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• Business model
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• High fees for cash outs for micro & small enterprises 

• Low savings amounts to weather shocks 

• Split loyalty of customers to financial institutions and MNOs
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Problems
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• Provide incentives to increase cashless transactions 

• Provide credit facility to mitigate financial shocks 

• Develop allegiance to service providers
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Value proposition

• End users 

• Rewards cashless transactions and savings through credit facility 

• Credit facility allows them to weather financial shocks 

• MNOs 

• Increased usage of mobile money 

• Greater loyalty to network through rewards 

• Financial institutions 

• Increased deposits 

• Lower cost of funds


