
Re-thinking 
the Concept 

of Lending
From Business & Economic Perspective



Why Rethink 
the Concept of 
Lending?



Innovation is the ability to see 
change as an opportunity and not 

a threat 

- Steve Jobs



● Demanding Customers who are more connected than before.
○ They want consistent and innovative Lending experience
○ Speed of Decisioning 
○ Instant Disbursement of Funds

● The Business Environment is getting more competitive
○ Fintechs, Big Techs and Niche Lenders offering alternative lending products will 

continue to abound
● Emergence of Disruptive Technologies

○ From Artificial Intelligence to Machine Learning to Open Banking, real time and easy 
to integrate solutions

● The need for New Income Stream for Lenders 
○ Automation will unlock Scale and new income opportunities
○ Decreasing Revenue continue to pose a threat.

Why Rethink the Concept of Lending?



A Simple Practical Guide (3i Principle)

1. Initiate 
2. Iterate
3. Integrate



A Simple Effective Approach (3i Principle)

3. INTEGRATE

Integrate your approach to 
lending. Traditional and 

Digital, Channels Integration, 
Business Strategy, 

Leadership, Culture

1. INITIATE

Start with the Customer and 
work Backwards to your 
offerings.

2. ITERATE

Keep Improving your 
Approach to Lending. 
Constantly learning from 

customers interaction and 
improving their experience

Credit Bureau
Is at the Core.



Initiate
- To Rethink the concept of Lending, we must Start 

with the Customer and work backwards to our 
offerings.





Technology is changing our Customers

Our Politics 
Changing skill acquisition

Health care 
Delivery

Mobility





Google Trend Link

https://trends.google.com/trends/explore?date=today%203-m&geo=NG&q=online%20loan,business%20loan,borrow,loan,loan%20app




So what do our 
Customers want?



Trusted Lending 
experience 

Personalized Customer Journey
Exceptional Customer Service

Speed of Decisioning and Fulfillment



THE NIGERIAN 
BORROWER
WANTS
CHANGE

Source: Google Images

What do they want?

How do we know what 
they want?

Why do they want all 
these?



‘’Lenders  must act QUICKLY to give borrowers 
exceptional digital lending experience (INITIATE) 

The Credit Bureau is at the core for Success.

Lenders would see operating costs fall and increase in 
revenue as they unlock  technology. 

The Technology and Demand exist.’’ 

-IDARESIT Abasiama



Iterate
- Tweaking or making changes in response to users interaction with 

your products or technology. 



1. Personalized experience seems to be what our customers want, how should we include 
this in our digital channels?

2. We noticed when we launched our app or website, there hasn't been good traction. 
What changes should be made to get to where we want?

3. Our customers seem to be more interested in Payday Loans but we are keen on 
growing our SME portfolio. What do we do?

4. How should we as Lenders explore innovative ways to increase profit, new income streams 
(not only cost optimization)

5. We are getting lots of young and thin-file borrowers enquiring on our website, social 
media and apps. What do we do?

Simple Questions asked by some lenders



1. Start with the first Principle - Initiate (Understand clearly the 
needs of your customers)

2. Constantly learning from customers interaction and 
improving their experience.

3. Ensure the underlying systems and customer journey meets 
these needs. Use the right technology at the right stage of the 
Credit Cycle e.g Automating Credit Decisions

4. Do not try to build everything. Know when to partner, 
outsource and build.

A Simple Iterate Path



Integrate

- New Strategy and Products should integrate with existing 
Systems, processes and Organization 





Why Integrate?
● Lenders need to integrate/partner with flexible, real-time, 

and easy-to-integrate Fintech solutions. Insights and 
innovation should not be executed in silos but with existing 
systems.

● There are myriads of Application Programming Interface 
(API) solutions that can integrate into your systems and 
processes e.g API driven First Central X-Score to improve 
Credit Decisioning, 

● Enrich the Credit Bureau data with your first party data to 
drive effective service delivery to customers

●  



“What we need to see is far more diversity in the 
leadership team for Lenders, INTEGRATING the 
capabilities of the younger generation, while 
also recognizing that the mentoring of the older 
generation is very important, too.”

Integration should start from the Top



‘’By Integrating with Fintechs, you can give your 
customers the right experience of Speed, 
Convenience and a great Technology experience. 

This is one way lenders can Rethink the Concept of 
Lending.’’

Abasiama IDARESIT



‘’To be successful, the bank of the future will 
need to embrace emerging technology, remain 
flexible to adopt evolving business models, and 
put customers at the center of every strategy. ‘’

Anna Celner
Deloitte Global Leader, Banking & 

Capital Markets

Who can identify the 3i Principles in this statement?



A Simple Approach (3i Principle)

3. INTEGRATE

Integrate your approach to 
lending. Traditional and 

Digital, Channels Integration, 
Business Strategy

1. INITIATE

Start with the Customer and 
work Backwards to your 
offerings.

2. ITERATE

Keep Improving your 
Approach to Lending. 
Constantly learning from 

customers interaction and 
improving their experience

Credit Bureau
Is at the Core.



“Increasingly we are seeing innovation 
begin in Africa, and then spread 
throughout the world e.g. Mobile Money. 
This momentum will only increase as 
300 million people come online in Africa 
over the next five years

CEO, Google
October 2021

Sundar Pichai



Visit http://Loanspot.Africa/lenders

Our Products

● Debt Collection-as-a-service
● Origination-as-a-service

Email- abas@loanspot.ng

Thank You

http://loanspot.africa
mailto:abas@loanspot.ng

