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6.6 million 
Total population of Lao PDR 

  

5.6 million 
Number of mobile phone users 

  

27% 
Percentage of adults (age 15+) with bank accounts 

  

0 
Number of agents

 

Check out our website 

WWW.UNCDF.ORG/MM4P  

and LinkedIn group, MOBILE MONEY FOR THE 

POOR 
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AROUND TOWN 

CHECKLIST 

 Understand customer needs 
Base your new product on a strong understanding of 

customer needs, realities and constraints. Avoid only 

slightly modifying a version of an existing product. 

 Define value proposition 
Build a well-defined and understandable value 

proposition for all stakeholders involved, such as 

agents, technology service providers and customers. 

 Understand key activities 
While technology is important to BB and MFS, do not 

underestimate the importance of other critical areas 

such as agent network management, marketing and 

promotion, and customer service.  

 Analyze strengths and 

weaknesses 
Base your new initiative on a solid understanding of 

your institution’s strengths and weaknesses. Among 

other things, it will help you make sound decisions 

about which of the activities could be managed in-

house and which need to be outsourced. 

 Develop partnerships 
Ensure partners are capable and committed and share 

the same understanding as you of the key elements of 

the business case. Having an incompatible partner can 

result in substantial losses and prove to be simply fatal 

for your BB and MFS initiative. 
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