
largely driven by the misconception 

that cash is cheap. While South Africans 

are generally aware of the direct fees 

associated with accessing cash such as 

bank transaction fees, they do not consider 

the indirect costs such as travelling to cash-

in and cash-out points, the often billable 

time lost spent accessing cash, as well as 

the risk of theft.”

Conducted by Genesis Analytics, the 

Mastercard Cost of Cash for Consumers 

in South Africa Study measures both the 

direct costs of cash (ATM, branch costs and 

cash-back at Point of Sale) and indirect 

costs of cash (travel costs, time-related 

costs, foregone interest and theft) for 

consumers across low, middle and upper-

income segments, taking into account the 

different behaviours and preferences of 

each group. 

Invisible costs of cash
The study found that the indirect cost of 

using cash accounted for 61% of the total 

cost of cash to consumers, with low-

income earners carrying a heavier burden 

than middle- to high-income earners. Low-

income earners, who tend to make several 

low-value cash payments a month, forfeit 

four percent of their earnings to the costs 

of cash, compared to the national average 

of 1,1%. This is largely driven by the 

higher indirect costs including travel time, 

travel costs and low access to alternative 

channels such as internet banking, which is 

generally cheaper than traditional ATM and 

branch withdrawals.

Cash costs 
South African 
consumers 
R23 billion  
a year 
Low-income earners carry the highest 

costs of cash, forfeiting four percent of 

their earnings compared to the national 

average of 1,1%.

Cash cost consumers R23 billion or 0,52% 

of the country’s Gross Domestic Product 

in 2015, according to a new Mastercard 

study recently released at the World 

Economic Forum on Africa. These costs are 

disproportionately carried by low-income 

earners, serving as a major barrier to 

financial inclusion.

Despite an increase in the number of 

banked adults from 63% in 2011 to 77% 

in 2015, cash transactions still account for 

more than 50% of the total value of all 

consumer transactions. This suggests that 

being formally banked may not be enough 

of a driver for consumers to move away 

from cash.

“Adoption of products is an important 

first step for financial inclusion, but usage 

is equally important,” says Mark Elliott, 

division president of Mastercard, Southern 

Africa. “From the consumer’s perspective, 

the perceived benefit of using cash is 

“Cash is the enemy of financial inclusion 

and of the poor. Too many South Africans 

still need to trade off the demands of an 

hourly job with the need to travel long 

distances to access cash, or stand in line to 

pay a bill. Many consumers also face the 

dangers of being robbed when they come 

home with their wages,” says Elliott.

The study further reveals that low-

income earners – 46% of whom are 

banked – tend to use cash as a result of 

very limited card acceptance at micro-

merchants, particularly in rural and 

peri-urban communities where there is no 

alternative to cash.

This slow adoption of alternative 

channels is also evident in remittance 

payments. 

The cost to remit cash both locally 

and to the rest of Africa accounted for 

eight percent of the total cost of cash to 

the consumer, with the bulk of the cost 

comprising informal remittance channels, 

which are most dominant in remittance 

flows to the rest of Africa.

“If we are to accelerate the migration of 

South African consumers to a cashless and 

financially inclusive society, the payments 

industry must focus on improving 

accessibility to alternative payment 

channels, educate consumers  

and merchants on the true costs and 

danger of cash, and look at behavioural 

interventions such as offering immediate 

and tangible rewards for using a card to 

change people’s bad habits.”
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■	Additional service to your customers

■	Alternative revenue stream for your 

business (an ATM presence can increase 

store turnover by between 8% and 10%)

■	 In-store spend and basket size: 

customers who use an ATM at the store 

spend more

■	Having an ATM in the store reduces 

credit card payments and in turn reduces 

credit card commissions

■	 Savings on cash-deposit fees 

(self-replenished)

■	 Increased safety, convenience and 

customer satisfaction

What is your bank’s  
competitive advantage?  
Why should a retailer consider  
you when installing an ATM  
in his/her store?
■	Absa currently has a 36%-share of the 

Saswitch market

■	Absa benchmarks itself globally against 

its peers with regards to ATM uptime and 

availability measured from customer point 

of interaction 

■	Absa has one of the largest established 

ATM networks of over 8 800 devices

■	Absa’s customer base of over 9 

million makes your business a preferred 

destination due to the viability of an onsite 

Absa ATM

■	Dye-stain technology and visual 

verification cameras are being used at all 

our ATMs as an enhanced security feature 

to reduce potential risk

■	 Safer environment for both our 

customers to experience and use the ATM

■	Recently Absa has again been placed 

best-in-industry for ATMs in the 2016 Sacsi 

Survey

Do you offer different packages 
for supermarket owners when they 
install and in-store ATM? 
Absa has different ATM models to 

accommodate different retail needs. 

Commercial costs are sensitive and will 

vary depending on the site and model 

employed.

Absa was the first bank in South Africa to 

introduce the Franchise ATM Model in the 

market.

From a banking perspective, the 

Franchise ATM Model is one of the most 

convenient and financially viable methods 

to operate an ATM device.

The ATM size, model and functionality 

can vary, depending on individual store 

needs and shopper traffic. The ATM is 

located in-store to the benefit of the 

franchisee for both customer and staff 

safety (from an operational perspective.) 

The franchisee (usually a retailer) will use 

his/her own cash to replenish the ATM.

In essence, the replenished funds 

are then withdrawn from the ATM by 

customers and the franchisee is then 

settled directly into his/her nominated 

account with the value of transactions 

withdrawn per day, thereby saving on 

transport and cash deposit fees.

Through this process, franchisees are able 

to recycle about 50% to 60% of their cash 

through the ATM.
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Do you want 
an ATM in your 
supermarket?
Having and ATM in your supermarket 

has a number of benefits. We have 

spoken to two banks about what they 

have to offer:

ABSA
How many ATMs do you have in 

supermarkets across South Africa?

Absa has more than 1 000 devices 

located at various retail outlets nationally. 

It varies from SMEs to large corporate 

retailers like Pick n Pay and Shoprite.

What does a supermarket have to do  

to qualify for an in-store ATM?

Absa employs numerous ATM strategies 

to assess the feasibility of placing an 

in-store ATM. These are underpinned by 

various internal and external factors in the 

market to determine feasibility, such as:

■	Revenue – the business needs to 

generate sufficient cash turnover to 

accommodate the public’s demand for 

cash. 

■	Visibility – it is important that the 

ATM must be prominently displayed in the 

premises to highlight the presence of an 

ATM device.

■	Micro location – It is equally important 

that the ATM be safely positioned within 

the premises.

■	Accessibility – ingress / egress to 

the site – The location must be specific to 

main arterial routes.

■	Market relevance – Existing ATMs 

in the area, customer catchment and 

competitor ATM locations in proximity are 

considered.

■	 Expertise – Absa has a team of 

dedicated regional ATM managers that can 

advise on the best position of the ATM in-

store to the benefit of both parties.

What are the benefits  
of such an in-store ATM?
■	 Increase in foot traffic – your business 

becomes a destination due to the 

availability of an ATM

■	Competitive advantage and 

differentiation from competitors

The ATM size, model  
and functionality can vary, 
depending on individual 
store needs and shopper 
traffic. The ATM is located 
in-store to the benefit  
of the franchisee for 
both customer and  
staff safety



Andre Rosslee

Overview of the cash value  
chain in wholesale/retail
Know the value chain of your cash 
By Andre Rosslee | Head: Wholesale and Retail Sector | Business Banking Africa at Absa

Receiving payment from a customer 
for a sale should be a relieving and 
fulfilling moment for any retailer. 
Stock is moving off the shelves and 
you‘re able to cover costs incurred to 
procure that item. However, successful 
businesses need to continually look 
for ways to optimise their cash and 
margins. 

Cash is the lifeblood of a business. 

Its impact exists beyond event-based 

transactions, namely depositing cash sales 

proceeds and withdrawing change or 

payroll. There are cash value chains within 

and outside of your business – for example 

between point of sale, cash up, making 

up deposits and withdrawal requests, 

transportation of cash, reconciling the 

deposit/withdrawal. 

These value chains are time-dependant 

and process-based. Although they look 

like separate activities, they’re interlinked 

and often affect each other. Good cash 

management is when the value chain 

is managed as a whole to mitigate risk, 

exploit efficiencies, reduce time, and 

optimise cost. 

What to expect from your  
Cash Service Provider
A good Cash Service Provider supports your 

business through all of the value chain 

elements, provides you with visibility at 

every stage of what is going on with your 

money and delivers the agreed services as 

cost effectively as possible. 

Know the costs of  
your cash value chain 
Cash deposit fees are only one of the costs 

of accepting cash at your tills. Every step 

in the process incurs a cost that should 

be managed. The cash deposit process is 

repetitive, and each step in the process 

should be administered to control and 

prevent loss. A retailer should put as many 

risk mitigation and security measures in 

place as they can afford e.g. Insurance and 

secure cash devices. 

Ways to improve the  
cash process; save money  
and optimise
There are costs associated with every step 

of the cash handling process. Rather than 

cutting corners, look at ways to reduce 

risks and make sure you get the most of 

your chosen cash management solution. 

Trying to be economical with your cash 

process may seem tempting upfront, 

but the repercussion of cutting costs will 

leave you with a risk-exposed business. 

It’s inconvenient and expensive to get a 

business back on track after a robbery. 

1. Perception is everything: 
Fewer hands on the cash and a reputation 

for a ‘hardened site’ will dramatically 

reduce the risk of getting earmarked. Do 

everything to make your store look like 

a difficult target – i.e. locks work, visible 

security, establish processes and procedures 

and continually check that everything is 

working. Also be sure to not talk about 

money and banking unnecessarily. 

2. Get the best solution for your 
business needs: 
From the till until deposited into a store’s 

bank account, cash can be handled 

between three and eight times. In every 

step of the process an average cash loss of 

0.15% can be incurred. Use a cash handling 

service provider that offers tailor-made 

solutions and reduces the number of hands 

on the cash, increasing efficiency, accuracy 

and removing temptation. 

3. Save but don’t be cheap:  
Choosing to transfer money yourself and 

not making use of a trusted and highly 

secure CIT supplier is a dangerous way to 

try and save money. The consequences 

for the continuity of your business if you 

or a staff member is compromised may 

be detrimental. Rather protect your cash/ 

staff/customers and look at operational

efficiencies in the cash-handling process. 
Your time is best spent managing your 
business, not taking cash to the bank.

4. Prevention is better than cure:  
It’s essential to have insurance, so as to 
reduce the chance of a financial set back 
as the result of criminal activity. A robbery 
affects your cash flow for longer than 
you think, and will take time to recover, 
especially if you have to go to court. 
Don’t handle money in the open, rather 
do so in a secure area and ensure your 
cash is safe as soon as possible.

5. Invest in a good safe:  
It might take slightly longer in rural areas 
to move cash in metropolitan areas, so 
make sure you have strong measures 
to keep the cash safe. Better still, look 
at a secure cash handling device that 
counts and stores cash. This will reduce 
administration and processing time while 
keeping cash safe. Most of the solutions 
on the market also notify you when the 
cash is collected.

6. Do your homework:  
Don’t just buy any safe or take on any 
supplier. The key to the store’s safe should 
always be held by the CIT company and it 
be made known to potential robbers that 
they will leave the scene empty-handed.

Cash handling tips

Please talk to us about your Cash or any other banking needs: andreros@absa.co.za
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FNB
How many ATMs do you have in supermarkets across South Africa? 

FNB has 410 ATMs in corporate supermarkets – some devices in 

the store and some facing outside of the store

What does a supermarket have to do  
to qualify for an in-store ATM? 
FNB looks at corporate brands, primarily, with expected minimum 

transaction volumes of 3000 per month (with the exception of 

slimline, which is 1000 transactions per month.) The area in which 

the supermarket is located is also considered to determine whether 

area has an appetite for additional ATM representation.

What are the benefits of such an in-store ATM? 
For the retailer, the ATM enables him/her to recycle cash, thereby 

saving on banking fees. It also offers additional security for cash on 

the premises. 

An ATM on the premises also increases foot traffic, increasing 

revenue and providing customers with convenience and banking 

services. The retailer earns revenue from qualifying transactions 

done on devices

What is your bank’s competitive advantage?  
Why should a retailer consider you when installing  
an ATM in his/her store? 
The association with FNB and its innovative services and products 

allowing for general banking on self-service devices provides 

convenience to customers and attractive device sites draw 

customers into the store.

Do you offer different package for supermarket 
owners when the install and in-store ATM?  
Can you supply details and costs? 
There are no installation costs for the retailer and the retailer earns 

commission on qualifying transactions done on the device. Some 

sites have leases where the retailer/landlord receives monthly rental 

payments from FNB (but no commission on transactions) and there 

are various agreements for corporate retailer clients. 

On Slimline devices, commission is paid to the retailer for 

qualifying transactions, but the retailer does pay a nominal  

monthly rental to FNB for the device.
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