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The Integration

«Philippines (SmartMoney): 2000
Mobile

Telephony *Philippines (G-Cash): 2004

*Kenya (M-Pesa): 2005

M-Transactions

«Zambia and DRC (Celpay): 2002

in developing
b countries . .
*South Africa (MTN M-Banking):
2005
Retail
Financial *South Africa (Wizzit): 2005

Services
*South Africa (Payms): 2003

Classifying M-Transactions

M-Transactions
|
M-Banking M-Transfers
Channel to existing bank account

(Equity Bank) P-2-P Remittances

Airtime transfers Virtual Currency

Kenyan Players

¢ Telecomunication Companies
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« Nakumatt
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Geographical Coverage

Safaricom
metwerk & coverape man

Map 1 - Safaricom geographical coverage Map 2 - Celtel geographical coverage
http://www.safaricom.co.ke http://www.celtel.com

Opportunities

Significant economic benefits

Extending financial services

Stimulate more changes in financial sector

Increased competition
» Cross-boarder banking services

* M-commerce




Driving Forces

* Poor access to financial services
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Driving Forces

» Mobile phone adoption

% of Access to Mobile Phone in Kenya (Jan 2007)
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Driving Forces

¢ Cost of transaction

TRANSACTION COST PER DISTRIBUTION CHANNEL

Figure 1: Mustraive costs per distribution channel
Source: Quoted in Ketley and Dumxiny 2003

FinAccess, 2007

Sample Success Story

Services Being Used

Formal and informal

WHICH MOBILE BANKING SERVICES USES (N=80)

‘Account balance enquiry 74%
Do you use any of these mobile banking services?

Buying arime: 20%
Money Transfer 28%

No \
1%, Electicity bill enquiry 16%
ves | Excnange ae enuiy %
59% Cheque Book Reguests. 5%
Purchasing Foreign Currency 4%
«Loan repaymenls Cancellation of cheque 1%
« Utilities, e.g. Power & Water accounts Saeeliaton of orders B
« E-Ticketing Buying shares 1%
* Membership subscriptions Banking statement enquiry 1%
« Insurance premium etc Paying bills (Unspecified) 1%

Steadman group, 2008

In first 8 months after launch of M-PESA
— 900,000 customers registered

— 1,200 Agents nationwide

— Daily ‘Send Money’ Average for Oct ‘07 41 Million
KShs

— Average transaction values ~5,000 KShs

— Cumulative ‘Send Money’ 4 Billion KShs

Penetration of Technologies

AWARENESS

Are you mware of any Money Transfer

Services? m-=PEsn
/ a
— FosmPay
3% \ NIO R
SOKOTELE

Steadman group, 2008




USAGE

CLAIMED USAGE
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Account balance
enquiry

Mini Statements
Purchase of Airtime
Forwarding airtime to
other recipient
Change of PIN
Paying for Electricity
bill (KPLC)
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« Balance Enquiry « Account balance
+ Mini Statements enquiry
* Purchase of * Mini Statements
Safaricom Airtime « Purchase of Airtime
« Paying for Electricity
bill (KPLC)
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Bank Payment Systems

i)

Brick and Mortar commerce
- Cash Society -

E-Commerce
- Plastic Money -

M-Commerce
- Virtual currency -

Customer

6. Billing

7. Payment

Trusted Third Party
eg. Telco, Bank,
Credit card

Company, ISP

1. Purchase Indication

5. Delivery of Content

2. Purch
Reque:

Content Provider

ase
st

8.Revenue
Sharing

4. Purchase
Authorization

3. Authentication/Authorization
8. Revenue Sharing

Source: Telcom Media Network, 2002

Payment Service
[/ Provider, e.g. Telco,
bank,
Company, startup

dit Card
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NAPOLEON NAZARENO, PRESIDENT, SMART COMMUNICATIONS, Cairo 2008

Ecosystem
Issues

Source: IFC

Evidence &
Enforcement

Liability for
transactions

Location info
credit Provision|
Standards

Education &
Awareness

Appropriate
Regulation

Network
Providers

Intellectual
Property Rights

Consumer
Attributes

Reliable o;l_;z?ijoﬁal
Infrastructure adjustments

S. providers &
consumers

agreements

Advertising &
selling practices

.

Interoperability
Competition




