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REPOSITIONING FOR THE FUTURE OF FINANCE.
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7%
Percent of Burmese population that wanted a 
smartphone in 2013. 

Source: Provided in Case.
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Smartphone Ownership

95%
Almost everyone routinely uses 
4G smartphones. 

Banked Population

25%
Very few people have easy access 
to banking services. 
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Literacy Rates

92%
The overwhelming majority of 
the population is literate. 

Population Younger than 35 

65% 
Myanmar is an extremely young 
country. 

Source: CIA World Factbook, 2019
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Trend 02 

95%
Almost everyone routinely uses 
4G smartphones. 

Trend 03 

25%
Very few people have easy access 
to banking services. 
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Trend 01 

92%
The overwhelming majority of 

the population is literate. 

Trend 04 

65% 
Myanmar is an extremely young 
country. 

The Upshot:

Myanmar is a young, rapidly-changing, & 

tech-literate country which needs financial 

services.
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Our Strategy:

M-Pitesan should develop & invest in the 

market for mobile financial services in 

Myanmar. 
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The Process:
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The Process:
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ACCOUNT
1

ACCOUNT
2

TRANSACTION

CASHING 
OUT

FIN. 
SERVICES

NO ADD.
REVENUE

FUTURE
REVENUE

We need consumers to retain balances in their 

accounts in order for us to sell them other 

financial services. 

The Impediment:
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Our (Revised) Objective:

How can M-Pitesan create & retain an engaged 

user base and useful ecosystem of services?
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Telenor Strategy
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The Wave Money Approach 

UNBANKED
POP. 

OTC 
SYSTEM

ACQUIRE 
MARKET SHARE
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CONVERT 
USERS

Converting OTC users is really hard - and OTC firms’ 

endgame is e-Wallets, anyways. 

The Rub:
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The M-Pitesan Strategy

#
#
#
#


The M-Pitesan Approach 

UNBANKED
POP. E-WALLET

CONVERT 
USERS
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OTHER 
MFS

RETAIN USERS & 
EXPAND ECOSYSTEM. 
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The M-Pitesan Approach 

UNBANKED
POP. E-WALLET

CONVERT 
USERS
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OTHER 
MFS

RETAIN USERS & 
EXPAND ECOSYSTEM. 

The Solution:

M-Pitesan should prioritize “stickiness” & making funds useful. 
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80%
Smartphone Penetration Rate in Myanmar

Source: Market Insider, 2019
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The Upshot:

Today, over 40M Burmese people are online.
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40%
Percentage of population under the age of 
25.

Median Age: 26

Source: Visa, 2017
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Rise of Mobile Financial Services
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However, cash is still king. There is comfort in 

cash and lack of trust in banks. 

Source: Visa, 2017

The Problem:
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80%
Percent of population that believes physical 
cash is the safest method of payment.

Source: Visa, 2017
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Source: Medium Economy, 2019

The Upshot:

Myanmar’s digital money transfers are set to 

triple by the end of 2019.
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OTC vs. Wallet

 01    |    Limited Transaction Frequency 

 02    |    Financial Incentives for Agents

 01    |    Lower Cost Transaction Channel

 02    |    Potential for Expansion
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Our (Revised) Objective:

How can M-Pitesan incentivize the 

Burmese users to go cashless?
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HOW DID WE DECIDE ON THIS APPROACH?
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Our Strategy
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Continue providing e-Wallet services, while 
simultaneously introducing MFS & promoting 
retention.
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Current Ooredoo Strategies

Bill Pay Purchase of goods

Airtime Top-up Agent Finder

Deposit/send/withdraw funds
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The User Journey

Download 
Service

Efficiently 
transact

Return to 
App

Spend 
money

IMPEDIMENT:
CONNECTIVITY

IMPEDIMENT:
CONFUSING UI

IMPEDIMENT:
WHY BOTHER?

IMPEDIMENT:
LACK OF VENDORS
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Potential Strategies for e-Wallet

 01    |    Improved UX

 02   |    Brick and Mortar Integration
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Improved UX Brick & Mortar 
Integration

Habitualiza
tion

Fun

Usefulness

Ease

Feasibility
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Improving UX

01    |    Gamification
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02    |    User Interface
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Our Mock UX Design:
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Brick and Mortar 
Integration

01    |    Aggressive marketing to business owners
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6%

Our goal is to reach 6% merchant 
penetration rate in three years 
(4,063 merchants)
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1.5%*

M-Pitesan possesses 992* out of 
66,133* merchants in Myanmar.

Estimated Merchant Penetration Rate

#
#
#
#


Brick and Mortar 
Integration

01    |    Aggressive marketing to business owners

02    |   Introduction of QR code
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Brick and Mortar 
Integration

01    |    Aggressive marketing to business owners

02    |   Introduction of QR code
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03    |    Altered fee schedule for purchases
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Brick and mortar 
integration

01    |    Altered fee schedule for purchases

02    |    Aggressive marketing to business owners
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03    |    Introduction of QR code

The Upshot:

If consumers can use their account balances to 

buy goods in stores, they will cash out less. 
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A FORWARD LOOKING PLAN FOR ACTION.
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Vision

2020

Implement Customer 
Retention Projects

2021

2022

2023

Introduce MFS Products

2024

Reassess
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3-Year NPV:

-$26 M
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3-Year NPV:

$20 M
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$8.4 M
Initial Investment

#
#
#
#


$8.4 M
Initial Investment

3-Year Combined NPV:

-$6 M
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$8.4 M
Initial Investment

3-Year Combined NPV:

-$6 M

6-Year Combined NPV:

$13 M
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Implementation Timeline
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YEAR 1 YEAR 2 YEAR 3 YEAR 4

1

2

3

R&A

UX Redesign

Brick & Mortar Implementation

Restructuring

Prototyping

Design

Testing

Marketing

Maintenance

Reassessment

Reassessment
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9 Year NPV for Burmese Credit 
Cards. 

$2.2 B
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The M-Pitesan Approach 

UNBANKED
POP. E-WALLET

CONVERT 
USERS
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OTHER 
MFS

RETAIN USERS & 
EXPAND ECOSYSTEM. 

The Solution:

M-Pitesan should prioritize “stickiness” & making funds useful. 
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S T R A T E G Y

I N D U S T R Y

F I N A N C I A L S

C O R E

Demographics

The Process

The Wave Money Strategy

Rise of Mobile Finance

The User Journey

Strategies for e-Wallet

Improving UX

Brick & Mortar Integration

UX Redesign PI

Brick & Mortar PI

Implementation Timeline
Merchant Account Value Propositions

SWOT Analysis

OTC vs. Mobile Wallet Decision

Strategies for Mobile Wallet Retention

Overall Marketing Strategy

Marketing Strategies for Merchants

Future Additional Banking Services

Withdrawal Run Risk

Additional Risks

Ethics

Competitive Advantages

Mobile Wallet vs. OTC Transactions

Onboarding Incentives for Agents

Digital Infrastructure Costs

Newcomers in Mobile Wallet Business

Saturated OTC Market

OTC vs. Mobile Wallet Business Model

Government Regulations

Cash is King

Slow Adoption of EasyPaisa in Pakistan

M-Pesa Revenue

Inflation Rate History

Household Expenditure Breakdown

Brick and Mortar Integration Financials

UX Redesign Financials

Revised Fee Schedule for Purchases

Credit Card Financials
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Ethical and PR Benefits

- Value of financial services to uplifting the 

global poor 

- Potentially useful for marketing in other 

brand-conscious, high margin countries in 

the Global North 
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Revised Fee Schedule for Purchases (Before)

Source: Statista, 2019

CUSTOMER MERCHANT
BANK 

ACCOUNT

#
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Revised Fee Schedule for Purchases (Before)

Source: Statista, 2019

CUSTOMER MERCHANT
PURCHASE BANK 

ACCOUNT

+$0.13
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Revised Fee Schedule for Purchases (Before)

Source: Statista, 2019

CUSTOMER MERCHANT
PURCHASE BANK 

ACCOUNT

WITHDRAWAL

+$0.13 +$0.008
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Revised Fee Schedule for Purchases (After)

Source: Statista, 2019

CUSTOMER MERCHANT
BANK 

ACCOUNT

#
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#
#


Revised Fee Schedule for Purchases (After)

Source: Statista, 2019

CUSTOMER MERCHANT
BANK 

ACCOUNT

WITHDRAWAL

+$0.008
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Revised Fee Schedule for Purchases (After)

Source: Statista, 2019

CUSTOMER MERCHANT
PURCHASE BANK 

ACCOUNT

WITHDRAWAL

+$0.0374
+$0.0374 +$0.008
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Brick and Mortar Integration Financials
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UX Redesign Financials
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Credit Card Financials

9-Year NPV: $2.2 B
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Household Expenditure Breakdown

Source: Deloitte, 2016
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Inflation Rate History

Source: Statista, 2019
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 OTC vs. e-Wallet Withdrawal Run Risk

Source: 

● Less cash on hand

● No uncertainty as 
to withdrawal 
time. 

● Potential for 
overstretching 
with broad agent 
network. 

● More risk of runs b/c 
flexibility with 
withdrawals

● Offset by higher 
capitalization reqs 

● Also mitigated by 
contained ecosystem. 

OTC e-Wallet
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Additional Risks

 01    |    Float Time Fraud

 02    |    Regulatory Changes

 03    |    Natural Disasters

 04    |    Cultural Biases
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Two P2P Transactions with Wallet 
Vs.

Single OTC Transaction

Transaction 
Type

Agents M-Pitesan Customers

OTC 45¢ 30¢ (75¢)

Wallet 45¢ 30¢ + 5¢ (75¢ + 5¢)
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Two P2P Transactions with Wallet 
Vs.

Two OTC Transactions

Type Agents M-Pitesan Customers

OTC 45¢ + 45¢ 30¢ + 30¢ (75¢ + 75¢)

Wallet 45¢ 30¢ + 5¢ (75¢ + 5¢)

● In case of two OTC transactions, the customer ends up paying more.

● In case of Wallet, M-Pitesan retains 44% of the fees vs. 40% in case of OTC.

● Ideally, customers are making multiple Wallet transactions, in place of a single OTC transaction. Thus, 

the wallet model provides a financial incentive for M-Pitesan and the users, but not the agents.
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01    |    Competitive Loan Options for Expansion

02    |   Technical Training for Rural Agents

03    |   Other Financial Incentives

Possible Incentives for the Agents to onboard more 
customers on M-Pitesan Wallet
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Digital Infrastructure Costs are 
Higher
05

As the platform gains more 
customers, rapid technological 
changes will be required in order to 
maintain competitive edge.
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      S W

      O T THREATS
● High OTC market share
● Highly rural population 
● Low rate of employment in the 

population 

WEAKNESSES
● First-mover advantage 
● High smartphone/4G adoption
● High levels of synergy between 

services and mobile 
● Increased security by reducing 

cash

STRENGTHS

OPPORTUNITIES
● E-commerce expansion 
● Beneficial demographic trends
● Market trending towards e-Wallets 
● MFS/ e-Wallet synergies 

● Poor electrical grid 
● Low population purchasing power
● Need 3G compatible device to 

plug into the system 
● Need nearby agent to cash into 

the system 
● Service only works with those who 

are already Ooredoo customers 

 

#
#
#
#


M-Pitesan entered the market first in 
2017. However, it was soon followed 
by OK$, MytelPay, and MPT Money.

Newcomers in Mobile Wallet 
Business
03

Source: CBM, 2017
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Wave Money, with a team of 45,000 mobile 
agents, has been the OTC market leader 
since 2016.

Saturated OTC Market 
02

Source: CBM, 2017
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CASH-IN CASH-OUT

Used to acquire cash, rather than going cashless.

P2P

OTC
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CASH-IN CASH-OUT

A lower cost transaction channel for M-Pitesan as well as a cheaper 
alternative for its users.

P2P

Mobile Wallet
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In 2016, the Central Bank of Myanmar 
released regulations on Mobile 
Financial Services. 

Favorable Government 
Regulations

Source: MMT, 2016
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Cash is Still King
04

Cultural Factors:
01    |  Comfort with Cash 

02    |  Lack of Trust in Banks

Drivers of OTC:
01    |  Frequency of Transactions

02    |  Financial Incentives  for Agents
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Switch to OTC Solely E-Wallet Stay with E-Wallet 
+ OTC

Capital 
Intensity

Growth 
Prospects

Operational 
Feasibility 

Customer 
Reach

Ease of 
implementation
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Potential strategies for E-Wallet

 01    |    Improvement of UX

 02    |    Brick and Mortar Integration

 03    |    Enable users to accrue interest

 04    |    Implement a salary platform

 05    |    Raise cash out price

06   |    Additional banking services
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UX Brick and 
Mortar 

Integration

Interest 
Accrual

Salary 
Platform

Raise cash 
out price

Additional 
banking 
services

Habitualization

Fun

Usefulness

Ease

Feasibility
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Overall Marketing Strategy

Maximize 
In-Store 
Payment 
Footprint

Vendor 
Targeting

Tactics

Physical 
Advert. 

Consumer
Targeting 

Tactics

B2B 
Reps 

Referral 
Incent.
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Marketing Strategies for Merchants

$33,092 / yr. / location

$102 / yr. / site

$331 / stickered car
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Merchant Account Value Propositions

Source: CEGA, 2017

● Access to sales 
and inventory 
information

● Measure business 
performance

● Improved credit 
access

● Less cash on hand

● Transaction 
speed

● Zero fee money 
transfers

● More accurate 
record keeping

● Time saved on tax 
reportingMerchant

Lenders Customers Government
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Slow Adoption Rates of EasyPaisa in Pakistan Due to:

1 Lack of merchants accepting E-Wallet

2

https://www.cgap.org/blog/easypaisa-journey-otc-wallets-pakistan

Not all accounts viable to use at each agent location
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https://www.cgap.org/blog/easypaisa-journey-otc-wallets-pakistan


Future Additional Banking Services

01    |    Budgeting

02    |    Debit cards

03    |    Savings accounts

04    |    Credit cards
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M-Pitesan’s Competitive Advantages

UX design

PrivacyBig Data

First Mover
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M-Pesa Revenue

Source: Safaricom, 2019
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