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Five markets reviewed against the operating environment, channel economics and comparator practice
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markets reviewed across Southern, stakeholders engaged across internal, the deepest 2020 contraction among registered mobile money accounts on
Eastern, Central and West Africa external and connected groups the markets reviewed the continent, up 12%

The shock that framed the review cpor growth in 2020 (left) against the unemployment rate at the time of review (right). Amber marks contraction and
unemployment above 20%.
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Regulatory friction world Bank Doing Business ranks, 1-190 where 1 is easiest. Darker is harder. Final column is the overall rank within the region.
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How comparable organisations fund themselves Rrevenue mix of four comparator environmental and public-benefit organisations, percent of income
as disclosed. Names withheld.
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Mixes are as disclosed and do not all sum to 100%. A fifth comparator, a national rescue charity, published no split — only that nearly 100,000 individual donors give an average of R140 a
month, making it almost entirely small-recurring funded.

What separated the organisations that raised consistently

A chosen donor segment Omnichannel collection A relational approach

Organisations that focused on one donor type — Conventional banking and debit orders exclude a Building affinity for the cause, rather than transacting
individuals, or corporates, or trusts — extracted more large share of domestic donors. Accepting payment in at the point of ask, retained a materially higher

value per unit of fundraising effort than those the donor’s preferred channel correlates directly with proportion of donors.

pursuing all at once. recurring giving.

The binding constraint was not donor willingness but collection. Recurring revenue was being lost at the payment layer, after donors had already

agreed to give.
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