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1. Introduction 
 

➢ We implement an RCT in which local ambassadors (Beca18 

fellows) diffuse a new electronic wallet (BIM) in poor peri-

urban and rural communities in Norther Peru. 
 

➢ In the control group, external agents are in charge of 

information diffusion and training sessions. 
 

➢ We find that training/info sessions attendance and BIM 

adoption is higher in the treatment group. 

 

➢ We also find evidence of heterogenous treatment effects 

related to trust and local financial infrastructure. 
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2. Financial Inclusion and BIM Adoption 
 

➢ Lack of financial inclusion restricts well-being and 

economic opportunities. By 2015, only 29% of adults in Peru 

had a bank account. Among the poorest 40%, only 18%. 

 

➢ In 2015, the Peruvian Strategic Plan for Financial Inclusion 

was announced: special consideration given to electronic 

money platforms. 

 

➢ In March 2016 Pagos Digitales Peruanos (PDP) launched 

the new BIM. Goal of 5 million BIM accounts by 2020. 
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➢ Activating a BIM account required a basic cellphone (which 

more than 80% of the population owns) and the national 

identification card (DNI) number. 
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➢ Until December 2018, BIM only charged a fee for cash-out 

operations (1% of the total amount). 

 

➢ Operating BIM does not require going to a bank agency to 

access funds nor physically meet to transfer wealth (as cash 

transfers do). 
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➢ For small entrepreneurs, BIM can facilitate business 

transactions. Its features are also relevant for poor households 

as cash transfers play an important role at smoothing 

consumption shocks (Suri and Jack, 2016).   

 

➢ The *838# platform was phased out in February 2019, due 

to the small adoption rates obtained through this mechanism. 

 

➢ Up to January 2019, only 400,000 activated accounts. 

 

➢ Official adoption rates in rural areas are unknown, but in 

our baseline survey adoption was below 1% (May 2018). 
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➢ Adoption of a new technology depends on a variety of 

factors (expected benefits, ease of use, etc.).  Several studies 

identify trust as key factor (particularly in the financial sector).  

 

➢ Research also points out to neighbor’s influence, and more 

recently to the role of specific network members (Banerjee et 

al, 2013; Goyal et al, 2017). 

 

➢ Several studies on the impact of EWs and promotion of 

adoption of EWs and related services (Dalton et al, 2018). 

 

➢ Limited evidence on adoption at very early stages in 

contexts with no previous exposure to similar technologies.  
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3. Beca18 fellows as diffusers of information/technology 
 

➢ Beca18: Social inclusion program in education. Provides 

scholarships to socioeconomically underprivileged students 

who obtain admission into a selected elite university.  

 

➢ By 2016, close to 8,000 beneficiaries (mostly from rural 

and periurban areas) in the top 8 Peruvian private universities. 

 

➢ Beca18 fellows can play a key role in the diffusion of 

information of a new technology in their community: 

Academic Ambassadors. 
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4. Our Intervention 
 

➢ In September 2017 We invited Beca18 fellows at a local 

elite university to participate in a project related to financial 

inclusion. We informed that approx. 60 would be randomly 

selected. 

 

➢ Our study includes 118 Beca18 fellows, 60 in the 

treatment group and 58 in the control one. 

 

➢ Those in treatment group were trained to provide 

information/training sessions about BIM to their household 

network (rhese sessions took place in July-August 2018) 
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➢ For individuals in control group, information to their 

network was provided by an external agent. 

 

➢ Each fellow (in treatment and control groups) was asked to 

provide the names of their household network members. We 

randomly selected 8 to 10 members for our study.  

 

➢ These are the individuals to which we provide the 

information/training about the new BIM (as well as the ones 

we interviewed in the baseline). 
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➢ Beca18 fellows in the treated group signed confidentiality 

agreements and committed not to provide any info about 

their trainings to Beca18 fellows outside treatment branch. 

 

➢ Beca18 fellows in treated group received training on 

teamwork, soft skills, and financial inclusion. The BIM specific 

training was provided 3 to 4 weeks before they delivered the 

BIM sessions to their network in the field. 

 

➢ External agents were not informed that they were 

providing information and training to a control group. 

 

➢ Remember: Our treatment unit is the household network 

of the Beca18 fellow. 
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Figure 1: Training Materials 
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Figure 2: Information/Training Sessions 
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Figure 3: Intervention Area 
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5. Empirical Results 
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5.1. Heterogenous Effects 
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6. Conclusions 
 

➢ Access to information and trust influence de adoption of 

new technologies. 

 

➢ Local ambassadors (Beca18 fellows in the Peruvian 

context) could serve as an effective channel to diffuse 

information about new technologies in their communities.  

 

➢ The size of the treatment effect is related to trust and 

access to financial infrastructure. 

 

➢ This strategy is more cost effective than the one that relies 

on external agents for training/information diffusion. 
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Main Issue:

• Financial inclusion 

• Use of e-wallet (digital payments) 

Main question: 

 How to achieve high adoption and usage 

rate of digital payment (e.g. e-wallet)? 



Some important elements:

1. Value: Perceived value of the product/service

2. Convenience: User-friendly features

3. Trust 

4. Information



This paper

1. Trust 

2. Information (acquisition and lack of)

3. Impediments to product adoption



Empirical design

1. Very good, natural experiment, opportune 

2. Sound econometrics

3. Social ties capturing trust

4. Good proxy construction: e.g. trust
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Results:  Trust
Of the agent/promoter:

 Increases in attendance to workshops

 Increases in account activation

Of the consumers: 

 distrusful people, less attendance

 Trusful people, more incline to take up

Of the system (Banks)

 les attendance

 interactions with trust in promoter



Financial structure

1. More developed  higher attendance, not 

activation/adoption

2. More perceived value, higher attendance

3. Ecosystem not part of study



Mobile (e-wallet) demand (Process?)

1. Adoption/take-up or sign-up into service

2. Innfraestructure  convenience: user-friendly

3. Value for user  Ecosystem

 High frequency transactions



Concentrate (refocus paper)

1. Information diffusion and trust  what can be 

kept of the paper now. 

2. Implications for scaling services: Need to have

regulation, institutions, and/or transparency

to replace trust in small setting

3. Financial structure  implications for

launching services



Financial structure

1. Customer device

2. Trainers (“first respondents/face contact”)

3. Platforms (Ecosystem)



Plataforma

Digital 
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es

Mobile 

transactions

Economía digital colectiva



CAC Asoci

ados

No      asociados

Otras

CACs

Otras

Cooperat

ivas

bancarizados

Comercios

Servicio

s

financie

ros



Some issues

1. Role of information as captured by attendance 

to workshop  (“social pressure?”)  need to 

disentangle effect of peer/family pressure 

2. Not an impact on demand for mobile banking

3. This paper is about attitudes of early stage

(acceptance) / early steps in initiation


