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“I think a lot of mobile money 
programmes fail because they have 

the technology, but they haven’t done 
the hard work of getting the agents in 

place.”

- Michael Joseph, Former CEO Safaricom
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How to build a successful agent network
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Costs vs. Benefits
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Costs Benefits

� Capital

� Liquidity

� Security

� Overhead

� Footfall 

� Savings

� Revenue

� Brand
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Capital

/    Page21/11/2011 5© sicap AG  - www.sicap.com

!�	��	������
������������	�����"�������������	��	"��#$� �%&

$1,600 Capital required to start operating as 
an M-PESA agent
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Liquidity
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Source: CGAP.
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Cost of Liquidity
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Function of amount of working capital, cash-in/-out 
balance, capital limitations
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Source: CGAP.
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Overhead – Space and Staff
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Footfall
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In Brazil, there has been a reported 37% increase in footfall. 
If even ¼ of these customers make a purchase, the agent’s profit can 

increase significantly

Source: CGAP.
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Revenue
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P2P Transfer

Financial 
Services

Transaction 
Fees

Coupons and 
Bills

No – footfall is 
primary 

motivation

Savings from 
bank transaction 

costs

Yes

Bank 
Commissions

Not without high 
volume
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Strategies for Stimulating Volume

/    Page21/11/2011 12© sicap AG  - www.sicap.com

�5 0������������	�	�����
��������
������	�
�
����	���

�5 ������	�����	�������
�������
��6��+	�
7�����
�����	����	�+

 5 !	��"�(	���"���+�
���
�������	��	�
�
��+���+����
��"�

�5 !��
��������
�������(����
��������"���

�5 3��������	������
��
���+����������"������
����	�	���

 5 �������
���	����
��
	�����	��


���	�	�
���	�	����1��� ��	"����	�
����
�



/    Page © sicap AG  - www.sicap.com

Evolution of Commission
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Agent Network Trade Offs
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Structuring the Network
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Strategies for Scaling the Network
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What Makes a Good Agent?
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Internal Resources
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Monitoring
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Manage Liquidity
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Mitigate Fraud and Abuse
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Summary
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� It takes time and effort to build an agent network  

� Resource requirements should not be underestimated and must be 
addressed from an early stage

� Setting the right commission structure/scheme can fuel rapid 
expansion of the network

� Agent liquidity must be closely monitored and liquidity requirements 
should reviewed regularly

� Agent training must be continuous and outsourcing can be a viable 
option

A well developed and well managed Agent Network is one of the 
biggest determinants of success! 
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What We Represent

��� experts 
��� locations worldwide 

Over ���� customers
in ��� countries 

��� million 
subscribers



©
 s

ic
ap

  A
G

  -
w

w
w

.s
ic

ap
.c

om

Sicap Mobile Money
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For more info please contact 
aleeda.fazal@sicap.com


