
Unlocking 
opportunity 
through first 
principles.
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100 Million
SMBs across Middle East & Africa

~50%
Average Contribution to GDP

90%
Share of Total Employment



The Acceptance Gap
Millions ready to pay. A few places to accept in 2014.

Consumers with 
Cards

70% of Adult Consumers had 
a card

Merchants 
with card 
terminals

Only 1 in 10 could 
accept payments

Acceptance Gap

Demand existed.  Access did not.

Unlocking acceptance unlocks the economy. 



South Africa market opportunity in 2014

Highly banked 
Population Consumer Payments

32m banked

8m unbanked

40 M
adults

5M
Businesses 3

Large untapped small 
business population

R 1.5 T 
Consumer 
Payments



Four friends envisioned a 
future of
Open Commerce.

Accenture Citi

Delta Partners

Rocket Internet Actuarial Society

Monitor Group Yeigo

Rocket Internet Delta Partners

UCT AUBWits UCT









Avg. Vol/ 
Merchant (R)

Untapped opportunity and focus

No. of MerchantsLarge Medium Small MicroVery small

Incumbent Customer 
Acquisition Cost

The economics of reaching SMBs were not supported 
by traditional people-heavy distribution models.



Core Insight



6.

Ready To 
Use

1.

Electronic 
Sign-up

2.

Transparent 
Pricing

3.

Doorstep 
Delivery

4.

Electronic 
Verification

5.

Self-
activation

Self Service

If you can use a smartphone, you can use a card 
machine. Self-service was the unlock in distribution.



Self-service allowed us to tap into new, and multiple 
channels to drive reach, lower CAC

Broad-Based 
Brand Awareness

Social Media 
and content

TV

Merchant 
branding

Scalable 
Channels

Digital 
marketing

Retail stores

Resellers, 
referrals

Accessible 
Value Prop

Lowest entry price

Highest approval 
rate (>99%)

Self-Service 
conversion

App

Web

Retailer

More 
Impressions More Traffic Higher Conversion 

Rate 
Shorter Sales 

Cycle

EfficiencyScale

Lower Cost of 
Acquisition (CAC)

12%

55%

33%





The Journey

Khumo

Neo

Online

Series B 
($16M)
Q4 - 18

Series A 
($4M)
Q2 - 17

ProLite

Point of 
Sale

1st live 
transaction

Q4-14

Series C ($83M)
Q2-21

Series C EXT ($70M)
Q4 - 22

Neo Touch

Seed

POS /New 
App

Plug-in



We have 
partnered with 

some of the best 
capital 

allocators in the 
world



Yoco Today

$ Billions
Total Processing Volume

> 200 000
12-month active merchants

> $ 200 million
Capital Disbursed

350 people
Cape Town • Johannesburg • 

Amsterdam



More than numbers

8 out of 10
New to Card

60%
Sole-Proprietors

1/3
Rural

49%
Female Entrepreneurs



The story behind the story
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Innovation at Yoco



“Solving customer problems using a 
myriad of tools and methods, 
unconstrained by conventional wisdom.”



Make Space to 
Explore

Master your 
craft

Staying Connected Keep it simple

Unique, relevant outcomesOur unique approach

Core values  -the Yoco formula



Market-Creating 
Innovations

Transform expensive and
inaccessible products into affordable

and accessible offerings for larger
populations.

Sustaining Innovations

Improve existing products and
services to better serve current
customers without expanding

accessibility

Efficiency Innovations

Help companies reduce costs through 
automation, outsourcing, or process 

optimisation for existing offerings.

Clayton Christensen identifies three critical innovation 
categories that play distinct roles 



The different innovations play a very different role in prosperity

Market-Creating 
Innovations

• Generate widespread jobs
• Stimulate entrepreneurship
• Reshape economies
• Enable sustainable growth

Sustaining Innovations

• Strengthen competitiveness
• Improve existing products and 

services
• Redistribute value among 

incumbents
• Limited creation of new growth 

opportunities

Efficiency Innovations

• Improve company performance
• Increase returns to investors
• Optimise cost structures
• Do not create new markets on their 

own
• May lead to job losses without 

market-creating innovation



Comparing the Innovation types

Market-Creating
Focus: New, affordable & accessible 
markets

Impact: Creates demand where none 
existed

Examples: Ford Model T, M-Pesa, 
Grameen Bank

Jobs: Generates widespread employment

Beneficiaries: Non-consumers & broader 
society

Prosperity Role: Primary driver of long-
term economic growth

Sustaining
Focus: Improvement for existing 
customers

Impact: Drives competition at the 
upper end of the market

Examples: Smartphone features, higher-
res TVs

Jobs: Maintains existing employment 
levels

Beneficiaries: Existing customers & 
competitors

Prosperity Role: Maintains 
competitiveness

Efficiency
Focus: Cost reduction & optimisation

Impact: Increases margins & frees capital

Examples: Automation, lean production, 
cloud computing

Jobs: Often reduces employment

Beneficiaries: Companies & investors

Prosperity Role: Improves profitability but 
not growth





Yoco approaches innovation through a market-
creation lens, successfully encouraging small 
businesses to adopt products they had never tried 
or had previously lacked access to.



Examples



A. Business Model



Card 
Networks

Super Merchant
(Aggregator)

Sub-
Merchants

Tier 3 Merchants
Acquiring 

Bank

Issuing 
Banks

Aggregation Model

Traditional ModelTier 1 & 2 Merchants

The 3rd-party aggregation framework enabled 
proportional regulation, opening the door to reach

• Infrastructure for high-touch engagement
• Traditional salesperson/branch model
• Deposit-taking regulatory oversight
Expensive, economics for Tier 1 & 2 merchants

• Cloud-based infrastructure
• Online channels
• Proportionate regulation
Reaching a new class of merchants (Tier 3)



In 2015, Yoco was the fifth entrant in a hot 
space



B. Working backwards from the customer journey



Working backwards from the customer journey



An all-digital onboarding process, with < 10 minutes to 
sign up. Card reader delivered in < 48 hours on 
average

AWARENESS CONSIDERATION PURSCHASE FIRST USE

"I'm aware of 
Yoco + may 

need something 
like it."

"I'm going to 
investigate further + 
look at my options."

"This is exciting! I can 
wait to start using 

my new Yoco."

Landing 
page

Address 
info

Business info My 
info

CREATE ACCOUNT 

EMAIL FROM 
PAUL

AGREEMENT SELECT A 
READER

PAYMENT

CARD

EFT

INSTANT

WEEKLY

CHECKOUT
SUCCESS! WAITING

DELIVERY 

< 48 hours

Online

See it live 
/ referral

All digital, less than 
10 minutes to 

create an account
Simple eCommerce 
transaction to buy 
card reader online

Digital
KYC



C. Risk Management & Compliance



Digital onboarding was a key enabler



Managing 
Risk 
Exposure



Realtime alerts



D. Brand Building & Storytelling





Our evolution from black to blue was not an obvious 
decision at the time.

2019
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F. Innovating through Crisis



• The recovery monitor was cited in the 
press more than 400 times.

• Used by investment banks such as 
Goldman Sachs and HSBC in their 
research.

• Helped the government make important 
policy decisions.

• Most importantly, small businesses found 
it very useful to know how they were 
doing compared to their peers.

MOST NOTABLY, WE 
RELEASED THE SMALL 
BUSINESS RECOVERY 
MONITOR, A BOLD 
ATTEMPT AT TELLING THE 
STORY OF SMB 
RECOVERY THROUGH 
DATA FROM OUR 80,000 
MERCHANTS





G. Product Innovation
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Setting up Yoco Counter, a  
self-service example



H. Technology & Infrastructure



The Yoco Iceberg

Core Micro - services 
layer

Open Commerce 
Layer

Data Layer Payment 
Authorisation

Payment Clearing

CRM
Terminal Integration 
& Payment Gateway

Order 
Management

Channel  
management

Logistics
/SCM

BI, Monitoring & 
Decisioning

Connectivity

Terminal 
Management

`

`

Virtual 
Ledger

`

Experimentation 
/Testing

Issuing / Debit 
Card support

SET UP



AI @ Yoco



The innovators mindset

• Look outside the room you’re standing in/ step outside of your box.
• Be married to the problem, not the solution.
• Solve at the source.
• Stay connected to your customers, partners and team to remain 

relevant.



“Today’s solutions are tomorrow’s problems”. Keep 
moving forward.
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67 2015 2025

SA market growth, a maturing market in the 
formal space



Access → Product Orientation



Regulation



Single →Multi-Market
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Thank you!


	Slides to use
	Slide 1
	Slide 2
	Slide 3
	Slide 4
	Slide 5
	Slide 6
	Slide 7
	Slide 8
	Slide 9: The economics of reaching SMBs were not supported by traditional people-heavy distribution models.
	Slide 10
	Slide 11
	Slide 12: Self-service allowed us to tap into new, and multiple channels to drive reach, lower CAC
	Slide 13
	Slide 14: The Journey
	Slide 15
	Slide 16: Yoco Today
	Slide 17: More than numbers
	Slide 18: The story behind the story
	Slide 19
	Slide 20
	Slide 21
	Slide 22
	Slide 23
	Slide 24
	Slide 25
	Slide 26: Innovation at Yoco
	Slide 27: “Solving customer problems using a myriad of tools and methods, unconstrained by conventional wisdom.”
	Slide 28
	Slide 29
	Slide 30
	Slide 31
	Slide 32
	Slide 33
	Slide 34
	Slide 35
	Slide 36: The 3rd-party aggregation framework enabled proportional regulation, opening the door to reach
	Slide 37: In 2015, Yoco was the fifth entrant in a hot space
	Slide 38
	Slide 39
	Slide 40
	Slide 41
	Slide 42: Digital onboarding was a key enabler
	Slide 43: Managing Risk Exposure
	Slide 44: Realtime alerts
	Slide 45
	Slide 46
	Slide 48: Our evolution from black to blue was not an obvious decision at the time.
	Slide 49
	Slide 50
	Slide 51
	Slide 52
	Slide 53
	Slide 54
	Slide 55
	Slide 56
	Slide 57
	Slide 58
	Slide 59
	Slide 60: Setting up Yoco Counter, a  self-service example
	Slide 61
	Slide 62: The Yoco Iceberg
	Slide 63
	Slide 64: The innovators mindset
	Slide 65
	Slide 66
	Slide 67
	Slide 68: Access → Product Orientation
	Slide 69: Regulation
	Slide 70: Single → Multi-Market
	Slide 71
	Slide 72: Thank you!


