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E-commerce Apps Are the Future

I'm still pounding the table about e-commerce.
And this time I'm looking to mobile internet
usage. More and more people are accessing
the internet worldwide...but at the same time
less percentage of those users are using a
PC. That's where supper apps come in, and
where developers will profit.

Total Domination is the Strategy

Why settle for just a piece of this up-and-
coming ecommerce goldmine? Let’s take it
all! By segmenting out the business into three
sections that all work together, the company
can also offer excess supply capacity to
third parts to add even more cushion to the
balance sheet.

A Rocky Year Creates Huge
Potential for Big Gains

This is just another case where the pandemic
propelled trends into the future. It forced
consumers to try something outside of their
comfort zone. And guess what? They liked it.
That's good news for us because we know
that will translate into fat stacks down the line.

BECOMING THE NEXT TECH GIANT BY UNLOCKING
E-COMMERCE IN AFRICA

Do you remember the first time that you bought something
online?

I'll give you a second to think back.

Was it a textbook on Amazon? Or something rare and kitschy
on eBay?

Even before those two now-behemoths would hit the stage in
1995, there was Boston Computer Exchange. The BCE was the
world’s first e-commerce company and pioneered efforts to
create a fully automated, on-line auction system.

Two important factors limited the explosion of the BCE. Initially
it was only for selling and trading computers. And it was the
1980s before many people even believed that computers
would be household products.

Fast-forward to 1995, and approximately 16 million people are
on the internet worldwide. Amazon is launched as an online
marketplace for books. So is “The Auction Web” which would
later become eBay.

Continue fast-forwarding to 2000. Amazon is now selling toys,
home-improvement items, and toys. eBay now has 12 million
registered users and is eying up PayPal to integrate the auction
site and payment platform.

Both companies are still around today, and look very different
than they did back in 1995. But there's no arguing that these
two companies paved the way for the digital connection of
buyers and sellers over the past 25 years. And now it's even
easier to buy and sell pretty much anything with just a few taps.



E-COMMERCE APPS ARE THE FUTURE

Maybe you can remember shopping on eBay
using your Windows 98 computer and dial-up
internet. Now we all carry around a minicomputer
in our pockets. And for many of us, we have our
phones on us constantly.

How many too many e-commerce apps do you
have on your phone? Amazon? eBay? Door Dash?
And that'’s just to name a few. Within each of them,
you can make purchases with 5 clicks or less.

| have a whole page of them. It’s likely that by
next year I'll have an additional page of them.
Or maybe different companies will improve and
pull ahead.

| know I've said it before, but it bears repeating.
The pandemic proved our societal dependency
on e-commerce. It accelerated many businesses
into this realm, and it created a convenience for
consumers that they will not want to give up even
if we see some normalcy come back soon.

I'm not here to recommend any of these apps that
you've heard of. Even though many of them have
had great years. Shares of PayPal and Amazon
are up 113% and 79% respectively since the
beginning of the year. They will keep succeeding...
but the opportunity that | have for you today is
poised to see triple digit gains.

That's because it's not looking at the US markets.
It's not even targeting one of the developed
markets. Instead, it's looking to expand
e-commerce in Africa. This is a place that doesn't
have much competition.

Africa is an enormously underserved and
underappreciated  opportunity  for digital
transformation. Even, Amazon has continued to
overlook the continent because of the expense to
solve logistical problems of the countries there.

The economy has 1.2 billion people with a median
age of 19.4. These young people are connected
to the internet in numbers higher than ever. The
continent now has over 450 million internet
users and that number is still increasing. In 2015
approximately 10.9% of the population was on
the internet. Now many countries are seeing that
number over 50%.

Nigeria and Mali have almost 62%, Morocco
nearly 65% and Kenya has over 87% of the
population now using the internet. And most of
them are mobile users.

Check out this graphic from Afridigest.
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Developed markets such as the US saw a more
even time frame when talking about the transition
from no internet to being comfortable ordering
things quickly on mobile devices. Emerging
markets such as those in Africa quickly jumped
from no internet to being mobile. Many users
skipped over the PC step entirely.

Those over 450 million internet users are mostly
via smartphone. Just look at Nigeria. Web traffic
generated by smartphones account for 74% of
internet activity compared to only 25% from PC.
This means that if the right company with the right
mobile app comes along, there is an enormous
opportunity to make a lot of money. And that's
just the play I have for you today.

THE SUPER APP OF AFRICAN COMMERCE

There are many companies that are setting
themselves up for super app status. That is an
app that holds more apps. It bundles and replaces
the tyranny of apps that you might have needed




previously. One app that has many different use
cases with many different functions and features.

Super apps are incredibly popular in Southeast
Asia. One popular example is WeChat which is
incredibly successful by integrating seamlessly
into everyday life in China. In addition to being a
popular chat app, it allows for a number of third-
party services like hailing a cab, buying movie
tickets, and even paying utility bills.

One company has the goal of connecting buyers
and sellers to become the Amazon and Shopify
of Africa. It wants to continue expanding its
network of warehouses and shippers to become
the FedEx an UPS of Africa. It wants to allow
users to complete money transfers and order
food with ease and become the Visa and Door
Dash of Africa.

Jumia Technologies AG (NYSE: JMIA) wants it’s
Jumia One app to essentially be the everything
in Africa. We're talking about expanding
e-commerce, payment, fintech, logistics and
much more throughout the continent.

So far, the app allows for shopping, ordering
food and buying airline tickets. Users can even
pay cable and electricity bills. Jumia has 1.2
billion consumers and over 110 thousand active
sellers on the platform. Over 40 million products,
restaurants and services are listed on Jumia.

The company partners with dozens of the most
powerful multi-nationals that want to reach the
most underserved and highest growth economy
in the world. This includes Nike, Intel, PepsiCo,
Nestle, JNJ, and Unilever, just to name a few.

Just like eBay or Amazon, Jumia wants
consumers to be able to shop for anything that
they need without searching elsewhere.

TOTAL DOMINATION IS THE STRATEGY

Although the company'’s goal is total dominance,
its business is broken down into three clear
categories.

First, is Jumia Marketplace. This e-commerce
platform showcases not only goods, but also
restaurant delivery like Door Dash and Uber Eats.
The goods available span over a wide range.
Everything from smartphones to apparel to
consumer-packaged goods. The platform even
offers access to video games in 5 countries.

Shopping in Africa is notoriously difficult given
the underdevelopment of the retail industry.
Jumia has instead harnessed the power of
technology to deliver convenient and affordable
goods to consumers. And at the same time
supported more than 110,000 local African
companies by enabling third-party sellers. In
2019, approximately 90% of the items sold on the
marketplace where third-party sellers.
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The second category of business is Jumia
Logistics.

This is Jumia's answer to Africa’s logistics
challenges. This logistics network has been
important to ensuring the delivery of the goods
changing hands from the e-commerce side of
the business. It offers both home delivery and
pick-up station options. But as of November
2nd, the company opened these logistic services




to third party businesses who wish to leverage
its framework for last mile deliveries across 11
countries.

The logistics part of the business is based on
two pillars. One is the proprietary technology and
data-driven platform that efficiently aggregates
demand and matches it with supply capacity.
And the other is the actual physical framework.
We're talking about 23 warehousing facilities for
storing, picking, and packaging. Plus, 1,300 sell
drop-off/customer pick up locations located
across 11 countries. It also includes over 300
local partners or essentially small business
owners that execute the actual deliveries.

WHAT JUMIA HAS BUILT
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We're in atime when many businesses across the
world are re-examining their costs. That makes
this the perfect time to open up access to Jumia
logistics to any company that it can benefit. It
will allow those companies better access to
rural areas. And of course, will also help the local
logistics partners so that they will have more
deliveries in similar areas.

Finally, Jumia has its own payment method called
JumiaPay. This one is quite similar to PayPal or
Apple Pay. JumiaPay handles household bills,
pre-paid phone minutes, ticketing to sporting
events. It offers credit scores, financing, savings
account and even insurance. Plus, there’s been a
pilot of a pre-paid debit card in Egypt.

These three segments together create a well-
integrated system that will continue to propel
Africa’s economy forward. Plus, it should make
investors a lot of money. Heck, if even one the
company's three business segments takes hold
it will be a worthy investment.

So why is now the time to get in?

A ROCKY YEAR CREATES HUGE POTENTIAL
FOR BIG GAINS

As I've mentioned before and even above. The
pandemic catapulted many businesses and
trends into the future. It shaved years off of the
adaptation of mobile e-commerce. That includes
in Africa which is seen as about 10 years behind
in technology and trends.

A survey conducted by Visa found that 64% of
consumers in South Africa bought groceries
online for the first time during the pandemic and
that 53% made their first online purchase from a
pharmacy. This is a big deal since Africa’'s cash
dominant society Is one of the key deterrents of
growth.

There is $4 trillion in household and B2B spending
in Africa, but most of which it happens offline.
Consumers are skeptical about paying upfront
either due to lack of wanting to spend digital
money, or that they will even get their item due to
crime and other factors. Shop owners aren’t used
to shipping our a good for the consumer and then
having to wait to collect their payment.

When the pandemic started closing things down,
both consumers and shop owners had no choice
but to go with the flow and see what all the fuss
has been about. The good news is that a lot of
them liked it and will continue to use Jumia going
forward.




Just look at the company’s Black Friday event.
This consisted of every Friday in November plus
Cyber Monday. Jumia saw over 113 million visits
and over 1.5 billion page views.

The top categories of purchases were fashion,
beauty, and home. During the Black Friday event,
141% more items were sold from top 20 sellers
than the previous year. Over 4.8 million packages
were handled and over 55% of packages reached
consumers in less than 24 hours.

Consumers tried the app due to the pandemic,
but in the end, they came back for Black
Friday and hopefully had yet another positive
experience. This increase in consumers in turn
creates an excitement for more sellers to join the
marketplace as well.

The company has been working hard to pivot its
strategy and prove to investors that their money
will be safe. There is some doubt as to whether
online ordering can work in the cash-dominant
African economy. This means that the company
needs to focus first on profitability.

Todothis,the company pivotedits selling strategy
to less electronics and more daily household
goods. The results were a lower average over
value of about 25%. Daily household goods are
generally cheaper than electronics. But they have
better margins.

Gross profit per order rose by nearly 20%. Selling
and administrative (S&A) expense per order has
dropped 52%. And combined technology and
G&A. All while active consumers have increased
by 23%.

It will be very important to see if these numbers
stick. Reining in the costs is a great step. Now it's
time to start seeing the impact on the financials.

Upon checking the company’'s most recent
results, we find that they are in fact in line with
the path to profitability. Gross profit increased by
22%. Sales & advertising expense was the lowest
quarterly amount since 2017 as the company
continues to increase marketing efficiency.

JumiaPay total payment volume increased by
50% when compared to the same quarter last
year. And the company even launched the pilot of
Jumia Games across five countries.

Most importantly, for the first time ever, gross
profit after fulfillment and S&A turned positive.
This includes many individual companies
breaking even.

In Q3 2020, we reached for the first time the milestone of
breakeven before G&A costs

Gross profit after Fulfilment and S&A Expenses
€mm
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It seems like all the pieces are falling into place
and real profits could be right around the corner.
And investors are starting to notice.




The company started trading on the NYSE last April for around $25. After almost doubling, the share
prices started a steep decline to around $2.
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Since October, shares prices have really started to find momentum and recover to that $40 level. This
investor optimism was solidified by the pleasant third quarter earnings results.

Now is the time to jump onto this roller coaster. I'm not saying there won't be any dips, but Jumia is
poised to succeed right now. | would expect shares to hit $100 in the next 6 months, probably even
sooner.

Action to take: Buy shares of Jumia Technologies AG (NYSE: JMIA).
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PORTFOLIO REVIEW

Company Ticker Open Date Recent Price Recent % Dividend
RF Industries RFIL 04/15/2019 495 -23.26% N/A
InVitae Corp NVTA 01/02/2019 42.82 278.60% N/A
Twilio Inc TWLO 01/02/2019 331.98 281.72% N/A
Pinterest Inc PINS 11,/05/2019 68.18 233.07% N/A
Alteryx Inc AYX 01/02/2019 110.41 88.67% N/A
Fastly Inc FSLY 1n/1/2019 86.1 365.91% N/A
Veeva Systems Inc VEEV 01/02/2019 272.08 210.98% N/A
Mongodb Inc MDB 01/02/2019 348.55 335.96% N/A
Okta Inc OKTA 01/02/2019 248.43 292.71% N/A
GOGO Inc. GOGO 02/12/2020 9.59 83.72%

Loral Space & Comm LORL 03/11/2020 20.51 2.14%

Advanced Micro Devices AMD 04,/08/2020 91.96 88.48%

Livongo Health Inc. LVGO 04,/08/2020 $139.77 336.24%
Telefonaktiebolaget LM Ericsson  ERIC 05/06,/2020 12.13 47.21%

Cloudflare Inc NET 06/10/2020 74 151.70%

Mimecast Ltd MIME 06/10/2020 53.8 21.97%

Newmont Corporation NEM 05/06,/2020 62.53 -7.27%

Pager Duty PD 07,/08,/2020 40.95 36.14%

Elastic NV ESTC 08/05/2020 140.3 48.11%

SmartSheet Inc. SMAR 09/14/2020 67.65 44.15%

DraftKings Inc. DKNG 10/07 /2020 4497 -15.68%
BigCommerce BIGC 11,/04/2020 58.9 -28.69%

Clearfield Inc CLFD 12/02/2020 23.96 0.93%

Note: Returns are based on recommended entry and exit prices as mentioned in the Wealthy Technology Investor e-mail alerts. Brokers’ fees are not
taken into consideration when calculating returns. If you are not receiving the Wealthy Technology Investor e-mail alerts, please send us an e-mail to
support@countervest.com. All numbers are believed to be correct. Prices as of 01/04/2021

Please refer to the online version of this issue for all citations.




