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18% Agents who 

do not receive any support or 
training from the banks they 
work for. 

58% Agents earning 

less than the break-even point, 
leaving them with zero profits. 

60% Average turnover 

rate of agents within first 6-9 
months of joining. Increases over 
time. 

0.3% Adults in India 

who use mobile money. 
Compared with 75% (Kenya) and 
22% (Bangladesh). 

Safety on the Field: Almost 10% of agents were robbed in 2009. They are always at risk 

of theft and violence – they bear the costs themselves. 

 Establish liability-recovery processes to decrease risk of robbery 

‘Minimums’: Relax constraints and increase scope for incentives to widen agent 

network. There is a 37% effective dormancy rate of agents in India.  

 Implement a 3.14% minimum commission per transaction 

 Relax the 30km rule & scrap cluster-based approach 

Streamline Operations: Merge supply-side interventions to meet demand-side changes.  

 One or two anchor products –focus on demand for credit and savings 

 More liquidity – adequate hard cash and e-float money for operations 

 



 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


