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Background on WATU as a Group

◼ Started operations in 2015 to create a solution for the challenges 
faced by Africans in accessing affordable and flexible financing

◼ One of Africa’s fastest growing asset finance companies with 
operations in seven African countries and growing

◼ Headquartered in Mombasa, Kenya; 3,000+ employees

◼ 400,000+ loans disbursed



Background on WATU in Uganda

◼ Expanded to Uganda in 2019, the second market for Watu in Africa

◼ Focus on secured lending of two-wheeler motorcycles to borrowers 
who are typically boda-boda (motorcycle taxi) operators

◼ Currently have over 55,000 active loans with a portfolio value of over 
US$50 million across 18 branches



Problems intended to resolve

◼ Loans were provided mostly by traditional financial institutions with 
very stringent measures

◼ Very hard to access asset finance for lower value assets; alternative 
was predominantly to rent informally

◼ Cash payments, with generally no pathway to asset ownership, 
economic independence, or financial history

◼ No emphasis on mechanical condition or road safety



Core product and how it is differentiated 

◼ Watu leverages speed and technology to provide a continuously 
improving experience for our customers

◼ Issue motorbike loans in two hours or less, allowing borrowers to 
immediately start generating an income from the asset and fulfill their 
dreams of becoming entrepreneurs 

◼ Full transparency in the loan issuance process and adequate customer 
support throughout loan duration



Core product and how it is differentiated 

◼ Additionally, Watu uses alternative methods of assessing portfolio 
quality and client repayment performance, offering more flexibility to 
the customer and increased chances of asset ownership

◼ Building a mobility ecosystem that drives financial inclusion to the 
unbanked and underserved while promoting digital payments, 
financial literacy, and increasing regulatory and safety compliances



Altech Group
DRC`s leading PAYGo energy 
company
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Altech today

300k+   Products distributed

1.5m+    Lives improved

320k+    tCO2 avoided

3k+    Jobs created

$10m+    Accumulated profits
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Based on 5 key principles

Best product offerings1.

Best customer service2.

Healthiest portfolio3.

Highest revenues4.

Highest profit margins5.
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Giving customers a grid-like experience

• Only selling products of the highest quality

• Longest working hours

• Tailored configurations

Best product offerings
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Best Customer 
Service

Multiple contact points

Fastest response time

Free product lifetime repairs
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Healthiest Portfolio
▪ Selecting the right customers

▪ Building trust relationships

▪ Ensuring customer happiness
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Highest revenues

Diverse product portfolio

▪ Having the right solution for every customer

▪ Serving customers across all income levels

▪ Unlocking additional services
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To build a self-sustaining company that 
leads DRC`s green economy

▪ Focus on profitability from day one

▪ Gross margins of 60%+

▪ Lean operations that only grow in line with sales

Highest profit margins



Exciting 
Times!
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Contact us:
+243 822 230 188

manuela@altech-rdc.com

www.altech-rdc.com

mailto:washikala@altech-rdc.com
http://www.persistent.energy/


C A T A L Y S I N G S M A L L  
M E R C H A N T G R O W T H  
IN E A S T A F R I C A
NMoavye2m02b2er 2022



>180 mi l l ion m i c ro  
a n d s m a l l retail 

m e r c h a n t s across the 
developing world 

distr ibute 8 0 % + of all 
g o o d s a n d services .

col lateral nor b a n k
credit history.

I wIamntackoell1a0t-e1r5a%l, lpoetrs of
dwoeceukm, beunttsI d&oyno’ut hnaeveed

to c o m e to me.

Despite their central
role a n d the h i g h m a r g i n s they 

achieve, tradit ional b a n k s n e g l e c t m erchants .
As a result, retail merch ants in East Africa are u n ab le to achieve their 

full potential a n d the growth of the entire e co n o my is constrained.

T h e P r o b l e m -
Retai l m e r c h a n t s in 
e m e r g i n g m a r ke t s  
l a c k fi n a n c i n g



• D i g i t i z i n g t h ro u g h digital payments , mobi le
money, e-co m m e rc e , inventory m gt . etc.

• Lots of tech co m p a n i e s focus o n this digit izat ion + 
have raised f u n d i n g to further drive it.

>>> G a m e c h a n g e r as this provides act ionable  
d ata as well as instant digi ta l p a y m e n t rails

M a s s i v e T r a n s f o r m a t i o n -

M e r c h a n t s a r e d i g i t i z i n g  

a c r o s s t h e g l o b e

https://www.gsma.com/sotir/
https://www.gsma.com/sotir/


B u s i n e s s m odel : flat fee 
ca lcu lated as ⅕ of the 
m a rg i n a l profits achieved 
by m e rc h a n t th rou gh  
F low liquidity.

Scor ing Products

Field Pay m e n t s  

APIs, m a c h i n e learning

Fo c u s o n vis ible c a s h fl o ws  
& future potential . We m e r g e

cu tt in g e d g e F i n Te c h with a h u m a n touch .

Powered by 
the F low 
L iquidity  
E n g i n e™

T h e S o l u t i o n -
G R O W T H fi n a n c i n g for 
d i g i t a l b u s i n e s s ac t iv i t ies



D i s t r i b u t i o n M o d e l -
L e v e r a g i n g d a t a , t e c h a n d a t a r g e t e d h u m a n t o u c h

R a w D at a
(mobi le m o n e y transactions)

F low 
L iqu idity E n g i n e™

Credi t Profile & P r o d u c t s

P hys i ca l E n g a g e m e n t

Digita l  
E n g a g e m e n t



T h e F l o w L i q u i d i t y E n g i n e *
U n i q u e t e c h p l a t f o r m for b r i n g i n g g r o w t h to s m a l l m e r c h a n t s

Backend

Scoring, decisioning

Flow Ops 
entity

KYC checks

Analytics

Product development

Loan management

Digital lending platform: enabling 

financingof merchants at scale

Fieldapp

Poweringfield force to deliver 

targeted human touch

Frontend

Smooth interaction in combination 

with humanchannel

3rd parties: 
lenders,

e-commerce 
platforms

Payments

Risk management



T r a c t i o n -

M o d e l p r o v e n i n U g a n d a , n o w s c a l i n g

15% m o nt h l y  
b u s i n e s s g ro w t h

reve n u e g r o w n  
7 x s i n c e Jan’22

A R P U > $245 per 
year, C A C $7

D i s b u rs e d >$30M 
of w h i c h 99.74% 

recovered

$
L ive in major  
e co syste m s

> 2 4 0 k m e rc h a n t s

Microfinance  
L i c e n c e U g a n d a

Centra l B a n k  
l i c e n c e R w a n d a

O c to b e r 2022:
d i s b u rs e d 11981 

loans worth
$3.24M of w h i c h  
only 32 (0.24%) 

we re n o t repaid  
o n t im e



L o a n p e r f o r m a n c e –
C o n s i s t e n t g r o w t h o f h i g h q u a l i t y port fo l io

2022 PA R 30 PA R 90

Januar y 0.46% 0.41%

February 0.33% 0.28%

March 0.56% 0.52%

April 0.07% 0.04%

May 0.23% 0.21%

J u n e 0.19% 0.18%

N e w overdues 
consistently u n d e r 0.2%. 
PA R > 9 0 of monthly  
cohorts u n d e r 1%.

Monthly co h o r t analysis



• For every $ invested in our portfolio, they generate 4$ worth of 
income over 12 months.

• On average, Flow leads to ~40% increase in digital transactions.

• >1.25 million households have benefited through better access 
to mobile money at the last mile.

43% of Flow customer are women

I ’m P h i o n a A m a n d r u a ,
I love h o w Flow

increasIems mpy bauscinetss(I) -
C o m m e r c i a l a n d s o c i a l o b j e c t i v e s a l i g n e d



I m p a c t (II) -
I n c o m e s inc r e a s e s a c r o s s c u s t o m e r s
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C u s t o m e r r e t e n t i o n -
O u r c u s t o m e r s lo ve u s a n d s t a y w i t h u s

93%
act ive c u sto m e rs  
[>1 or m o re loan(s) in 
the last 30 days]

O u r customers  
love u s so 

m u c h that  
they p a i nt our  

logo!

>>> C u stom e r testimonial videos [click o n i m a g e to play]

http://www.youtube.com/watch?v=kpQK82SIhOY
https://docs.google.com/file/d/1mK9BLn3YCds8963Qb5Hdxw4FxBVhCCSa/preview
https://docs.google.com/file/d/1mK9BLn3YCds8963Qb5Hdxw4FxBVhCCSa/preview


T h e T e a m -
P a s s i o n for & t r a c k r e c o r d i n d i g i t a l s m a l l b u s i n e s s fi n a n c e

Nitin G a rg  
C o - Fo u n d e r

* >12 years driving
F inTech for the m a s se s  

innovations in e m e r g i n g  
markets, adv ised 40+  
b a n k s (e.g. Standard 
Bank , Equi ty B a n k ) *

MicroSave & The World 
B a n k * endorsed by U K  

Gov as Except ional Talent

Michael Ro t h e  
C o - Fo u n d e r

* previous F inTech in 
U g a n d a with 300,000

wallets, >3000 merchants
* As Central B a n k Adviser, 
he lped lay foundat ions of 

F inTech in U g a n d a *
started career at Citi 
Inclusive F i n a n c e *

Geoffrey Acini  
R e g i o n a l C E O

>10 years driving 
F inTech innovations 

in East Africa

D a i sy Atuhaire 
H e a d of Risk

>10 years audit &
risk in 

microfinance

P rave e n S a l d a n h a  
C O O

> 16+ years in mobi le  
m o n e y distribution in 

East Africa

S ate e s h K u m a r  
C TO

Polyglot & diversified 
techno logy professional 
with >13 years of w e b &

mobi le a p p expertise

Ju l iet L u c i m a  
H e a d of L e ga l

>8 years legal practice in 
digital economy, 

inc luding for Airtel 
R w a n d a



F L O W | TAK I N G S H O P S T O T H E N E X T L E V E L

R w a n d a

C o n t a c t U s

info@FLOWglobal .net
w w w. F LOWg lo b a l . net

HQ , L o n d o n
Level39
O n e C a n a d a Square 
Canar y Wharf, L o n d o n  
E14 5AB, U K
+ 4 4 7480 949333

A f fi l i a t ion s

U g a n d a

India

U K

M a d a ga s ca r

mailto:info@FLOWglobal.net
http://www.flowglobal.net/
https://www.level39.co/members/flow/

