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The platform
economy

T

he strategy, like big tech’s, is to
be the platform, said Bob Collymore to Africa Report, “whether
it was for the banking industry, the
healthcare industry, the agricultural
industry.’’ Last week, Uber filed an
initial offering amount of $1 billion,
typically a placeholder amount. The
company applied to list on the New
York Stock Exchange. In the IPO Prospectus, the word ‘platform’ appears
more than 700 times.
Uber is seriously ubiquitous and

I recall how it arrived in Nairobi and
made its Gladwellian level move. “The
tipping point is that magic moment when an idea, trend, or social
behaviour crosses a threshold, tips,
and spreads like wildfire”- Malcolm
Gladwell. The new high tech, millenial,
crypto, avocado economy exhibits
viral, wildfire and exponential and even
non-linear characteristics not unlike
Ebola.
Uber cites a preferred metric:
monthly active platform consumers,
otherwise known as people who
touch one of its services at least once
a month. Uber says it has 91 million
MAPCs, more than double the number
in 2016. So now you know that when
you call your Uber you are in fact one
of 91m MAPCs. Uber posted a $3b
operating full year loss on revenue of
$11.3 billion, bringing total operating
losses over the past three years to
more than $10 billion, Thursday’s filing
shows. In a brilliantly counterintuitive
move, Uber even said they might
never make a Profit ever. Ride-hailing
revenue grew 95 per cent in 2017 from
the previous year, that rate slowed to

33 per cent last year.
Uber argues that its share of the
entire global transportation business
is less than one per cent. Uber argues
its platform positions it to become
all-things transportation, encompassing everything from scooters and
bicycles to freight delivery, driverless
vehicles and even flying cars . Uber’s
food-delivery business grew 149
per cent year-on-year to $1.5 billion
in revenue in 2018. Uber is seeking
to raise about $10b. ‘’The punchline
is this the largest high-growth tech
company that’s going to be going to
the public markets,” David Erickson, a
finance professor at the University of
Pennsylvania’s Wharton School told
Bloomberg.
I feel investors will look through the
accumulated losses and focus on the
ubiquity of the platform and that therefore, these shares will pop meaningfully. Therefore, if the IPO price range
is between $100b-$110b market cap,
I would be a buyer looking for a move
towards $150b. This is a conviction
buy recommendation within those
parameters.

Jumia Technologies listed in NYSE
[raised $196 million with the sale
of 13.5 million American depositary
receipts at $14.50 each] and those
shares popped as much as +75% at
one point. Jumia has more than 4 million customers in 14 African countries,
its retail platform isn’t profitable yet
however sales jumped by almost 40
percent last year to $147.3 million and
has accumulated losses of just shy
of $1b. There has been debate about
whether Jumia should characterise
itself as an ‘’African’’ company given
that its headquarters are in Berlin
and was initially financed by German
startup incubator Rocket Internet SE.
MTN is its largest shareholder. Pernod
Ricard SA and Mastercard recently
stepped into the shareholder register.
“It’s an opportunity for retail investors to buy the Africa growth story,
the story of a growing consumer
class,” said Steven Grin, managing
partner of Lateral Capital, a New
York-based investment company
focused on Africa.
“Rising per-capita incomes, an
increasingly young and urban popu-

lation, falling internet and data costs,
surging mobile-phone penetration
— these favorable long-term trends
underpin the rise of the African online
consumer.”
Investors are looking through the
accumulated losses, seeing eCommerce penetration levels of 1% or less
in Africa versus something like 24%
in China and betting that Jumia can
parlay its first mover advantage into a
seriously meaningful head start. Jumia
is higher beta than Uber but on balance is a buy as well on Friday’s closing
price basis.
Last week we witnessed the biggest single day % move in any share
price at the Nairobi Securities Exchange in more than a decade. Bharat
Thakrar pulled a special 3/- dividend
and surged WPP Scangroup’s share
price some +71.57%, [once in a decade
phenomenon] got zero ventilation
across our media. This loops me to
a comment that the UNCTAD SG Dr.
Mukhisa Kituyi made to me.
Aly Khan Satchu is a
financial analyst

SWEET PLANS

Ngilu’s bee-keeping plan set to
earn millions for Kitui farmers
Farmers have a lot of honey but lack a market and the right processing skills
MUSEMBI NZENGU
@StarKenya

Kitui county government is embarking on a programme to ensure
that more than 5000 beekeepers in
the county reap full benefits of the
multi-million industry.
Research has shown that a properly managed honey industry in Kitui
County, could produce 400 metric
tonnes of honey annually which
would conservatively translate to
cumulative earning of Sh. 80 million for the beekeepers.
Governor Charity Ngilu has thus
ordered the registration of all beekeepers in the county that has the
potential of producing 400 metric
tonnes of honey annually for immediate training on harvesting and
handling of honey.
In a statement from Ngilu on
Sunday, Ngilu said it has dawned
on her that Kitui beekeepers were
not reaping optimum benefits from
their honey.
She said that for lack of knowledge
on the suitable honey refining techniques and facilities coupled with
lack of a reliable and direct market,
Kitui beekeepers remained paupers
in the midst of plenty.
“I visited Athi ward and realized
that many beekeepers have a lot of
honey but they languish for lack
of a market for their honey and
the right honey processing skills. I
want them to be trained on how to
produce high-grade honey. We will
also buy refining machines for them,”
said Ngilu.
She said the idea was to see to it

that high-quality Kitui honey would
not only be easily accepted in the
local Kenyans market but also internationally.
“From Monday morning, I want
them (beekeepers) to register and
also give a projection on the amount
of honey they produce. Village administrators should register all honey producers in their areas so that
they could be given ideal training,”
said Ngilu.
The value chain adviser in the Office of the Governor Temi Mutia said
the training programme which will
be done in phases is meant to ensure
that Kitui people engage in profitable
beekeeping practices. “The idea is
to commercialize beekeeping for
sustainable livelihood,” said Temi
on Sunday.

Kitui governor
Charity Ngilu
lending a hand in
the procession
and packaging of
honey last Friday
when she visited
the Kamaki Bee
keepers manual
honey refinery
in Athi ward
Kitui county,
Below, Kitui
Governor Charity
Ngilu admires
packaged honey
at the Kamaki
bee keepers
Kamaki bee
keepers manual
honey refinery
in Athi ward
Kitui county last
Friday.
/MUSEMBI NZENGU

He lamented that beekeepers
have been producing honey in a
disjointed, haphazard and uncoordinated way which gave them little
monetary benefit.

“Honey is a natural resource that
has the potential of turning around
lives. It came to make the poor beekeepers very affluent is handled in
a structured way,” he said.

BE TACTFUL WHEN
YOU PROVIDE
FEEDBACK IN WRITING
In an ideal world, feedback
would always happen faceto-face, so the other person
could read your body language
and hear your voice. But
there are times when you
have to provide input through
email, text message, or even
instant message, and in these
cases it’s important to be
careful about tone. Written
criticism can easily lead to
misunderstandings, since it’s
missing the natural empathy
that comes from talking to
someone in person. And
once it’s typed, it’s harder
to take back than a spoken
comment. Generally, your
written feedback should stick
to descriptive, rather than
evaluative, language. People
are usually more receptive to,
for example, “This is what I
see happening” than to “This
is what I think you should do
differently.” The latter can be
read as harsh and uncaring,
whereas the former is more
objective. You’ll have more
latitude if you have a strong
relationship with the recipient,
because the person is less
likely to perceive the criticism
as an attack. Still, the extra
effort you put into thinking
through what to say and how
to say it will help the person
hear your message (even if
they’re reading it).

