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Overview of this Talk

 Dimagi & CommcCare Supply

e QOur Work with Social Enterprises

e Relevance to Global Health Supply Chain
 Needs Assessment and Solution

e (Case Study in Senegal
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* A socially conscious technology and
services company

e Dimagi’s unique open-source mobile
logistics product

2% CommcCare Sales Demo

* A global leader in open-source
mobile technology development and
deployment for frontline health
workers and their supervisors in the
delivery of goods and services to
underserved communities

* Built on CommCare, the most widely
adopted, technically advanced, and

S evidence-based mobile platform for low-
resource settings

Record Payment

* Unique set of critical features:

et hudione e Build apps customized for every level of the
supply chain

e Using any medium most accessible to users:

in 50 countries, as well as smartphones, feature phones, web, tablet,

partnerships with foundations and , . SMS

several governments e Rapid launch and refinement with no need

for software developers

» 12 years experience implementing
mobile solutions with 300+ partners

i
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Close Paid Invoices

* Improve data visibility and intelligence even
in offline settings
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Where is our supply chain technology in use today?
(apCommCare
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Senegal
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@Commcsaugg Fortified Yogurt

Senegal s 4 ~
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Family Planning (i'ﬂCommCare | @Commcsz&;;g
1,400 Facilities S5 SUPPLY =

Benin - India
Family Planning RMNCH

L2
@)Early Warning System § - —
g @$CommCare
Malaria, FP, HIV B Zambia ) Tanzania -
780 Facilities Nutrition HIV, FP, Malaria @Commcs%;;g
4,800 Facilities :
o Tanzania
- COTOCK @Ccmmcsz&;;g Solar Power

Ghana =

LLIN, ORS, FP Malawi Kenya
CCM ¥ Solar Power, Water
3,800 CHWs
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MINISTERE DE LA SANTE ET
DE L'ACTION SOCIALE

CommcCare Supply in Senegal —
Informed Push Model with Partners MoH and IntraHealth
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Depot MoODIl&

= Livraison réguliére
pour déterminer les
niveaux de stock

* Un bon de livraison
est signé a la livraison
et partagé avec le
PPS et le district pour
le processus de
recouvrement des
colts

. Mobile App

Population
Covered

Intra

ealth & *'fc

1 aal

| N |<\Jf\11{)r;\\--,)0. -k-
Because Health Workers Save Lives. ¥ 1"\‘(“

Jan. —Jul. 2012

Implementation of
pilot projects in the
districts of Pikine
and Kaolack for the
procurement of FP
products

Documentation of
the model's

achievements and
operational
parameters

Aug — Dec. 2012

Scaling up
the approach
in the

regions of
Dakar and
Saint-Louis

\

Development of &
a national \
program to :
extend the :
approach and
improve FP /
integration

the health

Deployed through the

2013-2014

Extendingthe
approach at t
the national \
level in order !
to increase the \
availability of
FP products

Extending the
system to other
commodities
and facilitating
its progressive
integration in /

____________________
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From 2015

Complete
system
integration
within the
national
health
system
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()
| Working with the Private Sector at the Last Mile

Distributing affordable health products to Ghana
rural communities (LLIN, ORS, FP)

Distributing dairy products such as Senegal
fortified yogurt sourced from nomadic
pastoralists

Leveraging private sector supply chains Zambia
for social products (ORS and Zinc)

Delivering solar energy solutions to off- Tanzania
grid households

Health and hygiene products Kenya

Selling chlorine for safe drinking water Haiti

Affordable clean drinking water

SUPPLY
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Relevance to Global Health Supply Chain

Partnering with the Private Sector

 Mutually relevant indicators

e Improved information sharing, supervision, and coordination
Learning from the Private Sector

e Recognizing the value in intermediate process indicators

 Making information useful and accessible to front-line and mid-line
managers

Creating Sustainable Investments

e Deploying robust information systems that demonstrate ROl from day one
and are accessible even to small, low-margin enterprises
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Exploring the Problem Space

Credit
Approval

Sales
Pipeline
Managemen
t

FMCG
delivery
forecast

Inventory

Product Management

Payment Installation
Tracking/Loa

n Collection

Dimagi
Products

Suppliers
Quality
Assurance

Early Stage

Suppliers
Training and
Procurement

Post sale
service
support

Marketing

Through conversations with over 50 social enterprises, a variety of supply chain and other
information systems problems were identified, coded, categorized, and prioritized.
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- Key Challenge Prioritized: Sales, Payment and Product Tracking

“Which customers owe me money?”
“How much has each customer already
paid and how much do they still owe?”
“Which accounts do | need to prioritize
and follow up with today?”
“Which customers are late to pay?”

“What are our recent sales trends?”

“Are my accounts receivable up to date and
properly followed up on?”

“What leads, customers, sales and

payments are my sales agents creating on a

daily basis?”

)

Head Office and Warehouse Sales Manager Field Sales Agent

Dealer/Retailers

T

o) o
d\mag e Care
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- Value Created for the Organization AND the Individual

Sales & Payment Tracking mobile app - Value proposition

Sales &
Payment

Tracking app
used by Sales
Agents

dAmagi

Track in real
time individual
transaction
data

Value to business

7\

Better track
stock and cash
in real-time

Value to sales agents

Optimize
management
of workforce,
product and

accounting

Gets insights on
customers’
needs, priority
visits and
business
incentives

Potential to
increase
revenues and
decrease costs

Better work
satisfaction by
saving time,
optimizing sales,
reducing risk,
increasing salary
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S Q % i © "d = 9:56
Payment and

Product Tracking

o A® E:E
23 sSales Q s f

22 Sales
(o b= &%

* v © "d & 9:53

Customer information

2§ CommCare Sales Demo Customer Last sales
date
Customer Mary Atieno
‘m Register Customer Lydia
Okello 11452 19/08/15 Gender female
% elee J h District kisumu
osep
0dhiambo 5019 19/08/15
=] Record Payment Phone1 (0712345678
g
Mary
MY 0 19/08/15
i) Returned Products Akello
—)
= View Late Invoi Mary
lew Late Involices Aklnyl
_= Close Paid Invoices Mary
Atieno Continue >

mn
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2% New Sale

23 New Sale - ,

Sales

Payment method

| >

2 Upfront
What products does the customer

want to buy?

O 1 month credit

) 2 months credit

¥ Chlorine bottle (KSh 60)

® 3 months credit

O 4 months credit

Q@ 0 ©"d = 9:58

"] Male condoms (KSh 12)

¥ ORS salts (KSh 35)

wy

2 New Sale

¥ Sanitary pads (KSh 120) —
(

"] Toilet paper roll (KSh 10)

Chlorine bottle (KSh 60) (1)

How many units does the

&R Q x 0 © "d & 9:57

* i © "M = 9:59

2% New Sale

as
< [ > O

New Sale

Frequency of payment

O Weekly

© Monthly

summary

Invoice number: 777
Total bill: KSh 2150

Number of payments left to make:

Upfront payment (20% of total bill):
KSh 430 and is due today

Installment; KSh 573

Next payment date:
26/8/15

Next payment amount: KSh 430

>

customer want to buy?

10
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Record Payment

* i © "M = 9:53

¥ CommCare Sales Demo

‘? Register Customer

% Sales
=]

=5k Record Payment

Returned Products

View Late Invoices

Close Paid Invoices

V4
o8N

Invoice

777

222

111

555

666

Record Payme...

Customer

Mary
Atieno

Lydia
Okello

Joseph
Odhiamb
0

Joseph
Odhiamb
0

Lydia
Okello

CI5C
P

o [

Pay date

26/08/1
5

02/09/1
5

18/09/1
5

18/09/1
5

18/09/1

®
2

hovd

w0 © "4 & 1113

24 Record Payment

Customer Mary Atieno
District kisumu
Phone1 ¢ 0712345678
Invoice T
Sales date 26/08/15
Chlorine bottle (KSh
Products 60) # units 10,0RS
houaht salts (KSh 35) # units
9 10,Sanitary pads
(KSh 120) # units 10,

Total bill
(KSh) 2150
Total amount
outstanding 2150
(KSh)
Next
payment 26/08/15
date
Next
payment 430
amount
(KSh)

Continue
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Monitoring and benchmarking sales agent LSA sales performance
Workforce individual performance over time to help 60
develop appropriate management and 40 u Fio
management , P approp 8 |
incentive systems 20 - m Carla
0 - i David
Oct Nov Dec Jan
Identify best-selling products and Product sales trends
Product products trends to optimize stock and 100
management products strategies. 0 - ——Product A
— _,/ === Product B
— e
0 ‘ ‘ ; ‘ — Product c
Oct Nov  Dec Jan Feb March
Monitor in real-time cash and accounts Iin;:.abels = 5|.|m:)f':oi|e':_:ll;i:J Sumof':otal_r.ash_pa!i:iE Sumnfamnunt_overd:;s Sumnfamnunt_remainir:—r'
. receivable to improve payment ratios and - edwin anyamu a0 s00 o 00
ACCOU ntlng p p y Jan 200 200 0 0
cash-flows. oct 0 » 0 1
MEREEERE bec 0 150 o "
Integrate data with accounting management o o P " o
systems for real-time updates. pec 70 15 s 115
( dAmagi apCommCare
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Sustainable Investments

* Working sustainably in this sector required us to reshape our market
offering to match the right price point and time horizon

* In the public sector, our revenue is driven largely from short-term,
whole-picture technical assistance contracts

* In this segment of the private sector, we created a modified, more off-
the-shelf offering to solve a more targeted problem area that could
be made available at lower cost with payments for any support and
customization needed amortized over a year
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What happens when you need to be cost effective from day one?
What new priorities do you set? What personalizations do you give up? What kind of payment do you require when?


Case Study: Fortified Yogurt in Senegal

https://vimeo.com/123212038
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https://vimeo.com/123212038
https://vimeo.com/123212038
https://vimeo.com/123212038
https://vimeo.com/123212038
https://vimeo.com/123212038
https://vimeo.com/123212038

Rowena Luk Ismaila Diene
rluk@dimagi.com iIdiene@dimagi.com
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