


Introduction

is a service driven company that
partners with both small to medium enterprises (SMES)
and corporate’s across a host of sectors to help them
achieve their mobile marketing goals.

We provide goal-oriented technology including and

, and ,
and guide our clients through the process of developing
captivating content and creating a mobile marketing
campaign that will reach the targets desired by our
clients. We also assist them in understanding issues
specifically related to mobile technology including mobile
rights management, implementing the campaign and
measuring the results of a campaign through dedicated
reporting tools and software.

Multimedia Solutions prides itself in delivering quality
in the quickest time. Not only do we service companies
in the field of Mobile Marketing, but have also moved
into the fields of traditional print and other digital media.

Multimedia Solutions’ MMS messaging platform links
directly into the wireless carrier’'s MMSC, using an
Internet Protocol interface. Once connected to the
MMSC, we are able to significantly reduce the size of
an MMS message and to then send that MMS message
to any make and model of handset, irrespective of
operating system. Our proprietary compression
technology can reduce an MMS message by more than
eighty percent, which in turn saves bandwidth costs for
the wireless carrier.

Awards We've Won

Assegaai Awards 2008 - Joint winners of the Nkosi
Assegaai Award for the Adme Direct Marketing Campaign.

Assegaal Awards 2008 - Double Gold Winners: Digital
Media: Mobile and Technology/Innovations

| Love Mobile Web Awards 2008 - Gold Winners:
Sasko Flour MobiSite

MMA Mobile Display Campaign Award 2009
(International) - Gold Winners: Livemobile Football

“Quality means doing it right when no one is looking.”

MMS Products and Services
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Company Information

Corporate Branch Multimedia Solutions, South Africa. Head Office

Address Clearwater Business Park, Building 3, First FI
Postal Code Strubens Valley, 1724

Phone Number

Fax Number

Contact Name Johann Venter
Title Sales Director
Cell Number 24
Fax Number 086 621 1143

Email Address johann@multimediasolutions.co.za

Tailoring Solutions to meet our clients’ needs, ensuring we reach your
target audience
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The Current Trend

The Current Trend

The Mobile Revolution is upon us! South Africa consistently leads the way in Mobile Technology, spurred on by lack
of Internet availability in most rural regions and inflated cost of access. The cellphone offers users cheap and instant
access to online information wherever they are, without the need for expensive contracts and fixed landlines. This

is why it is so imperative to have a mobile presence!

In 1999 11% of SA adults had access to (at least one) cellphone. In 2009, 70% of SA adults use a cellphone.

% of Unique Cellphone Users

Source: AMPS

Penetration of cellular phone ownership in SA - by expanded LSM

% Penetration

Source: AMPS
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The Current Trend

Media type usage among SA adults

'8 % Penetration of Population % Penetration of Housholds

Source: AMPS

Cellphone Users : Activities on cellphone

[ Daily [ Weekly [ Monthly  [l] At Least Monthly

Source: AMPS




Background Solution

Multimedia Solutions was approached by a leading
private and commercial bank to implement a direct
mobile campaign to drive Collections.

The bank had been experiencing difficulty in collecting
outstanding funds due to increased strain in the financial
market towards the end of 2007. Clients were simply
not paying as their re-prioritisation of personal debt
left the bank at the lower end of the priority list.
Category 1
This resulted in millions of Rands being lost on a monthly
basis, with accounts being closed and re-opened at an
alarming rate, and at an unacceptable cost to the bank
that could not be recovered from client.

Category 2

The Trend

When a customer of the bank reaches a certain level
of delinquency, the account is closed. However, if
payment is received and the outstanding amount is
collected in full, the account is re-opened. The closing
and re-opening of accounts was costing the bank in the
region of R2 000.00 per client. This cost is never
added to the account, and is merely written off as
administration fees. This expenditure needed to be
curbed by minimising the amount of accounts closed
every month.

At that point in time, the bank had been using direct

calling of clients through a call-centre, combined with
posted letters of notice for their collections effort. Even
though the strategy behind the timing of calls and the
sending of notices was precise, the cost was astronomical.

Every Postal Statement sent: R4.50
Every call made by the call-centre: R9.00 excluding
additional call centre costs and management. Category 3

Project Goals

Multimedia Solutions had already run numerous
successful direct mobile and mail campaigns focused
on general marketing communications in this sector for
the client in question, and as such, was charged with
implementing the mobile strategy that would have to
produce the following results:

Category 4

¢ Increase Collections

* Minimise Future Delinquency

* Minimise cost of Customer Communication
* Reduce contact via the call-centre

* Improve lines of communication
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Case Study: Financial Sector Continued

Solution - Continued Summary

Category 5 included clients that had failed to respond
to the Category 4 communication, or had once again
fallen behind on payment despite a commitment to pay
on a specific date. Category 5 customers were then
handed over to the call-centre, and the traditional means
of collection was employed.

Benefits

The solution that was implemented now meant that the
bank could contact its customers more frequently for
FAR less than what was already being spent. Even
though the call-centre was never completely removed
from the approach, it did mean that now call agents
were only employed upon the customer’s request, or
when delinquency moved into Category 5.

The Benefits also included:

¢ Immense Cost saving

* Decreased customer annoyance

¢ Increased communication and awareness

¢ And most importantly, increased collections

Result

Clients responded well to the new strategy. Not having
to “face” call-centre agents meant that customers
adopted the MobiSite as a means of letting know when
they could make payment, with nearly 75% of clients
who accessed the site and used the service staying true
to the promised date.

The differently toned messages also meant that
customers who had merely forgotten to make payments
one month did not feel they were being dealt with too
harshly. Removing the human element actually made
customers more receptive to the message.

The highest response obtained from the mobile strategy
was a 26.7% increase in the average collections.




Background

Multimedia Solutions was approached by a leading
cellular network to implement a direct mobile campaign
to drive Upgrades and Contract Renewals.

It is always a serious drive for any network to move
their prepaid base onto contracts to increase revenue
and retentions, together with motivating post paid
clients to renew their package types and upgrade their
handsets.

However, the customer experience at that time of
upgrading their contract has traditionally been very
negative. Not only were customers not always aware
of their upgrade status, but when they did decide to
upgrade, the process was marred by long waiting times
in store queues, improper help regarding features of
new handsets, or waiting on the line to speak to a call-
centre agent!

Given this, in more recent upgrade campaigns carried
out by Networks in South Africa, Multimedia Solutions
has been closely involved at all stages of the process,
integrating the mobile marketing aspect in all channels
for efficient profiling and campaign measurement.

The Trend

Traditionally, cellphone contracts work on a 24 month
lifecycle, in that a contract customer is due for a new
handset and contract renewal every 2 years. In the
past, it was the responsibility of the customer himself,
or the servicing agent of the network, to inform the
customer of the due upgrade date.

The customer would then have to physically go in-store,
view the available handsets and make a decision based
on the information provided by the sales agent (not
always up to date), and then process the application.
Alternatively, this process could also be facilitated via
the call-centre, but this proved to be a tedious and
unenjoyable experience for all parties concerned.

Stats reveal that driving upgrades via the call-centre is
ineffective:

Outbound call converted into upgrades: 1.13%

Call waiting time: 46%
Call talk time: 44%

Inbound talk time: 40%
Outbound Talk time: 2%

Project Goals

Solution

Phase 1 - MMS
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Solution - Continued

Each week of the campaign featured the upgrade offering pertaining to a specific manufacturer’s phone. This phone
featured prominently in the MMS message and on the landing page of the MobiSite.

If users were interested in the handset, they had one week to take it up. If they decided in this week to upgrade
via the MobiSite to the featured phone, they stood a chance of winning an additional handset on their contract free.
They would also then be entered into a draw to win a plasma screen every week. The important aspect of the
campaign was that these giveaways and promotional phones were ONLY available to users who upgraded via the
MobiSite.

6 weeks, 6 Plasma screens, 1 screen every week! The added incentive of receiving an extra phone free, together
with the Plasma screen giveaway, motivated subscribers to Upgrade. The timing of the campaign was paramount,
and it was equally important to ensure that the corresponding advertising material correlated to the giveaways on
the MobiSite

Phase 2 - MobiSite

The MobiSite served as the central point of communication between the Network and the subscriber.

All information was accessible via the MobiSite regarding the promotional campaign, and visitors were able to
immediately request to be contacted regarding the particular deal.

The MobiSite would also then serve to announce winners, along with their photo (should they choose to submit it
via MMS), thus allowing future users to view previous winners.

The strength of the MobiSite was still in the information it made easily available to visitors. In addition to all the
competition information, winners, manufacturer advertising and TV clips, users were be able to browse all available
handsets, package offerings from the Network.

Multimedia Solutions developed and managed:
¢« ALL TV Ads

¢ SMS shortcode to receive direct link

¢ ALL MMS campaigns

¢ Print Ads

« Radio Ads

¢ SMS Marketing

By having sole focus on a particular manufacturer, we were able to approach them with regards to sponsoring the
prizes and free handsets.




Benefits

As a medium, mobile offered the ability to:

« Select a target audience that matched a target market
profile - generating more interest, sales & profit!

« Maximize budget and reduce wasteful broadcasting...

¢ Guarantee communications are seen and heard by
the audience specified...

¢ Integrate mobile media direct response mechanisms
into ATL and BTL campaigns, measurable for
performance reporting!

« Convert response to actions and close the deal,
following through with personalised
communications.

Result

The Upgrade campaign was, and is still, an incredible
success story. With integrated above-the-line and below-
the-line campaigns, the upgrade drive has been moving
from strength to strength.

Figures from the last 7 months show the entire story:

Total MMS's sent: 634 435
Ave MMS’s/month: 90 633.57

Total MobiSite hits: 423 651
Ave hits / month: 60 521.57

Ave no. of contract customers retained per month:
51 615

Ave ARPU per customer / month: R576.62

Revenue Retained over 24 Months: R714 477 625.91

Multimedia Solutions

Case Study: Cellular Sector Continued

Cellular Sector

* Inform clients of their upgrade status

 Educate customers as to what cellphones are available
and what those cellphone’s features are

« Offer the customer an easy means of processing the
upgrade

* Ensure Instant Gratification

* Increase Upgrade uptake by targeting customers on a
direct level

* Reduce Call Centre Costs

* MMS

* SMS

» MobhiSite
e TV

» Radio

* Print
 Shortcode

Total MMS's sent: 634 435
Ave MMS’s/month: 90 633.57

Total MobiSite hits: 423 651
Ave hits / month: 60 521.57

Ave no. of contract customers retained per month:
51 615

Ave ARPU per customer / month: R576.62

Revenue Retained over 24 Months: R714 477 625.91




Background

Multimedia Solutions was approached by a leading
Wholesale retailer to implement a direct mobile campaign
to drive Sales and Increase Product Awareness.

A well-established bulk retailer with outlets all over
South Africa required potential customers to apply for
a retail card in order to purchase from any outlet. The
card is simply used as a means of tracking the purchases
of clients.

Multimedia Solutions was approached to develop a
mobile strategy that would increase card applications
by offering an easy way for clients to apply, and to also
market their products through a channel that was always
available and easily accessible, anywhere and at any
time.

The Trend

Until the inception of the MobiSite, the only means of
acquiring the required retail card was to apply in-store.
This was always considered a barrier to uptake, as
customers were not always willing to wait the required
time to apply or for the card to be printed and ready.

The retailer had invested heavily in direct mail campaigns
to market the card and increase subscriptions, with
each mail costing in excess of R40.00, while uptake
on these campaigns was never more than 2%.

ROI with this method of marketing was therefore
extremely low, and Multimedia Solutions was charged
with implementing a far better approach that yielded
superior results.

Project Goals

The project goals were defined as follows:

* Increase Card Applications

* Increase awareness of Products and Specials

* Increase Brand Awareness and Position the retailer
as a leader in the mobile field

» Decrease cost of acquiring new customers

Solution
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Benefits

This figures achieved with the mobile strategy is
particularly significant considering the previous method
of invoking card applications involved direct mailing at
a cost of R40 mail sent out. With the introduction of
the MobiSite driven by MMS marketing, client interactions
are only R1.95 per message.

The MobiSite is always in line with the Website and in-
store promotions. Selected promotions are also
exclusively implemented on the MobiSite, offering mobile
users access to exclusive competitions and prizes. The
marketing of the MobiSite, although featuring in all the
above-the-line campaigns, is mainly driven by MMS
messaging. MMS campaigns comprising of full audio
voiceovers, full-colour images and direct links to the
MobiSite are sent to the card holder base, making it
easy for recipients to respond. MMS's are only delivered
to pre-verified numbers that are capable of receiving
the messages, ensuring that there is no wastage on the
sending of the campaign.

Result

Total Pagehits: 232 537
Total Sitehits: 67 808
Card Applications: 367

Multimedia Solutions
Case Study: FMCG Sector Continued

FMCG Sector

* Increase Card Applications

* Increase awareness of Products and Specials

* Increase Brand Awareness and Position the retailer
as a leader in the mobile field

» Decrease cost of acquiring new customers

* MMS

* SMS

» MobhiSite

* Print

e TV

» Mobile Banners
» Competitions

Total Pagehits: 232 537
Total Sitehits: 67 808
Card Applications: 367




Background

Multimedia Solutions was approached by a leading
retailer to implement a Mobile Strategy to replace
traditional Paper Statements.

Multimedia Solutions is the first company globally to
introduce a mobile means of communicating a customer’s
account status through mobile statements. A leading
South African retailer adopted the technology as a
means to curb the cost associated with printing, posting
and managing traditional posted statements. An initial
3 month trial campaign was run to determine the
effectiveness of the solution, and these were the results.

The Trend

It is no secret that financial statements have become
an integral part of every person’s life. The access to
and availability of information concerning our previous
transactions with a business/financial institution is
critical for

* budget planning
* spend tracking
* error detection

The importance of providing customers with individual,
secure and correct statements is undeniable. Just as
undeniable has been the move to a more environmentally
friendly and cost-effective means of providing this
information to clients. Not only does the use of paper
greatly impact the environment (especially when one
considers the sheer quantity of paper required to send
every person a detailed statement every month), but
the cost that is also associated with managing, printing,
packaging and posting every single statement quickly
makes one realise that the days of printed statements
are numbered.

Project Goals

The Project Goals were defined as follows:

* Increase Collections

» Offer a measurable way of statement delivery

* Report on whether clients received their statements
» Reduce contact via the call-centre

* Reduce the company’s carbon footprint

* Reduce cost of Statement Delivery

Solution
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