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The Acceptance Gap

Millions ready to pay. A few places to accept in 2014

Consumers with
Cards

Acceptance Gap

70% of Adult Consumers had
-‘_‘—‘_._‘—._'_‘—l—l-
a card TT7TT1 ., rrm %
Merchants
with card

terminals

Demand existed. Access did not. Only 1in 10 could
accept payments

- -
L - - -
el L

Unlocking acceptance unlocks the economy.



South Africa market opportunity in 2014

8m unbanked

40 M
adults

32m banked

Highly banked
Population

5M R15T

consumeyr
Payments

Businesses®

Large untapped small

. : Consumer Payments
business population



Four friends envisioned a
future of
Open Commerce.

Rocket Internet Actuarial Society
Delta Partners Rocket Internet Delta Partners
Accenture Monitor Group Yeigo Citi

UCT Wits UCT AUB









POS

The Yoco POS, for
selling your products
or services.

Invoices

Create and send
professional, click-to-pay
invoices to your customers.

L]
Link
With Yoco Link, you

can accept card
payments in any chat.

Invoices

Draft invoice

Customar bormarion
Une items *

857 Closaic Cop R460.00

Hey you can pay here %

&

Payment link

T .

Manage Products (" nso ]

l | M 857 Classic Cap

Track payments,
monitor sales,
send invoices ' Box Fit T-Shirt R450.00

and more. -
A Classic oversized h... R550.00

Classic White T-Shirt R400.00

. Oversized Hoedie R550.00

Bl s57Gift carg R1000.00

Card
Machines

SA's favourite card machines

Portal

Stay on top of
business performance.

Capital

Yoco Capital is a fast, flexible cash
advance for Yoco customers.

R 24 000

elect how much you need

780,00

Gateway

Accept card payments on
your website.

Instant A7 600.00
Payout —O

Take control of your cash flow

and get your money in minutes. Request Payout



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

Untapped opportunity and focus

Large Medium Small Very small Micro

YOCO



Core Insight

VISA S8




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 Scalable Accessible Self-Service
Brand Awareness ,r Channels T Value Prop T conversion ¢

More . Higher Conversion Shorter Sales
; More Traffic
Impressions Rate Cycle

Social Media Digital

and content b marketing Lowest entry price

Lower Cost of
Highest approval Acquisition (CAC)

Retail stores rate (>99%)

Merchant Resellers,

branding referrals il

Efficiency
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Plug-in

= Lite Pro

1%t live JC coo Series A
transaction e L L ($4M)

Q4-14 - = Q2-17

The Journey

—
T.LHE

-
T

Point of
Sale .
Series B
($16M)
Q4-18

Series C EXT ($70M)
Q4-22

Khumo

\
Series C (S83M)
Q2-21 g

Neo Touch

POS /New
App
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Yoco Today

$ Billions > 200 000

Total Processing Volume 12-month active merchants

350 people > $ 200 million

Cape Town « Johannesburg - Capital Disbursed
Amsterdam




More than numbers

8 out of 10 60%

New to Card Sole-Proprietors

49%

Female Entrepreneurs




The story behind the story



SAMSUNG




(woco) VISA &P
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Innovation at Yoco



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



Corevalues - the Yoco formula

Our unique approach Unique, relevant outcomes
Staying Connected Keep it simple

Make Space to Master your
Explore craft



Clayton Christensen identifies three critical innovation
categories that play distinct roles

Market-Creating Sustaining Innovations Efficiency Innovations
Innovations

Transform expensive and Improve existing products and Help companies reduce costs through

inaccessible products into affordable services to better serve current automation, outsourcing, or process
and accessible offerings for larger customers without expanding optimisation for existing offerings.
populations. accessibility




The different innovations play a very different role in prosperity

Market-Creating Sustaining Innovations Efficiency Innovations
Innovations

Generate widespread jobs Strengthen competitiveness Improve company performance
Stimulate entrepreneurship Improve existing products and Increase returns to investors
Reshape economies services Optimise cost structures

Enable sustainable growth Redistribute value among Do not create new markets on their
incumibents own

Limited creation of new growth May lead to job losses without
opportunities 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-Pesq,
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




Clayton M. Christensen

Efosa Ojomo and Karen Dillon

How Innovation Can Lift
Nations Out of Poverty




Yoco approaches innovation through a

, successfully encouraging small
businesses to adopt products they had never tried
or had previously lacked access to.



Examples



A. Business Model



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

Issuing
Banks

Card
Networks

______________

Tier 1 & 2 Merchants

Acquiring Super Merchant
Bank (Aggregator)
||| B YOCO-- -

Sub-
Merchants
Tier 3 Merchants

Traditional Model

 Infrastructure for high-touch engagement

- Traditional salesperson/branch model

+ Deposit-taking regulatory oversight
Expensive, economics for Tier 1 & 2 merchants

Aggregation Model

» 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

SnapScan
https://www.snapscan.co.za > about 3

The SnapScan Story: Pioneering mobile transactions

In 2013, SnapScan launched one of the first mobile payment apps in South Africa. By
combining our ingenuity with Standard Bank's impressive financial ...

Absa launches Payment Pebble customer service
30 JUN 2014 SAVE | EMAIL | PRINT | PDF o @ @ @

Absa has announced the launch of the Payment Pebble, a small plug-in device that turns most
smartphones completely into mobile card machines.

\ @=)  thumbzup

The Payment Pebble offers businesses and customers the security of being able to pay and
getting paid with a debit or credit card conveniently and securely, anywhere, anytime.

FNB

First Notional Bank

zapper” gip?

SURESWIPE

@ Standard Bank m NEDBANK “

Nedbank launches mobile POS device

South Africa’s Nedbank has launched a mobile point-of-sale device that
can accept credit and debit card payments, the latest bank in the
country to target small businesses with such a product.

The bank’s new device is called PocketPOS and connects to a
smartphone or tablet through which transactions are authenticated and
processed. The device is linked to the mobile device via Bluetooth.

Other South African banks with similar products either in the market, or
in the process of being launched, include Absa and rival First National
Bank. The latter is offering a device from UK firm Powa.

The Nedbank device can read both magnetic stripe and chip & PIN
cards. Initially it will work with only iPhones and iPads, with Android and
BlackBerry devices to follow in coming months. The device accepts Visa,
MasterCard and American Express cards.

The device would enable those businesses who currently handle large
amounts of cash to accept card payments, so reducing their security
risk. It also reduces the charges they incur for depositing cash into a
bank account, although obviously they now incur a new processing
charge from the bank.

BlackBerry Z10 hardware
on par with Galaxy Sl

Huawei takes third spotin
smartphone sales -
Gartner

0 Comments © Login v

12 FEB 2013
AUTHOR

=
Richard
Handford

Richard is the
editor of Mobile World
Live's money channel and
é tributor to the daily
news service. He is an
experienced technology
and business journalist
who previously worked as
a freelancer for many
publications over the last
decade including

Read more

RELATED

Powa raises
$80M through
Wellington to
launch in US

Vodacom teams
with Bidvest,
Visa for second
crack at M-Pesa
in SA

UK's Powa signs
up brands for
payments,
geolocation
service

CAPITEC

BANK

Durban payments start-up eyes world stage

L W

Emerge M an ambitious start-up based in Umhlanga, north of Durban, has developed a
smartphone-bases : er to the US solution and has secured

certifications

group

“Ramsay and | came across an article on Square and its
founder Jack Dorsey in Fortune

it was a good concept,” Matt Pu

 US start-up had no

immediate plans to expand into Africa.

Instead, they decided — perhaps not realising the scale of

legs in South Africa and , picce by piece,

we started to put it all together,” says Matt.

‘The founders, with a small team of engine

on a prototype at Cli
Umhlanga. Through a friend of Matt's, Bevan Ducasse of
the Cape Town-t iGroup, the young start-up secured a first round of funding from Capital
Ey e private equity business that had om the formerly listed UCS
Group, some of who: 15 have now been sold to IT services company
“We weren't looking to raise hundred
founders to re rked on tight budg
to start with, wh ed under Clive’s supervisi
out what sort of security was needed, how the cryptography had to be structured, and so on.

After that, we built out the design of the model we eventually got through the labs.”

ng curve, he says, was understanding the
c stripe technology
e not common in the

used in many other

to build a piece of hardware,” says
tobuilda 2
building all the

hen finding a bank to give

That turned out to be harder than expected. Local banks
told the start-up that they wanted to control the
F) echnology bcess, o the team decided instead to

signing its first white-label deal soon.




B. Working backwards from the customer journey



Working backwards from the customer journey

THE YOCO CUSTOMER JOURNEY (I OF Ill): THE YOCO CUSTOMER JOURNEY (Il OF Il1):
GETTING TO KNOW YOCO & BECOMING A MERCHANT TRANSACTING WITH YOCO MPOS

GETTING TO KNOW YOCO BECOMING A SUB-MERCHANT TRANSACTING WITH YOCO MPOS

THE YOCO CUSTOMER JOURNEY (Il OF Il1): | THE YOCO MERCHANT JOURNEY CAN BE BROKEN INTO THESE KEY
MERCHANT SETTLEMENTS, SUPPORT & RETENTION TOUCH POINTS

— AR ainhl - FINDING THE c BECOMING A A TRANSACTING - 3 AFTER SALES .
MERCHANT MERCHANT WITHYOCO £ SUPPORT RETENTION
1 2 2 o 51 61
Product Transacting o vice

Abave the line

Electronic spplication

Below the line.

Vetting Settlement frequency

Setiementoptions
o Referrsl programme
e
Merchant activation




An all-digital onboarding process, with

sigh up. Card reader delivered in
average

AWARENESS CONSIDERATION PURSCHASE
‘I'm aware of “I'm going to : | dicital | o
Yoco + may i investigate further + All digital, less than .
need something | look at my options." 10 minutes to Simple eCommerce

like it." : create an account

transaction to buy

card reader online

Stote Google

Y |

B

— - E Landing i i
See it live Sres Address Businessinfo My EMAIL FROM AGREEMENT SELECT A

info info

[ referral PAUL READER

CREATE ACCOUNT

Online CHECKOUT PAYMENT

SUCCESS!

on

FIRST USE

"This is exciting! | can
wait to start using
my new Yoco."

cETTon
b Google Play

2 Availableonthe |

[ App Store

< 48 hours

Seote

DELIVERY

to



C. Risk Management & Compliance



<
Complete your profile

4 of 5 complete

@  Verify your identity

Verify your identity

Digital onboarding was a key enabler

COMPLETE

v Create your profile
v/ Verify your identity

v Add your business details




(M @ L] ® admin.yoco.co.za

WorkFlowy Canto RealtimeBoard Mail Calendar Asana Zoom Paper G-Drive Bamboo Media Roadmap CP iCloud

©

Dashboards v Admin System Yoco « Instagram Yoco v Twitter Yoco CEX Icon Scout Trello

Exposure Profile

BUSINESSES TRANSACTIONS SETTLEMENT LOGISTICS USERS SYSTEM SUPPORT SALES RISK EXCEPTIONS (7038 .. LENDING LOGOUT &

Exposure Profile

Controls

If transaction amount - is>= + 20000 ° then send Slack notification

Managing

# of transactions with same BIN ~ is > ~ 10 2 in the previous 1 days ; and ' is an international card then delay settlement for this transaction ~ by 1

R i k
S then send Slack notification
E X p o s u re is a swipe and sign transaction and transaction amount « is>= + 5000 ¢  then send Slack notification

declined reason - is card stolen/pick up card

# transactions with same cardholder + is == + 10 ¢ inthe previous 1 ¢ days

then send Slack notification

is a fallback transaction and transaction amount - is >= + 3000 . then send Slack notification

If - # transactions with same cardholder in the previous 1 days | and transaction amount + is>= + 1000 ¢ and declined reason ~ isincorrect PIN

then send Slack notification

If  # transactions with same cardholder in the previous 1 days | and transaction amount « is >= + 1000

declined reason - is limit exceeded then send Slack notification

Display a menu




Realtime alerts

istratio
( tuf
onlir arketir
ayworks-partr
sroduct-req
project-android
project-gamatha
indom

ing
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stem-aler
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18:34(18:
#324837960
18:35 (22s)
(1.0.5 build 10)
18:37 (13s) Abor
(1.2.1 build 4)
18:38 (10 of
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yoco-core
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ved 232.00 (Delivery Xtreme ¢
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13:41(18849s) Aborted 170.00 (SpiritC
aborted (2 #010012187

yoco-core
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by authorization system (7] #010012640

19:07 (22
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(1.2.1 build 4)
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system-alerts

&9 Bellesa Studio has had 4 cc
declines

uccesful transactions. 3 rs, 1 aborts and 0

yoco-core
ritCafe has had 4 consecutive uns ful transactions. 2 errors, 2 a s and O declines

tCafe has asuc ful transaction and r dfroma
unsuccesful transactions
yoco-core

v Xtreme R irg has had 5 consecutive unsuccesful transactior
aborts and O declines
yoco-core

abaster Box uty Salon has had a successful transaction and ed from a spree of
7 consecutive unsuccesful transactions

yoco-core
: 3 & Delivery Xtreme Randburg has had 6 consecutive unsuccesful transac 3errors, 2
#sérstém—alerbs aborts and 1 declines
tabletpi € Delivery Xtreme Randburg has had 6 consecutive unsuccesful transactions. 3
tharf aborts and 1 declines
waterst pa ol yoco-core
|d-economic-forur livery Xtreme Randburg has had a successful transaction and recovered from a spree of 6
stive unsuccesful transaction
+33 More
Today

DIRECT M

yoco-core

ZEE SA Gre Pty) Ltd has had 4 consecutive unsuc il transactions. O errors, 4 aborts
4 and O declin

9More yoco-core
- £




D. Brand Building & Storytelling



YOCO

2016 - 2018 2018 - 2020 2020 - 2023 2024




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




ANz
R799. The most affordable
card machine in SA. Ever.

Launch Price R799"

or pay weekly: R50 x 21 weeks *while stock lasts




F. Innovating through Crisis



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

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.

y SMALL BUSINESS
YOCO | RECOVERY MONITOR

This map shows how turnover of small businesses has been impacted by the COVID-19
lockdown. Each % indicates average SME turnover per province relative to the period
prior to lockdown (the baseline). For example, 34% indicates that SME turnover is at
34% of what it was before lockdown (or 66% down).

Data for week of 6 - 12 May

40%

South Africa SME turnover index

Please refer to yoco.com for full methodology

47%

Limpopo

45%
64‘! % Mpumalanga
auteng

49%

North West

47%

Free State

In Partnership with IOL




®
SMALL BUSINESS
‘(OCO I RECOVERY MONITOR

Impact of COVID-19 lockdown on South African small businesses over time

This graph shows how turnover of small businesses in South Africa has been impacted by the COVID-19 lockdown. Each % indicates average
SME turnover relative to the period prior to lockdown (the baseline). For example, 34% indicates that SME turnover is at 34% of what it was
before lockdown (or 66% down).

100% 95% For all of South Africa
90% . ‘
80%
70%
60%
50%
40%
30% : :
20% 25%
10% ' : :

0% : : 8%
18 Mar 23 Mar 28 Mar 2 Apr 7 Apr 12 Apr 17 Apr 22 Apr 27 Apr 2 May 7 May 12 May

A. Lockdown announcement on 24 March B. Lockdown level 5 started on 27 March C. Lockdown level 4 started on 1 May

Pl refer to yoco.com for full methodology In Pa rtnerShip with IOL



G. Product Innovation
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R130.00

R70.00
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Setting up Yoco Counter, a
self-service example




H. Technology & Infrastructure



The Yoco Iceberg

Order
Management
CRM
Y ® = s
| H
® o0 ° -—r— LAY
Channel Experimentation Logistics
management /Testing /SCM
e * o .
St - s
Micro-services Open Commerce Data Layer

layer

Layer

Connectivity @

Terminal Integration
& Payment Gateway

Dss

- 5 ~
Virtual Terminal Bl, Monitoring &
Ledger Management Decisioning

Q

Payment Payment Clearing
Authorisation

Issuing / Debit
Card support



@ 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.






SA market growth, a maturing market in the
formal space




Access — Product Orientation



Regulation



Single — Multi-Market



an underdog story



Thank youl!
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