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Vouchers jus
an SMS awa

Property developer-turned-technopreneur seeks to fill mobile niche

By Cynthia Ann Peterson

he mobile phone can be used for

many transaction these days, from

voting for reality show contestants
to performing fund transfers. The device
has become such an integral part of life
that, to many people, losing it is worse
than having a wallet stolen. It is not
surprising that the mobile platform
offers technopreneurs opportunities to
£ill gaps in the market.

Mi-Ki Choong saw a market yet to be
addressed and has wasted no time in
getting to work. The Centurise Group,
which comprises Centurise Media Sdn
Bhd and Centurise Tech Sdn Bhd, was
formed last year to tap into the
possibilities offered by the mobile
market. The result is 7mystyle, a mobile
voucher on-demand service set to be
launched officially soon.

The property developer, who has
expanded her focus into the media and
entertainment business with television
shows such as LifeInStyle and the new
reality series, StarCeleb, says moving to
the mobile platform was a transition

from television work.

“I was given the opportunity to go into
television, and mystyle is a transition
from LifeInStyle, says Choong,
Centurise’s group strategist.

mystyle features two voucher types
which enable users to gain discount
vouchers and offers via SMS. While
LifeInStyle is a television magazine show
that features topline luxury goods,
mystyle is targeted towards the mass
market. Choong made many brand
contacts through the show, and she
wanted to design a recurring lifestyle
business model.

Missing service
Choong observes that it has gotten
difficult to really reach consumers
effectively due to media fragmentation.
‘The one constant companion most
people have is their mobile phone. I am
a consumer and entrepreneur, and T
wanted to do something relevant to
everyone. I spotted a missing service in
the market, and that’s why I wanted to

be involved in this technology venture,’
she explains

Choong asserts that the mystyle
service is not a new concept, as it has
been around in other markets.

‘It is not rocket science. What I have
done is bring it to this market as the
service is fast, simple and convenient to
use,’ she explains.

mystyle’'s downloadable vouchers
enables users to use them as they need
them, and uses a pull rather than push
concept. Consumers are looking for a
good value proposition, and this service
can help brands win new customers as
well as reward loyal ones with discounts
throughout the year on new items, not
just during sales.

Choong says she is trying to build a
lifestyle concept with the service.

Significant offer

The service features four categories;
dine, shop, groom and play. There are
two mystyle products which are my111
and my365. The former is a voucher for

7 mb-e AUGUST 16, 2007




image2.jpeg
8 mb-e AUGUST 16, 2007

asignificant discount which can be used
once a year, while the latter can be used
unlimited times.

Revenue for the company is generated
through the SMSs, which are RM3.50 for
my111 and RM1.50 for my365. Users will
be charged only upon receipt of the
vouche

‘International and regional brands
have participated and we have over 70
partners. The one time significant deal
is to encourage people who have never
been to their stores to visit them,’
explains Choong. There are security
features in the system for verification.

While declining to say how much
investment has been made in this
venture, Choong says /mystyle has an
advertising and promotions (A&P)
budget of RM3 million over a year. and
the first six months will be used to
educate the public on the service. Choong
adds that there is an eight-prong strategy
to promote the service, which includes
television spots and roadshows.

The service is currently being tested,
and some two weeks after the recent soft
launch, there were 20,000 voucher
downloads.

“mystyle enables merchants to track
results through the downloads, so their
A&P cost is measurable,’ she says.

The service can also help retailers

attract those who are not keen on loyalty
cards, as the convenience of not having
to carry various cards will be an
attraction. The service also benefits

1: StarCeleb is one avenue to educate the public on mystyle

Trying to
build lifestyle
concept

those who are loyal to certain stores, as
it complements on-going loyalty
programmes.

“Therefore, our service does not work
against what the stores are
already doing, says Choong.

The seed capital for Choong’s
entertainment and media
venture was internally funded,
and she and her business
partner are already looking into
the next phase of service
development.

‘In 12 to 18 months, we want
to add extra breadth and depth
to the product, and reward
consumers  with  point
accumulation promotions. We
want to make sure there are
more brands and other
categories added in the service,”
she says. Choong also does not
dismiss the possibility of
utilising the service to address
the property market. -e




