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able or replicable jects, that are
Stainable and target low income
mproved market intelligence and reliable
Alormation on supply and demand to catalyze
entry of new players’into the market
"Win-win” partnerships, among FSPs and with
her actors (telecoms, etc.) with lower cost
— delivery channels
-® Better informed consumers and industry-wide

commitment to consumer education and
protection

Outcome: 250,000 more with new or
Improved access by 2011...
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Key Actions 2008~

Grants
All branchless banking

2 banks, 1 MFI, 1 IT firm, 1
MNO

1 regional, 2 PNG, 1 Fiji, 1
Vanuatu

2 grants pending

— Microfinance Pasifika : _
Support * Technical Assistance

— Pacific Microfinance Week — Government payments

— Targeted learning events ('_:'J') ) :
— Financial Education (Tonga,
Samoa)

oney via mobile phones
commerce — utilizing mobile
yhone for purchases
banking — save, withdraw,
“receive loans, make payments
with mobile phone

* m-wallet — all of above,
including a place to store (i.e.
save) money




%0 rural, > 60% engaged in subsistence agriculture, low
el of economic activity

h dependence on international and domestic

s Great need to transfer and carry money
= High cost of transport, poor infrastructure
® Modern banking system, but limited outreach
* Nascent microfinance institutions, limited outreach

® Culture constraints to entrepreneurship, savings,
accumulating wealth

government to person transfer
P — business to person
‘M — automated teller machine

EFT - electronic funds transfer
- * POS —point of sale
® SMS- short messaging service

® USSD — unstructured supplementary service
data




® For business
— Pay vendors, suppliers,
= or landowners
- pay bills — Reduce cash balances
transfer or receive in stores, buyers
money domestically — Increase store traffic

= Remit or receive ® For governments
money internationally — Salary payments

=aCEle sal:lrzles, — Social protection
wages or other payments

payment

= Current models - qh
. Bank-led (Wizzit, WING)
S lewee _MNO - led (M-Pesa)

Pesa

— Joint Venture
_ — Third party — IT,
¥egreatest challenge of DiStribUtor

Jching-a mobile money

= = services is the new relationship @ PaCIfIC Inltlatlves

that-have to be

~ -established...now fast a mobile — BSP SMS banking

money-Service can grow is

dependent on the strength of = ESlPay (PNG)
these relationships”
— Others ready to launch...

GSMA Study




Why does

® Demand is high -

et is scalable =no clear
limit

* Real and opportunity
cost savings are great

ion ® Rural income increases
~May 2000 - 7 (mostly wc.JmerT)
- million users and ® Urban savings increases
--10,000 agents : :
g ® It is the first step for
many for financial

inclusion

® Telco's/Distributors
— Facilitate sale of pre-paid airtime
— Increase data usage

— Decrease churn (increase
“stickiness™) on pre-paid voice
customers

- Reduce funding cost — Leverage airtime distribution
channels

NeW Customers - Give agents new revenue stream
- — Transaction revenue — Not usually allowed to keep float
=~ — Can reduce bank transfer > Offensive marketing strategy
revenue

Third party
— transaction fees
— licensing software
— serve corporate clients
— May keep float

—>Business proposition
Bankable Frontier
Associates

= Primarily defensive niche
channel strategy




Lessons Learned

' ransfers growing
Transfers become smaller,
more frequent

Urban usage drives rural
registration

Nearly 50% maintain a
balance for accessibliity
Savings becomes more
frequent, grows

rust in technology is
high
Trust in the offerer
varies, early experience
matters

Mobile penetration must
and must be with larger
MNOs

Agent incentives must be
adequate

Work within cash
movement

Worked through larger
aggregators and independent
agents

Priced on a scale to attract
smaller, more frequent payments
Link registration to SIM and phone
purchases

Recurring remittances are a good
starting point

Early users hear through
advertising, later from word of
mouth

Financial literacy is a constraint,
marketing needs to educate




Lanrtnerships o Barld

— Cash movers

Regulatlon — Banker to
agents

— Banker to MM

-_': ' F. operator
=3 Sy“em Linked bank
Dlstrlbutlo

accounts
~n hetwork

== ® Regulators
~ = Donors

Moblle — |E= -money

Netvvork

— Capital regulations
— Technical — Agent
Assistance regulations

— Advocacy — KYC relaxation




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

erested regional players (banks, telecos, distributors) who could
work in multiple countries

High and growing level of ATM, EFTPOS in most countries
Permissive (but unpredictable) regulatory environment
High demand for domestic and international remittances

Large market of unbanked - only 75,000 have bank accounts in Si
High demand for increased security

;:- ild relationships Look at cash movers outside
Honiara

_-F.-_'_f_—"'i_;eap frog technology (e.g. no ATMs or POS)

- ® Catalyze system with government and business
payments




lho are the major money movers?

:ho has the best distribution network?

= = What regulations do we need to change,

create?

® \What policies could incentivize mobile
money?
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