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Prospects for Mobile Money Prospects for Mobile Money 
in the Pacific:  in the Pacific:  

F SF SFocus on SamoaFocus on Samoa

Till BruettTill BruettTill BruettTill Bruett
Pacific Financial Inclusion AdvisorPacific Financial Inclusion Advisor

Pacific Financial Inclusion Pacific Financial Inclusion 
ProgrammeProgramme (PFIP)(PFIP)
•• MultiMulti--donor, 4 yeardonor, 4 year programmeprogrammeMultiMulti donor, 4 year donor, 4 year programmeprogramme
•• Aligned with Pacific Plan and endorsed by FEMMAligned with Pacific Plan and endorsed by FEMM
•• Focused on the largest Pacific Island Countries Focused on the largest Pacific Island Countries 

(Fiji, PNG, Samoa, (Fiji, PNG, Samoa, SolomonsSolomons, Tonga, Vanuatu), Tonga, Vanuatu)
•• Small team located in UNDP Pacific Centre Small team located in UNDP Pacific Centre 

(Suva)(Suva)(Suva)(Suva)
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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 andcommitment to consumer education andcommitment 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…

PFIP InstrumentsPFIP Instruments

Policy, Advocacy & 
Coordination

• Advocacy
• Strategies
• Donor 

Coordination

Knowledge 
Generation & 

Sharing

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

Technical 
Assistance & Grants

• Product 
development

• Systems 
development

• Global linkages
Meetings, 
Conferences 

• Scholarships 
• Expert advice
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Where does “inclusive finance” come Where does “inclusive finance” come 
from?from?

•• MicrocreditMicrocredit •• ProductProduct
•• MicrofinanceMicrofinance
•• Financial sector Financial sector 

approach/access to approach/access to 
financefinance

•• Inclusive financeInclusive finance

•• Institution with Institution with 
multiple productsmultiple products

•• Industry with Industry with 
multiple providersmultiple providers

•• Clients with multiple Clients with multiple 
optionsoptions

Scaling up quality financial services to serve large 
numbers of people (scale);

Three Challenges to Financial Three Challenges to Financial 
Inclusion Inclusion 

numbers of people (scale);

Developing the variety of products and services to 
meet the needs of the clientele (scope) 

Reaching increasingly poorer and more remote 
people (outreach)p p ( )
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How to Build Inclusive Financial How to Build Inclusive Financial 
SystemsSystems

Policy, Legal & Regulatory
Policy Environment
National Microfinance Strategies

Financial Infrastructure
• Institutional Support
• Physical Infrastructure

Legal and Regulatory Framework

Supply 
Commercial Banks, 
Non-Bank Financial Institutions
S i d C dit U i

Clients

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

Savings  and Credit Unions,
Credit Cooperatives, 
Postal Banks,  
Insurers, 
Remittance Companies
Leasing Companies

Pacific ChallengesPacific Challenges

Environment &
• Generally favorable regulatory 

environmentEnvironment & 
Infrastructure

Providers

e o e t
• Poor infrastructure
• Rapidly improving telecommunications
• Nascent payment systems, credit 

information

• Most MFIs weak, small, focused on credit
• Most banks  strong , foreign,  growing  

interest in mass market
• Credit unions mostly employer based
• No micro insurance

Clients
• Lack of savings culture
• Rural and remote locations
• High dependency ratio, 
• Large subsistence economy, vulnerability
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• Vans,  motorcycles
• Mobile , Solar ATMs
• EFTPOS

Remote 
or Rural

Branchless BankingBranchless Banking

• EFTPOSor Rural

• Cash in /Cash Out/ bill payment
• Account opening
• Client interface

Agent

• SMS informationMobile • Payments or transfers
• Stored value or savings
• Full m-banking

Mobile 
Phone

•• mm--transfer or payments transfer or payments ––
transferring money via mobile transferring money via mobile 
phonesphones

What is mobile money?What is mobile money?

phonesphones
•• mm--commerce commerce –– utilizing utilizing 

mobile phone for purchasesmobile phone for purchases
•• mm--wallet wallet –– all of above, all of above, 

including a place to store (i.e. including a place to store (i.e. 
) t f) t fsave) money separate from save) money separate from 

bank accountbank account
•• mm--banking banking –– save, withdraw, save, withdraw, 

receive loans, make payments receive loans, make payments 
linked to bank accountlinked to bank account
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DefinitionsDefinitions

•• P2PP2P –– person to person transferperson to person transferP2P 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

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

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

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

money domesticallymoney domestically

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

–– Remit or receive Remit or receive 
money internationallymoney internationally

–– Receive salaries, Receive salaries, 
wages or other wages or other 
paymentpayment

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

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

–– BankBank--led (Wizzit, WING)led (Wizzit, WING)
–– MNOMNO –– led (Mled (M--Pesa)Pesa)

FACT:FACT:
77% of rural respondents note 77% of rural respondents note –– MNO MNO –– led (Mled (M--Pesa)Pesa)

–– Joint VentureJoint Venture
–– Third party Third party –– IT, IT, 

DistributorDistributor

•• Pacific InitiativesPacific Initiatives

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 bethat have to be

–– BSP SMS bankingBSP SMS banking
–– EsiPay (PNG)EsiPay (PNG)
–– Others ready to launch…Others ready to launch…

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

Why does mobile money matter?Why does mobile money matter?
•• Demand is highDemand is high
•• It is scalable It is scalable –– no clear limitno clear limit

••March 2007 March 2007 --
SafaricomSafaricom launches launches 

•• Real and opportunity cost savings Real and opportunity cost savings 
are greatare great

•• Rural income increases (mostly Rural income increases (mostly 
women)women)

•• Urban savings increases Urban savings increases 
•• It is the first step for many for It is the first step for many for 

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 t s t e st step o a y ot s t e st step o a y o

financial inclusionfinancial inclusion10,000 agents10,000 agents

Receive a 
remittance

Maintain 
stored 
value

Open 
savings 
account
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Business model driversBusiness model drivers

•• BanksBanks
L t l tf (thL t l tf (th

•• Telco's/Distributors  Telco's/Distributors  
Facilitate sale of preFacilitate sale of pre paid airtimepaid airtime–– 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

–– 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
revenuerevenue

Primarily defensive niche Primarily defensive niche 
channel strategychannel strategy

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

Business propositionBusiness proposition

Mwallet Mwallet RegistrationRegistration

Stringent:
• Each subscriber intending 

t M ll t i i

Simple:
• For low amount prepaidto use Mwallet services is 

required to first register 
for the service.

• Registration can be done 
through an authorized 
Mwallet Agent The 
subscriber is providing 
their mobile number and

For low amount prepaid 
accounts ID procedure 
without ID-card is 
possible

Mwallet Agents can have 
different authorization for 
registration and cashtheir mobile number and 

their identification card. 
registration and cash 
levels
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Cash In Cash In Enables a subscriber to convert cash into Mwallet
account balance
Done through an authorized Mwallet Agent
The money is added to the Mwallet account 

i t i d b M ll t t

SMSCSMSC

Mwallet
AGENT

(Handset)

maintained by Mwallet system
After Cash In is done, the subscriber can use that 
amount through the offered services.

Mwallet
OWNER

gatewaygateway
USSDUSSD

gatewaygateway

gatewaygateway
WAP WAP 

gatewaygateway

MwalletMwallet

Cash Out by Registered Cash Out by Registered MwalletMwallet useruser

Withdraw cash against the Withdraw cash against the MwalletMwallet balance by selfbalance by self--initiated transactioninitiated transaction

The process flow:The process flow:
MwalletMwallet user walks up to an authorized user walks up to an authorized MwalletMwallet agentagent
User then sends a request for Cash Out with parameters:User then sends a request for Cash Out with parameters:
–– Agent IDAgent ID
–– Cash Cash Out AmountOut Amount
–– MwalletMwallet PINPIN

MwalletMwallet system receives the request and performs validationsystem receives the request and performs validation
It then sends a message to the agent to confirm the Cash Out transaction.It then sends a message to the agent to confirm the Cash Out transaction.
On receiving the confirmation,On receiving the confirmation, MM--walletwallet system does thesystem does the MM--walletwallet accountaccountOn receiving the confirmation, On receiving the confirmation, MM wallet wallet system does the system does the MM wallet wallet account account 
transfer from sender to the resellertransfer from sender to the reseller
A confirmation response is sent to both user and agent along with the A confirmation response is sent to both user and agent along with the 
Transaction Id and respective new balancesTransaction Id and respective new balances
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Mwallet to Mwallet transferMwallet to Mwallet transfer
•• Balance transfer across Balance transfer across MwalletMwallet accountsaccounts
•• Similar to peerSimilar to peer--22--peer transferspeer transfers
Process flow:Process flow:Process flow:Process flow:

A A MwalletMwallet user sends a request with receiver’s user sends a request with receiver’s ID, ID, amount and PINamount and PIN
System System receives the transactions and confirms the receiver is a receives the transactions and confirms the receiver is a MwalletMwallet
useruser
It then performs a It then performs a MwalletMwallet--toto--MwalletMwallet transfertransfer
Sends a confirmation message to both with the Transaction Id and Sends a confirmation message to both with the Transaction Id and 
respective balancesrespective balances

Lessons LearnedLessons Learned
•• UsageUsage

Recurrent transfers (familyRecurrent transfers (family

•• Trust in technology is Trust in technology is 
highhigh–– 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

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 
MNOsMNOsregistrationregistration

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

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

MNOsMNOs
•• Agent incentives must be Agent incentives must be 

adequateadequate
•• Work within cash Work within cash 

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

•• Worked through larger Worked through larger 
d i d dd i d daggregators 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

Agents

Price

Marketing

g pg p
•• 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

PartnershipsPartnerships
•• MNOsMNOs

–– PlatformPlatform
–– HardwareHardware

L tL t

•• Banks/MTOsBanks/MTOs
–– Cash moversCash movers
–– Banker to Banker to 

agentsagents

Regulation

–– Low cost Low cost 
–– Geographic Geographic 

outreachoutreach
–– Distribution Distribution 

networknetwork

•• DonorsDonors

–– Banker to MM Banker to MM 
operatoroperator

–– Linked bank Linked bank 
accountsaccounts

•• RegulatorsRegulators
EE

Mobile 
Money

Financial 
System

M bil

Agents

DonorsDonors
–– CapitalCapital
–– Technical Technical 

AssistanceAssistance
–– AdvocacyAdvocacy

–– EE--money money 
regulationsregulations

–– Agent Agent 
regulationsregulations

–– KYC relaxationKYC relaxation

Mobile 
Network
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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? 

Mobile Money RemittancesMobile Money Remittances

•• SmartSmart PadalaPadalaSmart Smart PadalaPadala
–– 1 million 1 million regularyregulary usersusers
–– $50 million/mo.$50 million/mo.
–– Link with international remittance companies in Link with international remittance companies in 

target countriestarget countries
d h “l l ” h hd h “l l ” h h–– Provide the “last mile” through Provide the “last mile” through SmartMoneySmartMoney

domestic servicesdomestic services

•• MM--PesaPesa, partnership with Western Union, partnership with Western Union
•• GG--Cash, own offices, local partnersCash, own offices, local partners
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Mobile Money and EmergenciesMobile Money and Emergencies

•• Red Cross Haiti EffortRed Cross Haiti Effort
–– Text 90999 with participating MNOs post paid usersText 90999 with participating MNOs post paid users
–– Enter up to $10, for up to 12 monthsEnter up to $10, for up to 12 months
–– Amount is added to the mobile phone billAmount is added to the mobile phone bill

•• KenyaKenya
–– Drought stricken areaDrought stricken area
–– Families provided with mobile phones and numbersFamilies provided with mobile phones and numbers
–– Relief transferred by cash, available at Post OfficeRelief transferred by cash, available at Post Office

–– Builds market for domestic goodsBuilds market for domestic goods

OpportunityOpportunity
•• Low level of savingsLow level of savings
•• High mobile penetration in SamoaHigh mobile penetration in SamoaHigh mobile penetration in SamoaHigh mobile penetration in Samoa
•• High level of remittancesHigh level of remittances
•• Interested regional players (banks, Interested regional players (banks, 

telecostelecos, distributors) who could work in , distributors) who could work in 
multiple countriesmultiple countries

•• High and g o ing le el of ATM POS inHigh and g o ing le el of ATM POS in•• High and growing level of ATM, POS in High and growing level of ATM, POS in 
most countriesmost countries

•• Interested regulatorInterested regulator
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Next Steps for the Samoa?Next Steps for the Samoa?
•• Build relationships Look at cash movers outside Build relationships Look at cash movers outside 

of Apiaof Apiaof Apiaof Apia
•• 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
•• How to tap quickly into remittance marketHow to tap quickly into remittance market

E bli l i d li iE bli l i d li i•• Enabling regulation and policiesEnabling regulation and policies

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

money?money?


