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Bangladesh : Facts and Figures 

• 8th most populous country with 160 million people, growth rate is 1.5%  

• One of the most densely populated countries in the world with around 

1200 people per square km.  

• Over half of population is under 25 years of age  

• There is an equal male-female split.  

• Approximately 50 million people live in poverty, on less than $2 per day,  

• GDP has been growing at an average of 6% each year for the past 10 

years.  

• It is still a low income economy with a GDP per capita of around $900 

• Institutional Literacy rate is around 55% which is increasing 

• 300 Microfinance institutions with 24 million borrowers, around 6 

millions are active 

 

 

 

 



Bangladesh : Facts and Figures 

• 71% of the population and 85% of the country’s poor living in rural 

areas,  

• agriculture is an important source of employment, comprising nearly 

50% of the workforce and contributing 17% of the country’s GDP..  

• one of the worlds leading exporters of textiles and garments, as well 

as fish, seafood and jute.  

• The country has diversified its economy through a growing industrial 

sector, which contributes 29% of GDP 

• According to IESE business school study on venture capital and 

private equity country attractiveness index, Bangladesh ranked 80th 

out of 116 countries.  

 

 

 

 



• low income country but it is the 10th largest market worldwide in 
terms of unique mobile subscribers.  

 
• First MNO started operation in 80s whereas the real industry 

formed around 2000 
 
• In 2014, 2G coverage is 99.17% by population and 89.50% by area. 
 
• 115 million mobile accounts, around 65 million unique customers, 6 

operators in operation, the largest one has 41% of the market share 
 

• in 2003 subscriber penetration was only 1%, and in ten years this 
grew to almost 60%  

 
 

Bangladesh : Mobile Network Industry 



Mobile Financial Services in Bangladesh 



Bangladesh : Mode of Money Transfer 





28 banks got MFS license 
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bKash Limited, a subsidiary of BRAC Bank, started as a joint venture 
between BRAC Bank Limited, Bangladesh and Money in Motion LLC, USA. 
In April 2013, International Finance Corporation (IFC), a member of the 
World Bank Group, became an equity partner and in April 2014, Bill & 
Melinda Gates Foundation became the equity investor of the company.  
 

By providing financial services that are convenient, affordable and reliable, 
bKash aims to widen the net of financial inclusion. bKash wants to provide a 
solution for Mobile Financial Services, built on a highly scalable Mobile 
Money platform, allowing the people of Bangladesh to safely send and 
receive money via mobile devices. 

bKash 

Mission of bKash 
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bKash Services in market 







Fast (Money travels 
within seconds) 

Affordable (Lowest in 
cost specially for lower 

tokens) 

Secure (Under 
regulation and 

compliance) 

Convenient (few 
steps, supported by any 

handset) 

Nationwide 
(available within 
walking distance) 

Primary values offered in market 



• Time and cost saving 

• Increased consumer right protection 

• Increased sense of empowerment 

• Customer satisfaction 

• Increased individual/business income 

• Cross selling opportunities 

• Increased employment 

• Increased amount and frequency of local and cross border remittance 

• Financial Inclusivity 

 

What other impacts bKash could create 



Business Model 

Revenue sharing model 

Distribution

Telecom Partner
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Other possible benefits for Telecom partners 
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Typical MFS supporting setup 
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Major challenges  



Awareness to gain trust  













bKash Customer Centers 



bKash Stories 



bKash Stories 



Why should we care about telecom data 
 

• Customers are mostly driven by social networks now a days 
 

• Selling should be targeted in viral way (target ‘right’ customers) 
 

• Use social network analysis to understand more about your customers and their 
communities 
 

• Enhance existing reports, modeling tools, and methodologies with social metrics 
 

• Test and control group methodologies no longer work as intended. Information 
exchange between individuals within online social network is extremely high.  
 

• Need to understand behavior across and within communities rather than 
focusing just on individuals. 
 

• Leverage (and protect against) high velocity of information exchange within 
online social network. 



• Customer demographic information 

• Customer geographical positioning 

• Tariff model  

• Classification (closed and open) and ARPU grouping 

• Usage 

• Movement 

• Frequency of communication 

• Churn modality and prediction model 

What Telco data could be helpful for other industries 

To devise solutions around  
• New Service 

• Extension of Service 

• Alerts and Notifications  

• Identity and authentication management 

• Campaign design, execution and analysis 

• Awareness programs 

 



Thanks goes to 
 
 

• Bangladesh Bank reports 

• BTRC Reports 

• IFC Reports 

• Gates foundation reports 

• CGAP Reports 

• GSMA Reports 

• Gartner publications 

 


