Ramani: Engineering the Financial
Operating System for Africa's Supply
Chains

Executive Summary

This report provides a comprehensive case study of Ramani, a Tanzanian financial technology
company founded in 2019. The analysis reveals that Ramani is strategically positioning itself
not merely as a software provider or a B2B e-commerce platform, but as the foundational
financial infrastructure for Africa's $1 trillion consumer-packaged goods (CPG) supply chain.
The company's core thesis is that by first digitizing the opaque, pen-and-paper operations of
micro-distribution centers (MDCs) with a suite of user-friendly Software-as-a-Service (SaaS)
tools, it can generate a proprietary data asset. This data asset, in turn, unlocks the far larger
and more lucrative opportunity of providing scalable, low-risk supply chain financing.

The company's founding team—comprising brothers lain and Calvin Usiri, and their friend
Kibet Martin—represents a significant strategic advantage. Their unique combination of elite
Silicon Valley training at institutions like Stanford, Google, and Salesforce, with a deep-rooted,
mission-driven commitment to their home country of Tanzania, has enabled them to diagnose
local market failures with nuance and build a globally competitive technology solution. This
"founder-market fit" has been instrumental in attracting top-tier global investors, including Y
Combinator and Flexcap Ventures.

Ramani's business model is structured as a self-reinforcing flywheel: user-friendly software
drives adoption and generates operational data; this data de-risks lending and enables
access to embedded finance; and the availability of capital locks in customers, deepens
software usage, and creates a powerful, defensible moat. The company's impressive
performance metrics, including the facilitation of over $210 million in cumulative loans at a
remarkably low 1% default rate, validate this data-driven approach to underwriting.’

A landmark $32 million Series A funding round in November 2022 has capitalized the company
for its next phase of growth.? This phase is marked by a strategic evolution from direct lending
to a capital-light B2B financial marketplace, partnering with major financial institutions like



Stanbic Bank and Tanzania Commercial Bank.” This pivot positions Ramani as a
technology-first intermediary, poised for exponential growth without the constraints of its own
balance sheet. In a competitive landscape where logistics-heavy models have shown
vulnerability, Ramani's asset-light, finance-focused strategy offers a potentially more scalable
and profitable path to building the essential operating system for informal commerce across
Africa.

Section 1: The Founders' Homecoming: A
Mission-Driven Genesis

The trajectory and strategic resilience of Ramani are inextricably linked to the unique
composition of its founding team. The company's genesis is not a story of opportunistic
market entry but of a deliberate homecoming, driven by a mission to translate world-class
technical expertise into tangible local impact. This blend of global skill and local identity forms
the bedrock of Ramani's competitive advantage and has been a critical factor in its ability to
navigate the complexities of the Tanzanian market while attracting sophisticated international
capital.

1.1 The Silicon Valley-Tanzania Bridge: A Synthesis of Global Expertise
and Local Identity

Ramani was co-founded in 2019 by lain Usiri (CEO), his younger brother Calvin Usiri (CTO),
and their close friend Kibet Martin (COO).? The team's collective credentials position them as
a formidable and rare combination in the East African startup ecosystem, bridging the gap
between Silicon Valley's technological frontier and the on-the-ground realities of Tanzanian
commerce.

lain Usiri, the company's CEO and visionary, holds a Bachelor's degree in Computer Science
from Stanford University.® His post-graduate experience as a Product Manager at Salesforce,
a global leader in enterprise cloud software, provided him with invaluable training in building
scalable, robust software platforms and honing the principles of product-market fit.° This
background is evident in Ramani's product-led strategy and its focus on solving core business
workflow problems for its customers.

Calvin Usiri, the CTO and "Chief Hacker," brings deep engineering prowess to the team.? He



earned a double major in Economics and Computer Science from Trinity University and gained
experience building enterprise software for Capgemini North America, a global consulting and
technology services firm.® His technical leadership was recognized on a global stage when he
was named to the Forbes 30 Under 30 list for Africa in 2024, a significant external validation
of his and the company's impact." Inspired by his parents—a civil engineer and a UN
epidemiologist—Calvin was instilled with a strong work ethic and a vision for creating
meaningful change."

Kibet Martin, the COQ, anchors the company's financial and operational strategy. An
Economics graduate from Morehouse College, he honed his skills in finance at Google, one of
the world's most data-driven and operationally excellent corporations.® His friendship with
lain began during an exchange program at Stanford University, cementing a foundation of
trust and shared ambition long before Ramani's inception.® This financial acumen has been
critical in navigating the company's complex debt-equity funding structure and establishing
its sophisticated lending operations.

The complementary nature of their skills—product vision, engineering execution, and financial
operations—creates a well-rounded leadership team capable of tackling both the technical
and commercial challenges of their ambitious venture.

Founder Name & Education Key Prior Core Contribution
Title Experience
lain Usiri, B.S. Computer Product Manager, Strategic Vision,
Co-Founder & CEO | Science, Stanford Salesforce ° Product
University ° Management,
Fundraising
Calvin Usiri, B.A. Computer Enterprise Technology
Co-Founder & CTO | Science & Software, Leadership,
Economics, Trinity Capgemini ° Engineering,
University " Product
Development
Kibet Martin, B.A. Economics, Finance, Google ° Financial Strategy,
Co-Founder & COO | Morehouse College Operations, Risk
2 Management




1.2 The Leap of Faith: From Secure Careers to a Bootstrapped Vision

In 2019, the founders made the pivotal decision to leave their secure and lucrative careers in
the United States and return to Tanzania to build their company.® This was not a rash move but
the culmination of a long-held conviction. lain Usiri has noted that his college application
essay for Stanford was about returning home to build infrastructure for his community,
indicating a deeply ingrained, ideological motivation that transcended purely commercial
opportunity.’

The team recognized that while the risks were high—including giving up their U.S. immigration
status—the potential for meaningful impact was far greater in Tanzania than it could ever be in
Silicon Valley.” This sense of purpose provided the resilience needed for the arduous journey
of a startup. lain, then 26, quit his job against his parents' wishes and made the move, with
Calvin, then 23, and Kibet joining him a few months later.’

Their initial venture was not funded by venture capital but by their own conviction. They
bootstrapped the company with $70,000 of their personal savings, which they had frugally
accumulated from their previous jobs.” This initial capital injection demonstrated a profound
belief in their vision and a willingness to assume significant personal risk long before seeking
external validation. This act of self-funding provided them with the autonomy to experiment
and the financial runway to find the right problem to solve.

1.3 The Crucible of Creation: Iterating Towards Product-Market Fit

Crucially, the founders did not arrive in Tanzania with a pre-packaged SaaS solution. Their
initial approach was to immerse themselves directly in the problem space they sought to
address. They began by operating as CPG distributors themselves, managing their own
warehouse, a fleet of vehicles, and a team of salespeople to sell goods to smaller shops.®

This initial business model, while not ultimately scalable, served as the most critical research
and development phase in the company's history. By experiencing the daily operational
frustrations of the CPG supply chain firsthand, they gained an unparalleled level of customer
empathy. They lived the "pen-and-paper" reality of tracking inventory, managing sales routes,
and reconciling cash payments. This hands-on experience was not a failure but a self-funded,
real-world discovery process that de-risked their subsequent product development.

This deep immersion led them through three distinct company iterations before they landed
on the final software and credit model.” They realized that the true, scalable opportunity was



not in competing with other distributors in a low-margin logistics business, but in providing
the technology and financial tools to empower the entire existing network. This insight, born
from direct experience, allowed them to build a software solution that genuinely solved
real-world workflow problems, rather than imposing a theoretical Silicon Valley model onto
the Tanzanian market. This perfect alignment of founder expertise, direct problem experience,
and a mission-driven commitment created an exceptional case of "founder-market fit," which
would prove irresistible to elite global investors like Y Combinator.

Section 2: Deconstructing the Trillion-Dollar Problem:
Inefficiency in the CPG Supply Chain

Ramani's value proposition is a direct response to a set of deeply entrenched market failures
that characterize Africa's informal retail sector. The continent's CPG supply chain, valued at an
immense $1 trillion, is the lifeblood of its consumer economy, yet it operates with profound
inefficiencies that stifle growth and limit potential.? Ramani's strategy is built on a precise
diagnosis of these pain points: a crippling lack of data visibility which, in turn, creates an
insurmountable barrier to accessing formal financial services.

2.1 The Pen-and-Paper Bottleneck: A System Constrained by Opacity

The operational heart of the CPG supply chain in Tanzania and across much of Africa is the
Micro-Distribution Center (MDC). These MDCs are the critical intermediaries that aggregate
products from large manufacturers and brands like Coca-Cola and distribute them to the vast,
fragmented network of millions of small, informal "mom-and-pop" shops.'* Despite their
systemic importance, the vast majority of these MDCs run their operations on manual, analog
systems.

Inventory is tracked in physical ledgers, sales are recorded on paper slips, and credit to
retailers is managed through informal, trust-based relationships.' This "pen-and-paper"
approach creates a fundamental state of operational opacity. MDC owners lack real-time
visibility into their own businesses. They struggle to accurately track inventory levels, leading
to frequent stock-outs of popular items or over-stocking of slow-moving goods, both of which
destroy capital.” They cannot easily analyze sales trends, identify their most profitable
customers, or monitor the performance of their salespeople in the field.® This absence of
reliable, structured data makes strategic decision-making nearly impossible, trapping



businesses in a reactive, inefficient cycle.

2.2 The Working Capital Gap: The Financial Consequences of
Inefficiency

The direct financial consequence of this operational opacity is a severe and persistent
working capital gap. Because their business operations are not recorded in a verifiable, digital
format, MDCs are effectively invisible and illegible to the formal financial sector. When they
approach a traditional bank for a loan, they cannot produce the audited financial statements,
reliable sales forecasts, or credible inventory reports required for underwriting.® From the
bank's perspective, these businesses are high-risk, opaque entities, and the cost of
performing due diligence is prohibitive.

This lack of access to credit forces MDCs into a cash-based cycle that severely constrains
their growth.? They can only purchase as much inventory as their immediate cash on hand
allows. This often means they cannot meet the full demand from their retail customers,
leading to lost sales and stunted growth. They are unable to invest in expanding their product
offerings, hiring more salespeople, or opening new routes. The primary barrier for these
businesses is not a lack of ambition or commercial viability, but a lack of legible data that can
be translated into creditworthiness. Ramani's first and most crucial intervention is therefore
not lending, but

translation—transforming the chaotic, analog reality of an MDC's operations into the clean,
verifiable digital data streams that are legible to capital markets.

2.3 The Last-Mile Challenge: The Macro-Environmental Context

Zooming out, these micro-level operational challenges are compounded by macro-level
logistical hurdles inherent in the Tanzanian market. Last-mile distribution—the final leg of the
journey from a distribution hub to the end retailer—is notoriously difficult and expensive
across Africa."” This is due to a combination of factors including poor road infrastructure,
which leads to delays, vehicle damage, and high fuel costs; a lack of skilled logistics labor; and
security concerns that can disrupt supply chains."”

This challenging physical environment informs Ramani's strategic choices. While some
competitors have opted to build their own end-to-end logistics networks—a capital-intensive



endeavor—Ramani has chosen to focus on a more asset-light model centered on software
and finance. By empowering the existing network of MDCs rather than seeking to replace
them, Ramani sidesteps many of these intractable physical-world challenges. Its solution is
not dependent on building new roads or warehouses, but on deploying scalable technology
that optimizes the flow of information and capital within the existing infrastructure. This
strategic decision to focus on the digital and financial layers of the supply chain, rather than
the physical layer, is key to its capital-efficient and highly scalable business model. It also
positions Ramani as an indispensable partner to the CPG giants themselves, who rely on the
fragmented MDC network but lack actionable data from it. By aggregating and structuring
this network, Ramani becomes a critical infrastructure provider for the entire ecosystem.’

Section 3: The Ramani Flywheel: A Symbiotic Model of
SaaS and Embedded Finance

Ramani's business model is best understood not as a linear offering of separate products, but
as a self-reinforcing ecosystem conceptualized as a flywheel. Each component—software,
data, and finance—drives the momentum of the others, creating a virtuous cycle that delivers
compounding value to customers and builds a formidable competitive moat. The company's
strategy is to first become indispensable to an MDC's daily operations through its software
suite, and then leverage the data generated from that deep integration to offer perfectly
tailored financial services.

3.1 The Digital On-Ramp: The Core Software Suite

The entry point into the Ramani ecosystem is its comprehensive suite of SaaS tools, designed
to digitize every critical workflow of a micro-distribution center. These tools are the "on-ramp"
that transitions MDCs from pen-and-paper to the cloud.®

e Point-of-Sale (POS) Application: Ramani provides salespeople with a specialized
handheld POS device and a portable printer.? This application allows them to record sales
transactions in real-time as they visit retailers in the field. Crucially, the app functions
both online and offline, a vital feature for markets with inconsistent connectivity, and is
available in both English and Swabhili to maximize accessibility.?° Every sale is logged, and
a professional receipt is printed, formalizing the transaction and capturing a vital data
point.?

¢ Inventory Management & Warehouse Software: The data from the POS devices feeds



directly into a comprehensive web dashboard for the MDC owner.? This provides, for the
first time, a real-time, unified view of the entire business. Owners can see which products
are selling, monitor inventory levels in the warehouse, track the location and performance
of their salespeople, and manage customer accounts from a single platform.” This
seamless visibility and control allows for data-driven decision-making, replacing
guesswork with actionable intelligence.””

e Procurement Tool: Recognizing that business communication in Tanzania happens on
WhatsApp, Ramani built its procurement tool directly into the messaging platform.® This is
a masterstroke of user-centric design. Instead of forcing users to adopt a new, unfamiliar
application, Ramani meets them where they already are. MDCs can order new inventory
from their suppliers, track the status of their orders, and manage procurement without
ever leaving the app they use for daily communication, dramatically reducing friction and
encouraging adoption.”°

3.2 Data as the New Collateral: The Embedded Finance Engine

Once an MDC is digitized using the software suite, Ramani activates the core of its
monetization strategy: embedded finance. The constant stream of operational data captured
by the POS, inventory, and procurement tools—sales velocity, inventory turnover rates,
customer repayment histories, and order frequency—becomes the raw material for a
sophisticated, proprietary credit-scoring engine.'®

This data serves as a dynamic, real-time proxy for the health and creditworthiness of the
business. It is, in effect, the new form of collateral. Armed with this rich, verifiable data,
Ramani can underwrite loans with a precision and confidence that is impossible for traditional
lenders. This capability was formally unlocked when the company secured a lending license
from the Bank of Tanzania, a critical regulatory milestone that enabled it to directly offer
financial products.®

Ramani's initial financial offerings are tailored specifically to the working capital needs of
MDCs, including 30-day payment terms on inventory purchases.'® This allows distributors to
purchase more stock than their cash on hand would typically allow, directly fueling their
growth. By embedding these financial services directly into the operational software, Ramani
creates a seamless, low-friction experience where access to capital is a natural extension of
running the business.

3.3 The Evolution to a Marketplace: Scaling Through Partnership



The most significant evolution in Ramani's model is its recent transition from being a direct
lender to operating as a B2B financial marketplace. This strategic pivot fundamentally alters
the company's risk profile and scalability. Instead of relying solely on its own balance sheet
and debt facilities to fund loans, Ramani now partners with major financial institutions who
provide the capital.

The company has forged strategic partnerships with leading banks, including Stanbic Bank (a
member of Standard Bank Group) and the state-affiliated Tanzania Commercial Bank (TCB).*
In this marketplace model, Ramani acts as the technology and data intermediary. It leverages
its platform to handle the entire lending process—origination, data-driven underwriting,
real-time monitoring, and collections—while its banking partners provide the liquidity.*

This shift is a move from a capital-intensive business to a highly scalable, capital-light
platform business. It allows Ramani to grow its loan book at the speed of its technology and
partnerships, not the speed of its own fundraising. The company aims to complete a full
transition to this marketplace model by mid-2025, solidifying its position as the essential
connective tissue linking formal capital providers with the informal retail economy.* This
makes Ramani a far more attractive proposition for venture capital, signaling a clear path to
exponential growth without requiring exponential capital investment.

Section 4: Performance, Traction, and Market Impact

Ramani's theoretical model of a SaaS-enabled finance flywheel is validated by a strong and
accelerating track record of performance. The company's growth, measured through key
metrics in loan volume, user adoption, and financial underwriting, demonstrates significant
market traction and investor confidence. This performance provides compelling evidence that
its data-driven approach is effectively solving the core pain points of its target customers and
unlocking substantial economic value within Tanzania's CPG supply chain.

4.1 A Trajectory of Hyper-Growth: Key Performance Metrics

Ramani's operational and financial metrics illustrate a pattern of rapid growth and effective
execution.

e Loan Volume and Disbursement: The company has demonstrated an exponential



increase in its lending activities. By September 2023, Ramani had disbursed over $100
million in loans to MDCs.?* This figure more than doubled in just over a year, with the
company reporting over $210 million in cumulative loans facilitated by early 2025." This
acceleration has been driven by the launch of its financial marketplace, which disbursed
$5 million within its first few months of operation with an average loan size of $47,000.*
Gross Merchandise Value (GMV) and Growth Rate: The volume of commerce flowing
through the platform has been substantial. In 2021 alone, distributors sold $72 million
worth of goods via Ramani's system.?” The company's growth has been remarkable,
achieving a 68% month-on-month GMV growth in 2021, followed by a still-strong 36%
month-on-month growth in 2022.% Another report corroborates this hyper-growth, citing
an average of 32% month-on-month growth sustained over a 2.5-year period beginning
in 2021.%'

Superior Risk Management: The single most critical proof point for Ramani's
data-driven model is its exceptionally low default rate. The company reports a default
rate of just 1% over a 12-month period." This is significantly superior to the 5% industry
standard for

secured, collateral-based loans in Tanzania." This metric powerfully validates the core
thesis that real-time operational data is a more effective predictor of creditworthiness
than traditional underwriting methods in this market segment. It proves that Ramani has
built not just a lending business, but a superior risk-assessment technology.

User Base: As of November 2022, Ramani had 100 active MDCs on its platform, serving
as the foundation for its growth.” This network has since expanded, though more recent
specific numbers on active MDCs are not publicly available. The company's staff has
grown from a team of seven in 2021 to over 80 people, reflecting its rapid operational
scaling.’

4.2 The Ecosystem Effect: Creating Value for Stakeholders

Beyond the numbers, Ramani's impact is evident in the value it creates for the various
stakeholders in its ecosystem.

Empowering Micro-Distribution Centers: Testimonials from MDC owners provide
qualitative evidence of the platform's benefits. Business owners cite tangible outcomes
such as achieving "financial freedom," experiencing a "35% debt reduction," gaining
"seamless visibility & control of stock," and growing their customer base.? These
accounts confirm that the platform is delivering on its promise to help businesses scale
their operations and improve their financial health.

Strategic Partnerships with Major Brands: Ramani has become a critical technology
partner for the distributors of some of the largest CPG brands operating in Tanzania,



including Coca-Cola, Serengeti Breweries (a Diageo subsidiary), Azam, and Kilombero
Sugar.”’ A general manager at Nyanza Bottling Company (a Coca-Cola bottler) noted that
Ramani makes cash flow less of a struggle for their distributors and is "easy to do
business with," highlighting the value Ramani provides upstream in the supply chain.?

4.3 Financial Validation: The Path to a $32M Series A

Ramani's growth has been fueled by a series of successful funding rounds from a roster of
increasingly prestigious investors, serving as a powerful external validation of its strategy and
execution. This funding journey demonstrates a classic Silicon Valley scaling strategy
executed within an African context, signaling the founders' fluency in the language and
expectations of global venture capital.

Date Funding Round Amount Lead / Key
Investors
Aug 2020 Accelerator / $150,000 Y Combinator,
Incubator StartX (US) #
2021 Seed Round Undisclosed Village Global, Goat

Capital, Future
Africa, Launch
Africa Ventures,
Musha Ventures,
Hustle Fund 2

Nov 2022 Series A (Debt & $32 Million Flexcap Ventures,
Equity) Jared Schreiber ?

The acceptance into Y Combinator in 2020 was a pivotal moment. As only the second
Tanzanian startup to join the elite accelerator, Ramani was placed on the global investment
map.’ This was followed by a strong seed round from a syndicate of respected Africa-focused
and global VCs. The landmark $32 million Series A round in November 2022 solidified Ramani's
position as one of the best-funded and most promising technology companies in Tanzania
and across East Africa, providing the capital necessary to scale its operations and evolve its
business model.*



Section 5: Competitive Landscape and Strategic
Positioning

Ramani operates within a dynamic and competitive B2B commerce and fintech landscape in
East Africa. However, a close analysis reveals that its strategic focus on being an asset-light,
SaaS-and-finance "enabler" provides a distinct and potentially more defensible moat
compared to rivals pursuing logistics-heavy, "disruptor" models. This positioning leverages
existing infrastructure rather than rebuilding it, offering a more capital-efficient path to scale.

5.1 The B2B Commerce Arena: Mapping the Players

Ramani's primary competitors are other technology platforms aiming to digitize and
streamline the informal retail supply chain.

e Wasoko (formerly Sokowatch): Wasoko is arguably the most significant player in the
B2B e-commerce space across East Africa, with a strong presence in Tanzania, including
hubs in Dar es Salaam, Arusha, and Mwanza.®' Its model is fundamentally different from
Ramani's. Wasoko acts as a direct supplier to informal retailers, procuring goods in bulk,
holding them in its own warehouses, and offering free same-day delivery via its own
logistics network.*?> While it also provides financing through a "buy now, pay later"
service, its core operation is centered on physical logistics and distribution.®* This makes
Wasoko a direct competitor to the very MDCs that Ramani empowers.

e Marketforce: Another key player, Marketforce, operated a B2B marketplace app called
RejaReja, which was active in Tanzania and four other African countries.* Like Wasoko, its
model focused on enabling retailers to order inventory directly for delivery. However,
Marketforce's journey serves as a cautionary tale. In late 2023, facing funding challenges
and the high operational costs associated with its model, the company ceased
operations in Tanzania, Nigeria, and Rwanda to consolidate in Kenya and Uganda and
pivot towards a social commerce model.*® This highlights the intense cash-burn rate and
operational complexity inherent in asset-heavy, logistics-led B2B e-commerce.

It is also important to differentiate Ramani from other prominent Tanzanian fintechs. Nala, for
instance, is another Y Combinator-backed success story, but its focus is on consumer-facing

services like international remittances and mobile payments, not the B2B supply chain finance
sector where Ramani operates.*



5.2 Ramani's Differentiated Moat: Software vs. Logistics

The strategic contrast between Ramani and its competitors is stark. While companies like
Wasoko and the former Marketforce represent a "disruption” play—aiming to replace or
disintermediate traditional distributors—Ramani's strategy is one of "enablement." It seeks to
empower the existing network of MDCs by providing them with superior technology and
financial tools.

This fundamental difference leads to several key strategic advantages for Ramani:

1.

Capital Efficiency: Ramani's model is asset-light. It does not own warehouses, manage
large inventories, or operate a fleet of delivery vehicles. This dramatically reduces its
operational overhead and capital expenditure compared to logistics-driven competitors.
The struggles of Marketforce underscore the vulnerability of asset-heavy models to shifts
in the venture capital funding environment.* Ramani's approach is inherently more
scalable and less reliant on continuous, massive capital injections to fund physical
expansion.

High Switching Costs: Ramani's competitive moat is built on software and data. Once
an MDC adopts Ramani's platform, it becomes the central nervous system for its entire
operation—managing sales, inventory, and procurement. To switch to a competitor, an
MDC would have to rip out its core operational system and lose all its historical data. This
creates extremely high switching costs. In contrast, a retailer using Wasoko can more
easily switch to another supplier if offered better prices or terms, as the relationship is
more transactional.

Horizontal Scalability: Ramani is building a horizontal platform, whereas its competitors
are building vertical solutions. Ramani's core product is a data-driven underwriting
engine that can be applied to any industry with a distributor-based supply chain. Its
recent expansion from CPG into sectors like liquefied petroleum gas (LPG), cement, and
fuel stations is clear evidence of this model's portability.” This gives Ramani a much
larger total addressable market (TAM) than a player focused solely on the specific
logistics of fast-moving consumer goods. Ramani is not a CPG tech company; it is a B2B
supply chain finance platform.

The following table summarizes the key strategic differences in the competitive landscape:

Parameter Ramani Wasoko Marketforce (in

Tanzania)




Business Model

SaaS-enabled
Financial
Marketplace
(Enablement)

B2B E-commerce &
Logistics
(Disruption)

B2B E-commerce
Marketplace
(Disruption)

Primary
Monetization

Fees on financial
transactions; SaaS
subscriptions

Margin on goods
sold; financing fees

Margin on goods
sold; financing fees

Asset Intensity

Low (Software &
Data)

High (Warehouses,
Inventory, Vehicles)

High (Logistics
Network)

Target Customer

Micro-Distribution
Centers (MDCs)

Informal Retailers
("Mom-and-pop"
shops)

Informal Retailers

Current Status in
Tanzania

Active and
expanding

Active

Operations ceased
38

By choosing to make existing distributors its customers rather than its competitors, Ramani
has adopted a partnership-based approach that leverages the vast, established infrastructure
of the informal supply chain, positioning itself as a critical technology layer rather than just

another player within it.

Section 6: Future Horizons: Building a Pan-African
Cloud Network

Ramani's long-term vision extends far beyond the borders of Tanzania. The company's
ultimate ambition is to build the digital and financial rails for supply chains across the
continent, creating a "cloud network of micro-distribution centers all across Africa".? Its
strategy for achieving this goal appears to be a calculated blend of disciplined, sequential
market expansion and a deep investment in building a world-class, technology-driven risk
management capability at its core.

6.1 Consolidating the Tanzanian Core: A Disciplined Expansion




Strategy

Despite its pan-African ambitions, Ramani's leadership has demonstrated strategic maturity
by prioritizing deep penetration and profitability in its home market before embarking on
premature international expansion. Following its $32 million Series A raise, CEO lain Usiri
stated that the "exceptional macroeconomic environment in Tanzania" had convinced the
company to focus its efforts there for the subsequent 12 to 18 months, aiming to build a
strong, sustainable base before its next major funding milestone (Series B)."

This disciplined approach is a significant differentiator. Many well-funded startups in
emerging markets fall into the trap of "flag planting"—expanding into multiple countries too
quickly, burning vast amounts of capital, and stretching operational capacity to its breaking
point. Ramani's decision to first dominate a single, favorable market suggests a focus on
building a robust and profitable business model that can then be replicated, rather than
pursuing growth for its own sake. This strategy de-risks future expansion by ensuring it is
launched from a position of strength and proven unit economics.

6.2 The Al-Powered Future of Risk: Scaling Intelligence

The key to Ramani's pan-African scalability lies not in its physical presence but in the
intelligence of its underwriting platform. The company is making substantial investments to
build a highly sophisticated, technology-driven risk management function that can operate on
a global standard.

Compelling evidence of this ambition is found in a public job description for a New York-based
Chief Risk Officer (CRO).** The requirements for the C-suite role go far beyond traditional
credit analysis. The ideal candidate must have proven expertise in advanced data science,
machine learning (ML), and artificial intelligence (Al), with hands-on experience building
predictive models using tools like Python, R, and TensorFlow. The role's responsibilities
include deploying ML models for real-time credit risk evaluation, conducting complex stress
tests and Monte Carlo simulations, and using Al-driven insights to optimize the entire lending
portfolio.*?

This reveals Ramani's long-term strategic intent. The company is not simply building a lending
business; it is building a world-class, Al-powered risk assessment engine tailored specifically
for the unique data signatures of Africa's informal markets. This engine is the company's core
intellectual property. By centralizing this highly technical function in a global financial hub like
New York, Ramani can attract elite talent and build a system that can be deployed across



multiple African markets, adapting to local conditions while maintaining a consistent and
rigorous standard of risk management.

6.3 Concluding Analysis: The Operating System for Informal
Commerce

In synthesizing Ramani's journey, model, and future ambitions, a clear picture emerges. The
company is executing a deliberate, multi-stage strategy to become the indispensable
operating system for informal commerce in Africa. Its vision of transitioning the continent's
supply chains "from pen & paper to the cloud" is not merely a marketing slogan but the
guiding principle of its product and business development.®

The initial phase, now largely proven, was to build the user-friendly software that serves as
the digital on-ramp, capturing the data that was previously locked away in paper ledgers. The
second phase, currently in full swing, is to leverage that data to provide tailored, low-risk
financing, first through its own balance sheet and now through a scalable marketplace model.
The future phase, for which it is now building the foundation, is to use Al and machine learning
to perfect its risk engine and expand this model across the continent.

Ramani's asset-light, data-rich, and finance-focused strategy positions it strongly to achieve
this vision. By empowering rather than disrupting existing players, it has aligned its success
with that of the entire ecosystem. The primary challenges ahead will be navigating the
complex and varied regulatory landscapes of new African markets and defending its position
against both agile fintech competitors and incumbent banks who may seek to build similar
capabilities.

Nevertheless, Ramani represents one of the most compelling case studies in the African tech
ecosystem. It is a testament to how a founding team with a unique synthesis of world-class
technical skill and deep local context can build a highly scalable solution to a fundamental,
continent-wide economic challenge. Ramani is not just financing distributors; it is engineering
the financial architecture for the future of African commerce.
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