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Prospects for Mobile Money Prospects for Mobile Money 
in the Pacificin the Pacific

Till BruettTill Bruett
Pacific Financial Inclusion AdvisorPacific Financial Inclusion Advisor

PFIP PFIP Desired Desired Outputs by 2011Outputs by 2011

Scalable or replicable projects, that are Scalable or replicable projects, that are 
sustainable and target low incomesustainable and target low income

 Improved market intelligence and reliable Improved market intelligence and reliable 
information on supply and information on supply and demand to catalyze demand to catalyze 
entry of new players into the marketentry of new players into the market

 “win“win--win” partnerships, among FSPs and with win” partnerships, among FSPs and with 
other actors (telecoms, etc.) with other actors (telecoms, etc.) with lower cost lower cost 
delivery delivery channelschannels

Better informed consumers and industryBetter informed consumers and industry--wide wide 
commitment to consumer education and commitment to consumer education and 
protectionprotection

OutcomeOutcome: : 250,000 more with new or 250,000 more with new or 
improved access by 2011…improved access by 2011…
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PFIP Strategy PFIP Strategy –– Build Inclusive Build Inclusive 
Financial SystemsFinancial Systems

Financial Infrastructure
• Institutional Support
• Physical Infrastructure

Policy, Legal & Regulatory
Policy Environment
National Microfinance Strategies
Legal and Regulatory Framework

Demand 
Low Income Households, 
MSMEs,  Small-holder 
farmers, self employed 
women, Self Help Groups

Supply 
Commercial Banks, 
Non-Bank Financial Institutions
Savings  and Credit Unions,
Credit Cooperatives, 
Postal Banks,  
Insurers, 
Remittance Companies
Leasing Companies

Clients

PFIP InstrumentsPFIP Instruments

Policy, Advocacy & 
Coordination

• Advocacy
• Strategies
• Donor 

Coordination
• Global linkages

Knowledge 
Generation & 

Sharing

• Market Research
• Baseline Data
• Demand Studies
• Meetings, 

Conferences 
• Scholarships 

Technical 
Assistance & Grants

• Product 
development

• Systems 
development

• Expert advice
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Key Actions 2008Key Actions 2008

•• ResearchResearch
–– Mobile money in PNGMobile money in PNG
–– Microinsurance in PNG, FijiMicroinsurance in PNG, Fiji
–– Financial Capability in Fiji, Financial Capability in Fiji, 

Solomon IslandsSolomon Islands

•• SharingSharing
–– Microfinance Pasifika Microfinance Pasifika 

SupportSupport
–– Pacific Microfinance WeekPacific Microfinance Week

–– Targeted learning eventsTargeted learning events

•• Grants Grants 
–– All branchless banking All branchless banking 
–– 2 banks, 1 MFI, 1 IT firm, 1 2 banks, 1 MFI, 1 IT firm, 1 

MNO MNO 
–– 1 regional, 2 PNG, 1 Fiji, 1 1 regional, 2 PNG, 1 Fiji, 1 

VanuatuVanuatu
–– 2 grants pending2 grants pending

•• Technical AssistanceTechnical Assistance
–– Government payments Government payments 

(Fiji)(Fiji)
–– Financial Education (Tonga, Financial Education (Tonga, 

Samoa)Samoa)

•• mm--payments payments –– transferring transferring 
money via mobile phonesmoney via mobile phones

•• ee--commerce commerce –– utilizing mobile utilizing mobile 
phone for purchasesphone for purchases

•• mm--banking banking –– save, withdraw, save, withdraw, 
receive loans, make payments receive loans, make payments 
with mobile phonewith mobile phone

•• mm--wallet wallet –– all of above, all of above, 
including a place to store (i.e. including a place to store (i.e. 
save) moneysave) money

What is mobile money?What is mobile money?
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•• 88--9 million persons across over 20 countries and territories 9 million persons across over 20 countries and territories 
across 1/3 of earth’s surfaceacross 1/3 of earth’s surface

•• Est. 80% unbankedEst. 80% unbanked
•• 80% rural, > 60% engaged in subsistence agriculture, low 80% rural, > 60% engaged in subsistence agriculture, low 

level of economic activitylevel of economic activity
•• High dependence on international and domestic High dependence on international and domestic 

remittances (1 salaried:15remittances (1 salaried:15--20 family members)20 family members)
•• Great need to transfer and carry moneyGreat need to transfer and carry money
•• High cost of transport, poor infrastructureHigh cost of transport, poor infrastructure
•• Modern banking system, but limited outreachModern banking system, but limited outreach
•• Nascent microfinance institutions, limited outreachNascent microfinance institutions, limited outreach
•• Culture constraints to entrepreneurship, savings, Culture constraints to entrepreneurship, savings, 

accumulating wealth accumulating wealth 

Situation in the PacificSituation in the Pacific

DefinitionsDefinitions

•• P2P P2P –– person to person transferperson to person transfer
•• G2P G2P –– government to person transfergovernment to person transfer
•• B2P B2P –– business to personbusiness to person
•• ATM ATM –– automated teller machineautomated teller machine
•• EFT EFT -- electronic funds transferelectronic funds transfer
•• POS POS ––point of salepoint of sale
•• SMSSMS-- short messaging serviceshort messaging service
•• USSD USSD –– unstructured supplementary service unstructured supplementary service 

datadata
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What can mobile money do?What can mobile money do?

•• For clientsFor clients
–– carry or store cash carry or store cash 

electronicallyelectronically
–– pay billspay bills
–– transfer or receive transfer or receive 

money domesticallymoney domestically
–– Remit or receive Remit or receive 

money internationallymoney internationally
–– Receive salaries, Receive salaries, 

wages or other wages or other 
paymentpayment

•• For businessFor business
–– Pay vendors, suppliers, Pay vendors, suppliers, 

or landownersor landowners
–– Reduce cash balances Reduce cash balances 

in stores, buyersin stores, buyers
–– Increase store trafficIncrease store traffic

•• For governmentsFor governments
–– Salary paymentsSalary payments
–– Social protection Social protection 

paymentspayments

Models of Models of 
Mobile MoneyMobile Money •• Current modelsCurrent models

–– BankBank--led (Wizzit, WING)led (Wizzit, WING)
–– MNO MNO –– led (Mled (M--Pesa)Pesa)
–– Joint VentureJoint Venture
–– Third party Third party –– IT, IT, 

DistributorDistributor

•• Pacific InitiativesPacific Initiatives
–– BSP SMS bankingBSP SMS banking
–– EsiPay (PNG)EsiPay (PNG)
–– Others ready to launch…Others ready to launch…

FACT:FACT:
77% of rural respondents note 77% of rural respondents note 
and income increase since and income increase since 
adopting Madopting M--PesaPesa
--CGAPCGAP

OBSERVATION:OBSERVATION:
“The greatest challenge of “The greatest challenge of 
launching a mobile money launching a mobile money 
services is the new relationship services is the new relationship 
that have to be that have to be 
established…how fast a mobile established…how fast a mobile 
money service can grow is money service can grow is 
dependent on the strength of dependent on the strength of 
these relationships”these relationships”

GSMA StudyGSMA Study
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Why does Why does 
mobile money mobile money 
matter?matter?

•• Demand is highDemand is high
•• It is scalable It is scalable –– no clear no clear 

limitlimit
•• Real and opportunity Real and opportunity 

cost savings are greatcost savings are great
•• Rural income increases Rural income increases 

(mostly women)(mostly women)
•• Urban savings increases Urban savings increases 
•• It is the first step for It is the first step for 

many for financial many for financial 
inclusioninclusion

••March 2007 March 2007 --
SafaricomSafaricom launches launches 
MM--PESAPESA
••May 2008 May 2008 –– 2.7 2.7 
million users and million users and 
3,000 agents3,000 agents
••May 2009 May 2009 –– 7 7 
million users and million users and 
10,000 agents10,000 agents

Business model driversBusiness model drivers

•• BanksBanks
–– Lower cost platform (than Lower cost platform (than 

ATM)ATM)
–– Reduce ATM and branch Reduce ATM and branch 

traffictraffic
–– Reduce funding costReduce funding cost
–– New customersNew customers
–– Transaction revenueTransaction revenue
–– Can reduce bank transfer Can reduce bank transfer 

revenuerevenue

 Primarily defensive niche Primarily defensive niche 
channel strategychannel strategy

•• Telco's/Distributors  Telco's/Distributors  
–– Facilitate sale of preFacilitate sale of pre--paid airtimepaid airtime
–– Increase data usageIncrease data usage
–– Decrease churn (increase Decrease churn (increase 

“stickiness”) on pre“stickiness”) on pre--paid voice paid voice 
customerscustomers

–– Leverage airtime distribution Leverage airtime distribution 
channelschannels

–– Give agents new revenue streamGive agents new revenue stream
–– Not usually allowed to keep floatNot usually allowed to keep float
 Offensive marketing strategyOffensive marketing strategy

•• Third partyThird party
–– transaction feestransaction fees
–– licensing softwarelicensing software
–– serve corporate clientsserve corporate clients
–– May keep floatMay keep float

Business propositionBusiness proposition
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Lessons LearnedLessons Learned
•• UsageUsage

–– Recurrent transfers (family Recurrent transfers (family 
support) are “bread and support) are “bread and 
butter”, with onebutter”, with one--off off 
transfers growingtransfers growing

–– Transfers become smaller, Transfers become smaller, 
more frequentmore frequent

–– Urban usage drives rural Urban usage drives rural 
registrationregistration

–– Nearly 50% maintain a Nearly 50% maintain a 
balance for balance for accessibliityaccessibliity

–– Savings becomes more Savings becomes more 
frequent, growsfrequent, grows

•• Trust in technology is Trust in technology is 
highhigh

•• Trust in the Trust in the offererofferer
varies, early experience varies, early experience 
mattersmatters

•• Mobile penetration must Mobile penetration must 
and must be with larger and must be with larger 
MNOsMNOs

•• Agent incentives must be Agent incentives must be 
adequateadequate

•• Work within cash Work within cash 
movementmovement

Vodacom MVodacom M--PesaPesa (Tanzania)(Tanzania)

•• Worked through larger Worked through larger 
aggregators and independent aggregators and independent 
agentsagents

•• Priced on a scale to attract Priced on a scale to attract 
smaller, more frequent paymentssmaller, more frequent payments

•• Link registration to SIM and phone Link registration to SIM and phone 
purchasespurchases

•• Recurring remittances are a good Recurring remittances are a good 
starting pointstarting point

•• Early users hear through Early users hear through 
advertising, later from word of advertising, later from word of 
mouthmouth

•• Financial literacy is a constraint, Financial literacy is a constraint, 
marketing needs to educatemarketing needs to educate

Growth

Agents

Price

Marketing



8

PartnershipsPartnerships
•• MNOsMNOs

–– PlatformPlatform
–– HardwareHardware
–– Low cost Low cost 
–– GeographiGeographi

c outreachc outreach
–– DistributioDistributio

n networkn network

•• DonorsDonors
–– CapitalCapital
–– Technical Technical 

AssistanceAssistance
–– AdvocacyAdvocacy

•• BanksBanks
–– Cash moversCash movers
–– Banker to Banker to 

agentsagents
–– Banker to MM Banker to MM 

operatoroperator
–– Linked bank Linked bank 

accountsaccounts

•• RegulatorsRegulators
–– EE--money money 

regulationsregulations
–– Agent Agent 

regulationsregulations
–– KYC relaxationKYC relaxation

Mobile 
Money

Regulation

Financial 
System

Mobile 
Network

Agents

Regulatory QuestionsRegulatory Questions

Can agents simply 
register and verify 

clients?

Can mobile money utilize 
payment systems (ATMs, 

POS)?

Can e-money be created, 
stored, transferred? 
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OpportunityOpportunity
•• Telecommunications liberalization in SI?Telecommunications liberalization in SI?

–– Entrance in 2007 of Digicel into PNG, Fiji, Vanuatu, Kiribati, Entrance in 2007 of Digicel into PNG, Fiji, Vanuatu, Kiribati, 
Tonga, NauruTonga, Nauru

–– In PNG alone, 1.5 million subscribers in 2 1/2 years (from In PNG alone, 1.5 million subscribers in 2 1/2 years (from 
100,000)100,000)

–– Geographic coverage from 70Geographic coverage from 70--100% in most countries100% in most countries
–– Cost reduced by 25Cost reduced by 25--60% due to competition60% due to competition

•• Interested regional players (banks, Interested regional players (banks, telecostelecos, distributors) who could , distributors) who could 
work in multiple countrieswork in multiple countries

•• High and growing level of ATM, EFTPOS in most countriesHigh and growing level of ATM, EFTPOS in most countries
•• Permissive (but unpredictable) regulatory environmentPermissive (but unpredictable) regulatory environment
•• High demand for domestic and international remittancesHigh demand for domestic and international remittances
•• Large market of unbanked Large market of unbanked -- only 75,000 have bank accounts in SIonly 75,000 have bank accounts in SI
•• High demand for increased securityHigh demand for increased security

Next Steps for the Solomons?Next Steps for the Solomons?
•• Allow rapid mobile phone penetration, price Allow rapid mobile phone penetration, price 

competitioncompetition
•• Enabling regulation and policiesEnabling regulation and policies
•• Build relationships Look at cash movers outside Build relationships Look at cash movers outside 

of Honiaraof Honiara
•• Leap frog technology (e.g. no ATMs or POS) Leap frog technology (e.g. no ATMs or POS) 
•• Catalyze system with government and business Catalyze system with government and business 

paymentspayments
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Ideas?Ideas?
•• Why would people want to move or store Why would people want to move or store 

money? What market research is needed?money? What market research is needed?
•• Who are the major money movers?Who are the major money movers?
•• Who has the best distribution network?Who has the best distribution network?
•• What regulations do we need to change, What regulations do we need to change, 

create?create?
•• What policies could incentivize mobile What policies could incentivize mobile 

money?money?


