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Field on application form Response Score

11 | Number of ATMs in servicing area 0 4

12 | Bank type Only public sector |3
banks (Like SBI,
PNB, BOB, etc.)

13 | Working capital investment in present | <10 k 1
business
14 | Monthly income <5000 1

Other information

1 | Documents available for submission

2 | Other Information Yes

Total Score 40

QUALITATIVE REVIEW BY FIELD OFFICER

Score (0-5) | Weighting

Field visit score

Shop cleanliness and overall ambience; suitable for 1
financial transactions

Shop is very clean, organized, and has sufficient available
space for conducting financial transactions

Shop is moderately clean and organized, and has sufficient
available space for conducting financial transactions

Shop is not very clean and organized but has some avail-
able space for clients to conduct financial transactions

Shop is not very clean and organized, and it might be dif-
ficult for clients to conduct financial transactions securely

(continued)
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Figure A1l

AGENT SUMMARY TABLE
INDICATORS |

Active customersla g ent

Avg commlsslon/txn _m

FLOAT ACTIVITY

[ SettlementAccount[$ 732

[ CashonHand[$ 609
Total|$ 1,341

Rebalance txns/da
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Field on application form Possible responses | Scoring criteria
Rural | Urban
Other information
1 | Documents available for Registration 1 1
submission documents
PAN card 1 1
Property documents | 1 1
Bank statement (last | 1 1
six months)
Balance sheet and 1 1
income statement
Others 0 0
2 | Believe in [product] as a Definitely 2 2
concept
Maybe 1 1
Not sure 0 0
INITIAL SCORING (example agent)
‘ Field on application form Response Score
Personal details
1| Age 18-25 yrs 2
2 | Educational qualifications Graduate/diploma |4
3 | Years of experience 2-5 yrs 2
Business details
1| Area of service point/shop 100-250 sq ft 3
2 | Working in area since 1-3 yrs 2
3 | Minimum cash maintained <2,000 0
4 | Products handled FMCG 4
5 | Daily sales < Rs. 500 1
6 | Daily customer footfall 50-150 2
7 | Opening hours 6-8 hrs 2
8 | Average time spent by a customer at < 1 min 1
service point
9 | Number of employees (part time/full | 0 1
time)
10 | Number of banks in servicing area 1 3
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Figure 2: Cash Transactions of M-PESA Agent Martin






OEBPS/Images/Figure14.png
TIPESA AN EKO ANW  Telacam
RoLe (Rgaresator) (sCsP)  Senuce.

imary Responsiity
o e
No or minma Ivolvemens






OEBPS/Images/FigureA14.png
Figure A14

ANM MONTHLY

PEPPESLEOLESE S
Agents/ANM

Average ANM__—e— Monthly Revenue Scale






OEBPS/Images/Bonus_Agents.png
# Trans/mo

Category
Intermediate

i
Excellent

x
Intermediatc
High
lent

T

1,500+

2,500+
50+

Excellent






OEBPS/Images/Figure19.png
REVENUE DISTRIBUTION

] ./ l
=
l MNO ThifBBty ANMs  Agents Cus
Pr O s

REVENUE SOURCE






OEBPS/Images/Figure9.png





OEBPS/Images/InitialScoring1_2.png
Field on application form

Possible responses

Scoring criteria

Rural

Urban

3 | Minimum cash maintained
in shop vault

<2000

0

0

2,000-5,000

5,000-10,000

10,000-20,000

>20,000

E NN RSN S

(S N N RS )

4 | Products handled

FMCG

Consumer durables

Pharmaceuticals

Stationery

Telecom

NN RN R N

NN RN R N

Others

5 | Daily sales

<Rs. 500

Rs. 500-2,000

Rs. 2,000-5,000

>Rs. 5,000

DWW (|~

DWW (N |~

6 | Daily customer footfall

0-50

50-150

150-300

>300

—_ W N =

—_ W N =

7 | Business hours

<6 hrs

6-8 hrs

8-10 hrs

10-15 hrs

>15 hrs

[ NG I N IGST I \O 2 TN

[ NG I N G T  \O R T

8 | Average time spent by a
customer on service point

<1 min

1-3 mins

3-S5 mins

>S5 mins






OEBPS/Images/FigureA1.png
kg

NETWORK SUMMARY
10,232,805
%dctive]| ___70%






OEBPS/Images/FigureA3.png
Figure A3: Transaction Fees

TRANSACTION FEES

Txn

TRANSACTION TYPE Customers R ANMs Third-party Accqunt S MNO
Operators provider (Safaricom)

Account Sign up 1.00 1.00
Cash in at Agent 0.14 0.14
Deposit from Third Party -
Transfer from bank account =
Cash out at Agent 0.34 0.34
Transfer to bank account =
Cash out at ATM % 0.8% 0.8%
P2P Transfer 0.46 0.46
Merchant purchases -
Bill Pay at Agent -
Balance inquiry 0.01 0.01
e-Bill Pay 0.15 0.15 0.30
e-airtime purchase % 0.0%
Acct balance and interest rate |% 0.0%
Transaction Session Fee =
ARPU Increase % 0%
Churn reduction % 0%

Core Business Benefit

0%
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Figure 17: Transaction Volume as % of Cash-in

Percent of Cash In
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Score (0-5)

Weighting

CSP willingness/motivation level about the business

1

5

CSP seems quite motivated to start this new line of business

Try and see approach—CSP is open and willing to give it a
try and see if it makes business sense for him or her

CSP is just trying it out of pressure from distributor and does
not appear very motivated and excited about the concept

CSP open and willing to attend meetings/trainings

CSP shows readiness to attend meetings/trainings

CSP is slightly hesitant but says he or she will attend meet-
ings and trainings

CSP is clearly hesitant and doubts that he or she can attend
meetings/trainings

Customer profile is suitable as per [provider’s] target
clientele

Most clients belong to the very low-income category

Most clients are from low- to lower-middle-income category

Most clients are from middle-income category

Most clients are from higher-middle to middle-income
category

Shop location

In busy market

Near some metro station, bus station, or any other place
where people congregate

Market image

Market reputation (at least two references from market)

Total

Weighting

Qualitative Score

30

Total Score for Agent (Initial score 1 qualitative score)

70
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AGENT APPLICATION FORM

[Brazilian ANM]

BUSINESS DATA
BUSINESS NAME:
TRADE NAME:
CNPJ:

OPER. LICENSE
CONTACT:
ADDRESS
STREET/AVE.:
DISTRICT: aIry: POSTAL CODE:
BUS. TELEPHONE: HOME TELEPHONE:
EMAIL
REFERENCES
NAME: TELEPHONE:
NAME: TELEPHONE:

Ianhan bank] BRANCH INFORMATION
CURR. ACCT:

ATTACH:

3 CNPJ CARD

3 ARTICLES OF INCORPORATION

1 AMENDMENT TO ARTICLES OF INCORPORATION
1 STATE REGISTRATION CARD

1 OPERATING LICE!

Qi 'Y CARD AND CPF

1 PROOF OF ADDRESS

TATEMENT, ET¢

O PAULO BRANCH
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rigure 15: ERO Agent Management Structure
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Figure A8: ANM Expense

ANM EXPENSES

S

TRANSACTION PROVIDER

AVERAGE ANM

Agents/AMN

VARIABLE COSTS BY FUNCTION A%‘:;:S' Units | Cost/Unit Total A%‘:;:S' Units Cost/Unit Total
120 159 500 79,500 || - ; ] -
159 500 79,500 || - - - -
10 1,000 10,000 || 25 4 450 1,800
Agent Technical Support 19 500 9,500 || ; -
Transport/communications - - 25 4 260 1,040
FIXED COSTS
Management/Admin Personnel = 4 550 2,200
] 1 300 300
- 1 700 700
LIQUIDITY Volume
] - 100 6.80 679
0% 10%
0% - 13,393 0% -
Loss to Theft 0% - 0% -
TOTAL EXPENSES 178,500 6,719
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Field on application form

Possible responses

Scoring criteria

Rural | Urban
9 | Number of employees (part- | 0 1 1
time/full time)
1-2
3 or more 3 3
10 | Number of banks in 0 3 3
servicing area
1 3 3
2-3
>3 1 1
11 | Number of ATMs in 0 4 4
servicing area
1 3 3
2-3 1
>3 0 0
12 | Bank type Only public sector | 3 3
banks (SBI, PNB,
BOB, etc.)
Only private banks |0 0
(ICICI, HDFC, etc.)
Both public and 1 1
private sector banks
13 | Working capital investment | <10 k 1 1
in present business
10-25 k 2 2
25-50 k 3 3
50k-1lakh 4 4
>1 lakh 5 5
14 | Monthly income <5,000 1 2
5,000-10,000 2 3
10,000-25,000 3 4
>25,000 4 1

(continued)
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INITIAL SCORING CRITERIA

Field on application form

Possible responses

Scoring criteria

Rural | Urban

Personal details

1

Age

18-25 yrs

25-35 yrs

35-45 yrs

45-55 yrs

>55 yrs

O |W (A

O |W(h|D

Educational qualifications

Post graduate

Graduate/diploma

Intermediate

High school

N AW

N AW

Others

Years of experience

0-2 yrs

2-5 yrs

5-10 yrs

>10 yrs

W W [N | =

W W [N | =

Business details

1

Area of service point/shop

<100 sq ft

100-250 sq ft

250-500 sq ft

>500 sq ft

W | W | W[

W W |W |-

Working in area since

<1yr

1-3 yrs

3-S5 yrs

>5 yrs

AW =

AW (=
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Figure A4: Commissions Earned

COMMISSIONS EARNED

TXn

TRANSACTION TYPE TOTAL Customers Agents ANMs T(;‘;;d:ti:tg Account provider (Sa :: :Som)

(M-PESA)

Account Sign up 1.00 p 0.80 0.20

Cash in at Agent 0.14 / 0.11 0.03| \

Deposit from Third Party - [

Transfer from bank account - \ ]

Cash out at Agent 0.34 \ 0.17 004 / 0.13

Transfer to bank account - N Jd

Cash out at ATM 0.8% ~—_1 0.8%

P2P Transfer 0.46 0.46

Merchant purchases - 80/20 commission split

Bill Pay at Agent -

Balance inquiry 0.01 0.01

e-Bill Pay 0.30 0.30

e-airtime purchase 0.0%

Acct balance and interest rate 0.0%

Transaction Session Fee - -

ARPU Increase 0%

Churn reduction 0%

Core Business Benefit

0%






