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A note  from 
the CEO

Dear readers,
This is the second series of our annual reports of the "Promoting Impact Technology in Tanzania" internal
program for Media Convergency. I am thrilled to present this report for 2022, brought to you by Media
Convergency. At the heart of this report is our commitment to showcasing the most innovative and
impactful technological solutions designed specifically for Tanzanian users - this time with the mix of
those who started way back.

We recognize that there are countless brilliant innovators out there who may not have a platform to
showcase their work. That's why we are dedicated to shining a light on these individuals and their
contributions to the Tanzanian innovation and tech landscape. By doing so, we hope to support the
growth of the startup community and inspire more people to pursue their innovative ideas. More so,
Media Convergency is a learning organization, it has been a wonderful avenue for learning about the
space we are dedicated to.

I am proud to say that we monitor all of our programs very closely, and we are thrilled to see the
progress and growth of the startups and founders that we featured in our 2021 report. It is our hope
that this report will serve as a valuable resource for anyone interested in the future of innovation,
technology and informed decisions in Tanzania. As we continue to navigate an ever-evolving
technological landscape, it is critical that we remain committed to promoting solutions that have a
positive impact on Tanzania in this era of this Digital Economy in this forth Industrial Revolution. We
hope that this report will serve as a catalyst for further dialogue and collaboration, as well as inspire
more innovators to create solutions that address the unique challenges facing our communities.

CEO - Media Convergency
Asha D. Abinallah

This report would have not been possible without my hardworking
Team. It has not been easy but they always deliver, and as much as
we wish to deliver, we can not attain that without having on board
these wonderful players (spotlighted and the Experts) who are
among the key players for this ecosystem to thrive. Not all pioneers
are ready to share what a passionate founder or who wants to
create a solution need to know and make their vision  reality. It was
an honor to have Adam Mbyallu, Rose Funja, Catherinerose
Baretto, Brian Mnyampi, Ian Tarimo agree to seat and share the
wonderful insights to this report. 

Thank you for taking the time to read this report. There is
possibility to maximizing potential of this program in
countless of ways. Once again, I call upon each and every
stakeholder who believes in it to reach out so that we can
join forces for further impact. We look forward 
to continuing supporting the development 
of impactful technology in Tanzania.

Cheers
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Introduction

Media Convergency is dedicated to giving back to the ecosystem by supporting early-stage players in any
way we can. As part of this commitment, we will be releasing an annual report each year (preferably in
January) to ensure that we have a comprehensive archive of information for startups. Tanzania has a
growing startup ecosystem with a focus on using technology to address challenges in the community. The
government has shown intent of Digital Transformation and Technological growth by practically
transforming how government agencies run and offer services with change to a huge extent; registration
processes for establishment of entities, compliances, logging of reports, payment getaways and many more
showcases this embrace of the fourth industrial revolution. It goes without saying, we are in an era where
Technology will solve to a great extent employment challenges to the youth who are innovative and
creative. The country's growing middle class and youth population have also fueled the demand for
innovative products and services. Several incubators, accelerators, and co-working spaces have emerged to
support the growth of startups in the country, with a particular focus on industries such as fintech,
agriculture, healthcare, and education. While the ecosystem is still in its early stages, there is a growing
sense of optimism among entrepreneurs and investors about its potential for growth and impact.

In this report, we feature 29 startups in Tanzania that have emerged as among the Tech Change champions,
utilizing technology in their innovation to tackle various challenges in the community. From addressing
menstrual hygiene, improving access to healthcare, improving the agriculture chain to many other more; 
 these startups have shown a commitment to creating solutions that make a positive impact on society.
Through interviews with founders and insights into their operations, we highlight the innovative
approaches these startups are taking and the impact they are making in Tanzania and beyond.

The startups in Tanzania operate in various industries and sectors, including but not limited to agriculture,
education, finance, health, energy, and e-commerce. Agriculture is a significant industry in Tanzania, and
several startups are developing innovative solutions to address challenges in this sector, such as improving
crop yields, reducing post-harvest losses, and connecting farmers with markets. Education and health are
also essential sectors where startups are developing solutions to improve access and quality of services. The
finance sector is also growing, and many startups are developing fintech solutions to increase access to
financial services and promote financial inclusion in Tanzania.

Tanzania like many other sub-Saharan African countries, has a unique set of characteristics that distinguish
its innovation and technology ecosystem from other markets in the region and globally. One of the most
notable characteristics is its large and growing population, which provides a vast market for innovative
products and services. Tanzania also has a high level of mobile phone penetration, making it a fertile
ground for mobile-based innovation and services. Additionally, the country has a growing middle class with
increased purchasing power, which creates a demand for new products and services. Tanzania's strategic
location in East Africa also makes it a gateway to several other markets in the region, providing
opportunities for startups to expand and scale their businesses beyond Tanzania. However, Tanzania still
faces some challenges in its innovation and technology ecosystem for startups; the most unique to its case is
the lack of framework that guides and defines what a Startup is, and how it can be differentiated from
other entities such as Companies. Majority of startups are required to comply and register as companies
once they are supposed to formalize but they do not necessarily fit the criteria of what a Company looks
like especially at their initial stages.

We are happy that we have had time to update before releasing the "Promoting Impact Tech Report"; that
there has been great progress made for the Startup Ecosystem. The Ministry of Information,
Communication and Information Technology and Tanzania Startup Association signed an MOU on
guidelines towards the establishment of a Startup Policy. It's important to note that while the Tanzanian
government has just signed a startup policy guideline, the operating environment for startups in Tanzania
may still have some challenges such as access to funding, compliance hurdles, and a shortage of skilled
talent, etc.
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The Report

Business Management Transport Health and Hygiene

Smart Technology Motor Vehicles Journalism (Streaming)

Environment Education Assistive Innovation (for
PWDs)

Agriculture Fintech & E-commerce Online Gender-based
Violence

Criteria of Selection

The key criteria for selecting the startups to
feature in the spotlight are those that are
addressing the unique challenges present in
Tanzania by providing context-specific solutions.

Promoting Impact Technology Program is one of Media Convergency initiative through one of its operative
units. The project is intended to play part in promoting solutions applied by young aggressive talented
minds that use Technology and Innovation to provide Solutions in Tanzania by considering the Tanzanian
context and challenges. This annual report features thirty startups, each with unique and innovative ideas.
In addition to showcasing new and upcoming startups, we also included five established game-changing
players at the national and regional level, which are Sahara Ventures, Binary Institute (Labs), Studio 19
Group, Agrinfo Company and Tai Tanzania. These companies have a wealth of experience and knowledge
to share with new founders, providing valuable insights and lessons learned.

Goal

The goal is to create a thriving ecosystem that
nurtures and supports innovative startups,
leading to the growth and development of the
economy and society as a whole.

By highlighting these startups and their innovative solutions, it can help to bring attention to the value and
potential of technology in driving economic and social growth. Additionally, the spotlight can attract
funding and partnerships for these startups, which can lead to their growth and development. Ultimately,
the success of these startups can contribute to the growth of the economy and society as a whole, creating
job opportunities and improving the quality of life for people in the community. 

Of the thirty startups, twenty-five are in their early or mid-stages of development, while the remaining five
have already established themselves in the market with a strong reputation and focus on their capabilities.
Our report aims to provide comprehensive information on each startup, including their strengths and
challenges, to support and encourage the growth of the startup ecosystem. We hope that by sharing the
successes and experiences of these companies, we can inspire new founders to innovate and succeed. 

The thematic areas of solutions are:
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Among these 29 initiatives only five are female founded with the rest being male founded. To further
elaborate on the gender diversity of the startups featured in the report, it can be noted that the
underrepresentation of women-led startups is a common trend in Tanzania and in many regions in
Africa and the rest of the world. The low representation of women in the startup ecosystem can be
attributed to various factors, including the lack of access to capital, mentorship, and networking
opportunities. Despite this, there have been significant efforts by various organizations to promote
gender diversity in the startup ecosystem, with initiatives such as mentorship programs, training, and
funding opportunities specifically targeted at women-led startups. By highlighting the gender diversity
in the report, it can raise awareness of the need for more inclusion and support for women entrepreneurs
in the startup ecosystem.

The thematic areas of solutions provided in the context of startups working in innovation and
technology represent a diverse range of opportunities for entrepreneurs to address societal challenges
and market needs through technology. There is so much that can be done. Smart technology, for
instance, has very few startups in the ecosystem, most of the solutions are imported. Smart technology
encompasses a range of solutions that leverage emerging technologies such as the Internet of Things
(IoT), Artificial Intelligence (AI), and automation to improve efficiency, productivity, and quality of life.
This area presents significant potential for startups to develop innovative solutions that enhance
connectivity and enable smart decision-making in various sectors, including agriculture, transportation,
and energy. 

The environmental thematic area is also of great significance in today's world, with increasing focus on
climate change and sustainability. Startups can play a crucial role in developing innovative solutions that
reduce the environmental impact of human activities, including renewable energy, waste management,
and carbon footprint reduction. This list of thematic areas of solutions provides significant
opportunities for startups to leverage technology in addressing societal challenges and market needs.
Startups need to identify the areas where they have the most potential to create value and focus their
efforts on developing innovative solutions that address these needs.

Media Convergency has identified three important areas that require solutions, namely Climate Change,
Digital Security, and the Creative Industry. The effects of climate change have become increasingly
urgent, and it is important to have more startups addressing this issue. Digital security is also a pressing
concern in today's increasingly connected world, and startups that provide innovative solutions to secure
personal and business data are in high demand. Finally, the creative industry has been growing rapidly in
recent years and has a lot of untapped potential, particularly in emerging markets.

We have also observed that intentional visibility is almost the last priority for almost all startups. In a
world where the internet plays a huge role for communication within and between organizations, not
prioritizing on visibility plays a significant role into a prolonged period of reaching to the right target.
This observation highlights the importance of visibility and branding for startups in the modern
business landscape. In today's world, digital communication channels have become the norm, and having
a strong online presence can be a key factor in the success of a startup. Many startups often prioritize
product development and customer acquisition over branding and visibility, which can lead to
difficulties in reaching their target audience and building a strong reputation in the industry. By
neglecting the importance of visibility, startups may find it challenging to differentiate themselves from
their competitors and struggle to gain traction in the market. 

As you proceed on your journey to the next pages of the report, it is our sincere hope that you will keep
an open mind in learning, identifying, observing or even note down the points of required improvement
to ensure that we have the best featured report for 2023 in early 2024. As time goes on our excitement
grows as well, for this has been a great avenue for learning and growing as Media Convergency. We
would love to take this journey with many more stakeholders on board.
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An absence of
Tanzania based
Investors

The absence of Tanzania-based investors can present significant challenges in the growth of
innovation and tech. Not having local investors, is one of the reasons that startups struggle to
secure the funding needed to develop their ideas and bring their products to market. It is
important to have Tanzania based Investors, they understand the challenges and context more.
It is easy for a Tanzanian to see potential of the solution, or even see where the weakness lies
and to which direction or connection they can be referred to for improvement. The most
available funding is from international investors, which is challenging in more ways than one.
It is essential for countries to prioritize the development of a supportive ecosystem for
entrepreneurs and investors to build a sustainable innovation economy.

Startup or/and
Accelerator
Mainframe

In the early stages of a startup's establishment and growth, information and knowledge are
critical to the success of the business. Accelerators, which are programs designed to help
startups grow and succeed, play a crucial role in providing this support. However, if the
accelerator and the startup do not share the same values and beliefs, the support offered can
hinder the startup's future growth instead of promoting it. For instance, if the accelerator
focuses on only one attribute such as "money" as the main incentive for startups, means it is
leaving out some very key important aspects that are key to the growth and sustainability such
as quality of product, strategy, customer retention, etc. 

Failed and
Stagnant Startups

There are many startups/organizations that are stagnant or at the midst of failing and those
that have failed. Most of the failed startups could have been saved and succeeded if they had
gone back to the drawing board, to identify what is not working. For example, Tai Tanzania
shared that it was at the midst of almost failing in the early years of the organization. They
realized there then approach was not working and thus, went to the drawing board, where after
strategic reflection they changed the approach but without changing intent nor vision. With
the change it has been operating more successfully since then.

The country
operating
environment is
very key

Some laws and regulations might interfere with implementation of programs especially those
done in partnership with international partners. There has been an example of a three year
project which had to be shut down just after one year of implementation thus all the team
loosing their positions and program halted. the country operating environment is critical to its
success or failure. In some cases, laws and regulations may be put in place that hinder the
implementation of programs or activities, especially if they involve partnerships with
international partners. This can lead to delays, increased costs, and even the complete
shutdown of programs, as seen in the example mentioned.

A Gap on Climate
Change, Digital
Security and
Creative
Industries

Based on our observation, we have identified certain areas that are critical and require a lot of
innovative solutions. One such area is Climate Change, which is a major global issue that
affects us all. It is therefore important to have more startups and initiatives working towards
mitigating the effects of climate change and finding sustainable solutions. Another area that we
have identified as important is Digital Security. As more and more aspects of our lives become
digitized, there is a growing need for better security measures to protect our personal and
sensitive data. There is also the Creative Industry as an area that we believe has a lot of
potential for growth and development. The industry has seen significant growth in recent
years, and there are many potential opportunities for startups to create new solutions and
services in this field. 

Highlights
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"Everyone knows
about software

development, but
Artificial

Intelligence
communications

are something
different, and being

able to do that
means a lot to us,”

Meet Mr. Kalebu Gwalugano, the Founder and CEO of Neurotech Africa, an AI firm that helps businesses
revolutionize their customer experiences through conversational AI (chatbots) across various platforms,
including Telegram, WhatsApp, and Messenger. Mr. Gwalugano's journey began with seeking advice from
his dorm-mates for a school competition, and today, he has built a pioneering tech Startup.

Establishing Neurotech
Kalebu shares that a movie inspired him to learn about AI, and thus had to practice it during his college
education. During that time, he developed an offline search engine that helped people search for the
materials, summarize them and share them in text form. He explains that to further build on his
understanding, he had to do different works with different companies, which helped him hone his software
development knowledge. “After quitting my job, I decided that I no longer wanted to be employed and
wanted to do something of my own, and that’s when I decided to start my own Startup, this time with what
I termed as enough knowledge for my desires and passion in AI.” Explains Kalebu.

Kalebu adds that when he and his friends started the Startup, they did not have a clear vision of what 

Neurotech Africa - AI
Founded 2022

They wanted it to be. Still, all they had to do was create something that would make a difference in
technological communications. He explains that because they could not compete with other digital
communication platforms, they decided to create something that could be used alongside those platforms,
which is when they started "SARUFI" an AI Conversational AI platform that allows developers to build and
deploy chatbots easily; He claims that chatbots have assisted businesses in bringing their services to digital
communication platforms, allowing them to provide communication services more conveniently, answer
FAQs (Frequently Asked Questions), and respond to queries, allowing them to retain customers and
increase sales.

Founder | Neurotech Africa
Kalebu Gwalugano
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Establishing Neurotech
According to Kalebu, he bootstrapped the Startup with money earned from various jobs he was doing. We
were able to attract potential investors interested in what we were doing by sharing a prototype and how
things were running. As I previously stated, we did not have a clear picture of how things would turn out at
the time, which caused us to reconsider because there was an opportunity to obtain funds.” Shares Kalebu. 

“However, I can say that those who provided the funds expected too much of us and presented us with some
challenging themes that we felt might impair our decisions. Of course, we wanted the funds, but the
demands they had were too much for us to take, considering the fact that we still had not planned how to
use those funds and be able to fulfill their demands" Kalebu expands. 

He further shares that, at times, money may come. Still, since you need to develop a business model of how
you will unfold the business, it becomes difficult considering your operating environments. “So, we decided
to focus on first developing the product itself and make sure it is ‘something, then have people use it, collect
feedback on what is working and what needs refining, and then we can be ready for whatever has to come
in terms of financing. It is always important to ensure that the ones you target to be your customers are well
aware of the product or service you offer before you can find funds for further traction in the market.”
Adds Kalebu.

The business process
Kalebu shares that they target small, medium, and large enterprises that want to automate conversations
and make good use of their available unsorted data. He explains that after rethinking their strategy in the
innovation market, they came up with two options: consultation and the product itself. He explains that,
while they are still developing the product, consultation is the service that generates revenue to fund the
operational processes. "And when a potential customer comes in, we usually sit down with them to find out
whether they want a chatbot service or a data consultation service" he adds. 

He explains that they offer consultation on AI conversation experiences across digital communication
platforms, data analysis, and data strategy to help businesses use their available data better. Concerning the
product, he states that SARUFI is already performing miracles and is working around the clock to ensure
that it meets expectations. He explains that they have used digital and traditional marketing strategies to
attract and meet new customers, explaining how they can benefit from using their AI communication
service and that one of their largest clients has come from a networking event, which has helped them build
confidence in what they do.

Competitive advantages
Kalebu believes that, as Tanzania embarks on a digital and technological transformation, he and his team
are making a significant difference in how businesses interact with their customers by leveraging AI
communication experiences. "Everyone knows about software development, but AI communications are
something different, and being able to do that means a lot to us,” added Kalebu. He adds that the
experience he and his term had in working with different developers, knowing what they think and want,
has been a key to designing beautiful solutions and transforming how businesses operate.

Kalebu believes that, as Tanzania embarks on a digital and technological transformation, he and his team
are making a significant difference in how businesses interact with their customers by leveraging AI
communication experiences. "Everyone knows about software development, but AI communications are
something different, and being able to do that means a lot to us,” added Kalebu. He adds that the
experience he and his term had in working with different developers, knowing what they think and want,
has been a key to designing beautiful solutions and transforming how businesses operate.
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Challenges faced and Achievement
Trust, according to Kalebu, is the most daunting problem for most startups. He says that being young and
new to the market, people are always hesitant to work with you; thus, it may take some time for you to have
an actual client whom you can use as a reference for your product. He adds that the experience becomes
easier with clients who at least understand what your product looks like and those who have already begun
using a product or service similar to yours and would like to test yours to see if it performs better than what
they have on hand. Kalebu shares that the significant accomplishment he is proud of is the Startup's ability
to generate revenues and stay operational while delivering business-revolutionizing solutions. “This, to us, is
remarkable because it demonstrates the Startup's commitment to staying ahead of the curve and bringing
innovative products to its customers.” He added.

Enhancing operations and the Long-term goal
Kalebu has a clear vision for Neurotech Africa's future, with the long-term goal of becoming the most
trusted and outstanding AI solutions-providing Startup in Africa. In pursuing this goal, the Startup is not
just focused on its own success but is also investing in the development of the wider developer community
in Africa. To this end, they have created a platform that developers can use to equip themselves to help
businesses. According to Kalebu, the platform is currently free, but the Startup plans to monetize it once
they have established the standards and have enough developers on board. This will create a win-win
situation, where businesses can get access to the best AI solutions provided by the most qualified developers
in Africa.

The use of AI in business is growing at a rapid pace, and Neurotech Africa is positioned to play a key role in
shaping its future in Africa. The Startup's focus on providing solutions that are accessible across multiple
platforms makes it a valuable partner for businesses seeking to improve their customer experiences. With its
visionary leadership and commitment to excellence, Neurotech Africa is set to revolutionize the business
landscape in Africa.

Advice to innovators and Final thoughts
Kalebu stresses the importance for young people to differentiate between innovators and entrepreneurs. He
believes that while both are complementary, they require distinct sets of skills that, when used together, can
lead to tremendous benefits. Understanding these differences, he argues, can significantly aid in the journey
towards becoming successful technopreneurs. Moreover, he emphasizes the significance of learning and
acquiring knowledge to achieve one's goals. Kalebu believes that having access to well-organized and high-
quality information is crucial in gaining the right experience and resilience to overcome obstacles along the
way. When setbacks occur, such information can guide individuals on how to restart and ultimately
perform better the next time around.

 “After quitting my job, I decided that I no longer
wanted ‘employed stresses' and wanted to do

something of my own, and that’s when I decided to
start my own Startup, this time with what I termed
as enough knowledge for my desires and passion in

AI.”

Founder | Neurotech Africa
Kalebu Gwalugano
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“At first, we wanted just to
give out a prototype product

to people for trials, but
within the first six months,

we managed to have two
corporate customers and

over two hundred customers
who were using our product,

to us, that was a great
achievement.”

gone beyond standard functionality by incorporating additional security features into your vehicle via the
app. These fantastic features are “Engine Deactivation” and “Auto Security.” The ‘Engine Deactivation’ is a
security feature that allows the car owner to activate or deactivate their vehicle’s engine; when activated,
the vehicle will not be able to start. The ‘Auto Security’ feature offers automatic door lock and engine
deactivation. With the door lock, they are automatically locked after the car is turned off, and the doors are
closed after a few minutes. With the engine deactivation, if someone happens to steal your vehicle, the
engine will be deactivated when the car is turned off if it has a ‘plug to switch on’ ignition system and if it
has a ‘push to start’ ignition system, you can set a timer for when the car engine should be de. Another 

General Manager| PIPs Technologies

Victor F. Rweyemamu
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PIPs Technologies Ltd. is a tech company that utilizes innovation and imports technology to create
advanced tech solutions. One of their products is SmartKey, a digital solution for cars that revolutionizes
vehicle access, security, and sharing by providing unlimited features through a smartphone app. SmartKey
was created with a focus on sustainable technology that enhances people's daily lives, with the mission of
accelerating the digitalization of cars. Victor Felix Rweyemamu, the General Manager of PIPS
Technologies, discussed the impact of SmartKey with Media Convergency, highlighting how it is
transforming daily life.

The inspiration behind
Victor shares that the SmartKey idea came to life after a challenge they faced: locking their car keys inside
the car during one of their retreats. “After our struggles to open the doors, that’s when we had to think of a
solution of how we can digitize or, in other languages, make a ‘softcopy’ of our car keys. We started
researching the potential of the technology and then the birth of SmartKey.” Shared Victor. He elaborated
that the product’s first version was just the ability to lock and unlock the doors and start the engine. “With
the development in our hands, we had to think beyond the two features we had, and that’s when we started
working on adding other features, including security, sharing, and location access.” He added. SmartKey has 

Smart Key - Smart Tech
Founded 2022



feature is car sharing, which allows the car owner to specify how another person can use their vehicle. There
are two levels of sharing: basic, in which the owner allows the other person to access the car by unlocking
and locking the doors, and pro, in which the owner allows the other person full access to the vehicle but
cannot transfer that access to another person. The ‘usage time’ feature allows the owner to specify how long
the other person should be able to use the car, and they will be notified thirty (30) minutes before the time
runs out; the owner can extend or reduce the time allocated. The final feature is location access, which
allows the owner to see the car’s current location.

Investing in the idea
“When we came up with the SmartKey idea, we knew that implementing the concept into an actual product
would cost us a fortune, so we had to look for external investors who could provide us with some funds to
work on. Of course, we met with people who had money and were willing to invest, but only after they saw
a working prototype. “The Founder, Mr. Hubert, had to take money from his other business and put it into
the SmartKey idea, and that’s when things started moving,” Victor explains. He explains that because the
technological devices they required were unavailable in Tanzania, they had to look beyond the borders to
find a suitable and qualified supplier. They are now collaborating with a US-based company that
manufactures and supplies their unique device, “SmartKey CAM Pro,” which they install in your vehicle
before activating and linking it to your SmartKey mobile app. “We have attracted a lot of potential
investors since we launched the product in January 2022, but honestly speaking, because we were able to
start on our own, we still have them pending and are putting our efforts into refining the product, building
traction, and ensuring that the market that we target truly understands the product and is willing to pay
for it.” Victor elaborated.

The business processes
Victor shares that they target two types of customers: individuals and corporate. He explains that with
individual customers, most contact and visit their offices for the service. And as corporate customers, they
used to visit them and pitch their product about its main advantage is that you can have the devices
installed in different cars and manage them with one smartphone. He explains that the experience of
interacting with corporate companies was challenging during the first stages since most of them needed
clarification on how the product could benefit them. “But when we enrolled out the prototype and had
feedback from people, they started to understand, and now we spend little time to visit them and explain
about the product and its benefits.” Explained Victor.

SmartKey’s competitive advantages
Victor shares that they are yet to come across a product like SmartKey, neither in Tanzania nor Africa at
large; “we have received numerous proposals from different countries of people wanting to work with us,”
he explains. “There are, of course, companies with technological services, but most offer just one service, car
tracking, while we offer security, access, and sharing through one app.” He added. Victor elaborates that
SmartKey’s user interface is user-friendly.

Achievements, Challenges and final thoughts
Victor shares that in the Tanzanian environment, it so hard to penetrate new technologies since many
people are used to traditional ways of doing things. He explains that the biggest challenge they have faced
so far is keeping the company afloat, managing and maintaining operational costs due to market demand,
and the need to bring an unbeatable product to the market. “At first, we wanted just to give out a prototype
product to people for trials, but within the first six months, we managed to have two corporate customers
and over two hundred customers who were using our product; that was our greatest achievement.”Victor
and the team are now working at securing new partnerships to develop the product and create a proper
distribution channel; “but all this will not be possible if we do not have enough funds, so we are now
working around the clock to secure more funding for our project” shares Victor. “We are working around
the clock to have a satellite network connection, which will help our users to be able to track their cars
worldwide,” added Victor.
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“I remember my dad was the first investor, 

the work I was doing before did not pay me enough, and I

was fortunate to have someone that fully wanted to support

me, though he had no clear picture of the application at the

very beginning.”

Founder | Lango

Daisy Kokwenda

Lango is a digital knowledge-sharing platform providing its users with experts with social, mental,
entrepreneurial, and digital skills. Their tagline is “Go for greatness” because they believe everyone has the
potential to reach and achieve their dreams if they are exposed to skills that fit the area of their
specialization. The vision is to see African youth embrace their potential and benefit from the
opportunities available in the digital space. On a sit down with Media Convergency, Founder of Lango,
Daisy explained how their innovation works, what challenges they are solving, the successes achieved in four
months since their establishment, and their long-term goal.

Inspiration behind
Daisy says, “Our education system has been designed in a way that fits for academic purposes only; youth go
to school they learn, and the knowledge that they have later ended up not serving their goals in life, the lack
of incorporating life skills within schools has made most youth limited to exposure of the digital economy.
Our platform intends to fill the skill gap with relevant knowledge from any field or sector, be it social,
economic, or financial".  This highlights the limitations of the traditional education system, which often
prioritizes academic knowledge over practical life skills. As a result, many young people may find
themselves unprepared to navigate the demands of the digital economy. The platform aims to address this 

Lango
Founded 2022

gap by providing a range of relevant skills and knowledge across various fields and sectors, including social,
economic, and financial areas. By doing so, it aims to equip young people with the tools they need to
succeed in their personal and professional lives, beyond just academic achievements.

Investing in Lango
Funds have been a challenging part of building the Lango, “I remember my dad was the first investor, the
work I was doing before did not pay me enough, and I was fortunate to have someone that fully wanted to
support me, though he had no clear picture of the application at the very beginning.” This situation is not
uncommon for startups and can be a significant hurdle for many entrepreneurs in bringing their ideas to
fruition. However, the founder was fortunate enough to have someone close to them who believed in their
idea and was willing to provide financial support. This underscores the importance of having a strong
support system, which can come in the form of family, friends, or even early investors. Ultimately,
overcoming financial challenges can be a critical factor in the success or failure of a startup. Daisy believes
the future is still bright ahead since, at the beginning of March, they get to participate in the Vodacom
Digital accelerator program; it’s a pre-seed. 
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Business Process:
When it comes to how they operate, they have two key customers, which are the teachers and the students or
consumers of the skills provided within the platform. Lango started rounding up teachers; two to three
months before the establishments, they were able to have over 27 teachers who are industry experts and have
already enrolled in their platform and are ready to start courses. Daisy says, “We have created the digital
courses with the teachers that will be sold on Lango, marketed via digital platforms and online events to get
customers who will be interested to learn these courses; we have also reached out physically to trainers,
coaches, inspirational speakers, teachers and to our potential customers creating relationships with them via
our social media platforms Their aim at the end of the day is to create a market base for their targeted group
that will vary from their area of specialization.

Ecosystem Positioning
When asked how Lango differentiates itself from the rest, Daisy says, “There are similar platforms that focus
on ed-tech, but our platform acts as a one-stop digital center where we offer a variety of soft skills which are
both digital opportunities and opportunities found outside, the digital space.” Lango not only focuses on
offering soft skills but also the provision of digital courses which can be easily accessible and adjustable to
one’s schedule compared to physical training, which can be time-consuming a The Lango is flexible, catering
to one’s need to fit in their busy schedules; Daisy says, “We do not want to box people to one’s career or
opportunity; we embrace all fields of knowledge that are vital to our daily lives.

Achievements and Challenges
A robust and welcoming start in the eco-system, in four months, Lango says it is an honor to be recognized
by the Vodacom accelerator program and be part of the competition. “Having expertise from the start from
different sectors sharing the skills and knowledge to understand the Tanzanian market marks Lango’s
achievement since they learned and were exposed to opportunities that would help enhance their
operations,” Daisy adds. No conducive policies surrounding the matter of validating online certificates that
can be used in furthering one’s career development. Lack of friendliness in the investment policies, most
policies need to be more conducive and attractive enough for foreign investors to come in and invest in our
innovative Tanzanian venture.

The future of Lango
In two to five years, Daisy projects that, “We would have served 15 to 20% of our target market, that is seeing
ourselves expanding to the East African Countries, to Nigeria, to South Africa and establishing our services
there and impacting people with knowledge that enhance their potentials.” Daisy speaks of the resources
needed to enhance and maximize their operations, “Funds is a major roadblock if it’s missing, so we need
more funds getting to participate in seed capitals competitions but also getting human resources since Lango
is growing and there is a need to increase the workforce. It will also help get our office place since most of
our activities are done online, and we have yet to have a physical address.” “Strategic partnerships A support
system that helps our venture get more recognition and people to have an understanding of what our
product is and how it works; challenges are mostly on the policies and bureaucracy surrounding the eco-
system,” added Daisy

Final word
To an aspiring innovator, “Start; a lot will be learned along the way. Be ready to adapt and ask many
questions, do not be afraid to fail, research, and expose yourselves to learning from innovators who have been
in the space for a long time though the tech industry is still male-dominated; a good example is the Vodacom
digital accelerator program having more male founded startups in the competition compared to that of
women there is still hope to young women aspiring to bring in digital solution to solve real-life problems.”
The government needs to be at the frontline, joining in efforts to bridge the gender digital divide by creating
a conducive environment for women to thrive, such as getting equipped with digital skills from an early age.
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"In less than two years,
the Panda Digital had

over 4000 users and more 
than 3000 signups, The

Panda Digital SMS users
had reached 1068 in just

five months since its
launch. 

Have you heard of a digital solution that specifically targets girls and women entrepreneurs, offering them
the opportunity to enhance their career development with digital technologies? Panda Digital is an
innovative e-learning platform, utilizing a hybrid approach and the Swahili language, with the aim of
equipping young women entrepreneurs with knowledge, skills and resources required to start and manage
their businesses. 

Meet Lydia Charles, the founder and executive director of Her Initiative, a women-led organization focused
on empowering adolescent girls and young women to break the cycle of poverty and achieve financial
independence. As a feminist, Lydia is deeply passionate about women's empowerment and financial
freedom. During an interview with Media Convergency, she elaborated on the profound impact of her
digital product. 

The primary goal of Panda Digital is to facilitate the skills development of young women in technology and
entrepreneurship, providing them with the necessary tools to learn, grow and achieve their goals. The
tagline of Panda Digital is "Ujuzi wa kibiashara kwa uchumi wa kidijitali" which translates to "Business
Skills for the Digital Economy" in English. #JiongezeKidijitali is used as a call-to-action, urging young
women to take advantage of the opportunities presented by the digital economy.

Panda Digital-TechSkill
Founded - April 2021

COVID as an Inspiration for Panda
Lydia explains that the idea for Panda Digital was sparked during the pandemic, which had limited people's
mobility. They realized the need to digitize their training programs and make them accessible to individuals
remotely. With this realization, they began customizing their training from physical to virtual formats,
utilizing popular digital technologies like Google Meet and Zoom. However, they soon discovered that it
wasn't as sustainable as they had imagined. It required a lot of internet bundles, and the virtual training
programs needed much supervision to function efficiently.

Founder | Panda Digital

Lydia Charles
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Despite the initial setbacks, they recognized the immense potential of digital technologies in supporting
women's economic empowerment during the pandemic. The use of digital technologies made it possible for
young women to continue their training and education without leaving their homes. They were able to
acquire new skills and knowledge required to navigate the digital economy, which was increasingly gaining
prominence due to the pandemic.

Source of funding for Panda
Lydia shares that Panda Digital's investment journey began with a seed fund from Women First
International, an organization in the USA that supports initiatives addressing pandemic challenges across
various categories. The company received 10,000 USD from them. She further shares highlighting on the
challenge of acquiring local funds for tech-operated investments in Tanzania. 

This highlights the difficulty of securing funding for emerging businesses in a relatively nascent industry.
Local investors may have limited exposure to technology and its potential, leading to lower levels of digital
literacy and awareness. This can make them more risk-averse and less likely to invest in tech-operated
businesses, which can be perceived as more complex or risky compared to traditional businesses. In
contrast, foreign investors may have a more global perspective and be more willing to take risks in emerging
markets like Tanzania, potentially seeing the potential for growth and profitability in tech-operated
businesses. The reliance on foreign funding sources, including venture capitalists and angel investors based
in more developed countries, as local funding can be difficult to secure.

How Panda Digital works
Panda Digital has a website which is https://pandadigital.co.tz/, so one goes to the website, then they
register all the needed information that is required from them, and then can select between the two courses
available on which to enroll. The two courses available are the Digital marketing course and the Business
model. Lydia says, “For example, Digital marketing has a compilation of 10 videos providing knowledge and
insightful information. The user must go through all the videos since all the learnings are in Swahili. Panda
Digital also has a section for a quiz where one gets to evaluate themselves, and if she successfully passes the
exam, then is awarded a certificate.

Write the word Sajili in English, meaning Register through 0767680463. Then one will get a message asking
you to send your information name, age, and the region you are based in; after successfully registering, a
message will be sent to you that you have successfully joined the Panda Digital platform. Two sources will
be displayed on the message, and you can pick any of them to begin your sessions; after the completion of
the sessions, a link to your certificate is sent to you, or if one prefers to have a hard copy, then they can
bring it to where one is located.

“We Interact with young women through online campaigns, Twitter spaces, and chats, use of influencers
champions we do forums, we capitalize on online young women, we also do community mobilization by
traveling to different regions, get to talk with girls about basic digital skills, enroll them to the panda digital
website or Panda Digital SMS as well as partnering with like-minded people that advocate on what we do.

Tackling GBV and OGBV through Panda Digital
Panda Digital has taken an active role in addressing issues related to sexual corruption and gender-based
violence (GBV) through its "Ongea Hub platform". This new segment, launched in November 2022, provides a
platform for reporting incidents and cases of sexual corruption experienced by young women
entrepreneurs. The information collected through the platform has been compiled into a database, which
has been made available to the government. Panda Digital has acted as a link between the victims and
various support organizations, including the Prevention and Combating of Corruption Bureau (PCCB) and
other legal aid organizations.
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Ecosystem Positioning
Most e-learning platforms focus on skill development using the Swahili language; we have customized
panda digital to fit the needs of young women in rural and urban areas. Panda digital is not limited to time;
a user can enroll to take courses weekly or monthly; it does not have to be daily. It is a free platform from
enrolling to classes to all the benefits found within the forum do not need Enroll in the opportunity section
inspiration behind there are opportunities from the public and private sectors. These are among the unique
aspect of Panda Digital is that it is a free platform, from enrollment to all the benefits found within the
forum. The platform also serves as a center between the public and private sectors to bridge the gap in
access to opportunities. The team ensures that all the opportunities in their database are visible to users to
increase their chances of success.

Still, not all women have access, so we act as a center between the two sectors, so all that is part of our
database get to see these opportunities. It focuses on skill development for job creation; it is a platform
where you learn and are sure to get an opportunity to enhance your career development. If a woman is
skilled enough, they’ll be able to engage in income-generating activities and, after that, create job
opportunities for themselves.

Accomplishments and Challenges
In less than two years, the Panda Digital website has over 4000 users and more than 3000 signups. The
Panda Digital SMS users are 1068 in just five months since the launch. Panda Digital products have reached
young women quickly, given their limited resources. Panda Digital has managed to develop skills within the
team; it has exposed young women to digital opportunities; they have successfully managed to act as a
linkage to support issues of Gender-Based Violence; we have several cases that we refer to PCCB and other
legal aids organizations, they have built trust between young women and us and promoted Inclusiveness
between urban and rural areas.

Lydia highlights the challenges encountered, “Working with others, they are reluctant to do new things, not
open-minded, limited funding, skills gap when it comes to getting the right people who will help you reach
your goals, poor strategy, lack of enough support from development partners and community
responsiveness on digital products.” 

When it comes to what to improve to enhance their operations, it is funding and getting connected with
partners doing something similar in the country and region. Speaking of their long-term goal, Lydia shares
that “Women have unlimited access to opportunities and benefit from all digital opportunities.”

Final thoughts
Lydia, the co-founder of Panda Digital, not only talks about the role of her organization in addressing issues
related to sexual corruption and gender-based violence but also offers advice to aspiring innovators. She
highlights that aspiring innovators should dream big and take on challenges, even when they face adversity.
However, starting small and consistently putting in the work is also essential to achieving success. Lydia
emphasizes that innovation is a challenging journey and that innovators will encounter numerous obstacles
along the way. 

Nevertheless, with persistence and hard work, innovators can achieve their goals and make a positive
impact on society. Lydia's advice encourages innovators to focus on the journey instead of the destination
and to always believe in their ability to make a difference. By doing so, innovators will not only achieve
their goals but also contribute to the betterment of society. Her message is clear, that even if the path to
success is challenging, with determination and hard work, anyone can make a significant positive impact on
society.
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"One of the game-changing

funds I received was 

from OpenMap

Development Tanzania,

who provided

me with Five (5) Million

Tshs to work on the project,

and things began to 

unfold from 

there"

Mr. Gibson Kawago, founder of WAGA Tanzania, and Mr. Edgar Edmund, founder of Green Venture
Limited, have joined forces to create a sustainable solution for rural households in Tanzania. WAGA, which
stands for Wanted Garage, recycles laptop batteries and turns them into long-lasting battery packs for
affordable use. Meanwhile, Green Venture Limited recycles plastics into building materials, some of which
originate from WAGA's shredded batteries. The collaboration between the two companies reflects a shared
vision for clean energy and a sustainable environment in Tanzania. While WAGA is committed to
providing dependable and eco-friendly lithium-ion battery solutions by recycling and reusing materials,
Green Venture Limited is focused on creating new products from recycled plastics. By working together,
these companies are contributing to a circular economy and reducing waste in Tanzania.

Establishing WAGA
Gibson recalls traveling more than 32 miles to reach charging stations as a child growing up in a village
where electricity was scarce. He remembers going home for the holidays and sitting with his grandmother
to show her a wedding video. Still, due to a lack of electricity, the phone's battery died, forcing him to leave
and take it to the charging station. This inspired him to think beyond charging stations and consider how
he could affect change through his engineering passion. Gibson describes that back in time he was able to
put together a power bank, but it did have a challenge in that it could charge the phone, but the power 

WAGA - Battery Pack
Founded - 2021

was insufficient, and thus it could not fulfill his desire. So, as part of his college studies, he extensively
researched how to improve battery systems. Finally, he discovered that lithium-ion batteries are the key to
what he has been trying to figure out for the past few years. He goes on to explain that importing lithium-
ion batteries was prohibitively expensive, so he decided to recycle discarded laptop batteries and give them
a second chance. Gibson explains that the company has grown since then and has plans to expand to new
locations. "We believe that the universe is too vast to provide clean solutions on its own. You can be a
manageable size to begin making a difference. We are dedicated to hastening the transition to renewable
energy through circular technology and products." He added.

Founder | Waga Tanzania

Gibson Kawago
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Investing in the idea
Gibson explains that he did bootstrap the venture right from the start since it was initially just from
passion, and he did it as an extra-curricular. "One of the game-changing funds I received was from
OpenMap Development Tanzania, who provided me with Five (5) Million Tshs to work on the project, and
things began to unfold from there." Gibson goes on to explain. 

He also mentions that he was able to secure additional funding from DOT Tanzania, Dare 2 Change
program, which aided in amplifying the impact of his and his team's efforts. WAGA finished in the top
three of the ClimateLaunchpad, the global green business ideas competition, in 2022. Gibson shares that
there are very few and nearly no people who can fund a project that is just an idea, and it is very challenging
to get funds if you do not have business traction. “My experience has been that many funders usually ask
about financial data; monthly sales produced products, regular customer, of which when you just have an
idea you do not have those data.” 

As with other startups, Gibson explains that the need for more financial data on available customers and
sales as investors inquired compelled him to participate in funding competitions. He says that getting those
data was difficult because the successfully created products were delivered to people as samples for testing.
"Now that we have almost enough funding, including the ClimateLaunchpad funds, I believe we can
purchase larger machines to process the batteries, finalize the battery packs we have been working on and
be ready to commercialize the product," added Gibson.

Target Customer
Gibson shares that they will primarily target people from rural areas, especially those where the electricity
grid is yet to reach them. He explains that growing up in the village, he understands how expensive it is to
purchase the batteries, and thus they will be utilizing a rental model. “The interaction will be like a loan-
rental model, where users will be given the battery packs and will be paying for them on a weekly or
monthly basis, and after the agreed time, they will have full ownership of the battery pack.” Explains
Gibson. “Our secondary target will be people in urban areas where we have experienced in the past few
years there has been electricity shortage. We understand people need their home fully powered homes, and
some own businesses which require electricity to stay operational.” He added.

In his experience exploring renewable energies, Gibson explains that the most expensive item is the
batteries. “As we recycle the batteries, we are in an excellent position to provide quality batteries at an
affordable price. Not only affordability, but we can also offer batteries that will deliver higher storage
capacity.”

Challenges, Achievements and final thoughts
According to Gibson, Tanzania is still adopting technologies, and access to appropriate technology has
been challenging. As a result, they have decided to import technology from elsewhere by consulting people
from various countries to share the technologies they use. The transfer takes time, and it is difficult to
identify the right person with the right technology. He also mentions that the technology to recycle some of
the most damaged batteries is limited, so processing the products takes time because they need to consult
people from other countries to help them recycle. 

However, now that we have funds for better machines, I believe we can speed up the actions and possibly
produce in bulk. Gibson shares that he is proud of the moment that he was able to design a battery pack
that he is currently using to power up his TV at home, which has been a dream since he started working on
the project. “Also, being recognized by the different organizations, including the United Nations, I am
among seventeen young sustainable development goals leaders, and I will be representing Tanzania up to
2024.”
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What the future holds
Gibson aims to secure 100,000 USD in funding to expand WAGA's operations and increase their capacity to
process recycled batteries in bulk. He believes that with a well-equipped facility, they can contribute to
sustainable energy provision and job creation in Tanzania. Moreover, the use of sustainable batteries will
lead to a reduction in carbon dioxide and carbon monoxide emissions, which are currently increasing due to
the use of kerosene lamps and fuel-powered generators. 

Gibson is excited about the potential impact that WAGA can have in Tanzania and beyond. In addition to
providing affordable, sustainable energy solutions for rural households, he believes that WAGA can also
contribute to reducing the negative environmental impact of traditional energy sources. The use of
kerosene lamps and fuel-powered generators not only contributes to greenhouse gas emissions but also
creates indoor air pollution, which can cause respiratory problems. By providing reliable, rechargeable
batteries, WAGA can reduce the demand for these traditional energy sources and help create a cleaner,
healthier environment for rural households. 

Moreover, by using recycled materials to create their batteries, WAGA is also contributing to the circular
economy and reducing electronic waste. Gibson and his team are now actively seeking funding to expand
their operations and establish a well-equipped facility that can process bulk quantities of recycled batteries.
With this investment, they hope to scale up their impact and create more job opportunities in Tanzania. By
combining their passion for sustainable energy with their entrepreneurial spirit, Gibson and Edgar are
demonstrating how innovative thinking can lead to positive social and environmental outcomes.

Final Thoughts
Gibson emphasizes the importance of perseverance and self-motivation in the entrepreneurship journey. He
acknowledges that the journey can be tough, especially during the initial stages when sales are low and
resources are limited. However, he believes that entrepreneurs should use their own progress as a metric to
measure their success and keep pushing forward. Gibson is encouraged by the growing interest in
innovation and is optimistic about the potential for collaboration to drive transformation. He believes that
by working together, entrepreneurs can create more impactful and sustainable solutions that benefit society
as a whole.

"Now that we have almost enough funding, 
including the ClimateLaunchpad funds, I believe we

can purchase larger machines to process 
the batteries, finalize the battery packs we 

have been working on and be 
ready to commercialize

 the product

Founder | WAGA
Gibson Kawago
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“You know that 
things are at least going

as you planned when you
see people trust in the
small thing that you 
have and support you

with something 
to help 

you grow

PONICKS is a Tanzanian agri-tech startup that focuses on promoting sustainable agriculture practices in
urban areas. The company offers a range of soilless farming solutions, including aquaponics, to help
individuals and organizations grow crops and raise fish using limited water and land resources. By utilizing
recycled water and providing technical skills and support to its customers, PONICKS is able to promote
sustainable agriculture while reducing environmental impact. The company's tagline "Stay Raw" emphasizes
its commitment to organic, environmentally-friendly farming practices. In addition, PONICKS provides
training and employment opportunities for local youths, contributing to social and economic development
in the communities it serves.

Establishing Ponicks
Lugendo explained that Ponicks create a reciprocal link between land-grown vegetables and water animals
in a landless area, professionally called aquaponics, i.e., integrating aquaculture and crop cultivation,
creating a symbiotic system. Ponicks, according to Lugendo, create a reciprocal link between land-grown
vegetables and water animals in a landless area, a process known professionally as aquaponics, which
combines aquaculture and crop cultivation to form a symbiotic system. Lugendo shares that the challenge
that Ponicks aims to solve is food security. He explains that he discovered that many people needed access
to good food during his life in the city. He further explains that good food is available at great expense, and
only a few can get it, while most go to get what is left and often needs more quality.

Ponicks Tanzania -
Aquaculture
Founded 2021

Investing in the Idea
According to Lugendo, Ponicks was a passion-driven idea, so his initial investment was his skills and
knowledge. He explains that understanding precisely what he was and wanted to do, enrolling in innovation
boot camps and challenges, was simple to see if he could secure some funding for his business. “I have taken
part in various innovation challenges, but the Ifakara Innovation Hub (IIH) innovation challenge victory
was the key that allowed me to turn my concept into a functional product. Additionally, I participated in
the Digital Opportunity Trust Tanzania (DOT)’s Dare 2 Change program, where I excelled and was named
a champion. As of today, the funds I received from these challenges are critical to the business,” shared
Lugendo.

Founder | Ponicks

Lugendo Herman Goda
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The Business process for Ponicks
According to Lugendo, the goal was to create organic foods. “But considering the market demand, we
resolved to produce systems; ponicks systems. After evaluating my goals, I discovered that using only
organic products would not get me there. Lugano explains that developing something applicable was the
only way to achieve the set goals. He said there are two kinds of systems: large and small. They aim to
develop small systems known as backyard systems, which can be layed and facilitate production without
difficulty, even in a small area. Lugendo explains that because the systems are already in place and
operational, the rest of the company is now marketing and selling them. However, they also want to start
selling the products created by their systems. “So, the way that our business works is that we sell those
systems that we are developing, and the second way that we work is that we provide training on how to
adapt to this agricultural system that we call organic farming,” he explained. Lugendo says that they design
systems based on the customer’s location and preferences, particularly after coming for a site visit and
determining how to create a system best suited to your area. Most system design and assembly materials are
available locally, with a small amount available abroad, particularly in Kenya. After testing and ensuring the
system functions properly, follow the after-sales services to ensure everything runs smoothly.

Competitive Advantage
At Ponicks Tanzania, Lugendo highlights that their competitive edge lies in their unique approach to
sustainable agriculture. While there may be some similar businesses, their ability to integrate fish farming
into their hydroponic systems sets them apart. Unlike other hydroponic businesses that rely heavily on
pesticides and fertilizers to nourish plants, Ponicks Tanzania's use of fish in the process helps to reduce
maintenance costs and provide a natural source of nutrients. This approach allows them to not only
produce fresh, healthy and organic vegetables, but also high-quality fish, making them a more
comprehensive and sustainable solution for urban farming. Lugendo further states that the experience of
interacting with other companies in the innovation ecosystem has been positive since he embarked on his
innovation journey. He explains that the more you interact with people and different companies, the better
you understand that there are many things you did not know prior to taking your step out.

Challenges, Achievements and final thoughts
Lugendo acknowledges that the financial challenge is something that many startups face. But on his terms,
thinking that he knew everything he wanted to do was the biggest drawback that he had to the point that
he could not get where he wanted at the time of his convenience. “I can attest that from my experiences, I
thought my innovation enthusiasm and technical skills could lead me up the ladder, but I did forget that I
needed leadership skills to lead my team and business development skills to at least design a well-stated
business model; and, most important financial management skills which he needed to design budgets and
manage his business finances at the beginning,” he explains.

Lugendo shares that being able to set up an operational business is the most significant achievement of his
business. “You know that things are at least going as you planned when you see people trust in the small
thing that you have and support you with something to help you grow; the recognition that I received from
Ifakara Innovation Hub (IIH) Digital Opportunity Trust (DOT) Tanzania did not only showed that I am at
least going in the direction, but it also showed me that I have at least acquired some of the skills that I
lacked when I started the business.” Lugendo was nominated in two categories at the 2022 Tanzania
Emerging Youth Awards (TAYE) and won both.

Lugendo explains that if he and his team want to have mentors, “if we could get people who will be ready to
sharpen our knowledge and make us stand out would be more than advantageous to our business.” On the
other hand, he shares that they are looking for an investor who would be vital to establishing and setting up
their hatchery. “We develop systems, but we have to go and buy the initial product from other farms, which
at times they do not have what we need; thus, we find ourselves stacked.” Ponicks’ long-term goal is to make
sure that communities, especially in the urban areas, adopt the ways of ponicks and be able to produce
organic foods for themselves and, of course, the community that they live in.
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“We want to make sure that people 
are free from the worries of carrying cash or not having the coins to

pay for some services or products they want to 
purchase on the go,”

Bryson John Laizer is a software engineer and entrepreneur who founded Lipa Fasta, a fintech startup that
aims to transform payment systems through the use of NFC technology and blockchain. The startup focuses
on processing microtransactions in a faster and more cost-effective way, making them easier to carry out
both digitally and offline. Lipa Fasta targets small businesses that process microtransactions in the range of
100 to 5000 shillings. According to Bryson, mobile money operators and banks primarily handle medium
and large transactions, leaving microtransactions with limited payment options. For instance, if one wants
to pay for a 500-shilling ride on a local bus, using mobile money or bank cards is not always convenient
since it requires numerous active processes to complete the transactions.

Therefore, Lipa Fasta seeks to simplify the payment process for microtransactions by developing an easy
and efficient payment system. With Lipa Fasta, users can make payments quickly, even for small
transactions, using NFC technology, which facilitates offline payment processing. By leveraging blockchain
technology, the platform provides secure and transparent payment processing, which makes it more reliable
than traditional payment methods. Overall, Lipa Fasta's innovative payment system has the potential to
enhance the ease and convenience of payment processes for small transactions, thereby supporting small
businesses and creating new opportunities for entrepreneurs.

Lipa Fasta-Fintech
Founded 2021

businesses face similar operational challenges. He said these difficulties stemmed primarily from the manual
tracking and recording of these businesses operations, including financial and accounting information,
business process information, and client information. He added that to those who were at least automating
their businesses, most only automated accounting processes, which still used imported accounting systems;
however, most of them did not serve the purpose because they had features that most small businesses,
particularly in the Tanzanian environment did not have us of it. Mahmoud started speaking to people and
firms on how they can develop business management systems with easy customization, with simple features
that can be used by a small Tanzanian business but also be available at an affordable price. “The systems
that I first developed had encountered many challenges, the main being that I outsourced developers, so
they had their jobs to take care of, so it was difficult to bring them in when I needed them unless they were
free.” Explained Mahmoud. “To take care of the challenge, I was able to recruit four university graduates,
walk them through the concept, and come to terms with how we could collaborate. I did not have much
capital, so paying them was a challenge, but after sitting with 

Investing in Lipafasta
Bryson shares that securing external investment can be a significant challenge, especially for startups that
are still in the early stages. Lipa Fasta is currently self-funded, with the team relying on their personal
savings, as well as contributions from family and friends.

Founder | Lipa Fasta

Bryson John Laizer
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Bryson's experience is not unique to Tanzania, as startups in many parts of the world struggle to secure
external funding, particularly in the early stages. This is often because investors are risk-averse and are more
likely to invest in established businesses with a proven track record of success. As a result, startups may need
to explore alternative funding sources, such as grants, loans, or crowdfunding, to get their ideas off the
ground. In some cases, self-funding may also be a viable option, particularly for entrepreneurs who are
willing to invest their own resources to build their businesses.

The business process
Bryson shares that it is difficult to pay with mobile money in daladalas, but Lipa Fasta allows daladala
conductors to receive fares from passengers. He explains that users must first buy a card or install a Lipa
Fasta App. Bryson shares that users must purchase tokens through the app or Lipa Fasta’s agents to use the
card. Bryson explains that a customer has to buy the NFC cards, which they initially gave for free during the
pilot test, and they can also download a mobile app. 

“Since we are targeting users who use smartphones and feature phones, the user has to visit our Lipa Fasta
agent or use a mobile app to buy the tokens for their Lipa Fasta card through NFC technology, making the
process safe and secure. To make payments, the user has to tap the card on the POS device, and the amount
to be paid will be deducted from the card,” he added. He further explains that using NFC and Blockchain has
made the system more secure and safe to use while synchronizing all users’ activities, making the process
irreversible and easy to trace. To withdraw money from your account, Bryson explains that using tokens
makes it safer; thus, users who accept customer payments can visit Lipa Fasta’s agents and withdraw their
funds.

Competitive Advantage
Lipa Fasta's ability to cater to microtransactions and offer a reliable payment system offline gives it a
competitive edge in the Tanzanian fintech market. Lipa Fasta, according to its founder Bryson Laizer, has
several competitive advantages over other payment facilitation companies. Firstly, while many companies
tend to focus on medium and bulk transactions, Lipa Fasta concentrates on small businesses processing
microtransactions ranging from 100 to 5000 shillings. This has made it possible for the company to address a
significant gap in the market that has not been fully served by traditional financial institutions or mobile
money operators. Also, the Lipa Fasta payment system does not require an internet connection or GSMA
connection to function. This makes it a reliable payment option, especially in areas with poor or limited
network connectivity. The system utilizes NFC technology and blockchain to process microtransactions
digitally and offline, making transactions faster, easier, and more cost-effective.

Achievements and Challenges
Bryson explains that one of the biggest challenges is that companies have different infrastructures and
models of how they operate, which sometimes makes it difficult to make them understand what they are
trying to do. He shares that the transactions policies and regulations have been challenging since they are in
the payment processing services. They are still working on sorting out all the necessary needs before they can
officially move on with their operations. He shares that the other challenge has been market acceptance.
“People are used to cashing payments when it comes to microtransactions, so it has been a huge challenge to
talk and convince them on how Lipa Fasta can easy they ways of transacting and help them on the.” He
added. “Being able to create a fully operational product, take it to the market and have people test it and
share their feedback is the biggest achievement that my team and I are proud of today.” Shared Bryson

Final thoughts
Bryson shares that creativity is always the key to developing something that positively impacts society and
can make you cash. He highlights that the most significant challenge to most youth is that they copy things,
but on the other hand, they need to remember to refine them into products that can impact the community
in which they live.
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"Boot strapping was the
way to go as an employed

person and an
entrepreneur I had to

juggle and balance between
the two, it was challenging
but then again I needed the

money to pay the
producers and the voice

over actors.”

Founder | We Voice Africa

Angela Beily

Meet Angela Beily, a young woman from Mbeya who is using her voice to share untold stories through
technology. Her digital platform, We Voice Africa, is an audio story streaming service that aims to promote
wellness and empower youth to make a positive impact on their communities. The stories shared on the
website and mobile application focus on the daily experiences of young people, entertaining and raising
awareness among listeners. 

We Voice Africa's tagline, "Imagine your world at its best through storytelling," captures the platform's
vision to become the number one-story streaming audio service in Africa, featuring stories in different
languages from around the world. Located in Dar es Salaam's Msasani area, the platform seeks to make a
difference in the community through the power of storytelling. In a recent interview with Media
Convergency, Angela Beily shared her inspiration behind We Voice Africa and the challenges and successes
of the platform. With her passion for storytelling and dedication to empowering youth, Angela is making a
positive impact through technology and giving voice to those whose stories have not been heard.

The inspiration behind
Angela Beily speaks on her journey before We voice became the product, “In my second year in university I 

We Voice Africa - Content
Generation
Founded - 2021

came to realize I had talent with telling stories so once I had completed my degree, I ventured to writing
scrips but one challenge I was facing was when I had to pitch to directors who at the end of the day wanted
sexual bribery, as a fresh graduate who I was experiencing this pushed me to look at other older and
younger girls like me who face sexual abuse and harassment in our communities. She adds that, “I then
decided, to work around telling stories in audio mark formats that relate to gender based violence
happening in our societies no sooner than that my audience grew and that’s when I made a decision to
create a streaming platform that would carter of fellow Tanzanians.” By doing this We Voice was sure that
it would help to fill the gap of local owned audio stories in a digital format and get the message straight and
to the intended audience.
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Starting up funds
She shared some insights into how she funded the platform's initial development. As an employed person
and an entrepreneur, she used a bootstrapping strategy to accumulate the capital needed to pay for the
producers and voice over actors. While challenging, she had to juggle both roles to secure the necessary
funds. Looking to the future, 

Angela plans on expanding We Voice Africa's reach by collecting funds and participating in competitions
that offer grants to upcoming ventures. By doing so, she hopes to scale her platform's services and bring it
to even more people, promoting wellness and impacting the lives of young people across Africa through
storytelling.

She recognizes that as her platform grows, she will need to be prepared to pitch her business to potential
investors and showcase the potential for return on investment. To do this, she is actively working on
improving her financial literacy and building a solid business plan that clearly articulates her goals and
strategies. She is also seeking mentorship and guidance from experienced entrepreneurs and industry
experts to help her navigate the fundraising process.

Pursuing on operating environment
As an innovator before launching your product you need to get accustomed with the right people who will
set the path straight, “I remember consulting with COSOSTA from early on have the copyright of the
works I was producing.” She adds, “It is important to understand the laws that align with the sector that
you are in, having consents from the voice overs, if they align with the morals and norms of the country, the
model of your product how to make it presentable so that potential partners can understand your product,
the value, the benefits it will bring the investors and the impacts it will make to community, media and the
government, it is hard to pitch an idea without people seeing the product and nor understand fruits it will
bring.

We voice Africa has a list of junior writers who write stories that reflect to what is happening on a daily
basis in our communities and once the stories are written they are then recorded through voice over actors
with the assistant of the producer incorporating sound and music. We voice Africa is a free audio story
streaming platform, one can visit their website https://wevoice.africa/ to see the dramas and categories of
your choice one can click at the top right of the website, if one selects dramas then they will appear, if one
selects categories then they have the choice to select the category that suits them best. 

Here is the list of categories available

o Child Marriage

o Child Pregnancy

o Gender Inequality

o Female and Genital Mutilation

o Health Issues

o Poverty

o Gender Violence

o Education
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We Voice targets youths whose stories surround them, We Voice stands as a voice for fellow youth who are
afraid to speak up and address the challenges that they go through within their communities that are root
caused by cultural norm in our societies. We voice targets the community at large, who hold the
responsibility to be accountable of their actions and it also targets the gender ministry to ensure that there
are policies that are being effectively implemented in our communities to protect children and youth rights.

Angela explains how they take pride in the exceptional quality of work on our platform, which is evident in
the positive feedback we receive from our listeners. Our team of skilled developers has ensured that the
platform is user-friendly, interactive, and has a unique and appealing design. These features set us apart
from other similar platforms and contribute to the high level of engagement and connection we have with
our customers. Our goal is to continue providing top-notch services and continuously improve our platform
to meet the evolving needs of our users. “Our platform differentiates itself in terms the quality of our work
which is exceptional based on the feedbacks from our listeners and the way it connects and resonates with
our customers, a team of efficient developers who have made the design of the platform user friendly,
interactive, unique and appealing".

The Challenges
The platform is not financially stable, Angela also shares encountering sexual harassment in a male
dominated industry as a young girl with a dream to impact her community, this has taught her setting
boundaries and being a voice to others and creating a safe online space for women. When it comes to
success, Angela says, “From recoding and sharing to other audio streaming platforms to creating one on my
own is such an accomplishment, we have a team of people who understand the vision and value intended to
create within our community. We Voice Africa has been nominated twice in the Tanzania Youth awards
though THEY did not win, they still had the opportunity to pitch in about their platform earning more
recognition to potential partners.

Angela says that “I would say if we were to have anything to enhance our operations it would be marketing
our product in a way that it would get the recognition it needs, capable withstanding team of voice actors
and producers” Angela envisions that We Voice Africa will evolve into a platform similar to Netflix in the
next five years, with a global reach and accessibility to a diverse range of languages. She aspires to create a
platform where people can submit their content, which will be verified and uploaded for listeners to enjoy.
With this expansion plan, We Voice Africa will provide a platform for untold stories to be heard,
connecting people from different regions and cultures through the power of storytelling.

Final thoughts
For anyone aspiring to become an innovator, Angela shares valuable advice. She emphasizes the importance
of building a roadmap, conducting thorough research, and understanding the product you want to create.
It's also essential to take ownership of your project and get to know people in the same industry to create a
network and build relationships. Angela encourages being bold and taking risks without fear, while trusting
in your potential. These are all important steps to becoming a successful innovator and creating something
that can make a difference in people's lives.

“It is important to understand the laws that
align with the sector that you are in, having

consents from the voice overs, if they align with
the morals and norms of the country

Founder | We Voice Africa
Angela Beily
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“We would not have been

able to integrate the EFD

system with our system

without the support of

Tanzania Revenue

Authority (TRA) in the

development they have been

super useful.”

C0-Founder | AAKVA Tech

Mitesh Choksi

Aakvatech is a tech company with a unique product customized to contextualize the solutions available in
the world to the African region. Aakvatech focuses on Enterprise Resource Planning Next/business
management software also known as (ERPNext) which helps in consolidating its data in one digital space
The idea is to enable businesses of all scale and size to bring efficiency and transformation through effective
technology. Aakvatech is run by a diverse team of Tanzanians who offer customized services to fulfill your
business requirements helps What started as an idea in 2018, developed and its operations started in 2019.
Aakvatech headquarters are in Viva Towers Dar es Salaam Tanzania. On a sit down with Media
Convergency co-founder of Aakvatech Mr. Mitesh Choksi, shares on the inspiration behind, the gap they
are bridging, challenges and successes encountered along the way and what would be the way forward for
Aakvatech to thrive.

Bridging the Gap
Aakva Tech Solves the duplication of data. Companies in Tanzania have been running using various types
of information systems which are disintegrated not allowing the business users and stakeholders to make
use of systems that are easy and elaborate to consider all parts of the business. In most cases, companies use
an accounting software but then have separate payroll software. Aakvatech brings all management software 

Aakvatech - SoftwareDev
Founded - 2020

systems together that allow the reporting to be done in a manner that data that is been collected is
accurate, useful for the current and the future. The amount of effort that goes in to run the software is
reduced. Aakvatech also solves the disintegration of data by organizing them in one.

Investing in AAKVA Tech
The 3 directors of Aakvatech initially funded the company using their personal savings. They invested their
time in pitching their software to potential clients, identifying the challenges they faced, and offering a
solution. Their initial investment paid off and brought profit to the company. Aakvatech has since taken on
the responsibility of moderating a worldwide support group, using open-source solutions to share their 
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expertise and experiences with implementing the software in Tanzania. Despite not having external
investors, Aakva Tech has worked closely with partners around the world who have provided support to
make their solution useful for their customers.

Business Process
Aakvatech key business approach referral as they provide good and quality services to incoming and
existing customers so as the customers can recommend them to other people they know or partners since
Aakvatech does not do marketing and actives sales. Their approach has always been to work with business
partners who support the company in the implementation, sales and functionality that is required for
specific customers. Due to COVID-19 pandemic, Aakva tech adopted the system of interacting with its
customers virtually he said “We have done a large-scale implementation to a client in Kenya and installed
our software to their company through our solution, the client’s company has been able to expand to other
countries such as in Uganda, Nigeria and Tanzania and all the implementation was done through online
interactions.

Positioning and Competitive Advantage
Mitesh pointed out that their product is highly unique and there is no other company in the country that
offers something similar. However, they do not rest on their laurels and make sure to meet all the necessary
requirements for organizations to manage their information systems effectively. For instance, their systems
are integrated with the Tanzania Revenue Authority (TRA) to eliminate the need for Electronic Fiscal
Devices (EFD) while using their software, giving them a competitive edge. He emphasized that the company
creates customized solutions that are critical to the customer, ensuring that they have never been developed
before. This is the reason why they do not need to do marketing as their open-source ERP software has
proven to be extremely useful in achieving this advantage.

What differentiates them from rest is their operation models, interactivity with their customers and
ensuring they deliver in time. In the Tanzanian eco-system Aakvatech is the first company that provides the
ERPN software in the country this comes as an advantage since the company has been able to penetrate the
market due the experience of the founding partners who have over 20 years of experience in the IT field.
(Credibility) Solution given to customers which is workable.

Mitesh Explains working with other partners in the ecosystem has been crucial in implementing their work
because the software that their implementing is a community based and therefore community-based
thinking is engrained in their business approach. “It has been a pleasant experience working with other
startups and companies in the ecosystem not just in Tanzania but around the world,” Said Mitesh.

Future Perspective
Mitesh explained that Aakva Tech has been growing through baby steps and it is still growing where the
company had customers who had faith on the company even without knowing the product which came
from the capabilities that the directors demonstrated in the past. He explained that the company is proud
to design solutions for big companies in the petroleum sector, property and all solution they designed were
customized to each individual company using ERP Next. 

The top assembling plant in Tanzania is using the system designed by Aakva Tech, many distribution and
manufacturing companies in the country also rely on the system. The company has also grown from
providing services from small-scale companies to large scale to the extent of posting 1000 invoices in a daily
basis, they also provide services to large companies outside Tanzania that have operations in multiple
countries.
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Challenges
Mitesh highlighted that the company has been facing a challenge in identifying and finding talents in
Tanzania and due to that they have had to outsource from outside the country however they prefer
employing local talent. “The difficulty we have been having is bringing in the skill set to local talent and
give them the experience in the right direction of what is to be done” explained Mitesh. Mitesh explained
that another challenge that they face is that most tech startups are not well equipped in running a business,
they might do well on the IT part of it but in the company part that requires much administrative work
most are not good at that. 

He added that the government also does not have an understanding of the diversity of tech companies’
business models to the extent that the company sometimes has to sit down and explain its business models,
he urged the government to invest in providing training to its department to understand the different
business models in the tech sector and their uniqueness. Mitesh applauded the government cooperative
efforts despite the knowledge gap. “We would not have been able to integrate the EFD system with our
system without the support of Tanzania Revenue Authority (TRA) in the development they have been
super useful.” alluded Mitesh.

Future Perspective

According to Mitesh, gathering feedback from customers is crucial to enhancing their business operations
in the long-term. By taking into consideration their customers' input, Aakva Tech can improve and provide
more effective solutions. Additionally, having well-defined systems in place ensures that tasks are easy for
team members to follow, allowing for efficient delivery of services.

Aakva Tech's long-term goal is to expand the reach of their solutions and offer them in different parts of
the world. They aim to make their unique software accessible to businesses globally, while continuing to
provide top-notch customer service and support. This will require continued innovation, investment, and
collaboration with partners around the world.

“We have done a large-scale implementation to a
client in Kenya and installed our software to their

company through our solution, the client’s company
has been able to expand to other countries such as in

Uganda, Nigeria and Tanzania and all the
implementation was done through online

interactions.

C0-Founder | AAKVA Tech
Mitesh Choksi

Page 30



"We are outsourcing technology, particularly 
device tracking. So, one of our goals is to create a fully

digital system that will allow us to automate 
our services and monitor the devices and 

solar systems we install"

Duchu Africa is a Tanzanian-based technology solutions company that was established in 2020 with the
primary objective of promoting the growth of small businesses in rural areas. Domician Nelei and Elfrida
Mobusega William are the company's co-founders, and their approach is to provide material loans for
essential items such as smartphones and home solar systems. These loans are offered on a payment plan that
spans between three to six months, depending on the items provided, with the primary focus being on
providing access to clean energy and digital devices to low-income earners. This innovative approach aims
to address the challenge of financial exclusion for rural businesses, which typically have limited access to
credit facilities. With its unique focus on promoting clean energy adoption, Duchu Africa Ltd is making a
significant impact on the growth of small businesses in Tanzania's rural areas.

The Inspiration behind Duchu Africa
Domician explained that in Tanzania, many villages have yet to be connected to the national electrical grid,
so they rely on local methods such as kerosene lamps and charcoal in their daily lives, posing a significant
challenge for those who live in those areas; climate change caused by extensive deforestation, being one of
the challenges. Duchu Africa offers a sustainable solution by introducing a simple, affordable home solar 

Duchu Africa
Founded 2020

system that can be purchased in installments. He further explains that, due to globalization, many people
want to own mobile phones, especially smartphones, for communication. But since smartphones are
expensive, it has been difficult for people who earn little to buy them. With Duchu Africa, these people can
buy smartphones in an installment model. By providing these products, Duchu Africa helps address the
issue of energy access and reduce the dependence on kerosene lamps, which have proven to be hazardous
and harmful to their health and, of course, their environment. Also, help people access communication
through a pay-as-you-go system.

Investing in Duchu Africa
According to Domician, Duchu Africa started with their own funding. They used their savings and
experience of working with small businesses and communities to create a service that has become life-
changing for many people. They have invested over 50 million to date in developing systems and conducting
pilot studies in the communities they serve. The company's focus is to provide loans to low-income earners
for items such as smartphones and home solar systems, with payments ranging from three to six months in
installments. Their goal is to boost the growth of small businesses in rural areas by providing access to clean
energy and digital devices. With their investment in systems and studies, they are continuously working
towards improving and expanding their services to help more people in need.

Founder | Duchu Africa

Domician Nelei
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The business Process
Domician, explains the intricate process of providing digital devices to low-income earners. The company
focuses on providing material loans for items such as smartphones and home solar systems, and they work
with a customer verification process to ensure the financial reliability of their clients. The agents of Duchu
Africa visit potential customers in villages to collect and verify their details, including their jobs or
businesses, incomes, and addresses. 

After the verification process, the customers make the first down payment, and depending on the cost of
the device, they continue with the following installments. Once the agreed payment for the device is
complete, the customer is given complete ownership of the product. Duchu Africa has also designed a
system that is installed in the devices, especially smartphones, to track them. They have partnered with
mobile phone suppliers such as Samsung, Tecno, and Infinix, who assist in tracking the phones and
deactivating them when the customer has yet to pay the agreed amount within the specified period.

Competitive Advantage
Domician explained that D-Light, M-Kopa, and Sunking are among the companies providing similar
services predominantly in the clean energy industry. He shares that despite these companies having ‘huge’
solar home solution is affordable compared to other companies, and many customers are from low-income
villages. Moreover, the use of local agents who live in or are familiar with particular villages allows them to
understand the actual situation of the people in those areas, which helps provide better services.

Achievements and Challenges
Duchu Africa's main challenge is to raise capital to fund the digital lock system, enable loan management,
and track customer payment history. Although the company has secured the digital system, mobile payment
agents have yet to reach most rural areas. Another issue is that the company employs third-party collection
agents to collect payments. Nonetheless, they charge exorbitant fees, which have been challenging to
manage and have caused them to lose customers. 

Despite the difficulties, the company works around the clock to resolve these issues and ensure customer
satisfaction. Duchu Africa had only two employees at the start of 2020. However, the company has grown
significantly since then, employing more than 50 village agents who have been vital to the improved
company's operations. Within two years of its inception, the company had delivered over 1000 devices. The
funds raised by the company have been used to increase capital, purchase office equipment, and obtain
motorcycles to help customers reach the villages.

Long term goals and final thoughts
Domician shared that the company seeks to secure more funding to improve its services and reach
customers in other villages with increased marketing efforts. "As I previously stated, we are outsourcing
technology, particularly device tracking. So, one of our goals is to create a fully digital system that will allow
us to automate our services and monitor the devices and solar systems we install. This will help us keep
track of our devices and will be critical in lowering the costs associated with importing technologies,"
Domician explained.

According to Domician, creativity is essential to becoming a successful entrepreneur. He believes that in
order to be an effective innovator, one must cultivate a habit of continuous learning and stay up to date
with the latest trends and developments in their field. This involves staying abreast of industry news,
attending conferences and workshops, and seeking out new ideas and perspectives from peers and mentors.
Domician emphasizes the importance of being able to adapt and pivot quickly in response to changes in the
market and customer needs. He notes that entrepreneurs who are able to embrace new technologies and
business models are more likely to succeed in today's fast-paced and rapidly evolving business landscape.
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“Most students pay
monthly, the ones

paying Annually in most
cases are teachers, the
payments are through

mobile money,
the app has more than

3000 past papers in the
app.”

Founder | Elimutube

Daniel Mjinja

Elimutube was co-founded by Daniel Mjinja, Hamza Kiuta, and Samuel Anderson. It is a mobile
application-based online learning platform launched in 2020 to address Tanzania's educational challenges. It
aims to create and provide learners in Tanzania with access to local, qualified, and credible educational
learning resources via their mobile phones anytime and from any location. Elimutube employs the best,
most experienced, reputable, and well-known teachers in Tanzania who have excelled in the subjects they
teach to create and deliver high-quality educational learning resources to Tanzanian students via online
notes, high-quality video tutorials, online timed exams, and online one-on-one quizzes.

Inspiration behind Elimuutube
"When I graduated from my form four studies in 2010, I began teaching at various schools and tuition
centers while waiting for the exam results to come out. My passion went on even after graduating from my
university; I was eager to see the education system transformed," said Daniel. He elaborated that he realized
a massive challenge in the delivery system during his teaching times. "In 2012, 61% of students failed their
final exams with division 0, and in 2021, 64% failed their final exams with division 4 and 0. After examining
the root cause of failure, we discovered a lack of enough well-equipped teachers and teaching and learning
resources,” explained Daniel. He further shared that all these stats are to be kept in mind as a reminder that
80% of Tanzanian students attend public schools, most of whom parents cannot afford to buy textbooks. He 

Elimutube-Edutech
Founded - April 2020

shared that they thought about creating a platform to help students access quality materials and tutors after
learning about the challenge. He explains that they evaluated similar ed-tech apps and discovered that
obtaining high-quality academic content takes time. To address this, they created a digital solution that
provides high-quality academic content online. Elimutube researched to find the best and most reputable
teachers in Tanzania to provide them with high-quality academic content. When it was deemed successful,
the content was made available on their platforms in classes ranging from forms 1 to 6.
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Investment and business process
Daniel shared that they were bootstrapped using their savings since they were starting and on something
new. They also collected capital and took loans from family and friends because their goal was to establish
and make it visible before seeking funds. On the business process, the Elimutube app is available on Play
Store; one has to download it, sign in to their google email, and select between ordinary Level (O-level) and
advanced level (A-level). 

Categorizing O-Level subjects differs from A-level subjects because they are more based on combinations.
Each category selected will show a list of subjects you would like to learn and exams. There are four
payment packages, monthly for 2000 Tshs., three months for 5000 Tshs., Six months for 10,000 Tshs., and
annually for 20,000 Tshs. Daniel says, “Most students pay monthly, the ones paying Annually in most cases
are teachers, the payments are through mobile money, the app has more than 3000 past papers in the app.”

Elimutube aims to create and provide top-quality educational learning resources for Tanzanian learners by
focusing on students who are primary recipients of education and experienced, reputable teachers with
exceptional performance in the subjects they teach. "We have notes and exam papers from form one to form
six, and we are currently transitioning to primary school," he adds. "We also intend to create videos of
teachers teaching".

Accomplishments, Challenges and way forward
Daniel explained that despite having a small marketing budget, they had over 20,000 downloads since they
started their operations. Positive responses from students and teachers (Testimonials) Despite not
marketing our product as much as we would like, the impact is there; we have over 20,000 downloads in a
year and a half. "Out of 12 companies, we won a competition among Tanzanian Ed-tech companies. "In 2021,
we also had the opportunity to compete in the Seed Stars competition, where we finished second," Daniel
says.

Daniel also explained that the most significant challenge they have faced is people’s reluctance to adopt e-
learning platforms. He shared that most parents still hesitate to let their children engage in digital
education because they fear the unknown. However, we are now getting through that challenge as we have
invested in raising awareness of the benefits of e-learning platforms. He further explained that funding is
the other challenge that’s over them. “We have many models that we wish to implement, but also bring in
talents, but since we are still having a minus of finance on what we plan to do, some of these activities fail,”
elaborated Daniel.

Daniel stated that, despite being good in technical terms and how they prepare and organize their content,
they still need to catch up when it comes to understanding things in business terms; as a result, they are
currently seeking assistance in training and capacity building on business development issues. Elimutube
aspires to have a strong marketing team and sufficient funds to accelerate its operations and activities.
Elimutube's long-term goal is to ensure that every learner in Tanzania, both formal and informal, has access
to learning materials that meet their needs, whether academic, farming, climate change, business, or
entrepreneurship. "We also want to expand our operations to other countries, starting with East Africa, and
reach a million users in three years," Daniel says.

Final thoughts
Daniel advices that "be value-driven rather than money-oriented" and further adds that "solve a challenge
first while doing what you love, then money will come." it's important to focus on the value that it will
bring to people and society, rather than just making money. By prioritizing the value you are creating, you
will be more likely to create a product or service that truly meets the needs of your customers and has a
positive impact on their lives. By solving a challenge that they are passionate about and being consistent in
their understanding of the problem, they can create a product or service that will contribute to changing
the lives of many people and the community.
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“To get actual users to test

your product is the best

move that will help you

know what is good and

what needs modification.

And once you have the right

product, it gets easier to

take over the market and

impact changes.”

Kyaro Assistive, a Tanzanian organization, specializes in the design and production of assistive devices. In
2018, the organization began as a project under the Jamii program at the Twende Center for Social
Innovation. The co-founders, including Mr. Colman, collaborated to create the first version of the
multipurpose wheelchair for the Jaffery Academy Special Education Needs unit in Arusha. After the
program, Colman continued to work on the development of the multipurpose wheelchair and distributed
five chairs to different villages in Tanzania to gather feedback. During this process, he realized that there
was a significant need for other types of assistive devices in addition to wheelchairs. He spoke with families
and revised the design to meet the needs of the community. Today, Kyaro Assistive is dedicated to
developing innovative and affordable assistive devices to improve the quality of life for people with
disabilities in Tanzania and beyond.

The Inspiration
Mr. Colman Ndetembea, a mechatronics engineer and the founder of Kyaro Assistive Tech, shares that the
whole project started while he was in college. He explains that his passion for contributing to community
changes and transformation fueled the organization’s growth today. He shares that as they were working on
the project, they realized that most people living with disabilities have challenges accessing some of their 

Kyaro - Assistive Innovation
Founded - 2020

systems together than fundamental rights like therapy and mobility, and economic opportunities. He
explains that the goal to advance into more than a project was to locally design and manufacture assistive
devices considering affordability, appropriateness in terms of design and customizations to users’ unique
needs and the environment they live in, and most importantly to make appealing devices by designing
devices that will give user comfortability when they use them in public. “When we started, it was all about
designing wheelchairs, but as we poured our efforts into transforming lives and making an impact, we have
been receiving a handful of requests from different people, and up until now, we have a catalog of ten (10)
different products.” Explains Colman.

Co-founder | Kyaro Assistive Tech

Colman Ndetembea
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expertise and experiences with implementing the software in Tanzania. Despite not having external
investors, Aakva Tech has worked closely with partners around the world who have provided support to
make their solution useful for their customers.

BCOSTECH opening doors
Colman explains that the prototype products they made were funded by the Innovation Center, where they
did their project. He explains that they took part in COSTECH’s open call and were lucky enough to
receive some good funds in their next step of finetuning and testing the products. “This was a turning point
to us as it propelled us and helped us make a firm stand on the ground towards a bigger goal,” explains
Colman. 

Colman explains that through different technological exhibitions, including the MAKISATU, they were
able to get more funding for the idea. During this time, they set up a workshop and manufactured their
‘ready for use’ devices. “Through a combination of granters that have been chipping in and the sales that we
have done so far, I can say it has been a blessing to us towards making the impact we were looking for, and
we are committing our top skills to make that this is a real thing and makes the real impact as intended.”
He added.

The business Process
Colman shares that they are working with a multitude of people, and the spectrum of their clients is broad.
He explains that it includes people with disabilities and those close to them taking care of them, schools,
rehabilitation centers, hospitals, and NGOs with clients or people they need to attend to. He elaborates
that they usually work on per-order processing services where the process, especially to individuals, has
three stages; first, a person makes a call for order placement; second, they send a member of their team who
will visit the client for need assessment including understanding the physical state of the client, the features
that they might need and taking the measurements, and finally is the production, testing and delivering the
product to the client. 

“To ensure that the device delivered carries the need as assessed, we have our specialties deliver them. There
they can make adjustments, provide knowledge on best use, and take care of the device.” Explains Colman.
Colman shares that the follow-up after that is the most crucial part of the process since people grow and
change but also devices wither, so they do follow up every after six and twelve months to see whether there
is a necessary adjustment needed for the devices and to make sure that the client is comfortable using the
device.

Mitesh Explains working with other partners in the ecosystem has been crucial in implementing their work
because the software that their implementing is a community based and therefore community-based
thinking is engrained in their business approach. “It has been a pleasant experience working with other
startups and companies in the ecosystem not just in Tanzania but around the world,” Said Mitesh.

Competitive Advantage
Colman explains that since it is not a populated field, it has been a challenge for people to access assistive
devices as most of them are imported and only a few, which of course, are expensive and custom-made to fit
the needs of a specific user. “The advantage that we have is as we are closer to users themselves, we can make
devices that are user-tailored and can fit in different areas despite the physical characteristics of the areas
where they are used. We strive to make sure that we make the devices that fit users’ needs.” Elaborates
Colman.  Colman further adds that since they use locally available materials, it is easier for them to contact
a mechanic for repairs since most are familiar with the materials used. Colman also shares that they feel like
they offer a lifetime service as the whole process involves users themselves; thus, it makes it easier for the
adjustments and 
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repairs where necessary. “The best part is that this is not a one-part business; once we dispatch a product to
the user, we make sure that they are comfortable using the device, and we are always there to ensure that
things work well.” He added.

He further explains how the experience of working with other actors has been. Colman explains that the
experience working with different organizations in the field has been insightful. He shares that they worked
with CCBRT during their initial phases and TMDA as devices are part of medical solutions; thus, they had
to ensure that they complied with the necessary terms before they took their product to the market.

Achievements and Challenges
Colman and his team have faced a minor challenge in achieving their goal due to the availability of raw
materials. They have found that the market has multiple producers of the materials they require for their
workshop. As a result, they have experienced instances where some materials do not match, with differences
sometimes being a few millimeters. However, Colman notes that such differences have had a minimal
impact on their work and have not affected the entire production process.

Despite these challenges, Colman is proud of his team's achievements in setting up and operating the
workshop to produce their devices. He considers this to be their most significant accomplishment to date.
He credits his team's commitment and hard work for bringing them this far and expresses pride in their
accomplishments. The team's dedication and perseverance have enabled them to achieve their goals and
establish their workshop as a successful venture.

Enhancing operations and the Long-term goal
Colman explained that three things are vital to enhancing their operations. First is increasing awareness of
the product's availability, where to find them, and their features or qualities since many people need
assistive devices but need help knowing where to get them. Secondly, he is looking forward to having a larger
facility that will enable them to produce more devices, as sometimes it takes time to make a larger batch
since their workshop can take little. Thirdly, is to have a chance to explore more advanced technologies;
since some of the devices are manually operated, we would like to design semi-automated devices which will
be durable and allow people flexibility. 

He adds that he is looking forward to inspiring more suppliers to join the market and be able to
manufacture a handful of assistive devices that will help people live to their potential. “Be it mobility,
therapy, communication, or any device people might need to maximize their potential, we have to make
available here in Tanzania.” Says Colman. “We want people to not think o where they can get the devices as
they will be available, and rather we want them to think of what kind of the device they need as there will
be enough room for customization.” He added.

Final Thoughts
Colman and his team have faced a minor challenge in achieving their goal due to the availability of raw
materials. They have found that the market has multiple producers of the materials they require for their
workshop. As a result, they have experienced instances where some materials do not match, with differences
sometimes being a few millimeters. However, Colman notes that such differences have had a minimal
impact on their work and have not affected the entire production process.

Despite these challenges, Colman is proud of his team's achievements in setting up and operating the
workshop to produce their devices. He considers this to be their most significant accomplishment to date.
He credits his team's commitment and hard work for bringing them this far and expresses pride in their
accomplishments. The team's dedication and perseverance have enabled them to achieve their goals and
establish their workshop as a successful venture.
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“Until now, I have

bootstrapped the business

out of my pocket with the

help of friends and family,

but most importantly, I keep

track of the business

finances so that I know how

much has been spent 

on what for 

reference,” Founder | Nibebe App

Paschal Giki,

Have you ever found yourself in a situation where you are unsure which mode of public transport to take to
reach your destination? Paschal Giki, a computer engineer, software developer, and founder of the Nibebe
App, has come up with a solution to this problem. The Nibebe App is a platform that offers access to public
transport, ride-hailing, and carpooling services. Additionally, the app integrates these services with offline
platforms like USSD and SMS, making it accessible to communities without internet connectivity. The
Nibebe App provides users with real-time information on public transport schedules and routes,
eliminating the guesswork that often comes with taking public transportation. 

Through the app, users can compare prices and estimated travel times for different transportation options,
making it easier to choose the best mode of transport for their needs. The carpooling feature on the app
also allows users to save money on transportation costs while reducing traffic congestion and carbon
emissions. Paschal's innovative solution has been instrumental in making public transportation more
accessible and convenient for commuters in Tanzania. By integrating the app with offline platforms, the
Nibebe App has made it possible for people in communities without internet access to enjoy the benefits of
modern technology. Paschal's vision for the Nibebe App is to revolutionize the transportation industry in
Tanzania and make it more efficient, affordable, and accessible to all.

Nibebe App-
Transportation
Founded - 2020

Establishing Nibebe App
During his exchange studies in Shanghai, Paschal recalls being fascinated by the fact that people can share
their rides, including cars, bikes, and public transportation. "When I returned to Tanzania, I learned of
heavy traffic and commotions in public transport, especially during mornings and evenings. But, despite
traffic and commotion, it is still common to see people owning cars driving through public bus stops with
empty seats. So, I thought of creating something to help these people fill their seats whenever convenient by
connecting with those who live nearby or share the same route, whom I named ‘travel buddies," Paschal
elaborates.
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Paschal explains that he drew inspiration for Nibebe App’s features from BlaBlaCar, a French-based online
carpooling marketplace. He explains that, while he based his prototype on BlaBlaCar, he did put effort into
understanding “a Tanzanian city transportation model” to ensure that the features are user- centric and
relate to the environments we typically commute in. “Nowadays, it has become easier to get to places
through cab-hailing apps and public transport, which is common for many. But, with Nibebe App, we want
to help people learn how and when to get to places and, whenever convenient, connect them with nearby
travelers who share the same journey route we call journey planning.” Explains Paschal.

Investing in the idea
"In Tanzania and many parts of Africa, having a working prototype product is crucial to attracting
investors, unlike developed countries where investors can fund an idea," says Paschal. To overcome this
challenge, Paschal invested time in understanding the market and developing a prototype of his product,
which he later tested in the market. To date, Paschal has bootstrapped his business out of his pocket, with
the help of friends and family. He has been diligent in keeping track of the business finances, monitoring
expenses and income to ensure he has a clear understanding of how much has been spent on what. This
helps him make informed financial decisions and keep the business running smoothly.

Business Process
According to Paschal, the rise of car usage in commuting has prompted changes in the transportation
industry. To accommodate these changes, the Nibebe app has introduced three modes of interaction for its
users. The first mode is the driver mode, which allows users to locate potential travelers along their regular
commuting route. The second is the passenger mode, which enables users to find nearby drivers or those
heading to the same destination. Lastly, the direct mode provides users with information on public
transport routes, making it easier for new users or those unfamiliar with the city to navigate. By offering
these three modes, the Nibebe app has made it easier for users to find convenient and affordable
transportation options that suit their needs. The app's flexibility and user-friendly interface have made it a
popular choice for commuters in Tanzania.

Competitive Advantage
Paschal describes Nibebe App as a journey-planning app. He explains that they have integrated features
into their app that set them apart from other cab-hailing apps. He explains that features such as "Group
Carpool" enable users to create shareable routes; with this feature, if a user cannot find a ride within our
app, they can join and use other cab-hailing apps to hail a ride. He goes on to say that with the app, public
transportation users can broadcast live locations, allowing other users to track where and when a bus will
arrive at its destination. Also, during this broadcast, users can chat and tell themselves about the car's
movements.

Challenges, Achievements and final thoughts
Paschal shares that the most significant challenge faced was market reception. He explains that the market
is used to certain ride-hailing apps, and thus it became a challenge to have them understand what different
Nibebe App brings to the market. To overcome the challenge, He explains that he had to go through an
intensive 40 days of research across other regions to talk to people about their understanding of the ride-
hailing apps and how they can transform the transportation sector. “I have built several apps that people are
using until today, but neither compares to the milestones Nibebe App has reached.” Explain Paschal. He
shares that the product has contributed to how the transportation system works and helped people make an
extra income. “Making an impact on my community is what I’m most proud of.” Added Paschal.

He advises being brave and speaking up about your idea because many young people are prevented from
breaking through by the fear of talking to people because they fear it might get stolen. He explains that
talking to people can help you identify areas where you can improve your idea as it grows to become a
product. He exhorts young people to take risks because the rejections they receive might pave the way for
them to succeed if they learn from them and improve.
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The business started from
100% bootstrapping, and

after setting the model, we
started to apply for

grants, which we have
received some, which has
been vital in our business

process.

Arnold Amon Shoko serves as a fisheries scientist and is also the CEO and Co-founder of an agri-tech
company called Samaki Farms, which is in the process of renaming to  "Lima" in the future. The company
specializes in producing alternative protein feed ingredients for fish feed, as well as organic manure. They
achieve this by utilizing organic waste gathered from households, markets, and landfills.

The Inspiration behind
According to Arnold, the business was founded due to his consulting work with fish farmers while he was
still in university. Arnold says this was after he realized there was a sizable market for fish farming in the
nation. He explains that through the consultation services, he and his colleagues discovered that low fish
yields and financial returns are caused by the market-supplied feed, which is less nutrient- dense and more
expensive due to the mix’s various ingredients and fillers. Scaling the market and its potential.

Arnold explains that they decided to research and find ways to lower the production and operating costs,
which later landed them in producing alternative protein fish ingredients. From the idea of delivering
alternative proteins for fish farmers, Arnold and the team shifted their focus to revolutionizing the
agricultural sector using technology. “We now target livestock keepers providing them with affordable
alternative livestock feeds and agriculturists offering them affordable organic manure.” Added Arnold.

Samaki Farm - Agritech
Founded - April 2020

Investment in Samaki Farms
Arnold shares that investment or fundraising is always difficult for startups in Tanzania and other parts of
Africa since most investors want to see your business’s revenue traction before putting in their money. “So,
the business started from 100% bootstrapping, and after setting the model, we started to apply for grants,
which we have received some, which has been vital in our business process. All we needed during the start
was to trust their idea, commit our efforts and skills to see things work and take the necessary risks, which
helped us set up the business to the point they are today. He goes on to say that the investment process has
never been easy. 

C0-Founder | Samaki Farms

Arnold Amon Shoko
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He explains that even though investors exist, obstacles such as the need for consistent revenue traction over
time prevent them from investing in startup businesses. “To be honest, the doors are now opening, and
investors are beginning to understand the situation; however, before you get there, bootstrap to reach more
customers and create the traction that will help attract larger investments.” He added.

The business process
Arnold explains they have two products: alternative livestock feed and organic manure. He explains that
they have two delivery models: ‘production per order,’ in which clients call and request production of a
certain quantity, then they work on it, and ‘call for order,’ in which clients call to inquire about the
availability of the products they require, and upon price agreement, they deliver. “The two models have
proven effective, but we can still not meet market demand.” He added. Arnold explains that they are using
organic waste, most of which comes from the household, “we have developed a system called BOKSI HAI,
which is a waste collection box that we provide to households, and a few of them have already been
delivered, and the feedback is wonderful,” he explained.

Competitive Advantage
Arnold explains how Samaki Farms (Lima)'s competitive advantages dedicating on Agri-tech, specifically in
sustainable agriculture and waste management. They are utilizing innovative technology to convert organic
waste into alternative protein feed ingredients for fish feed and organic manure. The automation of their
waste collection system is also an innovative technological solution that streamlines their operations and
enhances their productivity. Overall, their efforts are geared towards creating a more sustainable
agricultural ecosystem, which is a crucial area of innovation in today's world.

Arnold takes pride in his team's hard work and dedication at Samaki Farms (Lima). He states that their
competitive edge lies in their expertise and knowledge, which has enabled them to discover the most
efficient production methods, resulting in high-quality products that stand out in the market. To enhance
their productivity further, they are currently working on automating their BOKSI HAI system. The system
will notify them in real-time of the amount of waste collected, which is a transformative feature that will
streamline their operations and improve their efficiency.'

Challenges and Achievements
Arnold explains that the challenge is finding the right people to work with. He shares that the tricky part is
that you develop the idea yourself and start looking for people into whom you have to inflict your concept
and work together to see it becoming the real product. Other than that, other challenges are cross-cutting
issues, which cuts across management, operations, and finance. Although, finance is always on top since if
you do not have enough finance, you can not secure the right talents or have the right machines and
processes to facilitate your operations. “Despite numerous challenges that we are going through, being able
to set up the facility and have it produce and supply some products to the market is something that I wake
up every morning thinking of and go to bed smiling about.” He added.

Future Perspective
Samaki Farm is currently seeking to expand his team by recruiting experienced employees who can bring
added value to the company. He is particularly interested in production experts who possess expertise in
insect and livestock farming, as they would make a significant contribution to the production team.
Additionally, he is also looking to hire individuals with marketing experience to increase the company's
reach to a broader audience. Arnold and his team have set a long-term goal of becoming the leading
producers and suppliers of high-quality alternative livestock feed and organic manure in Tanzania and
across Africa. By consistently providing top-notch products, they hope to stand out in the market and
establish themselves as the go-to choice for sustainable agricultural solutions. “Honestly, there are no
shortcuts to attaining your dreams,” says Arnold. He elaborated that becoming an innovator sometimes
means knocking on doors that you do not know someone will open for you, being consistent in your plans
from the initial to execution stages, and believing that the process will always pay off.
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"Despite the government 
efforts in promoting tech-

companies in the country yet
there is no framework that can 

determine what Startups are
compared to other companies

that exist, accessing funds is also
a challenge due to the

unstructured eco-system 
in our country 
as well as the 
digital divide"

What do you do when you have an innovative idea and are in need to be in a tech- driven environment to
see your idea thrive? Wave Sleek is there for you, it is a tech company that focuses on software development
to build innovative, customer centered solutions through design thinking approach while prioritizing,
quality, affordability and inclusion. Wave Sleek was established in the year 2018 and its operations started
in 2020 with five co-founders namely, Frank Mwandi, George Materu, Abdul Sinde, YezileliIlomo and
Nsajigwa Alfred One of the products that Wave Sleek has is SETO, an online market place for lodging and
real estate, where by property owners and prospective tenants/clients and agents conduct business
effortlessly without additional costs. Its tagline is ‘Dalali Halali’a Kiswahili word that means vetted broker.
They are located at Kinondoni in Dar Es Salaam. Frank Mwandi, the Co-Founder of Wave Sleek had a sit
down with Media Convergency to share their journey.

Inspiration behind bridging the Gap
Lacking data on real estate such as knowing an average amount of price that can be afforded by youth that
are in informal sector or the how many of youth in Dar Es Salaam are looking for houses to rent be it long 

Seto App - Real Estate
Founded 2020

stays or short stays also using of one's own effort to look for a rental place, which takes a lot of time and
paying both the tenant and the broker a large sum of money for the services is what inspired us to start our
venture focusing on tackling this challenges. "With Wave Sleek we believe that we are there to Innovate
your world, one can access different digital solutions to simplify they way they work, hence the
development of our product called Seto where we ensure that people can get short stays and long stays in a
short period of time, at their convenience and at an affordable rate." Says Frank

Bridging the Gap
The existence of the startup, Wave Sleek and it's product Seto was a result of bootstrapping, "We looked at
main our target which was creating software in two ways, one offering software as a service and two
offering white label software, with that in mind, we knew we did not need to have a lot of cash to start that
kind of business because it,s more of finding clients who needs the services." With Seto as a product 

Co-Founder | SetoApp

Frank Mwandi

Page 42



Frank explains that they are still bootstrapping though it needs a lot of investments from the marketing of
the product to adding new features every now and then that fit and satisfy the customer's needs. They are
also aware that adding new features and improving existing ones is crucial for customer satisfaction and
retention, and they are actively seeking ways to fund these developments while still bootstrapping .

User interface and Service
Frank explains to us, how the Seto App works, who are the targeted customers and their payment method.
"Seto can be downloaded in App Store or play store or through web at seto.co.tz, a first time customer can
the register and if you are a house owner you create a profile, once you have a profile one can switch account
from a normal users to a host. A host account has features such as listing your properties and also have an E-
wallet connected to your account, by doing so you will then be able to receive a request notified from
potential clients, the house owner will then be able to review it and if it is suitable for him or her, the house
owner will then be able to accept the request and the client will then make payments in the platform using a
card or a mobile network operator.

 "We have different customers segments that we are targeting, the first segment is people who are looking for
short stays, longs stays as well as properties to buy and sale, the second segment targets house owners and
companies and the third segment is researchers and policy makers who needs tangible data to make decisions
regarding real estate. Seto wants to create a data driven tool for policy makers and researchers to get these
kinds of insights. When it comes to how the payment method works, Frank says that for a person booking
for short stays then they have to pay in full, those renting for a long period of time, once they are satisfied
with the house they will be required to pay a booking fee which is 10,000/= and finish the rest of the amount
in the long run. Seto has partnered with SELCOM to simplify these payment methods.

Eco-system Positioning
Seto aims at building a platform that will revolutionize the way real estate works and using data to simplify
how decisions are made, they have differentiated themselves from similar ventures such as theirs in the way
they have positioned themselves as a one stop center for real estate and hospitality industry and a customer
centered solution. If one is using the Seto App today and have made their search query depending on the
houses that they have liked, Seto gives you an option to save that search in your history and the moment a
house appears that corresponds to the same query with what customer wanted, it will notify the customer
regardless whether they are online or offline.

Achievements and Challenges
Frank shares that, one major issue is the lack of a clear framework that distinguishes startups from other
types of companies, which can make it difficult for them to access funding and support. In addition, the
unstructured nature of the ecosystem and the digital divide present further challenges. However, Frank notes
that despite these challenges, the company has been able to achieve success by building a strong team that
can respond to customer feedback and needs. The company has also been recognized by the ICT
Commission through the Safe Center program, which is an important achievement. Overall, Frank's
comments highlight the challenges and opportunities that exist for tech startups in Tanzania.

Final word
Wave Sleeks vision is to create a data driven platform while igniting opportunities and providing digital
solutions through innovation by harnessing the advancement of technology across the globe. Frank also says,
"It is our goal to be a one stop digital solution when it comes to offering software as a services which is
affordable by majority because you pay for what you use, therefore will be able to enhance inclusion as far
digital transformation is concerned, and part of white label software is to support innovators meaning when
one has an idea and cannot execute it, Wave Sleek is there to bring your idea to reality.”

Frank gives his advice to aspiring innovators, "There is so many opportunities in technology, aspiring
innovators should not be intimated but rather have big pictures and focus on digital solution that cut across
the globe."
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“I urge my fellow youth to
play smart, a lot of

startups fail because they
lack the consistency of
their ideas, they start 

big and after a few days
they collapse

It may come as a surprise, but did you know that school admissions can now be done from the comfort of
your home, regardless of your location? Thanks to the Shule Tech Valley website application, applicants can
now apply to schools digitally, saving them time and effort. Shule Valley Technology is an ed-tech platform
that seeks to bridge the gap between education and technology, providing a one-stop solution for
individuals and parents to explore their top school choices online. The platform, established in 2021, offers
primary, O-level, and A-level studies through the provision of textbooks and past papers.
The accelerated pace of digital adoption has significantly simplified the way organizations and individuals
work. Media Convergency, through its Impact Technology project, recently sat down with the co-founder
of Shule Valley Tech, Mr. Heri Msuya, to explore their journey and how they are bridging the gap between
technology and education.

The Inspiration behind
Heri wanted to be admitted to the school of his dreams and yet it was far across in the other region and the
distance became a barrier, no relatives or friends could help him get the admission form and it could take
miles for him to travel and get the admission form and head back home to fill the form and yet go back
again to submit the form and to get his results. Heri lost his dreams of going to the school of his choice. In 

Shule Valley- Edutech
Founded - 2020

2020 December, Heri with his friend Austin Sanga who is now the CEO at Shule Valley generated the idea
of bringing a solution to tackle the problem and to bring innovative solutions, they wanted to bridge the
gap between education and technology. The idea turned into a business not only solving its customers with
easy access to find schools of their choice but also the platform helps schools in monitoring and controlling
all administration systems from applications to admissions and to automate the whole school admission
system. Through this system, they will have a report on how they have performed during their admission
circle in the respective year. “We basically started from personal savings and donations from family and
friends. We invested 4.8 million shillings however we are currently participating in various competitions so
as to access enough funds for us to scale a larger audience”. Says Heri

C0-Founder | Shule Valley

Kheri Msuya
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How it works
Shule Valley is revolutionizing the way students and parents search for and apply to schools. With a user-
friendly website, the entire process is streamlined and simplified, allowing applicants to find their ideal
school in just three minutes. Students can apply and pay safely through the platform, which has greatly
simplified the admissions process. According to Heri, the co-founder of Shule Valley Tech, the platform
was designed with the needs of students and parents in mind. 

They gathered data from different schools and consolidated it into one place, making it easy for users to
access all the necessary information about the schools they are interested in. This includes vital details such
as school fees, national exam results, and subject combinations. In addition, students can access tutorials,
past papers, and textbooks through the platform, making it a one-stop-shop for all their educational needs.
The availability of such a platform is particularly important in Africa, where access to education is a
significant challenge for many students. By making it easier for students to find and apply to schools, Shule
Valley Tech is helping to bridge this gap and ensure that more students have access to quality education.

Accomplishments and Challenges
Shule Valley has developed an innovative tool that encrypts application forms to ensure security and limit
manipulation. The platform acts as a reliable database system for schools, providing easy access to essential
information such as school fees, national results, subject combinations, past papers, and textbooks. Heri, the
co-founder of Shule Valley, has revealed that the platform's long-term goal for the next five years is to
become a leading education innovation center. The company aims to process 10,000 application
transactions annually, utilizing sophisticated software tools that foster digital application with ease.

To achieve their objectives, Shule Valley has begun creating shortlisting tools to help schools manage large
groups of applicants efficiently. This tool allows schools to filter students that fit their criteria effectively.
Additionally, the company is developing an advertisement tool to promote schools' visibility to their target
audience. Shule Valley has allocated a budget of 15 million shillings to accomplish its five-year goal. This
investment will be used in marketing, on-ground activation, and agencies across the country to ensure that
all students can access quality education.

For them the main challenge is Lack of funds, awareness, and low level of digital adaptation in Tanzania is
what hinders Shule Valley, However In the next ten years Heri believes the government together with other
stakeholders will help in enhancing technological advancement

Positioning
Heri says, “There are quite a number of stakeholders with whom we cooperate with them very well. There
are various companies that are doing the exact same thing, we don’t turn it into a competition but a
collaboration, we all have the same vision of bridging the gap.” Shule valley takes pride in the way they work
with their customers closely and the ability of their user to get instant access to multiple resources in the
app

Future Perspective
According to Heri, it is crucial for young entrepreneurs to maintain consistency in their ideas, as many
startups fail due to a lack of persistence. Despite the growing adoption of digital education in many
educational institutions, there are still mental models that hinder the shift towards digital education for
some Tanzanians. While traditional classroom education remains essential, it is crucial to embrace digital
education as well. Achieving the digital transformation of the country requires the collective efforts of
individuals, stakeholders, and the government. This is why Media Convergency is continually improving
programs that provide individuals and organizations with the digital skills they need to succeed.
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“On our end, we did not
have much to invest in

cash; instead, we invested
our time and

knowledge to study the
market, understand the

need, and come up with a
prototype product that

we felt could be ready for
the market.”

Bizzyn is a 2019 founded business solution that offers a full-featured business and financial management
suite complete with tools for accounting, inventory, payroll, tax filing, invoicing, bank account tracking and
reconciliation, expense management, budgeting, payment processing, and accounts receivable and accounts
payable management. Mr. Emmanuel Kimaro, the Co-Founder, sat down with Media Convergency for an
interview to highlight their services and how they are helping business owners manage their businesses
digitally.

Establishing Bizzyn
“Growing up, seeing how hard it was for my mom to manage her business and that nothing was automated
made me think of what easy way I could come up with to help her manage her business,” says Emmanuel.
“At first, it was all about helping my mother automate her business, but when I got to college, I realized
that the struggle is all over, and there is a huge need to automate business operations,” he added. Emmanuel
shares multiple reports state that in Tanzania, many small businesses are dying within their first five years
due to a lack of proper financial data tracking. “If you visit the most popular small businesses sites in Dar es
Salaam including Kariakoo, Karume, Mwenge, and Sinza, you will find that there are many people who are
conducting business there, but most of them do not have proper means of managing their finances and
rather are using traditional ways which at times are difficult to track,” explains Emmanuel. 

BIZZYN- B2B Solution
Founded 2019

And this has also become a challenge when these individuals are looking for extra financials like investors or
loans because when asked about their business performance, they said they do not have financial data to
back their words. Emmanuel says that Bizzyn is aiding small business owners to keep track of their business
by having proper financial data records, stocking, and other necessary returns to respective authorities.

Investing in the Idea
One thing Emmanuel explained about investing in the idea is that most youths have ideas they want to fund
and take to the market. Still, just a few are ready to make the necessary efforts to understand the real 

Co-Founder | Bizzyn

Emmanuel Kimaro
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problem and where it can be better for them to establish their business. 

“On our end, we did not have much to invest in cash; instead, we invested our time and knowledge to study
the market, understand the need, and come up with a prototype product that we felt could be ready for the
market.” He shares that he and his team are glad for the support they got from their networks, who were
ready to give a test to their product and gave back constructive feedback. “We were fortunate to get a place
where we could set up our office for free, and that is where we received queries concerning challenges on
our product and worked on making the upgrades to make it perfect to the needs.” He added. Emmanuel
shares that to any other innovator, it is essential to invest in skills and the team that you are looking to
work with since when you have a great team is when professionalism does matter in attracting more
investment from outside as you will be able to build an outstanding product that everyone will be triggered
to use.

“Using the cash investment that we secured last year (2022), we are ready to go beyond our operating
boundaries. We can now offer a product and after-sell services to as many people as we did during our
initial two years.” Added Emmanuel.

Bizzyn’s business process
One of the best things a user gets at first glance when visiting the Bizzyn website is well- described
information on why they are in the right place to manage their businesses. Emmanuel explains that
understanding that users have different needs has made it easier for them to select the services they need.
“With several pricing packages, users can opt for a package that will offer the services they only need access
to, making it easier for them to interact with our product.” Explains Emmanuel. He explains that when a
user is using their product for the first time, they are entitled to a thirty days trial version of the package of
their choice, and then they can opt for a monthly or yearly subscription on the preferred package. “And the
best part is, we have engineered Bizzyn in a system that you can either degrade or upgrade the package on
the services you would like to access considering the nature of your business.”

Bizzyn’s competitive advantages
Emmanuel shares that before they could enroll their product to the market, they conducted a study on the
available products, tested them, asked users, and came up with a solution that could have avoided the
challenges people had from using similar products. He highlights that they took those pointed-out
challenges as their selling points. “We made sure to work on the challenges that were identified from other
platforms to make a better product. The user interface, several useful services, performance, user support,
and availability on both offline and online sessions have been a key for our product to attract many
customers,” explains Emmanuel. He adds that they also train people on how to get the best out of their
application and that making sure that every user can exploit the full potentials that their products can offer.

Experience interacting with other companies
Emmanuel shares that there is a huge need to train people to interact with technology in business
operations. Many people still need to catch up, mainly contributed to the timely usage of the traditional
operating models. “I am glad businesses are ready to transform, but the biggest challenge is that there are a
few who are ready to provide the knowledge, and thus many are still afraid of the transformation.” He
added. He elaborates that the interaction has so far been positive since people are ready and are slowly
adapting to technologically enabled services.

Challenges faced and Achievement
“Honestly, customers can never be satisfied since the needs keep evolving.” Says Emmanuel. He explains that
their biggest challenge so far is that their team is not big enough to implement
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all the features that users have been pointing out. He elaborates that despite that, they have been putting
shifts to make sure that at least they put on the market the services that have been pointed out by many,
and thus it has given them a chance to stay atop and provide unbeatable services through their product.
“Seeing people using Bizzyn is the most significant achievement we have so far,” Emmanuel shares. He
elaborates that as a founder, he and his team are proud that they are impacting lives and transforming
business.

Enhancing operations and the Long-term goal
Emmanuel shares that as they look to impact as many businesses as they can, they are working around the
clock to rebuild the team and be able to provide quality services. “We started our pockets, but now that we
have had a product in the market and we know it has a huge impact, we are looking forward to securing
funds, having more people aboard, and working hard to make sure that we deliver in time.” He added. He
further explains that he believes in product innovation, especially regarding quality and functions. He
believes that with the right team and enough money, they will be able to provide unbeatable services to
their customers. “As I said, though we cannot satisfy their needs, we can at least make sure that they are
nearly satisfied by accepting that we are doing our best to improve what we offer.” He added.

Advice to innovators
Emmanuel advises aspiring innovators to ask themselves the big WHY before they can try to solve problems
in the community. He shares that many issues need solving, but understanding the problem is vital to a
proper solution. “Most of us lack a clear business model, which should always be looked at. Yes, you might
know the problem, but sustainability is always the key, and it is from your well-defined business model you
can find the sustainability I am talking about.” He elaborated. He shares that as long as you are sure of
making an impact in the community, be consistent, trust yourself, and never give up.

Final Thoughts
Emmanuel shares that they are looking forward to ensuring that small and medium businesses are formed
by providing them with a tool that will help maintain and manage their financial information and help
them stand out whenever they are looking for future investments and collaborators. He added that as the
startup ecosystem in Tanzania is growing, it is essential for people in the ecosystem to provide chances for
startups to show what they are good at and deliver impactful solutions through the support of those who
have made it a step further.

“We made sure to work on the challenges that were
identified from other platforms to make a better

product. The user interface, several useful services,
performance, user support, and availability on both
offline and online sessions have been a key for our

product to attract many customers,”

Co-Founder | Bizzyn
Emmanuel Kimaro
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“Our product is

completely offline and

only uses SMS, which is

considered a normal item

in a Tanzanian’s mobile

phone; this means they

are using what they

already have to get

something else, thus

reducing 

operating costs.” Founder | NEXTEC 

Shedrack Charles,

Meet Shedrack Charles, an electrical and automation engineer who graduated in 2017 with five years of
working experience in the renewable energy and technology sector, which was a key to the foundation of
NEXTEC International Engineers Group. The company is a startup founded and registered in 2020, and the
sole goal was to do research and development in different sectors here in Tanzania. The company's vision is
to become the leading technology company in the country and neighboring countries; the mission is to
simplify people's day-to-day activities by conducting research and development and developing technologies
that reduce operating costs while increasing revenues and earnings. Their tagline is ‘emerging technologies
for a better tomorrow.’ They are based in Arusha, but they have been carrying out our projects in various
regions depending on where we identify the problem.

The Gap and Inspiration behind
Shedrack reveals that as the business expanded, it increased its emphasis on the agricultural and renewable
energy sectors. They have created two products that make daily farming and fishing easier and less
expensive. He explains that while there were five co-founders when the business started, only he is left as
the sole founder because the others were hired. “Running alone was no longer an option because, as you are
aware, being an entrepreneur takes work. This forced me to look for other partners to work with, bringing
our team size back to five people—two women and three men,” added Shedrack.

NEXTEC - Agritech
Founded - April 2019

Shedrack explains that they currently have two products; one is called the NSwitch and is used by farmers.
"We are trying to promote irrigation agriculture as the primary method and a better scheme for farmers to
come from where they are at the moment to grow fast and earn more because climate change and other
factors have been contributing to lower yields recently. So, to promote irrigation agriculture and assist
farmers in lowering operating costs, we created a device that enables farmers to monitor and control all
ongoing irrigation activities even when they are not physically present and are entirely offline. He explains
that they install the device in their farms and integrate it with the irrigation infrastructure, as well as the
water pumps and tanks, so they can communicate with their irrigation infrastructures even when 
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they are not physically present using standard text messages. The device provides feedback and keeps them
up to date on what is happening at the farms, especially on their irrigation infrastructures. "By doing so,
they discovered that they had reduced their energy and water bills, and some of them did not have to hire
many caretakers to take care of their day-to-day activities when they were not physically present, as well as
it gave them the freedom to do other things and be more productive."

The second product is currently in operation in the energy sector; installing Microgrids in areas the
national electric grid has yet to reach. According to Shedrack, there are at least fifty islands in Mwanza
alone, and NEXTEC has visited and spoken with at least eight of them. He explains that fossil fuel is
prohibitively expensive for fishermen, and this has been a driving and enabling factor in their ability to set
up one operational microgrid that serves up to 60 fishermen, providing them with clean energy. Because
fishermen require adequate lighting when fishing at night, the power supplied by NEXTEC has been
advantageous, allowing them to charge the batteries and use them in their daily activities. They have been
able to avoid using fossil-fuel-powered generators due to this. "We were able to set up a grid that costs at
least half what they used to pay for fossil fuels and has helped them save operating costs while maintaining
their earnings." He added.

Investing in the NEXTEC
Shedrack agrees that business investment, especially among young early stages entrepreneurs, is a
significant challenge, particularly in Tanzania. "I have interacted with many people from other countries,
especially investors. Some are offering to invest in businesses here in Tanzania. Still, they are hesitant
because the startup and investment policies are unclear, making them worried they will lose money on
things like double taxation and other similar problems,” explains Shedrack. In his case, though, Shedrack
had been employed for three years before he turned to start up a life- changing company. 

He started by traveling to remote places in Tanzania to find out what problems they were facing
concerning his field of expertise and the solutions he could bring to those societies. He explains that by
utilizing his knowledge and experience in engineering and renewable energies, he used his savings to design
and develop the products mentioned earlier. He further explains that the two products have been
promising, and after some time, he started to see the payback of his hard work and commitment. Shedrack
explains that as the product made a difference in the community, he later managed to secure funding and
grants from Jakaya Mrisho Kikwete Foundation, Westerwelle Startup Haus in Arusha, and most recently
from OpenMap Development Tanzania, which has helped him develop the products and having the
business stay afloat till today.

The business Process
NEXTEC follows a unique approach to customer interaction by actively visiting communities and villages
and immersing themselves in the local culture. Shedrack, a representative of the company, explains that this
process involves spending at least a week with the community to gain insights into their way of life,
economic activity, income levels, challenges faced, and their specific needs. By listening to the community's
input, NEXTEC is able to understand the kind of products or services that are in demand and what can be
done to help people overcome their challenges. To ensure that their products and services meet the needs of
the community, NEXTEC collaborates closely with local authorities and the people themselves. They use
the feedback they receive to develop a viable business case and product that will benefit the community.
Once the product is developed, it is delivered for testing to ensure that it works effectively. When NEXTEC
is satisfied with the results, they move on to the paying phase.

This approach has been successful in both sectors that NEXTEC is working in. The company has been able
to develop products that address specific needs and are highly beneficial to the community. By focusing on
the needs of the people, NEXTEC has been able to establish trust with their customers and build long-
lasting relationships. This approach can serve as a model for other businesses that aim to create innovative
solutions that are tailored to the needs of their customers.
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The Competitive Advantages
Shedrack agrees that there is real competition in the innovation and technology sector. He explains that
although huge companies invest and provide services in the industries they operate in, there is little
competition, especially in the products they develop and supply. In the agriculture sector, 

Shedrack shares that while other providers’ products might sometimes require additional operating costs
like internet bundles and monitoring, they at NEXTEC are working on cutting off these costs. “Our
product is completely offline and only uses SMS, which is considered a normal item in a Tanzanian’s mobile
phone; this means they are using what they already have to get something else, thus reducing operating
costs.” He elaborated. 

He further shares that there is significant competition in the energy sector, especially in the renewable
energy industry; however, NEXTEC’s differentiating factor is how they manage relationships with their
target customers. He shares the process of being part of the community you are planning to deliver your
product, which not only makes you part of the community but also helps you build a bond and trust with
that community.

Achievements and Challenges
Shedrack expresses his pride in developing the two products and, more importantly, in being among the
first to establish and operate a Tanzanian-owned operational Microgrid. "These two products inspired one
of the Japanese companies that manufacture and supply water pumps, with whom I was speaking, to send
representatives to Arusha to learn more about the products and see how we can enter into a Memorandum
of Understanding for them to become suppliers of irrigation infrastructures fitted with my device."
Shedrack elaborated. "Of course, these are things I take to heart," he added.

"To be honest, building NEXTEC has been a huge challenge in financial terms and teamwork." Shedrack
says. He explains that not having a team to work with early on was a massive setback in ensuring that the
company's vision and mission became a reality. Further, he shares that he has learned from his startup and
others that convincing people to believe in your idea is the most challenging part because many people are
hesitant to give their all because they are unsure whether it will succeed or fail. But the good news is that if
you believe in your idea and are willing to demonstrate how it will work, you will eventually find a team.

Enhancing operations and the Long-term goal
Shedrack, like other startup founders, is interested in the talk about startup policies; this includes but is not
limited to taxation and investment policies. Shedrack explains that there are many kinds of unnecessary
instruction, procedures, and activities to be done, which hinders many young people from implementing
their ideas due to the fear of the unknown.

He urges the government and the innovation ecosystem as a whole to work with startups in setting up and
provide reasonable regulations in terms of taxation, laws, and guidelines on starting and running startups
themselves that will make it easier could have been easier. With proper and straightforward regulations, it
will be easier to attract current reluctant investors and youth looking to employ themselves with their
talents and create employment opportunities for others. NEXTEC aims to deliver the NSwitch to 1.5
million farmers in Tanzania within the next five years. And in the energy industry, they aim to have at least
50 operational microgrids but also serve at least 2000 fishermen.

Advice to innovators and Final thoughts
Shedrack shares that innovation entrepreneurship takes work. He explains that you need to put in much
work, be patient, and have a high tolerance. He urges startups to invest more in research and to understand
the customers their products target. He further explains that you need to make sure you know what your
product will be and how it will impact lives before you can start looking for funds and grants because it will
become challenging to manage the funds if you do not have I place a near-perfect operating model.
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“Our most significant
achievement was creating
our first augmented reality
practical experiments that
we just did in January this

year (2022) because it is
something that we were

looking forward to
delivering and is what we

will constantly be doing for
the next three to six

months. Chief Operating Officer | Smart Darasa

Kusiluka Aginiwe

SmartDarasa is a next-generation learning platform helping students understand the reality and practicality
of things they learn in STEM subjects using the SmartDarasa app and website utilizing 2D, 3D &amp; AR
technology. With SmartDarasa, students can practically learn what they learn in class on STEM subjects, do
conceptualized questions, and perform 2D &amp; 3D simulations and AR learning as if things are in their
environment when coupled with Smartcards Vol 01. 

It was founded in 2019 by Elias Elisante and his three friends. SmartDarasa’s vision is to become the number
one go-to provider of immersive learning experiences using 3D interactive and AR technology in Africa,
and its mission is to create the best online practical learning content that users can access, interact with and
understand their theory knowledge better close to a real practical experience by at least 85% anywhere.
Media Convergency sat with Kusiluka Aginiwe, SmartDarasa’s Chief Operating Officer, who shared
detailed information on how SmartDarasa is transforming science subjects’ learning systems.

The inspiration behind
According to Kusiluka, Elias started the project in 2017 with three friends who left the startup in 2020 for
various reasons. In 2020, he teamed up with Ms. Happiness Mwandu, who assisted in integrating the
existing infrastructure and propelling the product from the prototype to the beta stage. "I met Elias 

Smart Darasa - Edutech
Founded 2019

at a University of Dar es Salaam Innovation and Entrepreneurship Centre incubator session. I joined and
collaborated with him on developing the business development strategy, which was critical to launching
and commercializing SmartDarasa's products in July 2021," said Kusiluka. He further explains that since the
launch of its products, SmartDarasa has experienced an inflow and outflow of workers, which has yet to
impact its operations on a large scale. Kusiluka shares that they are currently developing a final and
complete technological system covering all their product catalogs. “The development and release of the
platform will be in two phases; in phase one, we will release a catalog covering form one and two subjects,
and in phase two, it will cover form three and four.” He elaborated.
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Addressing the Gap
Kusiluka Aginiwe's explanation highlights the core challenge that the education sector is facing, which is
the gap between theoretical knowledge and practical knowledge. This gap is mainly due to the lack of well-
equipped laboratories for students to conduct empirical studies. He further points out that the increasing
demand for theoretical online learning platforms has made it necessary to provide online practical and
simulation classes to address this gap.

In response to this challenge, SmartDarasa has taken on the mission of creating an immersive learning
experience that helps students gain practical knowledge in STEM subjects. The company's approach is to
design interactive books that allow students to have real experiences with STEM subjects in practical
sessions. This approach helps students to expand their knowledge and understanding of the subject matter.
By providing such an innovative learning experience, SmartDarasa is adding value to the education sector
by closing the gap between theoretical and practical knowledge. This approach not only benefits students
by providing them with real-world skills, but it also benefits the larger community by producing a more
skilled and knowledgeable workforce.

Bootstrapping as the source of initial funding
Kusiluka shared that SmartDarasa was set up from the founders’ pockets before receiving grants from the
Tanzania Commission for Science and Technology (COSTECH) which was critical from the ideation
process, beta program design, and up to now when they are finalizing the complete product.

Kusiluka emphasizes the challenges that startups face when introducing new and innovative ideas in the
tech sector. Investors are often hesitant to invest in untested ideas, which makes it challenging for startups
like SmartDarasa to secure funding. This reluctance is even more pronounced in the education technology
sector, which is still relatively new and unexplored. In contrast, other sectors like fintech, agritech, and
healthtech have seen a surge in investments because they have proven track records and are considered safer
bets. Kusiluka highlights the need for more support from the government and other stakeholders in the tech
sector to help startups like SmartDarasa overcome these challenges and secure the funding they need to
bring their ideas to fruition.

The business Process
Kusiluka explained that their product is portable, affordable, and easy to adopt, making their target users
students and teachers from primary school to university, teachers, and tutors. He further explains that due
to the categories of its users, their target customers include parents, teachers and tutors, school owners, and
the government for higher scaling. He added that to use SmartDarasa; a user must log in through their
website at https://smartdarasa.com, where they can access the released items. “Despite the limited content
in our platform, we already have much content that we keep producing daily but is yet to be published on
the site since we are still refining the system.” Explained Kusiluka. “With the available beta product, we
usually reach our customers through exhibitions and partners who facilitate different activities involving
students. We also interact with them through our social media platforms, explained Kusiluka. The company
not only makes money from the use of its app but also through the selling of its books. The startup plans to
add a subscription option eventually to the app.

Competitive Advantage
"From our January 2022 competitor sweep procedure, we identified several ed-tech companies in Tanzania
doing something similar aimed at transforming the education sector, including Shule Direct, Silabu, THL,
and Elimutube, to name a few," Kusiluka explained. He goes on to say that, despite their efforts to
transform the industry, neither uses 2D, 3D, or AR technology. “However, we once came across some
augmented reality experiences done by Shule Direct in one of the exhibitions that we attended, so that
should be considered a future competition in this field. But for now, none that we are aware of currently
provides the same services and products that we do.” He added.
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Experience navigating the innovation ecosystem
Kusiluka expressed that despite facing operational challenges, their experience navigating the innovation
ecosystem has been great. They were able to receive support from mentors who helped them stay on track.
In terms of execution and strategies, the startup received guidance from mentors, advisors, and supporters.
They also received training, capacity building, and grants from organizations like COSTECH. Kusiluka also
mentioned their positive experience with product designers who helped in designing the products they use.
Having a strong support system of mentors, advisors, supporters, and designers has been crucial in helping
SmartDarasa overcome challenges and move forward towards achieving their vision and mission.

Challenges and Achievements
According to Kusiluka, they have faced two significant challenges: financial and human capital. The most
difficult challenge has been assembling a skilled team; he explained that because the nature of their
activities and the type of products they develop require a high level of technicality, they need assistance
finding the right fit, forcing them to outsource across borders. He said that while they can outsource skilled
technical workers, financial constraints prevent them from meeting their goals. "At this point,
bootstrapping is no longer an option, but grants, which typically come with a limited scope of use, are also
no longer meeting the needs, forcing us to seek out more partners and be able to tackle those challenges"
Elaborated Kusiluka. “Our most significant achievement was creating our first augmented reality practical
experiments that we just did in January this year (2022) because it is something that we were looking
forward to delivering and is what we will constantly be doing for the next three to six months. On top of
that, 2020 was an excellent year for SmartDarasa as we reached the top ten in more than ten (10) startup
competitions conducted in Tanzania and outside the country.” Added Kusiluka.

What growth looks like
SmartDarasa, according to Kusiluka, aims to secure 260,000 USD in financial capital to maximize its
operations. "The funds raised will be critical to running our operations for the next 18 months; they will
cover all operating expenses, including content production, equipment upgrades, and retaining and
attracting new talent." Kusiluka elucidated. The technological space is changing very fast every day, so you
find new technologies every day. With that in mind, we intend to be present in and deliver our products
and services to more than ten African countries by 2029, and we will be able to scale up our operations with
that amount of seed funding.

Final thoughts and advice
Startups challenge the usual way of thinking, the way people feel and are accustomed to the various events
and solutions in their environments and society. Kusiluka shared that unlike developed countries, which
have more innovative solutions than problems, Africa is now a hunting ground for investments and new
solutions. He stated that there are many untapped potentials in various sectors, such as education, health,
and renewable energy, to name a few. 

"While there are many opportunities available, only a few who are determined enough and have a sense of
purpose to unlock the potentials hidden within these opportunities can stand out". According to Kusiluka,
youth must begin now. "You might not have the clear picture, and we neither did, but as you go on and
believe that what you are doing will change lives and contribute to building a better community, you start
to see a clear bigger picture sometimes way beyond what you imagined at the start. Of course, there will be
sorrows, disappointments, and challenges, but none of these will deter a determined individual driven with
a purpose to their envisioned solution," added Kusiluka.
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"When I started I had no
idea there are ways that I
can learn to improve my

skills or that there are
partners who can support

my iniative, Ndoto Hub
taught me how to pitch

which helped me win my
first funds of $3,000 at the

ESRF competition"

Founder | Arena Recycling

Hellena Silas

The city of Dar es Salaam generates an estimated 46,000 tons of plastic waste every day, and this waste has a
significant impact on the environment. Hellena Silas, the Founder and CEO of Arena Recycling Industry,
recognized the harm that plastic waste was causing to the environment and decided to take action. In 2019,
she founded Arena Recycling Industry, a social enterprise that converts plastic waste into eco-friendly
building materials.

Arena Recycling Industry is not just a business, but a mission to reduce plastic waste and promote
sustainable practices. Along with Hellena Silas, the founding team includes Zagalo Emmanuel as the Chief
Technical Officer (CTO), Airas David as the Chief Operations Officer, Amos Joachim as the Marketing
Officer, and Zuhura Hamad as the Finance Manager. The company's office is located at Sinza Kumekucha,
Amani street, house number 10, and its production plant is located in Mwanagati Kitunda, with plans to
construct a new plant in Mbagala.

Inspiration Behind
Hellena's passion for protecting the environment from plastic waste drove her to start Arena Recycling
Industry. She was inspired to turn waste into wealth and make a difference in her community. Through her 

Arena Recycling -
Innovative Waste
Founded 2019

company, she is helping to tackle the plastic waste problem in Dar es Salaam while also creating job
opportunities for the youth. She says, "In early 2018, the idea was born and the journey began in 2019 with
initial funds of approximately 400,000 Tanzanian shillings (equivalent to around $190.00). The funds were
used to develop an innovative brick block that employed a manual process of heating plastic. Since then, the
journey has been intriguing and has continued to grow with each passing day.

Investing in the Idea
The prize money allowed her to scale up her operation and invest in better equipment, which led to
increased production and higher quality products. With this success, she was able to attract more clients 
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and increase her impact on the environment by reducing the amount of plastic waste in the city. Despite its
young age, Arena Recycling Industry has made significant progress in its mission to recycle plastic waste
into eco-friendly building materials. The company has collection areas where plastic waste is gathered and
transported to the production plant where it is transformed into building materials. 

Gap Bridged
Plastic waste is a global crisis and countries are struggling to find an alternative to the packaging of plastics
that contributes largely to environmental pollution and a threat to marine species- It is estimated that
100,000 marine animals are killed every year because of ingesting plastic materials. Seeing this challenge
Arena recycling decided to come up with a solution for alternative uses of plastics.

Arena recycling is solving the problem of poor waste management, especially plastic waste. to date, Arena
has been able to collect more than 500 tonnes of plastic and they are looking forward to growing and
expanding to other regions of Dar es Salaam to collect more plastic waste. Arena Recycling believes that the
more eco-bricks they produce the more plastic waste is consumed and reduced on earth. 

The Arena Recycling Industry is making a huge difference for the environment and for communities in Dar
es Salaam. By providing a viable solution to plastic waste management, the ARI is reducing plastic
pollution and helping to create jobs and provide economic benefits to the local economy. The company's
research and pilot programs have proven that their eco-bricks are a sustainable and safe way to build with
plastic. Along with their collaborations with the US Embassy and other NGOs, they have made a real
difference in the area of plastic waste management. As the ARI continues to expand and find new ways to
reduce waste and promote environmental stewardship, they are sure to make a lasting impact in the fight
against plastic pollution.

Competitive advantages
One of the most significant advantages of Arena Recycling Industry is its approach to waste collection.
Rather than relying on individuals to bring their plastic waste to the company, Arena has established
collection areas in various locations to make it easier for people to dispose of their plastic waste responsibly.
This approach not only ensures a consistent supply of raw materials for the company but also helps to keep
plastic waste out of the environment.

Furthermore, the eco-friendly building materials produced by Arena Recycling Industry have several
advantages over traditional building materials. For example, they are durable, waterproof, and heat-
resistant, making them ideal for use in various construction applications. The company's products are
affordable and can be customized to suit different customer needs, making them an attractive alternative to
traditional building materials. Overall, Arena Recycling Industry is making a significant contribution to
reducing plastic waste and promoting sustainable construction practices in Tanzania.

Challenges and Achievements
Arena Recycling Industry faces a common challenge that many startups face: balancing the day-to-day
needs of working with clients and the long-term goal of reaching their fundraising target. In order to
expand their operations and scale up their impact, the company needs to raise a significant amount of
money, and this process can be time-consuming and unpredictable. Additionally, raising funds can come
with certain restrictions and conditions that may not always align with the company's mission and goals.
These conditions may be too strict or not flexible enough to allow Arena Recycling Industry to innovate
and grow. Despite these challenges, the company continues to work towards their fundraising target of
$100,000. By securing this funding, they hope to expand their operations, build a new production plant, and
increase their impact on the environment by diverting more plastic waste from landfills and turning it into
eco-friendly building materials. Arena Recycling recycles plastic waste into eco-friendly building materials,
tackling environmental challenges, providing employment opportunities and supporting the circular
economy, with plans to expand and increase their impact.
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“The gap that I discovered back
then was that there were still

many taboos about menstruation
dynamics, and as medical

personnel, I decided to volunteer
my expertise first, ensuring that
at least people understand what

menstruation is and its
dynamics, and then help those
who could not afford sanitary

pads,”

Meet Lucy Odiwa, a winner of the 2018 "SDGs and Her Competition"; and a specialist in health services.
She is WomenChoice Industrie, co-founder and CEO. The Startup designs, manufactures, and distributes
high-quality, reasonably priced menstrual health hygiene management (MHM) care products, including
reusable sanitary pads (Salama Pads), reusable tampons, and reusable post-partum maternity towels (Mama
Pad). This social enterprise seeks to empower women and girls in Tanzania by promoting safer menstrual
health hygiene management (MHHM) by exchanging knowledge and related services.

Establishing Women Choice
Ms. Odiwa says the idea of WomenChoice Industries came from her passion and, of course, a terrible
experience she had during her secondary school education; “it was just a good day, and all of a sudden, it
turned into a bad day when the teacher asked me to step up and answer a question during one of the
classes,” Ms. Odiwa says. She explains that the experience of seeing her skirt covered in blood made her
think about many things, and the fact that she was unaware of the dynamics surrounding menstruation
added to her sense of confusion. “As I was at boarding school, I had to go to the school dispensary on the
second day because I was more soaked than the first, and I did stay there for five days to take care of the
problem,” added Ms. Odiwa.

Women Choice- B2C
Founded - 2018

Ms. Odiwa explains that when she was in college, she worked hard to understand menstruation dynamics.
When she got a job, she decided to try to help other girls who might be in the same situation as she was.
“The gap that I discovered back then was that there were still many taboos about menstruation dynamics,
and as medical personnel, I decided to volunteer my expertise first, ensuring that at least people understand
what menstruation is and its dynamics, and then help those who could not afford sanitary pads,” Ms. Odiwa
explains. She shared the idea with her friends, who decided to contribute some amount, to buy disposable
sanitary pads, and distribute them to young girls in need. “However, most girls go through menstruation 

Co-Founder | Women Choice Industries

Lucy Odiwa
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period from thirty (30) to forty-five (45) years, the sustainability of the idea of contributions and
distribution appeared improbable, which prompted me to consider a solution, and that’s when I came up
with the idea of reusable sanitary pads,” elaborated Ms. Odiwa.

Establishing Women Choice
“Since it was something new, I had to make sure that I had the necessary knowledge to start the production
of the pads that I envisioned having,” explains Ms. Odiwa. She shares that she started the innovation
journey using her savings, which she thought of as a life-save and life-changing to girls and women in
Tanzania and across the East African region. “Through Small Industries Development Organization
(SIDO), we were able to acquire five (5) sewing machines to start, and with time things started to unfold;
which despite the small capacity by that time, we still received many inquiries concerning our products.
From that moment, we started to distribute the products to different organizations working on menstrual
hygiene management,” shares Ms. Odiwa.

 “I remember a time when we had a client who traveled from Zanzibar and wanted 500 sanitary pad pieces;
considering our capacity at the time, it took us two days to produce that much, and that was when I
thought maybe we needed to seek financial assistance to increase our production capacity and be able to
meet the demand,” Ms. Odiwa explains. She admits that the experience was a little complicated, particularly
with some financial institutions that mistook them for an NGO when all she knew was that it was a socially
impacting business and that she had to look for other organizations beyond financial institutions that could
help them oversee the challenge. 

Thanks to Just Peoples, a global community of people who have two things in common; a passion for
eliminating global poverty and the drive to do something about it, and the Rockflower Fund, a global
venture philanthropy fund that connects catalytic funding to local initiatives in emerging economies
seeking to improve and elevate the lives of women and girls, who provided WomenChoice Industries with
recognizable funds that helped them at least buy electric motors for their sewing machines and saw them
continue growing and deliver a quality product. 

In 2020 WomenChoice Industries secured venture capital from Gray Matters Capital, a US-based venture
capital provider. “Through this funding we have transformed from using hand-monitored sewing machines
to industrial sewing machines, which has helped us build up and scale up our productions to where.

The  business process

Ms. Odiwa shares that they target girls and women in challenging economic conditions and those between
the age of ten (10) to twenty-five (25) years who are still in schools and colleges, most of whom need sanitary
pads but due to the cost of disposable sanitary pads that typically costs much, then they are unable to have
them. 

“Having to serve a broad market category, the interaction model differs since we have individual buyers,
shop vendors, and organizations who usually buy bulk to deliver during their philanthropy projects. We can
reach all those we want to serve through our digital platforms, physical visits, and philanthropy sessions,
and we could never be prouder of whom we have reached and what we have accomplished so far.” Ms.
Odiwa concurs.

Ms. Odiwa explains that in this era where there are innovations now and then, she has gotten this far
through strategic collaborations. She explains that interacting with authorities is pleasant, and as for other
players in the innovation ecosystem is a little tricky since motives do differ. Still, finding common ground
on which to coexist makes it easier to navigate and deliver impactful solutions to our communities.
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“The reception has been good across all organizations we

have worked with, including WFP, Master Card Foundation,

UNCDF, and the government. Most of the projects we have

done have been through reference, which we have utilized

during applying for different projects,”

Kilimo Data Hub is a cloud-based platform that provides smallholder farmers with information and tools
to improve their farming practices and connect them with markets. It offers services such as crop disease
diagnosis, weather forecasting, market prices, and financial services. The platform is available in both
English and Swahili and can be accessed via mobile phones and the web. In 2015, Mahmoud Shoo founded
Bizy Tech Ltd, an ICT and Agri-fintech company that offers an all-encompassing platform service using
computers, smartphones, and USSD mobile technology. This empowers a marketplace and enables farmers
and small businesses both domestically and internationally to manage their commercial activities. In 2017,
Bizy Tech launched their primary product, Kilimo Data Hub.

Inspiration behind
Mahmoud Shoo is passionate about using technology to transform the agriculture sector in Tanzania and
beyond. He believes that technology can help smallholder farmers to increase their productivity, reduce
post-harvest losses, and access markets more easily. He also advocates for the use of data to inform policy-
making and improve the overall performance of the agriculture sector. Mahmoud explained that he began
his career as a business consultant with Bizy Consult. He realized during this time that most small 

Kilimo Data Hub-AgriTech
Founded 2017

businesses face similar operational challenges. He said these difficulties stemmed primarily from the manual
tracking and recording of these businesses&#39; operations, including financial and accounting
information, business process information, and client information. He added that to those who were at
least automating their businesses, most only automated accounting processes, which still used imported
accounting systems; however, most of them did not serve the purpose because they had features that most
small businesses, particularly in the Tanzanian environment did not have us of it.

Mahmoud started speaking to people and firms on how they can develop business management systems
with easy customization, with simple features that can be used by a small Tanzanian business but also be
available at an affordable price. “The systems that I first developed had encountered many challenges, the
main being that I outsourced developers, so they had their jobs to take care of, so it was difficult to bring
them in when I needed them unless they were free.” Explained Mahmoud. “To take care of the challenge, I
was able to recruit four university graduates, walk them through the concept, and come to terms with how
we could collaborate. I did not have much capital, so paying them was a challenge, but after sitting with 

Founder | Bizy Tech/Kilimo Data Hub

Mahmoud Shoo
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them and explaining the idea, we agreed that since I could not pay them, we could utilize the equity mode
as I would like to work with them for the next five-ten years. So, I gave them stock in the company, and
from there, we began the transformational work,” Mahmoud explained.

Bridging the Gap
Mahmoud shared that they are working to help farmers increase productivity while reducing operations
costs in the agricultural sector. “The primary challenge is productivity to most Tanzanian farmers, so we
wanted to work on that. So, we designed a platform that will link farmers and potential partners who can
work together to take care of the said challenges,” he explained. In the Transport and Logistics sector,
Mahmoud explained that there is a challenge in the transportation business regarding efficiency. He shares
that they have designed a platform called “Logistics Partner,” which helps manage all transport operations
from workshop management, to fuel, and finance management, only to mention a few.

He also shared that they have designed a platform that helps construction personnel to digitally manage
construction data, including inventory management, which makes it easy to see projects, and a merchant
management platform for hotels, which helps digitally manage hotel operations. Mahmoud explained that
they had a challenge in raising funding capital for the business, so he decided to sell some of his assets,
which helped them raise at least forty (40) Tanzanian shillings. The money collected was critical in buying
office assets and conducting pilot studies for their products. “We have established ourselves in the market
and created a strong paying customer base. We also have worked with different organizations, including the
MasterCard Foundation and the Government, who have supported the development of our systems. It has
been transformative,” he added.

The business process
target customers are based on the sector they operate in; he explains that they target small to large
customers who might benefit from their platforms. Mahmoud shared that they have several departments
that do different activities seeing the business grow. “We have four departments; the platform and
infrastructures department, which supervises platforms development; and business and product
development, which researches and price packaging the platforms we develop. The other two are the
finance and administration department,” explained Mahmoud. Bizy Tech has utilized traditional and digital
marketing modes to reach and deliver services to its customers.

Competitive Advantage

Mahmoud acknowledges that the market for operations management platforms is highly competitive, with
many service providers offering similar products and services. However, he emphasizes that Bizy Tech is
committed to delivering superior services on time, and providing excellent customer support to its clients.
He also mentions that the company offers a competitive pricing package, which he believes helps to attract
more customers to their product. 

By focusing on these aspects, Bizy Tech aims to stand out from its competitors and provide a high-quality
product that meets the needs of its customers.. “We have resolved to deliver superior services on time. We
have made sure that we are always there whenever our customers need support on our products, and we also
offer a competitive pricing package that attracts more customers,” he explained.
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Navigation of the Ecosystem and Positioning
Mahmoud highlights that trust is a crucial challenge for Tanzanian-developed technological solutions. To
overcome this, he and his team at Bizy Tech Ltd are focused on developing superior products that not only
attract customers but also help address community challenges. Through their dedication to providing
excellent services on time and offering competitive pricing packages, they have built trust and established
positive relationships with organizations like WFP, Master Card Foundation, UNCDF, and the government.
The success of their projects has led to positive references that they have utilized to secure new project
opportunities, further solidifying their reputation and trust in the market.

“The reception has been good across all organizations we have worked with, including WFP, Master Card
Foundation, UNCDF, and the government. Most of the projects we have done have been through reference,
which we have utilized during applying for different projects,” explained Mahmoud.

Achievements and Challenges
Mahmoud shared that the most significant challenge they faced was financing the business, and the other was
technologies. He explains that since they started with fresh graduates, they had to invest more in
consultancies so that they can be able to develop expertise and learn new and emerging technologies. One
thing that Bizy Tech is proud of is the ability to retain its talented employees; “honestly speaking, unlike
other startups, we did not have employees turnover; most of the people that we started with are still working
here, which makes it easier for us to know what is not working in a snap since we have been together for
some time now,” explained Mahmoud. 

“Being able to stay afloat and operational is the most significant achievement. Other notable achievements
include working with some big organizations, from four people to creating sixteen employments, from zero
revenue to a turnover of over 300,000 USD yearly. We have also managed to acquire assets averaging 80,000
USD,” shared Mahmoud.

The future
Mahmoud emphasized the importance of staying updated in the fast-paced technology and innovation
sector. He mentioned that his company is committed to constantly improving their skills and adopting new
technologies through consultancies. To expand their operations, they are also planning to transform their
marketing approach. Bizy Tech's long-term goal is to develop a comprehensive platform where users can
manage their operations, finances, and other aspects of their businesses all in one place. They plan to achieve
this through their financial switch feature, which will automate and streamline financial management for
their users. By providing a one-stop-shop solution, Bizy Tech hopes to continue making a positive impact on
their community.

 “We have resolved to consultancies in developing skills and adopting new technologies,” he explained. He
and his team are also looking forward to transforming their marketing approach, which will help expand
their operations. Bizy Tech’s long-term goal is to design a system that will enable users to have all the items
in a single platform. This platform will not only allow users to track their operations but also be able to track
their finances through our financial switch feature and have everything automated.

Final word
Mahmoud shared that believing in your idea is the key to developing a market take-over business. He insists
on being consistent and honest as you build a product and the brand you want to take to the market. “Most
importantly, think of how you are going to develop a strong team; it might not be at the start, but as you go,
think of whom you are going to work with in the future and how beneficial the business can be to them and
how they can be to you.
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“We are the first startup in Tanzania that have science

tutorial content, our platform has 1500 tutorials of science

subjects from form one to form six. Our platform has 2600

students within two years while we were still studying in

Turkey"

Mapindi App offers an affordable solution to students struggling with science subjects by providing science
tutorial videos through leveraging technology. The platform was established in 2020, allowing students to
access tutorials through their mobile applications. As part of the "Promoting Impact Technology Tanzania"
project, Media Convergency delves into the journey of Mapindi App and its co-founder, Mr. Said
Mbondela, who shares their concept of introducing Mapindi Kiganjani to solve the problem of students
struggling with science subjects. This initiative showcases how young innovators in Tanzania are using
digital solutions and technology to find answers to everyday challenges.

Inspiration behind
“In the year 2018, it was my first holiday from Turkey, when I arrived at my home village in Kilwa After my
stay I realized that there is a shortage of science teachers in schools in which students were facing challenges
catching up on science subjects especially in the rural areas compared to urban areas.” says Said Mbondela.
He further adds that “I thought of creating tutorials and putting them on CDs nevertheless I came to realize
it is very expensive, if you provide CDs, you also need to provide a DVD player and television. And that is 

Mapindi App
Founded 2017

where the idea came of bringing a digital platform that can be accessed through smartphones and creating a
mobile application so that students anywhere can have access to tutorials which could be easy and cheap”.
“So, I and my other colleagues, who are Mr. Yusuf Aboubakar and Mr. Said Nchimbi we came up with the
idea of creating the Mapindi App while still studying in Turkey, we saw a problem in Tanzania. We have
seen a lot of students go for tuition in Mchikichini and Mapambano and through Mapindi App they can
now easily access tutorials on their palm”.

Bridging the Gap
Mr. Said Mbondela, co-founder of Mapindi App, explains that in Tanzania, science subjects have a
reputation for being difficult, and there is a shortage of teachers, particularly in rural areas. As a result,
many students turn to online resources for help, but most of the content available is from other countries
like India and the United States, which may not align with Tanzania's curriculum. Mapindi App was
developed to address this challenge by providing a platform with locally developed and relevant content,
specifically tailored to the Tanzanian curriculum. The app's tutorials cover various science subjects,
including physics, chemistry, and biology, and are accessible to students through mobile applications,
making it easy for them to study at their own pace, from anywhere.

Founder | Mapindi App

Said Mbondela
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Bootstraping for Mapindi App
Mapindi App is a self-funded project, and the founders have been investing their scholarship stipends and
personal savings to build the platform. In addition, the founders have also received support from friends and
family who have made donations towards the project. Despite the financial challenges, the team has
remained committed to the project and continues to work hard to provide students with quality educational
content. Their focus on leveraging technology to provide local content that aligns with the Tanzanian
curriculum has been a key driving force behind their efforts.

Eco-system Positioning
Said says, “Before coming up with our idea we looked at the ecosystem and what others are doing, in the year
2020 when Covid-19 was a threat we had a concern, we have seen other platforms displaying notes and we
decided to come up with a new idea of tutorials where students can have the same experience as how they are
taught in class. There are other startups that are trying to innovate what we are doing however we still have
an advantage we have hired well-experienced teachers and our co-founders are good in the field of
mathematics and physics.”

He futher shares thatAccessing educational content through mobile phones provides several advantages to
learners. First, it offers convenience and flexibility as students can access the material anytime and anywhere,
as long as they have a stable internet connection. This is especially beneficial for students who live in remote
areas where access to educational resources may be limited. Secondly, mobile phones offer a more
personalized learning experience as students can choose the content they want to study and go at their own
pace. This is particularly helpful for students who struggle with keeping up with the pace of a traditional
classroom setting. Lastly, mobile learning can be interactive and engaging, with features such as quizzes,
games, and animations that make the learning process more fun and enjoyable.

Achievement and Challenges
“We are the first startup in Tanzania that have science tutorial content, our platform has 1500 tutorials of
science subjects from form one to form six. Our platform has 2600 students within two years while we were
still studying in Turkey. In the year 2021, Mapindi App was selected among the Top 50 best innovations in
education in Africa by the African Union and only two startups were from Tanzania. Lack of funds has been
challenging, the Mapindi team has been working on other gigs to earn money that would carter for their
needs. The App only becomes effective when students are on holiday once they go back to school, the app
becomes ineffective since it is restricted for students to own mobile phones while at school.

Future Plans and final word
Said envisions the platform to become a reputable and reliable education platform for science subject
tutorials in Africa in the next five years. To achieve this vision, the platform needs to expand and be
accessible on computers, which will not only improve access for students but also enable partnerships with
schools. The platform is currently accessible through mobile applications, but by expanding to the web, it
will reach a wider audience, making it easier for more students to benefit from the locally tailored content.
In addition, expanding the platform to other African countries will provide a solution for students in these
countries who face similar challenges in accessing quality education. 

To achieve this ambitious plan, the platform will require funding to scale its operations and reach its goals..
He says, “Mapindi App will be one stop reputable and reliable education platform in Africa for tutorials
contents in the next five years, by saying so we need funds to expand our platform to be web-based where it
can be accessed on computers, which will ease students’ access and that can enable us to seek partnerships
with schools. In five years to come we believe to cut across more than five countries in Africa.”The purpose
of education has always been to help prepare students to become active members of society who make
positive contributions to their surrounding communities. Technological literacy is also essential, creating
youth who aspire to explore all that the digital space has to offer needs collaborative efforts in creating a safe
and friendly environment for aspiring innovators to thrive. Being an innovator requires more than a creative
mind it requires research, planning, being value driven and a risk taker.
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“Our service is self-service and SME it is a simple process

that requires one to open an account online, it is

subscription-based which is 10000 shillings monthly, and

uses mobile payment, we also offer customer service

numbers for any challenges occurred”.

If you are a small or medium enterprise struggling to secure a loan for your business and are considering
using collateral as a solution, there may be another option for you. SmartStock is an application that
provides point-of-sale and inventory management tools for SMEs and self-service businesses, as well as an
innovative solution for securing loans using your data. Founded in 2017, SmartStock is making a significant
contribution to the Tanzanian ecosystem. Recently, as part of our "Promoting Impact Technology
Tanzania" project, Media Convergency had the opportunity to interview the founder of SmartStock, Mr.
Joshua Mshani, to learn more about his journey and the impact of his company.

Inspiration behind
The main gap is financial inclusion which is the main challenge of SMEs financial inclusion cannot be
solved the capital issue for SMEs if they cannot control the stock, the SmartStock enables the business to
control in stock which will enable them to know what amount a business should request for a loan that will
restrict SME to get a loan by Collateral through using his belongings, for instance, Car, house and other
properties. Mr. Joshua Mshani says He adds that “We want the business to be used in evaluation for 

Smart Stock
Founded - 2017

financial inclusion. By saying that we created SmartStock software to collect data and try to understand
SMEs”. The need to engage, manage, grow, and influences stocks of small and medium-sized enterprises
through digital application was born out of Joshua’s shared experience with a maize farm owner when he
was in his first year at university. He recalls, “I met a person who owns a maize mill and wanted to control
his stocks while managing his sales and purchases in a more simplified manner with an access to all the
information in regards to his business.

Investing in Smart Stock
Joshua shays, “There are two parts to the SmartStock venture, one part is through grants, as a student at the
University of Dar es Salaam and in the year 2020, I was selected for the program known as
Commercialization at CoICT and they ended up assisting me to open a company and buy initial assets for
the business and as for now I use my own income and the revenues that are generated to pay for the saver.
In addition to the grants and personal income, Joshua also shared that obtaining funding from external
investors has been a challenge. He explained that many investors are hesitant to invest in a startup that is 

Founder | Smart Stock

Joshua Mshani
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not yet generating significant revenue, making it difficult for SmartStock to secure the funding needed to
scale up their operations. 

Ecosystem Positioning
There are innovations similar to SmartStock in the point of sales and inventory management however
SmartStock main business is that they are able to collect data from SMEs and help in analyzing and
understanding the type of their business and their requirements. Joshua says, “SmartStock is a financial
inclusion in form of stock, which refers to supplying stock to SMEs, so there are many apps that exist in the
ecosystem however they deal with point of sale and inventory management."

SmartStock wants to go further with the data generated from SMEs to be used to provide them with loans,
inventories, and all services they want to access without capital. He added “ For example, if you are in
Makumbusho and you do not have enough capital in order to increase your products or items you will need
to apply for a loan you will need to put a collateral but if there is a solution in the market that will use 3 to 6
months of your business and suggest an amount of loan you should get or what product you should sell why
not go for it.” Because at the end of the day the supplier will give those items by credit and you will share
profits with the supplier”

Achievements and Challenges
SmartStock has won the best innovator of the year in research work at CoICT, were also added as a startup
at the NMB Sandbox. SmartStock addressed lack of capital especially in the marketing field and human
resources as a hindering factor in their daily operations for marketing. SmartStock's ability to address the
lack of capital in marketing and human resources can help to improve their daily operations, making it easier
for them to achieve their business goals. 

SmartStock addressed lack of capital especially in the marketing field and human resources as a hindering
factor in their daily operations for marketing “If I were to get the financial support it will enable me to set
up a marketing staff that will be responsible in rising awareness for the SME and if I get two or one big
supplier it will enable us to see data for a specific shop and supply goods in credit and the benefit will be in
both sides SmartStock will then be able reach their targeted audience by providing stock on credit and
connecting directly with the bank” says Joshua

The future of Smart Stock
SmartStock aims to become better and become the number one in East Africa application that provide
business software, financial inclusion to SME, and for banks to be able to provide loans to SME’s by using the
SME data. Joshua says “To become a tool kit for SMEs or anyone who wants to start a business I want them
to consider SmartStock as a tool to help them grow and succeed in the ecosystem. In the next five years, I
picture SmartStock being used by many SMEs, to be used as a normal inventory and a point of sale but
mainly to be able to enhance big suppliers to provide credit and the banks to provide loans”

Final word
Joshua urges innovators to take risks and be bold in implementing ventures that can positively impact their
communities. He acknowledges that failures are part of the journey but emphasizes the importance of having
the courage to stand back up and continue pursuing one's dreams. By encouraging perseverance, Joshua
believes that more innovative solutions can be developed and implemented, ultimately leading to positive
change and progress.

Joshua encourages all innovators to be daring and take risks when they are implementing a venture which
will impact a community at large. He says, “When you try to innovate something keep on trying, we all fail
but it takes a courageous heart to stand back up to accomplish his or her dreams.”
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Catherinerose Barretto is one of the few early Women in Tech in Tanzania and who has played a huge part
and influence to the ecosystem directly and indirectly. She is  a Human Capital, Innovation,
Entrepreneurship & Gender consultant who specializes in building inclusive ecosystems with a focus on skills
development, diversity and inclusion, and innovation in immersive learning environments. With over five
years of experience in recruitment, selection, and training, she has worked with private and public sector
organizations and NGOs in East Africa. Catherinerose is the co-founder of two organizations, one focused on
Human Capital Development and Recruitment and the other a social enterprise that builds capacity within
the ICT entrepreneur community in Dar es Salaam. She has also partnered with Femtech to develop a
women’s entrepreneurship program and co-founded Kinu Group Ltd, which aims to grow and accelerate the
Tanzanian technology and social landscape through capacity building, collaboration, and innovation.
Catherinerose is a member of the Tanzanian Entrepreneurship Ecosystem working group and has been
recognized as an African Leadership Initiative Aspen Fellow and a World Economic Forum Dar es Salaam
Global Shapers Hub Founding Curator. She holds a Bachelor of Science in Political Science from California
State University Fresno and a degree in Development Studies from the University of Dar es Salaam.

C0-Founder | Binary Institute (Labs)

Catherinerose Baretto

Have a well elaborate budget to
build your product:

It’s understood that the first year of a product
is always the challenging year. You need a
product development and operations budget
for at least 12 months. It is crucial to ensure
you cover everything you need, from tracking
your product, your marketing plan, and the
potential team you might want to bring on.

Do not just give up, but find out
why it is not working:

building a product is not a one-day activity; it
involves multiple processes and changes. If, at
a point, it feels like you are using market
traction, do not say that it is not working
without finding out why it’s not working.
Revisiting the market, and your customers,
learning more about the competitor, and
timely reviewing your market strategy.

1. 2.

"Figure out if people care
about the problem you are
trying to fix and make sure
the problem you are trying
to solve is real, understand

the pain points and what the
user requires in support"

Ingredients
from cATHERINEROSE

for a Startup Founder

8
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Make sure you’re solving the real problem:

Having a great idea for a new product or service is
just the first step. You need to validate it before
recruiting or seeking investment. Define your
product and ensure there's a real need for it. Your
product may change, so consider the problem-
solution fit. Talk to people in your target market
and do market research to validate your idea.
Determine if people care enough about the problem
you want to solve. Remember, not everything needs
fixing.

Talent and building your team:

Because they don’t always have a considerable
budget to hire the best talents initially, this has
been one of the biggest challenges for many
startups. The challenge is that you can hire the
wrong person at the wrong time since you have
never hired anyone before. Because of this, I
believe we need to be more inventive in recruiting
talent, especially at the startup stage. The best way
you can utilize, depending on your budget and
timeline, the skills you need, and the available
resources, you need to outsource. The other way is
by using short-term internships; you can bring in
graduates and, at times, freelancers who can offer
their skills in return for the experience of working 

3.

5.

If you can, get an Advisory Board:

it is indeed tricky because you have no enough
money, you’re young and starting out, and nobody
knows who you are or what you’re doing, but I
think if you can, get the board; it can help you in
many things. The board can help you to create a
successful business strategy that can help you to
put together the right management team, and
financial habits, which are super important; they
can also help you even to avoid some of the
compliance issues. One crucial thing is that the
composition of the board change depending on the
startup stage. Sometimes, investors inquire if you
have the board or your thoughts on having one;
they ask to learn about the founders’ character and
to know whom you have to back you up when you
need support in running your business. In
operations, when thinking of the board, it has to be
looked at as an opportunity of maximizing your
business impact rather than surrendering your
business control.

4.

Be Flexible:

flexibility is always the key. Being flexible as a
startup means the readiness to commit and
interact constantly. The flexibility you need as a
founder comes from your interaction with the
market; customers’ needs change, which is the
market itself. More importantly, customers’
feedback on what is working and what is not, what
they want to see and what they wish to be
removed, and how they feel when using your
product will bring the product to change. This
implies that you have gathered more data about
users and competitors. Finally, by being flexible,
you may be able to put together a road map for
yourself which will help you adjust and adapt your
product to meet your user’s demands better.

Have a go-to-market plan:

a market strategy will help you identify your target
audience, business goals, and product positioning.
The plan brings all things together and enables you
to understand the moving parts of your business. It
also means that everybody else in your company
understands the process. As part of this plan, you
need to insert everything you think is essential,
from existing market conditions and the problems
you want to solve to your ideal customers and your
strategies to attract and acquire them, which is
always critical to your startup growth.

in the field. I have seen other people utilizing
experiences through the equity model, where they
bring in experienced personnel in exchange for
equity on shares. So, overall, evaluating the team
working on your product is essential, and I think
you have to think about a good fit.

Build the right thing at the right time:

It's tempting to overbuild products by adding
extra features or aiming for a broader market.
However, it's crucial to understand that some
features may not be useful right away. At the early
stage, only hire the talent needed to set the
foundation of the business, and as you validate the
product and understand the market, add more
team members to scale the product.

6.

7.

8.
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Brian Paul is a computer science expert and a co-founder of Studio 19 Limited Group, a creative media
company aimed at sharing Africa's stories through technology and creative media. He has a rich work
experience, including working as a Community Manager at the Buni Innovation Hub, where he coached
and mentored young entrepreneurs to develop their business ideas. Brian also worked in Zambia at the
William Mmutle Masetlha Foundation and in Haifa, Israel at the Baha'i World Centre as a software
engineer, managing and supporting Oracle E-business Suite throughout the enterprise. He has extensive
experience in using SQL and PLSQL languages to query databases and provide reporting solutions. Brian
upgraded Oracle Forms, migrated existing SQR reports to Oracle Reports and provided support for more
than 10 departments on Oracle Applications, E-business Suite, Discoverer, ADI and Web ADI. As a
technical lead at Studio 19 Limited, Brian continues to share his expertise in technology and creative media,
leading the team in creating content that expresses the essence of the African continent. Brian has observed
that a lack of a business mindset affects many Tanzanian startups in understanding how businesses work
when going to the market.

Financial Literacy:

Understand how money works by getting
exposed to financial literacy sessions, books,
and reports. Mr. Mnyampi emphasizes the
importance of financial education for
entrepreneurs. It includes exposure to
financial literacy sessions, books, and reports
that help entrepreneurs understand how
money works. It is crucial to be an extreme
learner and especially from people who have
done it. Understand then now get
professionals.

Capital and Budgeting:

Have a Capital and write a budget that will
strategically be broken down to how each cent
will be utilized and the profits it will make
based on the time set. It is important to have
capital and create a budget to allocate
resources efficiently. The budget should be
strategically broken down to show how each
cent will be utilized and the profits it will
generate based on a specific timeframe.

1. 2.

C0-Founder | Studio 19 Group

Brian P. Mnyampi

“Growing up in an employee
mindset and not a business

mindset has affected a lot of
Tanzanian startups in
understanding how

businesses work when going
to the market.”

8 Ingredients
from bRIAN

for a Startup Founder
8
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Culture and Team Building: 

Building a successful venture requires creating a
culture that reflects the values and beliefs of the
business owner(s) and prioritizes the well-being of
employees and customers. This means developing a
positive and productive work environment where
business values align with personal values. In
addition, building a competitive team that
understands and aligns with the vision of the venture
is crucial to achieving success. This involves
identifying the necessary skills and finding
individuals who possess those skills, leading to better
results, increased productivity, and a positive
working environment. Finally, it's important to push
hard and allow for failure, as it is often through
failure that businesses pivot and succeed in ways
different from their original vision.

3.

5.

Tech is just a Tool:

Learning form Successiful Businesses and
knowledgeable people is essential. 
There is a lot of business wisdom from people in the
field. There is a lot of silos between Techprenuers
with those who started before. Thinking that the
rule of business has changed just because one is using
Tech. Tech is just a tool that has brought on
solutions to gaps and most of them implemented by
existing businesses that did things diffrerently. The
basics of running will never change. While
sometimes some startup founders such as in the tech
field will be so excited to spend time with fellow
young and vibrant tech startup founders

4.

Learning and Mentorship:

Make sure you get mentors when you are ready to
not waste the opportunity, figure out what you
want to learn first, that would create results with
time. Have mentors whom you'll learn from, and
they will act as accountability partners but also
figure out what you want to learn from them and
apply the knowledge to your business. The
Concept of accessing mentors on a charity point of
new is not very attractive, it is important to
identify what value you can offer back to the
mentor while you are learning from them. Be
sensitive of time, value and impact while working
with the Mentors. Overtime, you might overgrow
your mentor ant is if fine. But you always have to
start somewhere. 

Problem Solving:

Whatever you are doing, push hard and allow
yourself to fail. It is okay to fail and it is okay to
move on. In most businesses you will find a lot are
doing something different from what they
envisioned when they started. Failure is a natural
part of the learning process, and that successful
entrepreneurs often experience failures and pivot
in response to new information or circumstances.
This is one of the key for creating value, and
creates a mentality for positive attitude towards
challenges encountered.

Embrace Stakeholders

The most successful businesses are the ones that
creates values to their stakeholders (inclusive of
groups such as the government, shareholders, clients
etc). This might mean endless learning, it evolves
and you always have to be updated. Once you have
gained momentum that is when businesses will
grow. Sometimes founders underestimate those who
contribute to the successes because of not mapping
out the role of those stakeholders. Each key person
contributing to your business’s growth is worth
appreciating. That is where you find the significance
of growth. Most businesses grow to the capacity of
their founders; learn to separate your needs from the
business needs and let go when a business needs.

6.

7.

8. Starting, Focus & Goal Setting:

There is a difference between "you" and "your
business". Being attached too much to the business
might be hard to separate between the two from
fear of failing. When you have an idea, just start.
Nevertheless it is important to have Goal setting.
This provides a roadmap for success, helps
prioritize tasks, and ensures that all team members
are working towards the same objective. By clearly
communicating the goals and objectives of the
venture to the team, everyone can work together
more effectively, collaborate on tasks, and remain
motivated and committed to achieving the goal. 
 By setting clear and specific goals, one can easily
track progress and measure success. Additionally,
the process of developing a plan to achieve these
goals involves breaking down the goal into smaller,
more manageable tasks, and identifying the
resources and support needed to accomplish them.
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Adam Mbyallu is the Co-founder and Managing Director at Sahara Ventures, a Business Services company
that focuses on using ICT and innovation to create impactful projects for the community.  Adam has
worked with over 1,000 Startups across the region through their Venture using his through expertise of
project management and execution. Sahara Ventures is on a mission to build a stable innovation,
technology, and entrepreneurship ecosystem in Africa through consultancy and investment. With a long-
term vision to become Africa's largest consultancy and investment firm, Sahara Ventures believes that the
best way to solve a problem and create an impact is by building a business around it. Through its projects
and acceleration programs, such as Amua Accelerator and Mawazo Challenge Accelerator, Adam and the
Sahara Ventures team works hard towards accelerating startup growth in different sectors, including the
SRH, general health sectors, tech-ecosystem, agriculture chain and more. In addition, the company is
involved in other impactful projects such as Data Zetu, funded by MCC/PEPFAR, and Hatua Project,
funded by MAVC/HIVOS. As the Managing Director of Sahara Consult and a project manager for Amua
project, Mr. Adam Mbyallu brings his expertise in project management and a passion for building a stable
innovation and entrepreneurship ecosystem in Africa.

Emotional Intelligence:

Emotional Intelligence is essential in the startup
ecosystem, as it helps to navigate through the
rough environment and manage relationships
with team members, investors, and customers.
While high IQ can be beneficial, individuals with
low EQ may struggle to connect with others and
create meaningful relationships. Startups must
prioritize emotional intelligence to foster a
positive work environment and increase the
chances of success. EQ can be learned at any age.

Partner with the right Skills:

Identifying the key skills required for your
startup and partnering with experts in those
areas can lead to a more successful business.
Building a strong system and structure is also
crucial for aligning all activities with your
business goals. By doing so, you can optimize
resources, streamline processes, and increase
overall efficiency, which will help you achieve
your objectives more effectively.

1. 2.

“Not all opportunities that come
your way deserve 

your attention, some opportunities
are disruptive, and as a growing

Startup, you are only aware of this
if you have built a 

stable and clear strategy 
that governs you”

8 Ingredients
from Adam

for a Startup Founder

C0-Founder | Sahara Ventures

Adam Mbyallu

8
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Solving a researched Gap/Problem

Understanding the problem a startup is trying to
solve is crucial to its success. Without a deep
understanding of the problem, it's difficult to come
up with a viable solution that meets the needs of the
target customers. Many startups make the mistake of
assuming they know what their customers want
without taking the time to do proper research and
gather insights. This can result in products or
services that miss the mark, leading to failure. It's
important for startups to conduct market research,
collect data, and gain insights to better understand
their target audience's needs, wants, and pain points.
This information can then be used to develop a
product or service that addresses the core problem
effectively. By understanding the problem and the
target audience's needs, a startup can create a
solution that has a greater chance of success in the
market. Therefore, it's important for startups to
invest time and resources in understanding the
problem they are trying to solve before developing a
solution.

3.

5.

4.

Learning Vs Mentorship:

Leadership and intelligence are two separate
qualities that are often confused in the startup
world. While intelligence is important to bring
innovative ideas to the table and establish a
startup, not everyone with intelligence can be a
good leader. A successful startup requires a team
that has a clear vision and direction, and a leader
who can effectively manage and motivate the team
towards that vision. It's important for startups to
recognize that leadership requires a certain set of
skills and qualities, such as communication,
empathy, and the ability to make tough decisions,
that not everyone possesses, even if they are
intelligent and innovative. A leader who has ego
can be detrimental to the success of the startup, as
it can lead to a toxic work environment and hinder
collaboration and growth.

Financial Discipline:

How a startup uses its money, records its
transactions, and structures its financial systems
are all critical components for building trust and
integrity. Without clear books and financial
systems in place, a startup can easily lose track of
its finances, which can lead to significant
challenges down the road. Discipline is necessary
for ensuring that a startup's financial operations
are well-organized, transparent, and aligned with
its goals in ensuring its long-term viability and
success.

Team Work and Common Vision

A startup's success heavily depends on the quality of
the team behind it. A team that shares the same
vision and passion for the startup's mission is more
likely to overcome any obstacles that may arise.
When team members are committed and dedicated
to achieving the company's goals, they are more
likely to work together to find creative solutions to
problems. On the other hand, a team that lacks
passion or has conflicting visions will struggle to
work together cohesively and may not have the drive
needed to overcome obstacles. In such cases, the
startup is at a higher risk of failure, as team
members may lack the motivation and dedication
necessary to see the venture through difficult times.

6.

7.

8.Have metrics of Measuring Success

Having metrics for measuring success is crucial for
any startup. However, the key to effective
measurement is having a clear business strategy in
place. A business strategy helps to define the goals
and objectives of the startup, and guides the
development of the metrics that will be used to
measure progress towards those goals. Without a
solid strategy, startups may struggle to determine
what metrics to track and how to measure success,
leading to confusion and inefficiency in their
operations. Therefore, it is essential to have a
strong and clear business strategy to guide the
development and implementation of metrics for
measuring success.

Identify Enablers that Skill up Startups
and leaderships:

Identifying enablers that skill up startups and
leaderships means identifying the resources and
support systems that help to develop the skills and
knowledge necessary to run a successful startup.
Identifying enablers is important because it helps
startups and their leadership teams to recognize
the factors that contribute to their success. By
identifying these enablers, startups can understand
what they need to prioritize and invest in to grow
their business and achieve their goals.
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"Building a talented and
diverse team with

complementary skills is critical
to success, It's essential to

ensure that everyone is aligned
with the vision and mission of

the company"

Rose Funja is an engineer, social entrepreneur, and founder of Agrinfo Company in Tanzania. With over 15
years of experience working with communities, Rose focuses on using digital technologies to solve
community challenges. Agrinfo specializes in using drones and data technologies to provide decision
support systems and training for the telecommunications and agriculture sectors. Rose has worked with
We-Robotics and the International Food Policy Research Institute on a pre-harvest loss research project
using satellite and drone imagery. She is also a co-founder of Impact Hub Dar es Salaam, a community
center for entrepreneurship and business development. Rose is a 2020/21 Tutu Fellow, a 2014 Mandela
Washington Fellow, and an alumnus of the International Visitors Leadership Program. As part of the
program, she was invited by the US State Department to join 50 women in science for an exchange program
in Washington DC and to network with women at NASA, JPL, MIT, and Walt Disney. Rose holds a
Master's degree in Engineering in Information and Communication Systems from Huazhong University of
Science and Technology in China and a Bachelor's degree in Computer Engineering and Information
Technology from the University of Dar es Salaam.

Customer acquisition:

Investing in customer acquisition is essential for
growing your business. Consider various
marketing strategies to reach and engage your
target audience. It creates a positive customer
experience. This can be achieved through
personalized communication, providing excellent
customer service, and addressing any concerns or
issues quickly and effectively. It builds brand
awareness, increase sales, and create loyal
customers who may become advocates for the
brand.

Resilience:

Articulating your solution's value proposition is
crucial for differentiating yourself from others
in the market. Ensure that you can succinctly
explain your problem and how your solution
differs from others. This will not only make
your startup more attractive to potential
customers, but also give you a competitive edge
over other players in the market. 

1. 2.

8 Ingredients
from Rose

for a Startup Founder

C0-Founder | Agrinfo Co.

Rose Funja

8
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Unique value proposition:

Articulating your solution's value proposition is
crucial for differentiating yourself from others in the
market. Ensure that you can succinctly explain your
problem and how your solution differs from others.
A good value proposition should clearly and
succinctly explain what problem your solution solves
and how it differs from other solutions in the
market. This is important because customers have
many options available to them, and if you cannot
differentiate your solution and clearly explain its
unique value, it will be difficult to capture their
attention and convince them to choose your product
or service over others. By understanding your
competition and industry trends, you can identify
gaps in the market that your solution can fill and
develop a value proposition that resonates with your
target audience.

3.

5.

4.

Minimum viable product:

Developing a minimum viable product (MVP)
allows you to test your idea and validate market
demand. The focus should be on creating a basic
version of your product that showcases its core
functionality. Developing a minimum viable
product (MVP) is a key step in the product
development process. It allows you to test your
idea with a small subset of potential customers and
receive feedback to validate market demand. The
MVP should focus on creating a basic version of
your product that showcases its core functionality,
and doesn't need to be perfect. This approach
helps you save time and resources in the early
stages of product development and can help
identify potential issues early on. It also allows you
to quickly iterate and improve your product based
on user feedback.

Iteration and improvement:

Continuously gathering customer feedback,
analyzing metrics, and using the data to inform
your decisions are critical to success. Regularly
updating and improving your product and
business model is crucial for staying relevant and
competitive. Analyzing relevant metrics such as
user engagement, retention, and conversion rates
can help identify areas that need improvement.
Using this data to inform decisions can help you
make informed choices that align with your
business goals. 

Lean business planning:

A poor business plan focuses on the essentials and is
flexible enough to accommodate changes as your
business evolves. It should outline your goals,
strategies, and financial projections concisely and
straightforwardly. A good business plan is concise,
well-structured, and includes a clear description of
the business idea, target audience, marketing
strategies, revenue streams, and financial
projections. It should also outline the potential risks
and challenges the business may face and provide a
contingency plan to address them. 

6.

7.

8. Market knowledge & Industry trend
awareness:

It is critical to deeply understand your target
audience, the competitive landscape, and industry
trends. This will inform your strategy and ensure
you create a product that meets real needs. By
deeply understanding the needs and pain points of
your target audience, you can develop a product
that provides real value and meets their needs.
Additionally, it allows you to identify gaps in the
market and differentiate your product from
others. Stay informed about the latest
advancements in your industry, emerging
technologies, and regulatory changes that could
impact your business. This will help you make
informed decisions and stay ahead of the curve.

Funding:

Securing adequate funding is critical for growing
your business. Consider all your options, including
angel investors, venture capital, and crowdfunding, 
 to determine the best fit for your needs. It is
important to carefully evaluate each funding option
and determine which one aligns with your business
needs, goals, and vision. This can involve assessing
the amount of funding required, the cost of the
funding, the level of control and ownership you are
willing to give up, and the potential risks and
benefits associated with each option.
Ultimately, securing adequate funding is critical for
startups to achieve growth and success, and
exploring all funding options available can help you
find the right fit for your business.
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Ian Tarimo is a visionary and passionate youth leader from Africa who strongly believes in education as a
powerful tool for solving community challenges and shaping a better future for all. With over a decade of
experience in youth leadership, social innovation, project management, organizational development, and
economic empowerment. In 2021, he was awarded the Leadership Impact Award by the Young African
Leadership Initiative (YALI), a program funded by the US State Department, and was also among the top
ten young people to receive the Builders Africa Future Award by the African Diaspora Network. Ian was
selected by the US State Department to participate in the Youth Townhall during The Summit for
Democracy in 2021. As a producer, he received the Best Animation Film award at the Tanzania Film
Festival in both 2021 and 2022. Ian is passionate about using innovative storytelling to address community
challenges, and he is the Founding Executive Director of Tai, a social enterprise that produces educational
and entertaining content, including 3D animations, radio dramas, music, and comics using data,
storytelling, and media technology. Tai Tanzania has received awards for its social innovation and
community impact from UNFPA, UNICEF, UNESCO, and HDIF/UKaid.

Technology is just a tool:

Startup founders should think beyond technology
and the space they operate in. Before starting
anything, you need to invest in yourself, be self-
aware of what you want to do, and have a purpose
in life. Think beyond your startup; consider what
legacy you want to leave to the world that people
can benefit from. It's important to recognize that
technology alone is not enough to achieve our
goals; it must be used in combination with other
skills, knowledge, and resources to achieve the
desired outcomes.

Focus & Purpose:

If you are everywhere, you are nowhere. Self-
awareness is key. By focusing on a particular
area of passion, you can develop expertise and
become known as an authority in that field,
which can help you stand out and build a strong
brand. You might have multiskilled and have
potential to do and work in a lot of fields. The
key is choosing what you are most passionate
about, stick and build that, as you grow you can
choose to extend to other fields of interest in an
organized and focused way.

1. 2.

C0-Founder | Tai Tanzania

Ian Tarimo

Ingredients
from Ian

for a Startup Founder

"We have a lot of Startups doing
great things but getting airtime so
that they have a great reach is
challenging, it is not surprising
that sometimes it is easy to be

recognised at international
platforms than here at home"

8
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Internship is a kind of Mentorship:

Taking the initiative to kickstart your career is
essential, especially when starting out in a new
industry. To gain valuable experience and expertise,
it is recommended to seek out companies that align
with your career goals and interests. A good way to
gain mentorship and coaching from experts in the
field is to work as a volunteer or intern for the
company. This allows you to observe how
professionals operate in the industry and understand
how the business functions. As a volunteer or intern,
you can learn essential skills and knowledge that are
not taught in classrooms or training programs, and
gain hands-on experience in a real-world setting.
This experience will help you build your resume,
develop your professional network, and potentially
open up new opportunities for future employment.
In addition, working as a volunteer or intern also
allows you to showcase your talents, dedication, and
work ethic, which could lead to recommendations,
referrals, or even a job offer. It is crucial to approach
this opportunity with a positive attitude, a
willingness to learn, and a strong work ethic to make
the most out of the experience.

3.

5.

4.

Specialization:

Partner with people who have different key
strengths so that you complement each other,
identify what each person wishes to achieve in life
so as to establish common vision and then make a
plan that will hold you in focus. For example, 10
years ago, me and my collogues had so many plans,
they were way beyond. We thought we could work
hard and retire in 10 years. At that time we did not
have any salary, an office, projects and such. It was
a ridiculous plan but it gave us focus and passion.
Another important aspect, make roles according
to needs of what is supposed tot be delivered, even
if you are five people, don't make the roles
according to who is available, do it according to
what is to be delivered. Then spread the roles to
the available five people. Then you can have
someone like IT & Communications Manager,
when you grow and add to the team, this
personnel will hand over either IT or
Communications to the new member and each will
focus and make sure the are more effective in their
roles.

Create Systems:

A startup should not rely on one person for its
survival. A system in place keeps the startup in
check. Identify key components such as
compliance, finance, administrative and the like.
For instance, as a startup you need to make sure
you have complied, you can have an assigned
lawyer who can help you in that aspect. 

Identification (workmate, target & Gap)

The process of identifying key elements or factors
that will contribute to the success of a project or
initiative. In this case, aspects such as workmate,
target, and gaps to be addressed. By identifying
workmates, targets, and gaps, businesses can better
understand their stakeholders and create strategies
that are more likely to meet the needs of their
intended audience. This is a process, and has
everything to do with ones surroundings. The
environment, people you have grown, studied or
worked with, etc.

6.

7.

8. Money is not Everything:

Money is very important, but it should not be an
all time agenda. The success of a startup relies
more on sustainability of what is done to create
quality, such as the team inputs and needs, the
quality of products, meeting needs of the clients
then money will come. If and when you always
think of Money and disregard other aspects no
matter the amount of money you are given in this
world it will run out and you will never be
sustainable. That is why participating in
accelerators that's only intent is to focus on money
as opposed to Startups survival, they tend to
stagnate or destroy the mentality of the startup as
opposed to nourish and improve it.

Mentors/Advisors:

Get a team of mentors/ board of directors/ advisors
who will be helping you to see things differently; you
should have that separation from management and
the board of directors to keep things in check,
especially in developing systems. Whether you are a
founder on an NGO or Startup, it is very important
to have guidance from those with experience and
expertise, especially those working in the specific
field that you and your team have chosen.
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Recommend
ations to the
Government

Government: The Tanzanian government has shown its commitment to digital transformation
and technological growth. To further support the growth of the startup ecosystem, the
government should continue to create an enabling environment for startups by providing access
to funding, streamlining compliance processes, and promoting the development of talent in key
areas such as software development, data analytics, and entrepreneurship by creating a
mechanisms of startups in place and solving several challenges but at the same time addressing the
gap of unemployment for the Youth. It is wonderful progress to have the Startup Guidelines in
place, with the Tanzania Startup Association as one of key partners, it instills certainty that
Tanzania might have the best Startup Policies in Africa (if not in the world). We have case studies
showing what has worked for other countries and what has not worked. Through this report we
have seen how Institutions such as COSTECH and the ICT commission have been central to the
growth in some stages of the Startups, with conducive policies, we will see a boom of Digital
Tanzania way beyond the current state, as progressive as is it is. 

Recommend
ations to the
Private
Sector within
th4e
Ecosystem

Private stakeholders, including investors, incubators, and accelerators, have a critical role to play
in supporting the growth of startups in Tanzania. We recommend that they conduct a
comprehensive diagnosis of best practices and approaches by leveraging their experience and
expertise to identify what works and what doesn't, both historically and presently. By
collaborating with the government and other stakeholders, they can create an enabling
environment for startups to thrive. Additionally, there is a need to explore synergies within and
across sectors for more effective results, rather than working in silos. Nevertheless, it can not go
without acknowledging the great role that the investors, incubators, and accelerators have played
very evident even in this "Promoting Impact Tech Report 2022"

Recommend
ations to the
Policy
Makers:

While we have a lot of Policy Makers representing and speaking about challenges that citizens face
in this country, we also need Policy Makers/Members of Parliament pro-conducive Startup
Policies. Startups are a part of a solution of employment for the youth especially those ready to
self-employ themselves. Policy Makers have an important role in shaping the regulatory
framework that governs the operations of startups. These policies should address issues such as
access to funding, compliance, and talent development.

Recommend
ations to the
Academic
Institutions

One of the key ways they can contribute is through providing relevant education and training to
students on entrepreneurship and innovation. This can help to create a pipeline of future
entrepreneurs who are equipped with the necessary skills and knowledge to start and grow their
own businesses. Additionally, academic institutions can also provide research and development
support to startups, helping them to innovate and improve their products and services. This can
be done through collaborations and partnerships between academic institutions and startups.
Academic institutions with synergies can also support the growth of startups by creating an
ecosystem that promotes innovation and entrepreneurship, through initiatives such as incubators,
accelerators, and entrepreneurship centers. This can help to foster a culture of innovation and
provide a supportive environment for startups to grow and succeed.

Recommend
ations to the
Startups:

There is so much that the startups can learn. They can learn from one another, and find ways to
work together even if to have same working spaces, staff and shared expenses. The experts in this
report have shared very valuable ingredients to the founders. Startups are the backbone of the
startup ecosystem, and they have a critical role to play in driving innovation and growth in
Tanzania. They should also prioritize building strong networks and partnerships with
stakeholders, including the government, private investors, and industry players. 
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Innovation and technology have become the driving force of the global economy, and
startups that use technology to address challenges are essential for the growth and
development of any society. It is our hope that this report will serve as a valuable
resource for stakeholders in the Tanzanian startup ecosystem and inspire more
investment in this important sector. we are pleased to present the Promoting Impact
Tech Tanzania 2021 annual report with 29 featured founders. Through this report, we
hope to provide insight into the challenges faced by entrepreneurs and startups, as well
as showcase the innovation and resilience that is driving growth in Tanzania's impact
tech ecosystem. 

We are excited to see how this intentional visibility will work for the spotlighted
players and we are already looking forward to the next edition of our report. We are
also proud to report that the "Promoting Impact Tech Tanzania 2021" has almost 7,000
downloads, which indicates a strong interest in our ecosystem and a hunger for
informed decision-making. While it has not been an easy journey, we are grateful to
every single person who agreed to be part of this report, and we promise to keep at it
until there is no longer a need. We remain committed to supporting the growth of
impact tech in Tanzania and to promoting innovative solutions that can transform our
communities and make a positive impact on our society.

Conclusion
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