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1. Executive Summary
Africoders is building the Career Operating System for African builders: a platform that connects discovery, learning,

building, proof of execution, professional reputation and economic opportunity under one persistent identity.

The product has evolved from an African developer community into a multi-surface platform spanning web/PWA,
Android, iOS, WhatsApp and Telegram, with learning, projects, challenges, Builder Passport and execution reputation,
experts/services, opportunities, recruiter discovery, messaging, workspaces and Al-powered assistance.

The company is now at the transition point between product construction and scalable business formation. The
immediate objective is to validate the highest-value customer segments, establish repeatable monetization, build
distribution and retention loops, and prepare for institutional seed capital.

2. Problem

African developers and aspiring builders use fragmented tools for different parts of their journey. Courses and tutorials
teach skills but often stop at consumption. Communities provide conversation but not durable proof. GitHub shows
code but is not designed as a complete career journey. CVs and social profiles are largely self-reported. Job boards
and freelance platforms begin at the point where a person is already expected to be discoverable.

The result is a gap between learning and economic value: people can learn without building, build without credible
proof, and have skills without a connected path to mentors, collaborators, employers, clients or entrepreneurship.

3. Solution
Africoders connects the journey into one system:

Discover — Learn - Build -~ Connect — Earn - Grow.

Learn provides direction, guided learning, courses, challenges and community support.
Build provides projects, collaborators, challenges and visible proof of work.
Grow provides professional identity, Builder Passport, execution reputation, experts, recruiters and opportunities.

The product thesis is simple: the more useful work a builder completes, the more credible their identity becomes; that
identity can then create better access to relationships and economic opportunity.

4. Product and Current Build
Current product surfaces include:

» Web application and PWA

» Android and iOS applications

» WhatsApp and Telegram access/bots

» Academy and learning paths

* Projects and collaboration

« Challenges and proof-of-work workflows

* Builder Passport and execution reputation
» Opportunities and recruiter discovery
 Experts and productized services

» Messaging and shared workspaces

* Aurora / Al-powered product assistance



» Payments and monetization infrastructure

Public product signals currently shown on Africoders.com include 863+ public projects, 43+ open opportunities and
representation across 9+ countries.

5. Traction and Commercial Validation

Africoders has an operating product and an existing community rather than a concept-stage prototype.

Public platform signals (August 2026):
» 863+ public projects
* 43+ open opportunities

9+ countries represented

Commercial validation:

Africoders-related contracted project engagements generated more than m 6,000,000 in 2026. The work was contracted
under Africoders and executed by the founder. Historically, collection occurred through the founder's account while the
corporate financial infrastructure was being established. The corporate account is now active and Paystack has
recently been integrated for direct platform payments.

This distinction matters: historical contracted revenue validates willingness to pay for Africoders-delivered value, while
direct platform recurring revenue is still at an early stage.

6. Market Opportunity

BCG's 2026 analysis estimates 4.7 million software developers in Africa and reports approximately 21% annual
developer-population growth from 2019-2024. OpenUK's 2026 report counts 9.34 million African GitHub developer
accounts in Q1 2026; this is a different measure and should not be added to the BCG figure.

Africoders begins with developers and aspiring builders in Nigeria, then expands across major African technology
markets. The opportunity is broader than education because the platform can monetize several points of value:
learning, memberships, expert services, recruiter/employer products, enterprise programmes, training and
transactions.

The long-term market is the economic layer around technical talent: where capability is developed, demonstrated,
discovered and connected to demand.

7. Competitive Landscape

Africoders competes with fragmented categories rather than one identical product:

* Learning: Udemy, Coursera, YouTube and bootcamps

» Code/community: GitHub and developer communities

* Professional identity: LinkedIn and portfolio platforms

 Opportunity: job boards and freelance marketplaces

The strategic opportunity is to connect these surfaces rather than replace every tool. Africoders aims to make proof of

execution and reputation portable across the journey, creating a compounding identity that becomes more valuable as
builders learn, ship and participate.

8. Business Model

Near-term monetization priorities are:



1. Premium learning and membership products

2. Paid expert services and mentorship

3. Recruiter and employer products

4. Enterprise and institutional learning programmes

5. Transaction/take-rate opportunities around services and marketplace activity

6. Strategic technology and ecosystem partnerships

The key business-model question is not whether Africoders can monetize, but which monetization loop produces the

strongest combination of willingness to pay, retention and network effects. This is the primary area where accelerator
support is valuable.

9. Go-to-Market

The initial wedge is the African developer and aspiring-builder community. Distribution is designed to be multi-channel:
web/PWA, mobile apps, WhatsApp, Telegram, community referrals, challenges, educational content, partnerships and
developer ecosystem relationships.

The growth loop is intended to be:

Learning attracts builders — building creates visible proof - proof improves discovery — discovery creates

collaboration and opportunity — successful outcomes attract more builders.

Strategic partnerships with cloud providers, developer platforms, payment companies, universities, training
organisations, recruiters and employers can accelerate distribution and credibility.

10. Defensibility

Potential defensibility comes from the combination of:

* Persistent builder identity across learning, projects and opportunity

» Execution-based reputation rather than self-reported credentials alone
» Community and network effects

« African market-specific distribution and context

* Multiple product surfaces that reinforce the same identity

» Accumulated proof-of-work and participation signals

The company should not claim a finished moat at this stage. The near-term objective is to build usage, reputation
density, repeat transactions and employer-side demand until these advantages compound.

11. Team and Founder Fit

Africoders is founder-led by Anthony Ogundipe, a technical product builder with extensive software engineering and
product-development experience. The founder has personally built the core platform and has direct experience with the
developer journey that Africoders is designed to improve.

The next organisational step is to add focused commercial, growth and ecosystem capability around the existing
technical foundation rather than rebuilding the engineering function from scratch.

12. Risks and Mitigation

The largest risk is breadth. Africoders can address learning, community, building, reputation, services and
opportunities, but trying to scale all surfaces simultaneously could dilute focus.



Mitigation: focus the company around the Learn - Build - Prove - Connect — Earn - Grow journey; identify the
highest-value customer segments; instrument activation, retention and conversion; and scale only the loops that
demonstrate repeatable demand.

Other risks include monetization timing, competition from global platforms, customer acquisition costs and the
challenge of building both user and employer sides of the network. These will be addressed through staged validation
and partnership-led distribution.

13. 12-Week Accelerator Objectives

During an accelerator programme, the priority outcomes are:
« Validate highest-value customer segments and use cases

* Establish a focused monetization strategy

 Improve activation, retention and conversion measurement
« Develop a repeatable acquisition strategy

+ Validate the strongest B2C and B2B revenue loops

* Build strategic technology and ecosystem partnerships

* Produce a credible financial model and fundraising narrative

* Prepare for institutional seed investment

14. Capital Strategy

Africoders is entering a pre-seed financing stage. Capital should be used to accelerate product-market fit and
distribution rather than simply increase feature count.

Priority uses of capital:

* Product and growth execution

» Commercial/customer acquisition capability

* Strategic partnerships

* Infrastructure and reliability

» Measurement, analytics and experimentation

* Selective hiring around the commercial bottlenecks

The exact round size should be set after customer-segment validation and a 12—-18 month operating plan are finalized.

15. Vision

In ten years, Africoders aims to be one of Africa's most trusted technology platforms and a global gateway for African
technical talent.

The ambition is to help millions of builders move from curiosity to capability, from capability to proof, and from proof to
meaningful economic opportunity. Africoders should become infrastructure for how African technical talent learns,
demonstrates what it can do, gets discovered and creates value for Africa and the global technology economy.

sSources
Public product facts: Africoders.com, About, Learn, Help and public product pages, accessed August 2026.

Market references: Boston Consulting Group, “Develop the Developers: A Strategic Priority for Africa” (2026); OpenUK,
“Open Source Africa Report” (2026).



Commercial figures in this plan are founder-provided and should be supported by contracts/invoices/bank records if
requested.




