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This document is not an offer, or a solicitation of an offer, to buy or sell securities mentioned herein or otherwise in any 
jurisdiction, including without limitation securities issued by MOKO.mobi Limited (MOKO). Without limiting the foregoing, 
this document is NOT a prospectus or disclosure document and it has not been lodged with or registered by the Australian 
Securities & Investments Commission. Any offer made by a person with reference to this document will be ignored by 
MOKO. 
Neither this document nor any copies of this document may be circulated or disclosed to any persons who do not receive 
this document directly from MOKO or its advisers. 
This document utilizes information which has not been independently verified (including without limitation opinion, 
anecdote and speculation) and which has been sourced from public sources and third parties.  Further, any statements of 
prospects, estimates, forecasts or projections contained in this document: may be affected by inaccurate assumptions, 
expectations and estimates and by known or unknown risks, uncertainties and contingencies; are predictive in character and 
inherently speculative; and may or may not be achieved or be proven to be correct or accurate. No representation nor 
warranty is given as to the accuracy or likelihood of achievement of such prospects, estimates, forecasts or projections. 
Without limiting the foregoing, MOKO makes no representations nor provides any warranty (express or implied) in relation 
to the content of this document, its accuracy or completness or the accuracy or completeness of the information on which it 
is based.  No responsibility is accepted by MOKO or any of its representatives, directors, partners, employees or professional 
advisers for any information provided in this document or otherwise provided to the recipients or for any action taken by 
the recipients on the basis of such information. MOKO has no obligation to update this document and has no responsibility 
to advise of any changes to its views expressed in this document or any new information bearing upon it. 
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¹ As at May 9 , 2013 

 2 Post Rights Issue 
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Company Symbol:  MKB: ASX  

Current Ordinary Share Price: AUD$0.044c1 

Current ADR Share Price (20-to-1): US$0.90 - $1.171 

Total Shares Outstanding: ~370 Million2 

Market Capitalization: ~$16. Million1, 2 

Total Debt: $600,0001 

Management ownership :   25%1 

Top 20 Shareholders:   63%1 
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• Founded in 2004, MOKO is an integrated GLOBAL Mobile Social Marketing & 

Advertising company developing operations in three business segments:  

o Mobile Social Networks 

o Mobile Advertising 

o Mobile Commerce (m-Commerce) 

• MOKO Mobile Social Marketing delivers and manages consumer mobile socialization 

services through direct agreements with mobile carriers, third-party gateways and 

directly to consumers 

• MOKO has operations in New York, Washington DC and Perth 
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IAN RODWELL 

CEO, Founder, Managing Director 

• Mr. Rodwell is the founder of MOKO 

• He has over 20 years experience in corporate and consumer design and multimedia and has owned and operated 

several businesses specializing in this field 

• He has worked in Australia, Singapore, UK and the US, managing projects for many international companies including 

McKinsey, BMW, UniLever, and MTV 

• In the consumer area, Mr. Rodwell led projects for several of the world’s biggest names in sport including  

Manchester United FC,  The All Blacks, Adidas, and the Australian Football League. 

 

GREG McCANN 

Chairman 

• Mr. McCann was a partner with Deloitte for over 20 years, and held a number of senior leadership roles, including 

Managing Partner/Director for Deloitte Consulting/ICS in Australia, a systems integrator specializing in the 

implementation of enterprise applications. 

• Mr. McCann is also Chairman of Tel.Pacific, Chairman of National Broadband Network (Tas) and on the Board of the 

Australian law firm, Lander and Rogers. 

• Mr. McCann is also Managing Director and principal of Executive Computing Pty Ltd, an independent software and 

consulting services supplier to the Asia Pacific 
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HANS DE BACK 

Non-Executive Director 

• Founder and former CEO of TriScreen Media Group and former senior executive of Cliq Digital, one of the world’s 

largest interactive mobile media companies, sold last year to German listed company. 

• In 1999 he co-founded Telitas Benelux, one of the first and most successful mobile content providers in Europe (sold 

to Index for €50 million) 

 
PETER YATES AO 

Non-Executive Director 

• Investor in the digital media space including Inlink ( digital lift advertising) and Third Screen Media (mms and mobile 

advertising) 

• Has spent many years either as an adviser, chief executive officer or board member in the digital, mobile and media 

sectors.  

• From 2001 - 2004 he was CEO of Publishing and Broadcasting Limited, at the time Australia's largest media, gaming 

and internet company. 

• Mr Yates currently serves on a number of boards particularly in the not for profit sector. 
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MOKO'S NY BASED MOBILE 
ADVERTISING DIGITAL 

MARKETPLACE /PLATFORM. 

MOKO'S E-COMMERCE PLATFORM, 
PROVIDES THE ABILITY TO SELL PHYSICAL 

PRODUCTS TO THE RECIT USERS. 

MOKO'S PROPRIETARY 
CRM, CMS AND USER 
MANAGEMENT SYSTEM. 

SOCIAL INTEGRATION INTO USER'S 
EXISTING SCOIAL CIRCLES 
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• August 2012  - Completed OfferMobi USA acquisition  

• February 2013  - Acquired 51% of e-commerce business, “DealsILove” 

• March 2013  - Signed exclusive deal with AISG/ACIS 
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• Signed exclusive development deal to build the Mobile Intramural Sports Network for over 

200 U.S. colleges in partnership with American Intramural Sports Group LLC. 

 

•  The initial term of the deal runs for 3 years and requires that MOKO delivers certain 

performance hurdles including minimum advertising revenues. 

 

• MOKO’s new mobile platform -“RecIT” - a mobile App promoted on-campus for these 

students, monetised via advertising. 
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• ACIS (American Collegiate Intramural Sports) has its background in student guides and 

campus publications since the 1990’s.  It provides opportunities for schools, students, and 

sponsors to mutually benefit through sports & fitness-related promotional activities on more 

than 200 campuses nationwide.  

• ACIS state that they have exclusive agreements in regards to on-campus marketing 

• ACIS chose MOKO to become their digital media partner to develop “RecIT” 

• ACIS currently work with major brands such as Nike, P&G, Microsoft 

• ACIS runs annual national championships at the US Olympic training facility in California.  
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• Facebook’s mobile advertising revenue represented about 30% of total advertising 

revenue, up from 23% last year at this time. Its 58% jump in profit last quarter was mainly 

attributed to mobile. 

 

• Google and Adidas calculate that a mobile click on a store locator button is worth $3.20* 

 

• Google and Neilson Ratings conclude that one third of mobile searches result in a store visit 

 

• Social media is the driving force behind this rampant smart phone use on campuses with 

97% of students utilizing them for this purpose.  

 

• With so many students using smartphones and not letting them leave their side, it’s in the 

best interest of the school to ensure that they have an intuitive and useful mobile site and 

presence. 

* Source – Google and the Google Mobile Playbook 
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Graphics and examples of advertising are for demonstration  purposes only and do not indicate that MOKO has a relationship with any of these brands. 

F
or

 p
er

so
na

l u
se

 o
nl

y



-15- Graphics and examples of advertising are for demonstration  purposes only and do not indicate that MOKO has a relationship with any of these brands. 

F
or

 p
er

so
na

l u
se

 o
nl

y



-16- Graphics and examples of advertising are for demonstration  purposes only and do not indicate that MOKO has a relationship with any of these brands. 

F
or

 p
er

so
na

l u
se

 o
nl

y



-17- Graphics and examples of advertising are for demonstration  purposes only and do not indicate that MOKO has a relationship with any of these brands. 

F
or

 p
er

so
na

l u
se

 o
nl

y



-18- Graphics and examples of advertising are for demonstration  purposes only and do not indicate that MOKO has a relationship with any of these brands. 

F
or

 p
er

so
na

l u
se

 o
nl

y



There are several types of mobile ads and rates, but the most common are CPM, CPC, CPA 

Rates for these can cover a broad range: 

• CPM (cost per thousand views) - $0.50c to $20.00 

• CPC (cost per click) - $0.25c to $2.00 

• CPA (cost per acquisition) - $1.00 to $20.00 

 

MOKO will use its OfferMobi division to sell the ads, as well as new targeted sales teams 

focused on major regional and localised campaigns; and intends to include a mix of these 

types of ads within the RecIT App. 
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• MOKO acquired OfferMobi in August 2012, and is a mobile specific advertising trading platform, linking the 

mobile publishers with advertisers wanting to reach a mobile audience. 

• MOKO’s strategy in the acquisition was to vertically integrate our social platform to own and manage our own 

audience and control the publishing platform (e.g. RecIT) as well as the advertising sales and revenues. 

• Below are existing current mobile ad offers, with actual rates, that MOKO runs in the USA. 

 

CPA - $7.00 

CPA - $3.00 

CPA - $1.15 CPA - 

$12.00 
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SCHOOLS 
SELECTED AS 
INITIAL PILOT 

GROUP TO TEST 
APP FUNCTIONS 

AND USER 
FEEDBACK 

PILOT 

PHASE 

WILL RUN 3 

MONTHS POST-PILOT 

DEVELOPMENT 

IN FIRST 

QUARTER 2014 

~50% OF ROLL-

OUT EXPECTED 

TO BE 

COMPLETED 

IMPLEMENTATION 

CONTINUES TO ROLL-OUT 

TO THE REST OF THE ACIS 

GROUP OF SCHOOLS 

JULY 2013 SEPT 2013 MARCH 2014 SEPT - DEC 2014 
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PRODUCT DESIGN AND SITE MAPPING COMPLETED 

DEVELOPMENT AND CODING HAS BEGUN, 
WITH PROTOTYPE TESTING DUE SEPTEMBER 

PILOT PHASE SCHEDULED FOR 4TH 
QUARTER 2013 

POST-PILOT “ROLL-OUT” TO ALL ACIS 
SCHOOLS COMMENCES 

COMEPLETE 100+ 
SCHOOL 
IMPLEMENTATION 

MAY 2013 SEPT 2013 MARCH 2014 DECEMBER 2014 
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• The Company has an objective to list its ADR on Nasdaq  

• There are several listing requirements and hurdles still to be met including market 

capitalisation 

• The board has yet to formally begin this process however we are seeking advice on the 

process, timelines and other mechanics and will advise the market as soon as possible. 
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The strategy is to take this core platform and overlay it for other large collective niches/groups: 

• Other Colleges beyond the ACIS group 

• Adventure sports  

• Professional fitness industry and associations 

• Secondary schools 

-24- 

F
or

 p
er

so
na

l u
se

 o
nl

y



25 

F
or

 p
er

so
na

l u
se

 o
nl

y


