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Fear and loathing of m-banl mg

GEOFF KING

here was nothing un-
usual about that
morning, until on my
way to work that
group walking on the
road caught my eye. I had seen
them many times before but prob-
ably not noticed them this way.
‘Whether on foot or cramped to-
gether in a vehicle, they prefer
travellingin groups every mo
to thelr respective workplaces.
eir lunches in cloth
ﬂ-‘(’) Ls or plssﬁ: dmhs and come
hometowns.
away. to eam hvelihood And they
can, perhaps, be clustered into one
defined group - they are a part of
India’s s lﬁcmt migrant poj
ulation, of
unbanked. P4
There are millions of such peo-
ple in our country today who work
away from home and remit money
back to their families on a penodlc
basis. But the question that.
me was how do they remit
money home? There are mnny
su;::y options in practice in India
ranging
and  unregulated  channels,
;ihrough to reg\lh(ed but hlxh]{ of-
us are

p-
which many are also

Apart from the functional barriers such as
usage and risk, it is the psychological
barriers that prevent mobile banking from
flourishing in India.

m unlicensed banking transacti

fraught with customer complica-
tions: either involving high nsk,
great distances to travel to dey
and withdraw from appro
tablishments, long delays between
sending and receiving or high
transaction costs. With the recent
proliferation of mobile money ser-
vices, I began asking myself why
they do not use a mobile phone -
which they use daily for calls - for
money transaction. M-banking
services allow them to instantly
transfer cash. It's a pretty simple
method to follow.

TIME TO TREND
- Recent statistics show some
promise that m-banking is catch-
ingonin India. Takealook atsome
res. According to Reserve
Bank of India data, in terms of wor
*value mobile banking transactions
grew by 227 per cent in January
this year as compared January

- M-bankingis capable of makingits

potential yet. Over
135 million households in India do

es- not have a bank account. This

means only 34 per cent of the
households in India are related to

But with more than 800 mdh
mobile phone connections and
g:r‘:ent handsets capable ofbasi 2
cial transactions, we must
wonder about the barriers to
adoption of m-banking in India.

EASY ALTERNATE

users feel empowered. They no
longer have to fur the brick-and-
mortar bank branches, tradition-
allymunt for the rich, nor do they

have to be time-bound to the strict
rh% hours and long queues in

Also, they can now avail of the
of regulated

mobile money as the key change

avold the more nsky unlicensed

operators, This makes m-banking

agent. The
asafe Il‘ld efficient procedure.

lies in its necessity. Policy
search Centre CGAP estimates
about 60 pe:eenl of!(enyl'i ndult

success of the adoption
icy and Re-

THE KENYA CASE STUW
Kenya has
strides in overall ﬁnlncul inclu-
sion over the last five years using

financial ~ services. Therefore,

security services and branchless banking provided a
|

séwu:es such as Google

Mobile banking and payment
Wallet are yet to take off in India. M-banking will be of

immense help to those who don't have access to phys

ical

banking services. The idea took off veally well in most parts of
Africa. Now, there are a variety of mobile ing
technologies that are competing for a rapidly growing African
market. BLOOMBERG, CHVIJAYA BHASKAR, REUTERS

path of financial inclusion for
these customers. There were two
main reasons why mobile money
took off in Kenya, while facing
similar c!lallenges in other coun-
tries. First, Ken: i(l 's regulators en-
abled the mobile mmwy take-off.
Tll;;edcmu'al Bank in pm:llcuh;
pl a very progressive role an

agreed that mobile money agents
needed only limited entry require-
ments to set-up. Secondly, the

dominance of the operator was al-
so the key. The company had more
than 50 per cent market share. Its
nﬁposxdon and national pres-
elped it to reach scale and
emogwr:ﬂe adoption. The ubiqui- this
tous. managed agent network
moved to develop partnerships
with reull untlets in an agency
T}?:d which got ap-

proved 3
Apart from the functiontil bar-

riers such as and risk, it is
the psychological barriers that
prevent m-banking to flourish in
Indiaasper out

Resistance to chmge is innately
inherent in all human beings. We
would always try to oppose some-
dnng new under the of risk.

of three

lehelungngtnuch

ﬂp’m differently. Sometime
new technologies or custom-shift-
ing innovations have taken a gen-
eration to catch-on.

erm%:pen 'Ili'hme/hu mind to
person must
be told about w] m-bnnkmi is
bemu-d:mdnoﬁl:eyrmoduhe
been using so far and he must be
Lnouvuud‘ thm lmleu. After he/s‘):le
ypasses the early, yet strong, in-
Change s ot s Engty
‘cl es over. Itis a y
wherein

people see that they are absolutely
comfortable with it and that this is
the way how banking transactions
need to be done.

Just as Kurt Lewin, the facil-
itators of mobile b in India
must beldi:e in planng

Making
just enough. A well -defined ap-
proach to communicate with e:gl;
tial m-banking users at
be created. They

stage needs to
ncedwbehelpeduuchsugeof [

m:lsi“nosl Given thtaht the
change only come wi as-
ﬁme,wemunactascn&b'-

su to achieve the collective goal of
financial

inclusion in the country.
(The writer is Head of
~ " Mobile Banking, Aircel)



