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Mobile Value Added Business

Services Operator
eSectors

» Agribusiness

* E-governance

» Location base services
* Machine metering

* E-Marketing

*Expertise

* Mobile multi-channel data (Wap, iMode,
VoiceXML, SMS, Internet)

» Creation, development, integration, operation
& provision of VAS on GSM network

¢ 100% Open Source

*References
» World-Best e-Inclusion Project (WSIS, 2003)
e Top African ICT Company (AAA, 2004)



Africa, the fastest growing mobile market
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I ' * + 50% of Africa’s 950 million people will use cell phones (BroadGroup)

» 70% of them will live in rural__ areas (World Bank)



Agriculture In SSA, a fragmented market

Lack of knowledge of
arable surface area

Need to master
cultivation techniques

Little or no sharing of
best practices

No access to credit

No access to certified
seeds, fertilizers, inputs
and services

Market misinformation

Vulnerable to
exploitation

Poor knowledge of farmerA

needs for inputs and services

Costly and complicated
distribution to small farmers

Means of payments
unsuitable to farmers

Systematic losses from small
farm customers

J

No effective means of \

communication with farmers

Poor knowledge of grower
activities

High costs/low performance
management

Low profitability

Vulnerable to speculation




mAQgri = efficient value chain

ﬁ Access to strategic Strategic Information \
information

Geographic Info System
2. Land management

Online technical support

3. Farm operations Supply chain

management

4. Product marketing
Product traceability

5. Supplier relationships

6. Credit access & management/

Online Inventory &
Marketing

Online credit
management




He checks the market price on his cell phone.
He shows the screen to the middleman
They negotiate a fair price as business peers

* He increases his annual revenue by $750 per
acre, doubling his income

* The middleman wins, too, because he now uses
T2M to choose the best end market to get for
himself the highest price.




Gum growers have a dedicated system with
PDA/GPRS/GSM to record their inventory

Inventory stocks are displayed on the
exporter’s screen on a mobile GIS map.

Exporters optimize their collection logistics
and save money.

Gum growers sell at higher prices directly to
exporters paid cash on delivery — and
increase their business income by 40% to
50%.




e Malian & Senegalese mango growers have a mobile
to internet system to post complete product
information for their partners and customers

» Every single action touching the mango—from the
field to the fork—is logged onto a mobile device.

e Complete product traceability is guaranteed to
importers, retailers, customers.

e The end market, not the farmer, readily pays 9 cents
per pound of fruit to have individual farm sourcing...
and the guarantee of food safety standards.




MAQgri reduces market friction

Asymmetrical relationships are enabled:
— Small Businesses to Small Businesses(SB 2 SB)

Strategic Information (e.g. real-time national and
international market prices)

Transaction follow-up and periodic assessment

Posting of up to date offers of purchase and sale of
agricultural products

—  Pure Big Businesses (BB)

Management of client portfolio
Optimization and steering of business processes
Online Trade

— Small Businesses to Big Businesses (SB 2 BB)

Production control

Tracking "end to end" products and services

Online Trade

Organization of distribution networks and marketing



Our business model
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Cashew chain in RCI

Activitds Pépinidres |

iA(tiuités Flantations

Cartographie

Cartographie
de référence

de référence

Plantations Industrielles

~ Activitds Lsine,
g Labo & Magasin

Flantations
- & Activitds

| Activitds Plantations |

Cartographie
de référence

Plantations Villagoises J

2002 @ copyright @u nobi

« PPP MANOBI-GTZ (€ 400,000)
e Year 1: 1,000, to 5,000 growers

Improving growers market linkages

Logistic assistance
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Financial & Payment Services




MAQgri to organize cashew growers gtz

The mAgri™ pack

N .
¥ A mobile phone
| I Network connectivity
SLIEERSEEE M SIM Card + Recharge

\ ¥ Business services

Added Value services

VI Financial services

I Community based promoters

 Market agents
4 Agri business promoters

Partenaire financier a sélectionner




mAgri™ for the processor

§ EA'BE&‘:&\W B s |
TN “ A mobile to web workspace

Fue

Sucksentempsréel [ et ' To monitor grower product
S U il inventory

I To improve product logistic to
the processing unit

I To make easier product

e transactions

Suivi et sécurisation des transactions

I To secure payment



Results and next steps

Ivory Coast
— 5,000 growers to 250,000 (cashew nuts, export)
Senegal:

— 130 cooperatives with 16,000 growers (all
produce, domestic)

— 30,000 growers in northern region (subsistence &
domestic markets)

Mali

— 2,000 growers, 5 exporters (mangoes, export)

Niger

— 190,000 growers (subsistence & domestic markets)

Other sectors

Water & Sanitation:

— Senegal : 70 local governments
— Mali: 55 local governments

Local Governments

— Senegal : 10 local governments

Artisan fisheries

— Senegal : 30,000 fishers

Child protection services

— Unicef: c. 10,000 street children (Senegal)
Health

— Senegal & Egypt /Bilharzia: 20 millions

Improving market linkages and income of small and v

X

ulnerable farmers
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Thank you

Daniel Annerose, CEO
daniel.annerose@manobi.net
Office : + 221 33 869 2050
www.manobi.net




