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The Kenya Cooperative Sector Reality 4t

Kenya Nation Cooperative Statistics

250K

Total Cooperative
Members

2,500 14M

Housing and Investment Total Cooperative
Cooperatives Members

25% 33% 72%

USD 1 Billion (4.6M) (3.3M)
Loans Distributed by Are in Urban Areas '

Saccos is for housing
and land

902

Total Cooperatives

Do not own a
home




The Nature of Housing Cooperatives 4t

Advantages:

* Highly trusted, tightly nit, community-based
entities - built in trust and social
accountability

« Member ownership and incentive alignment

* Many cooperatives jointly own development
ready land

« Efficient network for program delivery

Opportunities:

* Standardization of onboarding criteria across
many unique forms, and processes

* Digital enablement for operational efficiency

* Providing members a more structured
pathway to housing readiness

Typologies:

1.

Land Owning Development
Cooperatives

. Mature Cooperatives with Existing

Housing Beneficiaries

. Investment Oriented Cooperatives

. Early-Stage or Low-Income Savings

Cooperatives

. Individual-Savings Housing Groups

. Purpose Drive / Specialized



NACHU’s role

Mobilisation and enrolment: targeting cooperatives, convening onboarding
sessions, and supporting member engagement.

Local credibility and trust: reducing friction and suspicion during onboarding
and tier progression.

Training-of-trainers: equipping cooperative champions to support assisted
onboarding and readiness progression.

Grievance and fairness support: acting as a first-line channel for complaints
and appeals routing, without controlling Tier 8 decisions.

Governance participation: contributing to oversight structures and ensuring
member protection principles are upheld.
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r.
NACHU

Transforming Lives

Trusted cooperative

Supports"c‘)%eorggre |r|1agr¥eadiness

progression, and member
protection without owning Tier 8
allocation decisions.



The Housing Challenge O fst

80% <2%

Unit housing Cannot afford Mortgage
deficit in Kenya current supply penetration

The bottleneck is not demand. It is the absence of credible, verified off-take that would give
developers and financiers confidence to build.

Developers cannot raise debt or equity without a credible off-take arrangement




Why Current Approaches Fail o

N itiad d d Interest lists are not binding commitments; developers cannot
AL SRS S LLELL underwrite against them

ore . Units priced above what target households can pay, leading to low
Affordability mismatch > 5 pay &
uptake
. No deposit readiness Households lack savings discipline; deposits come late or not at all

Vacancy and default risk falls entirely on the developer, blocking

. Off-taker risk is unpriced finance



-

Operating model: people, banking, scoring and property

PEOPLE

WAITING LIST & TRAINING
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NACHU

Transforming Lives

Federation
County Unions

Housing Cooperatives

Primary Cooperatives

BANKING

PRE HOUSING SAVING

alne

Silicon

White Label Bank

— Chama Wallet Platform

Members

SCORING PROPERTY

PROFILE & BEHAVIOUR OFF-TAKE
LL]
E placemakers
< H
Portfolio Report < HHE
< 1
8 5 empowa

Client & Household Profile — @



The Solution: THWG QO fsd

Tenant Housing Waiting-list Guarantee

Structured Bounded Stronger
Waiting List Guarantee Off-take

Verified, deposit-ready 9 Covers limited non-payment 9 Developers & financiers gain
households in 8 tiers after deposit exhausted confidence to build

Outcome: developers can raise debt and equity to build affordable housing




Data-to-decision chain for fairness and auditability

Data-to-Decision Chain — Minimum Controls for Fairness and Auditability
A simplified view: one main flow, minimal connectors, and safeguards that apply at every step.

4 ) { '3 N
G Quality Checks e Scoring & Affordability Bands o Tiering & Waitlist Rules
: = E==) | @ cleared N
EIE
> Eai) | @ flagged P
low medium high
NACHU form & documents » Completeness validation <
é’% Informed consent obtained » Dedupplication check > Stability signals computed *Transparent thresholds
&, Household details recorded » Identity matching > Affordability estimate > Periodic refresh cycle
@ Savings behaviour captured » Exceptions flagged » Explainable outputs » Appeals pathway open
\ \ o \ “ y
\ 2 L
4 > 4 R 4 N
Summary of Results Housing Match & Payment Plan Guarantee Policy & Monitoring
\,  (Example: {at Unit/ product fit assessment » Eligibility confirmed
TIER ASSIGNMENT: B £ Payment schedule & rails » Limits & term agreed
2 Servicing workflow set up Pl » Triggers & follow-up set
MAX AFFORDABLE: $1200 i
LOAN-TO-VALUE:  70%
k [ J

Safeguards That Apply Throughout

a Privacy & informed consent @ Member transparency & explainability a;@ 5‘ Audit trail for each decision @
%—E Exception review & bias monitoring qA a Data retention & access controls * Secure governance framework @

Source: ASD Kenya /PACHU HYPG Design - Howsing Finarcing Report (2026)
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Member journey from onboarding to allocation and servicing

Member Journey — From Onboarding to Allocation and Servicing
PHASE 1 — ENGAGEMENT PHASE 2 — ASSESSMENT PHASE 3 — ALLOCATION

Outreach Onboarding Profile Build Scoring Product Match Allocation
& Briefing + Consent & Verification & Tiering & Offer & Contract

» Community engagement » NACHU form completion » Document submission » Affordability estimate » Unit / product fit » Final eligibility check
» Programme explanation » Informed consent signed » Identity matching » Stability signals scored » Payment schedule set » Guarantee activated
» Interest registration » Household profile captured » Data quality checks » Tier essigned (A-D) » Offer issued to member » Contract signed

A > @
I E s & =
° Servicing & Monitoring

E Payment rails (wallet / escrow) A Early-warning triggers
c

Active payment collection and escrow manogement Automated alerts on missed or irregulor poyments

- ° Member support actions @ Periodic re-assessment
on g oin g L Coaching, re-scheduling or referrol as needed " Tier refresh and quurantee review every 6 months

cycl e ongoing cycle

S
Safeguards Throughout: Informed consent | Transparency & explainability | Audit trail for each decision | Appeals & exception review | Data protection \ @ 0%
= L}

Q@@

Source: FSD Kenya / NACHU THWG Design — Housing Finoncing Report (2026)
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Attrition funnel from population to market-ready households

Attrition Funnel — From Total Population to Market-Ready Households

lllustrative proportions shown — replace amber exit rates and right-hand counts with actual data from Sections 4.6-4.8.

: Stage Data

Total Population

@ Target geography / NACHU membership base Count (N) % of Total

@ Eligible Segment N= 9% =
Meets basic programme criteria A

@ Engaged & Registered N = 9% =
Onboarding completed -

@ Consented & Verifiable N = % =
Identity + consent captured R

@ - Data-Sufficient Profile ;o N= % =
Usable financial / behavioural signals —_— i

O, = %=

@ Market-Ready N = % =
Matchable to unit

. Cohort retained at each stage (% shown inside bar) E] Stage exit (illustrative — replace with actual drop-off rates)

(i) Use exact segment definitions from Sections 4.6-4.8 when populating each stage. (iii) If Chapter 4 distinguishes, ann extra, visually similar 8th stage box for
- 5 < 5 S > consnuntioner extra nxctrusition stage for: allocation / contract signing.
(i) Amber exit bars show illustrative proportions only — replace with actual counts (N) and drop-off rates from pilot data.

(iii) If Chapter 4 distinguishes 'match-ready’ versus ‘allocated", add an extra final stage for allocation / contract signing. ﬂm]l m SI?nIng
jon / co gning

(iv) Attrition reasons (e.g.. data, gaps, insome thresholds not met) can be annotated within exit zoncs once available.

Source: KIPP / KCH / THMG Design - Housing Attrition Study. 2026
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Affordable housing typologies — size and price bands
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Illustrative Affordable Housing Typologies — Size and Price Bands

Illustrative affordable housing typologies — size and price bands

Typology Size range (m?) Price range (KES / m?)
‘ 15m?-25m?

LLtlg

70k - 100k

N/

80k - 100k

—_—

80k - 2.25m

Unit price (KES millions)
0.99m

1.50n - 2.25m

\/

Mid-unit Price (KES)
2.25m

e’

L e

4.80m - 2.10m

10 30 4 50 60 70 80 90 60k 70k 80k 90k 100k 120k Om 2m 4m 6m 8m 10m 12m

Key: How to interpret:

The argance value = 1.50m < Colow-graded 2.25m is rappel: to. Theses are expected payout magnitudes under disciplined operations.

<€ Mid-unit price in orchourio [ Dimensiond vector edges

Source: Emgoece THWG Financi ial Mode! ~ INastrative projections only

Liquidity reserves are gouts to handle clustering and timing risk.

FSD ARice / Empreva
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Deposit requirements by monthly saving / repayment capacity
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Deposit Requirements by Monthly Saving / Repayment Capacity — 25-Year Structure

Typelegy KES 5,000 KES 12,500 . A 3 KES 45,000 KES 40,000 KES 45,000 KES 60,000
(mid-case U) /menth { month

| month / manth / month

F = 9906 25 F =2.368m Fw»2.50m F=4.50m
KES $80 00m K25 1 900 0 KES 2 340,000 (13 000 d 000 3 K55 4.300.000

Studio 67% .
U= KES 1,500m KES1,500m required required required required

KES 1.70m

<
1-Bedroom @ 78% ‘ Nodeposit ~ Nedepesit  Nedeposit  Nodeposit
U= KES 1.700m { quired HN

Zaioon: ol 86% 79% Nodeposit  Nodeposit  Nodeposit  Nodeposit
0= KES 3.400m S KES 310m KES 3.10m quired quired quired required

2
Rl BN 90% | 85% | 85% | 76% | 1% 2%  12% ok [
U=KESS.MOm 8 \ KES 4.62M KES 4.33M KES4.12M KES 2.97TM KES 3.76M ( | KES1.12M KES61% KES 10'% reqoired
4-Bedroom 93% | 89% | 8% | 82% | 72% | 72% 4%  371%  29%  15%
U =KES 77.00m KES 6.53M KES 6.34M KES 6.09M KES 5.34M KES 5:29M KES S.39M KES3.99M KES 2.5PM KES 2.09M KES 1.09M

BN o depasit required (1 1 Unit Price) 20-33% Stendard : &) A\ P

F = Monthly Capacity x 300 nnst x 3.0 - F=Monthly Capacityx 100 |  Depesit = max (0, Unit Price — F)

Nete: Necs 25 yesr stracture 209 months, 2.8 deposit y) Mhé Table 3. Figures are i Suk d depasit as % of unit pr KES. at.

-



How the guarantee makes the rent-to-own payment flow work

How the Guarantee Makes the Rent-to-Own Payment Flow Work

Normal monthly flow: left — right. Exceptions route down through support or the guarantee, then into recovery.

Flow key: ey Normal payment flow === Exception / default path ==l Guarantee pays lender Recovery feedback

———

i ici Scheduled payment Landlord / lender
M'e“r:::; i:f:::&%“ CollectonsServieng [—] % receive: schedut:ed
ABC / wallet rails amount (per product
payment / terms)

Monitoring & support

Nornal flow

2
Exception / stress ]

Guarantee pays

~
= ~

[ ~
b0 H
= '
B @ Support Actions / Buffers I - - Feedback / learning & " - Guarantee Facility
= R e e
= 5 + Grace period « Sscheduule i Covers defined default
B o (after tests & limits)
g 2+ Member support \
& \

\
g ﬁ Recovery & Learning
o
5 « Repayment plan « Collections « Refinement

Labels should be replaced with Chapter 8 terminology. Insert actual thresholds: groce periods, g limits, and recovery policy from the ogreed operating and guarantee terms.

Creating value through inclusive finance



Key performance monitoring dashboard and learning loop

FIGURE 10.2: KEY PERFORMANCE MONITORING DASHBOARD & LEARNING LOOP
(WHAT MANAGEMENT WATCHES)

Simple metrics mapped to the household journey; the learning loop forces adjustments before the guarantee becomes a subsidy.

( MODULE 1: THE HOUSEHOLD JOURNEY WITH KPI CHECKPOINTS j

KPls: KPls: KPIs: KPls: KPIs: KPIs:
o Consent quality © Model drift o offes occcupod e on-time % e claim rate © recovery rato
_’ © Time to onboard ® % in each tier » o time to allocate .o orears rallrate » months payable etimetore-list
e Completion rate e Override rate e drop-out-rate © contact success o time to pay ® losses net of
. recovery
& I & $£ & :
x —7 \ m
2 SO) S
8l : )2
= e
& g
° MODULE 2: LEARNING LOOP - POLICY & OPERATIONAL ADJUSTMENTS (BEFORE SCALE) E
r4 m
= (=]
z Policy & pricing Operations 4
5 Adjust: Adjust: (s)
- [ @ months payable cap e verification checks, outreach
® buffer SIZln? areas management, replacement
® guarantee fee speed
o tier thresholds
Model & data Governance
Adjust: {sf Adjust:
e retuning cadence o approval thresholds, audit sampling,
® bias checks sampling, escarration
e data quality controls | I l e trigger, recording cadence

o feature set

Minimum reporting pack
o Exception log + actions taken
o Audit sample results
e Monthly KPI dashboard
)
ive projections only | FSD Africa / Empowa

Source: Emp THHG fi ial model -
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How the Guarantee Works

Deposit-First Loss

Household deposit (1-3 months) is
exhausted before guarantee pays.
This aligns incentives and limits
exposure.

Bounded Cover

Guarantee covers only the gap
between deposit exhaustion and
tenant replacement — typically 2-4
months.

3

Fast Replacement

Waiting list enables rapid re-letting.
Each empty month that is avoided is
a month the guarantee does not pay.




fsd

Impact at Scale O fsd

18,000 80,000

Housing units delivered Housing units delivered
36,000 160,000
Construction jobs created Construction jobs created
KES 54B KES 240B
Private finance mobilised Private finance mobilised

Every KES 1 of guarantee exposure can unlock KES 15-20 of private construction finance




 Pilot:

Household Evaluation and
Affordability Scoring

Methodology to Stregnthen
Tenant Waitlist

Outcome:

A data-driven tenant waitlist system
combining traditional cooperative
onboarding with digital financial
intelligence.

Creating value through inclusive finance




Live
200+ Data Points for Household
Validation and Dashboard
Assessment and Waitlist
Index

The System We Built

Affordability
Scorecard
and Ranking
System

!

Household
Matching
Interface

NACHU Digital
Onboarding

Household and Form

Personal Data ‘7 * Household Profile Data

Collection
Sources - Identity, contact details,

pilot consent
» Cooperative Affiliation

—

Creating value through inclusive finance

ScoreMe Digital
Scoring App

* Mobile Transaction Data
(MPESA, Bank accounts)
+ Digital Income
Estimation
* Risk Assessment

NACHU Internal

DataBase

Cooperative Profile
Deposits held with
Cooperative
Land / Home purchase
history

¢ fsd

Kenya



Pilot Execution

Over a 12-16 week pilot, the project achieved:

4 onboarding sessions

29 housing cooperatives engaged

214 total attendees

123 households onboarded

56 households with full digital profiles
18 Households Deemed “Housing Ready”

These households represent the first

structured affordable housing waitlist within

the NACHU ecosystem.

Creating value through inclusive finance

e e e e

o
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Waitlist Core Demographic

66.3% Women

61 .8% Married; 30.3% Single;

7.9% Widowed

61 .6% Informal Sector; 27.9%

Formally Employed; 10.5% Balanced

3.2 Dependents
On Average

Creating value through inclusive finance

Employment

Experience: Applicants are generally well-established in their
trades, with 65.9% reporting over 3 years of experience.
Top Trades: The most common occupations involve general
Business, small-scale Trade, and Self-employment (e.qg.,
farming, teaching, and real estate).

Household

Dependents: On average, applicants support 3.2 dependents.
Primary Locations: Most applicants are based in Nairobi,
with specific concentrations in areas like Kamulu, Kibra, and
Mlolongo.

Rental Contribution

Overall Independence: 72.7% of all applicants are sole
contributors to their rent payments.

Shared Responsibility: 27.3% of the waitlist relies on
additional contributors (spouses, relatives, or children) to meet
rental obligations

QO fsd



Financial Overview Q fsd

Average Monthlyincome [t lwn _ fwedn _w
Self Reported: ~ 38,179 KES 5,000 KES 30,000 KES 300,000 KES

Digitally Estimated: ~34,234 KES
10,202 KeS 10,358 KES 194,467 KES

Med. Monthly Savings | Med. Digital Balance
Both Estimates Available 5,000 KES 1,746 KES
ONLY Self-Reported 5,000 KES N/A

ONLY Digital N/A 7,892 KES
Risk Score Distribution '

Key Insight
Consistent difference between self reported
savings and balances in digital wallets potentially
indicates that reserves are not kept in personal
current accounts - emphasizes the need to look
at Cooperative held deposits

.05 0.14 0.23 0.31 0.40 0.49 0.58 0.66

0.75

Savings Behaviour

Consistent Monthly
Reported Savings

Risk and Credit Stability

40% Average Risk Score**
20% Reported to have defaulted on
a Cooperative Payment

Risk Score

* Risk Score: Pngme’s proprietary country risk model signifying likelihood of default
** Digital Income: Pngme’s proprietary country income model



Affordability Ranking and Household Assessment

Model

1. Data-driven scoring model combining
income, risk, cashflow behaviour, and
spending patterns

2. Built using 183 potential data points per
applicant.

3. Maximum base score: 84 points + 5-point
shared income bonus

4. Integrates self-reported data,
cooperative data, and Pngme digital
financial intelligence

Creating value through inclusive finance

Variable

Payment Capacity (Self-Reported vs.
Estimated): The system looks at how
much the applicant claims they can pay
versus what the system estimates they
can pay based on data.

Cashflow Stability “Cashflow Pattern":
The system looks at

Income Level: Applicants are
categorized by High, Medum, and Low
Income.

Risk Levels: Applicants are categorized
by High, Medum, and Low Risk.

Affordability Consistency: This measures
“truth-telling" and data agreement.

Spending Habits: Spending behaviour is
analyzed through transaction
categorization.

The "Shared Income" Bonus:

Scoring Criteria Point

Self Reported Affordability is calculated by multiplying Self-
Reported “Average Monthly Income” by 40% to get a baseline
Housing Affordability Indicator. Higher payment brackets
(above 15k KES) earn full points (12), while lower brackets
(below S5k KES) earn half points (6).

System Estimate Affordability if calculated by multiplying
Pngme Estimated Income by 40% to get a baseline Housing
Affordability Indicator. Higher payment brackets (above 15k
KES) earn full points (12}, while lower brackets (below 5k KES)
earn half points (6).

If an applicant's bank or mobile money records are
"Consistently Positive," they earn maximum points (12). If they
frequently spend more than they receive ("Consistently
MNegative"), they earn the lowest score (6). Pngme’s 90 Day
Cash Flow Analysis also determines if Cashflow is dependent
(“Situational”); in which case they earn 10 Points.

High income earn 12 points each. Conversely, those
categorized as "Low" income receive 0 points for these
sections.

“Low" Risk earn 12 points each. Conversely, those categorized
as "High" Risk receive 0 points for these sections.

If an applicant's ability to pay is confirmed by all data sources
(self-reported, median, and estimated), they get 12 points. If
they only qualify based on one source (like just what they
said), the score drops.

Applicants are rewarded for "Builder" behavior (investing or
saving). "Essential" spenders (living paycheck to paycheck) get
fewer points, and "Risky" spenders (gambling or excessive
luxury spend) receive 0 points.

If an applicant is not the sole contributor (meaning they have
a spouse or relative helping with rent), they receive a 5-point
boost. This recognizes that two or more incomes are more
stable than one.




Waitlist Snapshot

Affordability

Score Range
Median Score
Tier (Min - Max)

65 62 -77
52 40 - 58
34 20 - 39
18 18-18

Observations:
'Tier 3' group (15%) - our 'housing-ready' top performers. They
have a median income of 50,000 KES, high transparency, and are

ideal for immediate allocation to rent-to-own schemes.
'Tier 2' (45%) - The core of the informal market.
'Tier 1' (40%) are members with Lower Financial capacity.

Creating value through inclusive finance

HOUSEHOLD PROFILE CARD Score: 77/84

STATUS: TIER 3 - SECOND HIGHEST

1. CORE DEMOGRAPHICS & WORK

- Sector: Both
«Income Frequency: Monthly
- Household Size: Two Dependents

« Marital Status: Single

2. FINANCIAL ROBUSTNESS {(INCOME AGREEMENT)

SELF-REPORTED INCOME DIGITALLY VERIFIED (ScoreMe)
KES 50000.0 KES 115,542

MONTHLY COMMITMENT

KES 20,000

3. RISK & BEHAVIORAL INTELLIGENCE

Risk Probability: 0.155 (Lower is better) Persona: Essential Spender

Current Default: NONE DETECTED Cashflow: Negative

Anonymized Profiie Tor NACHU Housing Waltiist Management

o

fsd

Kenya



Miolongo Phase 1: Onboarding-to-Allocation Funnel

lllustrative process linking NACHU eligibility capture with digital financial assessment and tiered guarantee allocation

Q0 1,336 applicants
(a8 TOTAL ONBOARDED POOL %9 NACHU + Cooperative Partners

aroun Mpicil ER IS AELS) [ Affordabilty ignals
Outreach Form E] Consent + Permissions

Total households: 123 Households (from waitlist data in <IMAGE o)

986 Validate profiles (derived from the funnel calculation)
&2, ScoreMe App Behavior

[} Transactional Data Unification

& Risk & Affordability Assessment

VALIDATED HOUSEHOLD
PROFILES
(Profile Completions)

196 Candidates
| Tier 3 Median Score 65 (from Word Doc)

HOUSING READY &
Gl:'ll:\lek:\?gaEnEdlEdL;felsLE Ckshd Median Monthly Commitment KES 15,000 (Word Doc)
- N wxn] Verified Digital Affordability KES 19,232 (Excel)

195.5 Occupants (Full Occupancy) ALLOCATION SUCCESS:
ALLOCATION ~ 100% of Units Filled & Guaranteed

PATHWAY {r] Matched to Mlolongo Phase 1 Product Bedsits: 19.55 units

B t !
Lﬂ@ (Matched =7 Matched to Rent-to-Own Payment Plan ;:ggg‘, ;g% ﬂ:'&g
Occupants) 275 Guarantee Decision & Monitoring Triggers 3-Bed: 19.55 units
Total: KES 5_93,342,5q0 Gross
Margin Potential (from Excel)

Process flow ——>  Stage transition

Source: Placemakers / Pngme THWG Funnel Analysis —Housing Financing Report (2026)




Limitations and Lessons Learned

1. Data Completeness is Critical
Full affordability assessment requires both household and financial data, highlighting the importance of continued digital

onboarding.
2. Household-Level Data Requires Multiple Contributors

Assessing true household affordability can be challenging when additional contributors (spouses or family members) are

not present during onboarding.
Future outreach should enable remote data submission for additional contributors.

3. Cooperative Deposit Data Must Be Integrated

A significant portion of members' financial activity occurs through cooperative savings and deposit systems. Future versions
of the platform will integrate direct, verifiable data feeds from cooperative deposit systems to strengthen affordability

assessments.
4. Informal Savings Often Remain Invisible

Many households demonstrate strong saving behaviour, but significant liquidity is held outside digital accounts (cash,
assets, cooperative shares).

5. Hybrid Onboarding Builds Trust

The strongest results occurred during sessions that combined in-person engagement with digital onboarding.
Human support proved essential for building trust and increasing digital adoption.

Creating value through inclusive finance \) Egg



Phase 1 Pilot:

29 Cooperatives
123 Members Onboarded
18 Housing Ready

Phase 2:
Increase Pilot
Depth

952 Total Membership
Among the 29 Onboarded
Focus on data completion
for onboarded members

Creating value through inclusive finance

y

Phase 3: System
Maturity

Direct integration to
Cooperative Deposits
Development of Singular
Onboarding Channel with
API Connections

Ensure API compatibility
for ecosystem partners

From Pilot to National Scale

Phase 4: Scaling
Expand cooperative
participation from 30 to
100

952 Members to 9,500

Average cooperative
size: ~95 members

Typical cooperative size
(excluding large
outliers): ~40 members

Phase 4:
Mass
Market
Adoption

o
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Next Steps

Stakeholder alighment

Convene cooperatives, off-takers, and county governments around the THWG
design

Pilot structuring

Finalise guarantee terms, pricing, and operating model with anchor partners

Waiting list build

Begin onboarding 50,000 households through cooperative networks

First guarantees issued

Issue initial guarantees to matched, deposit-ready households

O 1sd

Q2 2026

Q3 2026

Q3-Q4 2026

Q1 2027
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Green Suites Palm Suite,
Riverside, Riverside Drive,
P.O. Box 11353, 00100,
Nairobi, Kenya.

www.fsdkenya.org
3. FSD Kenya
X @FSDKe
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