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ICT 4 Africa Development, the challenge

Improve the wellbeing of hundred of million of people

U Health

U Education

U Water & Sanitation
U Electricity

U Agriculture

U Fishery

U Local governance

u é



ICT 4 Africa Development, the opportunity

Africa, the fastest growing mobile market
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A 70% of them will live in rural areas (World Bank)



Our vision for Africa, the wireless continent

Manobi turns the mobile phone into a business tool

A We develop local contents and services for all business players in their own value chains.

A We create a unique convergence between the Mobile Network & Internet to provide to our
clients access and data exchange on business pricing and logistics anytime and anywhere.

A We use technology to deliver user-centered services and content for every business, no matter
what its size.

U  Weimprove markets linkages and income generation for million of small farm holders
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Mt Abdouloye Ndiaye is ready to sell his B8
tomatoes harvest sends an SMS 1o Manobi's 28
Platform i diately sends him back the
last price to. He Is now sure to sell his \§
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A Modou Seck waits for the middleman at the

gate of his farm.

A He doesnédét know hi s

the end market

A He can only negotiate with the information

the middleman gives him!

To o To To I»

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.




Karaya gum producers have a contract to
supply local exporters.

Exporters argued that
what i nventory is avai |
enough cash to pay farmers at the point of

sale.

So the producers were obliged to sell to local
middlemen instead, but at a lower price.

S But with |GIS 4

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

Inventory stocks are displayed on the
exportero6s screen on a

Exporters optimize their collection logistics
and save money.

Gum growers sell at higher prices directly to
exporters paid cash on delivery 8 and
increase their business income by 40% to
50%.
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A Mango growers and exporters in Mali faced
trade barriers preventing access to Northern
markets.

A They were totally dependent on the importer
who only acted as an nac
Malians to carry all the transport and ripening
risks that they had no control over.

A Their market system was not robust enough
to promote their products profitably on foreign
markets

But é with AFresh F

A Malian mango growers have an mobile to internet
system to post complete product information for their
partners and customers

A Every single action touching the mangod from the
field to the forkd is logged onto a mobile device.

A Complete product traceability is guaranteed to
importers, retailers, customers.
A The end market, not the farmer, readily pays 9 cents

per pound of fruit to ha
and the guarantee of food safety standards.
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A balanced Public-Private Partnership

Focusing on clearly identified beneficiary on-demand needs for economic
development and wellbeing

I ie: Improving Africa shares in agricultural produce world trade to alleviate rural
community poverty.

Using these real need assessment analysis to identify cross-cutting and
localized potential solutions

I Local contents vsTechnological solutions
Optimizing joined mobilized means

I Public aid

I Local private sector (large players in the chain)

I Beneficiaries at the bottom of the pyramid
Defining and applying adapted business models to ensure sustainability
added value for each player in the chain.

Ensuring simple & real time participatory-based monitoring and evaluation.




Example : Our MIS Initiative

A Improving market access and
iIncome of subsistence and
vulnerable farmers

T 650 000 vulnerable farmers to

transform in profitable agri-
businesses

ﬁ UBS Private sector

Tuae WiLLiaM AND FLORA HEWLETT FOUNDATION



http://www.youtube.com/watch_fullscreen?video_id=_a7SWqU5LZM&l=354&t=OEgsToPDskJRw05wEuswGkS5TrhhLyLc&fs=1&title=IICD%2010th%20anniversary

The win-win ecosystem for rural communities

Mobile & IT

To I o Do

Large players

pment agencies

A user-centric strategy
Local content for local needs

Specific & profitable new
business models for sustainability

Large improvement of value
chain performance

I B Clients

I D Loyalty

I D Exposure

I B Competitiveness




