
another remittance issue. 
Relatives who don't keep in 
touch don't send money, but 
the cost of keeping in touch 
can be so punishing that 
there isn't much to send any-
way. 

That's why the killer applica-
tion of the Africa net so far 
has been Voice over IP, or 
VoIP. VoIP allows voice calls 
to be directed over the inter-
net. It's an exciting technol-
ogy getting a lot of discussion 
in high-power board rooms 
these days, and offers the 
possibility of getting all your 

phone calls for the cost of 
your internet connection. 

Whatever the hemisphere, 
telecoms are concerned about 
the competition that flat-rate 
VoIP calls may provide to 
their own per-minute 
charges. 

In many countries, telecom 
firms' pressure on govern-
ments has meant that VoIP is 
on shady legal ground, if not 
outright illegal. 

But in Africa, VoIP servers 
are springing up as fast as 
solid internet connections are 
getting built. It's hard to say 
how motivated African na-
tions will be in enforcing 
anti-VoIP laws: they have a 
lot to gain on a national level 
from the higher remittance 
and international profile 
VoIP will undoubtedly bring 
with it. 

Those eager to solve the all-
too-human problems of Afri-
can poverty can't help but 
hope for a thousand Mama-
Mikes, built on the internet, 
and bringing goods back to 
Africa, even as the prospect 
of cheap voice calls connect 
African nations to each other 
and the rest of the world. The 
resources may be scarce but 
the potential rewards for the 
isolated continent are vast. 
And they have nothing to 
lose: the next VoIP innova-
tion could come from the 
heart of Ghana's growing 
tech sector rather than the 
garages of Silicon Valley.” 

 

mental organisations and 
western aid institutions such 
as the International Mone-
tary Fund, it's the African 
emigrants that do most to 
support life and development 
in Africa. The World Bank 
reports that Africa received 
some $12 billion (€9.3 bil-
lion) in officially recorded 
remittances - money or 
goods sent home by emi-
grants - in 2002. The actual 
figure is probably much 
higher. But remittance isn't 
very easy or straightfor-
ward.  

For sending money, Western 
Union has an unrivalled 
global network. But it has the 
fees to match it, taking a 
huge bite out of the currency 
flow. Also, remittance loca-
tions themselves are danger-
ous. There's only one reason 
why someone visits a money 
outlet in Africa, and often 
people leaving these offices 
are targets for theft and vio-
lence.   

Even if you get past the fees 
and the danger, there's no 
way for the sender to make 
sure that the money is spent 
the way the sender intended. 
Slightly unscrupulous 
drunken uncles are a pan-
cultural phenomenon, and 
every country loses the milk 
money to beer on occasion.       
For most African nations, the 
cost of shipping needed 
items, especially items such 
as books, from Europe or the 
US is prohibitive. Yet the af-
fection for family and friends 
and the power of small gifts 
sent back home mean the 
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In Search of Efficiency  

April 28, 2005 - [ Camer-
oon Tribune (Yaoundé) 
NEWS]  

“Experts begin examining 
major files at a Yaounde re-
gional conference.                      
The ills that have been eating 

deep into the fabric of Af-
rica's postal system are un-
der X-ray. Experts in the 
postal sector, most of them 
representatives of the Uni-
versal Postal Union (UPU), 
Pan African Postal Union 
(PAPU) and administrations 
of member countries, began 

meeting at the Yaounde Mont 
Febe hotel to examine some 
of the burning issues that 
have so far hindered the posi-
tive evolution of the postal 
sector in Africa.  

The meeting is holding in line 
with the (cont. p. 31)          
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decision taken by the minis-
ters in charge of post who 
met in Bucharest last Sep-
tember 2004. As a logical 
follow up to the meeting, 
member countries of the Pan 
African Postal Union with the 
support of the Universal 
Postal Union, want to imple-
ment the resolutions taken in 
Bucharest. For three consecu-
tive days, participants will 
work on burning issues 
among which are: the Bucar-
est global postal strategy, 
African strategic plan, extra-
territorial exchange bureaus, 
quality of service fund and 
terminal charges.                     

But what is it that makes 
Africa's postal services lag 
behind? The General Man-
ager of the Cameroon Postal 
Services (CAMPOST), Mau-
rice Bayemi, says it is as a 
result of increasing moderni-
sation of the means of com-
munication and the develop-
ment of interest in the sector 
by actors in the private sec-
tor.  

In which case, the hitherto 
monopoly enjoyed by State 
corporations has been de-
stroyed. This calls for redefi-
nition of approach and adop-
tion of new strategy that can 
counter the new dispensa-
tion. One of such strategies as 
explained by the Minister of 
State, Minister of Posts and 
Telecommunication, Maigari 
Bello Bouba, is to act as a 
group by constituting a 
united force which will en-
able them embrace the new 
challenges. The Universal 
Postal Union has set the pace 
for other regional groups to 
follow. Hence, the Yaounde 
confab.  In Cameroon, the 
situation of the postal ser-
vices has been quite disturb-
ing. On three occasions, the 
agency in charge of post was 
dissolved and new ones cre-
ated. According to Mr 
Bayemi, CAMPOST today 
has 300 post offices, 3,500 
agents and a vast network on 
the national territory. The 
Cameroon Postal Services 
according to him, has been 

suffering from the pain that 
other sectors have been ex-
periencing due to the eco-
nomic crisis that hit the coun-
try. "The monopoly we en-
joyed has been completely 
broken", he said. The major 
activities of the post, mailing, 
money order, and banking 
have all been taken over by 
the private sector. But how 
could this be otherwise when 
workers in the postal sector 
had developed such a non-
chalant attitude towards 
customers? Many had be-
come insolent and disrespect-
ful. Post a letter from 
Yaounde to Kumbo for in-
stance, and it will reach the 
destination almost two weeks 
later. Even when it reaches 
the destination, it is not cer-
tain, it will still be in good 
state. Mails arrive destina-
tions already opened. Some 
dirty and others completely 
disfigured. The Yaounde con-
fab sets out to improve on the 
situation and get the African 
continent in the mainstream 
of modernisation.”  

International Com-

mission for Postal  

Financial Service 

Business                             

“Summer College”  

Romania — “Slanic Prahova” Center, venue for the envisaged ICPFSB 

Summer College 



ICPFSB  

Secretariat  
 

 

Members: 

• Hermina Apostol  

• Elena Popovici 

 

SC Bancpost SA 

  
Communication Division 

 

Phone:   +40 21 308 0901            
Fax:    +40 21 326 8520  

E-mails:                              

hermina.apostol@bancpost.ro 

elena.popovici@bancpost.ro 

Postal address: SC Bancpost SA                             

Sediul Libertăţii 
Bd. Libertăţii nr. 18-20,                           
Bl. 103-104, Sector 5,                    
050706 Bucureşti,                       
România 

SC Bancpost SA - Sediul Central 
Sediul Vitan 
Calea Vitan 6-6A, Sector 3,                          
031296 Bucureşti,                                         
România 

From the Statute of ICPFSB—2005 Brasov’s meeting 

“The ICPFB has the following objectives: 

 - to contribute to the realisation of the strategy of the UPU in the business field;  

 - to collaborate with the UPU to rejoin the common objectives and to improve the relations between the member countries 
and between them, the UPU and the other international organizations; 

 - to represent and support at the UPU and other international organizations the demands of the different members to es-
tablish collaboration relations and development on the business basis; 

-  to facilitate the exchange of experience and the best practice among members;  

-  to take into account needs of the customers and of the markets from the business and marketing field; “ 

INTERNATIONAL COMMISSION FOR POSTAL FINANCIAL SERVICE BUSINESS            
/ICPFSB/ 

ICPFSB—Web site—will be 
available soon 

Postal address:  -  SC Bancpost SA                             

Sediul Libertăţii 

Bd. Libertăţii nr. 18-20,                           

Bl. 103-104, Sector 5,                    

050706 Bucureşti,                       

România 

SC Bancpost SA - Sediul Central 

Sediul Vitan 

Calea Vitan 6-6A, Sector 3,                          

031296 Bucureşti,                                         

România 

The coming Agenda:   

1-3 June, 2005 - Lisbon 

    EuroGiro  General User Group Meeting  

28-29 June, 2005 -  ST Petersburg  

“Pochtovaya Troika”   

25 July-5 August, 2005                                        
Slanic - Prahova  

    International Commission for Postal  
Financial Service Business                             

“Summer College”  

12 - 13 September, 2005 - Rome 

SAP Postal Executive Event 

19-20 September 2005- Riga  

    International Commission for Postal  
Financial Service  Business                                    

General Assembly   
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