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Preface

Every company’s story begins with its founders. Likewise, the story about the historic 
journey of one of Zambia’s most highly anticipated IPOs begins with this brief 
biographical account of Dot Com Zambia’s founder, Mawano Kambeu.

The tale follows Mawano’s extraordinary 19-year journey across two continents. It takes us 
to where we are today, marking a first for the Lusaka Securities Exchange’s Alternative 
Market (Alt-M). This is the first time a locally founded SME, built entirely from scratch by a 
Zambian entrepreneur, has grown to the scale and maturity required to go public.

Nearly two decades of personal and corporate history are included in this brief 
biographical sketch you hold in your hands. Obviously, these few pages cannot provide a 
complete retelling of the events that have led to this historic moment. But as good stories 
do, this account provides the backstory of the protagonist.

The hero’s journey is a template for stories in which an individual sets out on a quest. It is 
not heroic because of glory or triumph, but because it demands something difficult of the 
person who walks it — courage, sacrifice, resilience, faith — and leaves them changed on 
the other side. Mawano’s story follows this pattern. However, his backstory isn’t fictional; 
it’s an account of the journey that led to the formation of Dot Com Zambia, making it even 
more inspirational.

The story you are about to read is of lessons learned through hardship and the flexibility to 
see setbacks as setups for something greater. This biography provides background 
material for the IPO. However, it’s also an invitation to investors, journalists, and the public 
to explore the story behind the brand and embrace the belief that local entrepreneurship, 
when nurtured and supported, can transform a nation.

“Vision without action is merely a dream. Action without vision 
just passes the time. Vision with action can change the world.”

Joel A. Barker
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Mawano Kambeu was born in Kitwe, Zambia, in 
1982. He is the firstborn child of three. His mother, 
Grace Kambeu, was a teacher, and his father, 
Kennedy Kambeu, was a lifelong civil servant in the 
Forestry Department. Like many civil servants of that 
era, Mawano’s father earned a government 
scholarship to study abroad, so when Mawano was 
five years old, his family moved to Cardiff, Wales. 
There, both his parents pursued further education, 
his father in zoology, and his mother in education.

In the early 1990s, Mawano’s family returned to 
Zambia and settled between Kitwe and Solwezi 
following his father’s forestry postings. In Kitwe, they 
lived in Mwekera, near the Zambia Forestry College, 
a quiet, semi-rural area where the homes are 
scattered among trees and open space, surrounded 
by nature and the bush.

Most of Mawano’s formative years unfolded in the 
1990s, which was a defining decade for Zambia and 
its youth culture. This was the era before DSTV and 
other satellite television providers became common 
in most Zambian homes. It was a time when Zambia 
National Broadcasting Corporation (ZNBC) was the 
country’s only television channel. Afternoons meant 
rushing home to catch cartoons on ZNBC at 16:45, 
closing with the national anthem and epilogue at 
midnight. Evenings might include Hammer House of 
Horror, The Beam music show, and, years later, 
episodes of The Fresh Prince of Bel-Air  or the Mexican 
Telenovela No One But You . It was a time when the 
entire country would stay up all night waiting for a 
Mike Tyson fight that usually ended in less than two 
minutes. And as part of the build-up, ZNBC always 
aired a movie called Arachnophobia  about a killer 
spider.

For Mawano, daily life in Mwekera on weekends and 
school holidays was simple and structured. He and 
his friends played football barefoot with a 
chipombwa (a football made of plastic bags and rope) 
until it was time to bathe and have “16-hours tea,” 
followed later by dinner, always as a family around 
the table. Like most homes in that era, the Kambeu 
household was a modest three-bedroom, 
one-bathroom house that was constantly filled with 
visiting relatives and extended family. Space was 
always tight. As he and his brother grew older, the 
two perfected the familiar ‘head-to-feet’ sleeping 
arrangement that many Zambian children know well. 
Christmas in particular stands out in his memory. The 
holiday meant a special meal of chicken, rice, and a 
bottle of Fanta. It was a simple tradition, but one 
filled with anticipation and joy, and it became one of 
the defining rituals of his childhood.

CHAPTER 1 

“All grown-ups were once children... but only few of 
them remember it.” Antoine de Saint-Exupéry

1988 – Cardiff, Wales, UK
Mawano Kambeu (right) with his younger brother (left), 
photographed during their childhood years in the 
United Kingdom.
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The 1990s were also a time of profound social and economic change 
in Zambia. The return to multi-party politics in 1991 brought the 
MMD to power and ushered in a period of reform, privatization, and 
economic uncertainty. Mawano remembers the currency fluctuations, 
the hardships that followed the sale of state-owned companies, and 
the first visible signs of rising unemployment. It was also the height of 
the HIV and AIDS epidemic, a time marked by public-health 
campaigns, school slogans like “ Abstinence Iliche  (Abstinence is cool),” 
and magazines such as Trendsetters that defined youth awareness.

Culturally, music and television were a window to the world. Having a 
VHS cassette loaded with BET music videos or an imported rap tape 
made one instantly popular, the ultimate status symbol for teenagers 
of that era.

A DECADE OF CHANGE

Soon after the family’s return from the UK, Mawano’s mother began teaching at Lechwe School, which allowed 
him and his siblings to study there. He was academically strong across subjects, especially the humanities, but 
socially awkward and a little nerdy with his oversized glasses and a heavy lisp (which he later learned to manage 
through self-taught speech therapy techniques). He often felt out of place among wealthier classmates who 
called him ‘Professssssor,’ stretching out the name to tease his lisp, but also acknowledging his visible intellect.

Those years created their own challenges to Mawano’s self-esteem, 
but they also taught him adaptability, resilience, and helped him build 
confidence so that he excelled through merit rather than privilege. 
More importantly, his various struggles taught him to be content with 
who he was, to find happiness in what he had, and to gain the 
self-confidence needed to resist peer pressure. The lessons of those 
years would shape almost every major decision that followed, from 
choosing to return to Zambia when others stayed abroad, to building 
a company from scratch, and eventually to taking Dot Com Zambia 
public. Mawano has never followed the crowd, and that independence 
has defined his entire journey.

Mawano often says of his childhood that growing up with a younger 
brother and sister was a happy time that offered “the best of all worlds” : 
the adventure of Zambian rural life mixed with urban privileged 
schooling and early exposure to the world beyond Zambia.

By the end of the 1990s, the whole world was changing. The internet 
was just emerging, and satellite television in Zambia was transforming 
the way people saw the world. For Zambia’s youth, this was a period of 
transition as technology was starting to take over. Mawano watched 
the world shift from a time when research meant hours in a library, to 
one where information travelled at the speed of light into a computer 
screen. It was a time of change, curiosity, and awakening and he was 
growing up right in the middle of it.

1999 – Times of Zambia
Newspaper clipping listing Lechwe School’s 
top IGCSE students, featuring Mawano 
among the highest achievers.

FINDING IDENTITY

1997 – Lechwe School, Kitwe
Mawano Kambeu (left) with his sister (centre) 
and younger brother (right). Photograph from 
their school years in Kitwe, Zambia.
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2001 – Zambia Daily Mail (Community work)
Article highlighting Mawano Kambeu’s fundraising and leadership efforts at Lechwe 
School, raising K2.5 million to support a children’s community centre.
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When Mawano learnt he would be going to the 
United States in 2002 at age of 19, it felt to him like the 
greatest and most exciting thing that could happen. In 
the 1990s, America was the dream: the land of 
Hollywood, R&B, MTV, and boundless opportunity. 
Everyone in Zambia had heard the same stories: that in 
America, even being a janitor and cleaning floors could 
make you a millionaire. It was exaggerated, of course, but 
the idea was simple: America was the Land of Milk and 
Honey, where even small jobs could lead to big success. 
Looking back, Mawano says he went to America “based 
on a lie,” not one of intended deceit, but rather out of a 
belief and shared illusion that the American dream came 
easily. 

The reality was far less forgiving. His parents put up their 
entire life savings to have enough for just one academic 
term, expecting Mawano would find his footing from 
there. When the money ran out after that one term, so 
did school. For the next two years, he lived with a cousin 
in a small apartment outside of New York. The 
neighbourhood was tough, but the presence of family 
made all the difference. Having a familiar face and a place 
to sleep offered a measure of comfort and protection 
during a chapter defined by uncertainty and survival. It 
also spared him the burden of searching for 
accommodation he could not afford, giving him a 
foundation from which to regroup and find his way 
forward.

To raise money for school, Mawano worked every odd 
job imaginable. He unloaded trucks at UPS, cleaned 
offices after hours, worked warehouse shifts and did 
janitorial work. Like many new immigrants struggling to 
make ends meet, Mawano had to resist the advances of 
unsavoury characters who preyed on newcomers, 
people offering quick money or shady schemes that 
promised easy success. Mawano learned this lesson the 
hard way, while in school and unable to afford textbooks. 
An apparent benefactor stepped in and paid he $500 he 
needed. 

Mawano naively thought the man was just being kind 
to a talented ‘kid’ until he learned the true cost of that 
gesture and what was demanded in return. Those 
early days were marked by a deep homesickness that 
settled quickly and heavily. He remembers one night 
in particular, after three continuous days of working 
sixteen-hour shifts at a factory. Technically, the extra 
hours were “voluntary,” but as he puts it, “The 
supervisor made it very clear that if you didn’t volunteer, 
you wouldn’t be coming back.” By that third day, his 
body was drained, aching from head to toe. During a 
short break, he locked himself in a toilet stall and cried 
quietly, wishing he could go back home. But pride kept 
him from leaving or even admitting out loud to having 
such thoughts. No one wanted to return to Zambia as 
a failure, with nothing to show for it.

But even in that difficult early stretch, the tide began 
to shift in the most ordinary of ways. A misplaced 
phone call at a temporary work agency where he was 
listed became a turning point. The usual gentleman 
who handled immigrant placements was not in the 
office that day, and a different lady answered instead. 
Maybe it was his well-spoken manner on the phone 
that made an impression. Whatever the reason, the 
lady sent him to fill in as a receptionist for a few days, 
then on to a small law firm for what was meant to be a 
two-week posting while they searched for a paralegal. 
He stayed five months, becoming a capable paralegal 
and earning a glowing recommendation. From there, 
the agency sent him to the mailroom of a financial 
services company for a six-month assignment. He 
never left. He moved from the mailroom into 
customer service, then operations, and eventually 
onto the firm’s Wall Street investment sales desk.

CHAPTER 2 – THE AMERICA YEARS

“I came to America because I heard the streets were paved with 
gold. When I got here, I found the streets weren't paved at all and 
that I was expected to pave them.”

In 2008–2009, against all odds, his sales target 
was US $14 million, the lowest in the company, 
but he delivered US $30 million in investment 
sales and earned US $180,000 that year, mostly 
in commissions.

Unknown Author Describing 
the Immigrant Experience
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For a 26-year-old African immigrant who had arrived 
in America with nothing and was still without a 
university degree, it was roughly six times what he had 
earned in his previous roles in customer service and 
operations.

Despite his remarkable success, he describes sales as 
the toughest and most demanding job had ever had. 
Being constantly on call, staying energised for clients, 
and attending endless events was emotionally 
exhausting for a young man who considered himself a 
natural introvert.  Even today, he still prefers quiet and 
the comfort of home, and even today admits that 
being in the spotlight does not come easily. Yet he calls 
that period the most valuable entrepreneurship 
training he has ever received. It taught him discipline 
under pressure and, most importantly, how to sell, a 
skill every business needs to survive and grow. 

Within a year of working in sales, another opportunity  
opened up within the firm’s Investment and Asset 
Management Department: a managerial role 
overseeing Investment Sales and Marketing, with a 
fixed annual salary of US $80,000. It was technically a 
step up and offered stability for predictable income, 
but for Mawano, the real appeal was different. The 
sales environment, though lucrative, was emotionally 
draining and burned out many people quickly. When 
the chance came to move into a role that provided 
both responsibility and breathing room, he gladly 

All these things were happening simultaneously: his 

walked away from the so-called ‘big money.’

career growth, his education, and the early 
foundations of what would later become Dot Com 
Zambia. From that point onward, his days followed an 
almost impossible rhythm. He worked from dawn until 
17hrs, then hurried to evening classes that ran until 
22hrs, including Saturdays. Nights stretched into the 
early hours as he balanced school work with running a 
growing business that already had paying customers. 
In the United States, he was effectively a one-man 
operation, handling everything from customer service 
and order fulfilment to coordination with his single 
counterpart in Zambia. Sleep rarely lasted more than 
three hours, five if he was lucky, and the schedule was 
especially brutal in the American winters, when long 
commutes and freezing temperatures made every day 
feel harder. It was a relentless routine that demanded 
complete discipline and laid the foundation for  
entrepreneurial endurance that would define his later 
success.

2012 – Mawano at Time Square 
in New York City

Overlaying all of this were the unmistakable racial 
overtones of American life. Quiet biases lingered in 
everyday interactions. Later, in corporate settings, he 
often found himself the only Black person in the 
room. He carried the pressure to perform, to belong, 
and to represent - all at the same time.

Eventually, the strain of that relentless pace caught 
up with him. His mornings became a constant battle. 
Waking up and getting ready for work felt like 
climbing a mountain. He began showing up late to 
work almost every day, unable to explain the reason 
for his tardiness. Mawano couldn’t answer because 
he didn’t understand what was happening to him at 
the time. As bad as his workdays were, weekends 
were worse. He stayed in bed from Friday night 
through Monday morning, lights off, leaving only to 
use the bathroom or grab whatever snacks were 
within reach. In this grey and dreary world he found 
himself in, Mawano scolded and chastised himself for 
being weak. He felt he needed to toughen up and 
push through. Fortunately, a friend recognised the 
symptoms and intervened. With the friend’s help, he 
entered treatment and spent the next two years 
rebuilding balance and perspective.

“SO IF JASON RANDEE, WHO OWNED THE 
BLOCKBUSTER VIDEO FRANCHISES IN 
LUSAKA, EVER CLAIMS HE WAS 
RESPONSIBLE FOR DOT COM ZAMBIA 
STARTING, I CAN’T EXACTLY ARGUE WITH 
HIM.”
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He calls those years “the University of Survival” — a 
decade of truth, exhaustion, and discovery.

2009 – Early Dot Com Zambia Flyer
One of the company’s first promotional materials explaining how 
customers could shop online from the United States and have items 
shipped to Zambia.

DESPITE LUCRATIVE OFFERS TO STAY 
IN THE U.S., INCLUDING ONE WORTH 
US $250,000 A YEAR TO GO BACK TO 
WALL STREET SALES, HIS MIND WAS 
MADE UP

By 2006, four years after arriving in America, Mawano had finally saved enough to make his first trip home. The 
visit stirred something deeper than nostalgia. It sharpened his desire to return to Zambia permanently and 
reminded him that his future was there, not abroad.

That trip also planted the earliest seeds of what would become Dot Com Zambia. Although the company would 
not be formally registered until 2009, its true beginnings trace back to that year. It started almost by accident. 
Someone was looking for a reliable person to fulfill an online order, and that someone turned out to be 
Blockbuster Video in Lusaka. The order was worth US $4,000, a staggering amount for a student who had spent 
nearly everything on his holiday.

“I had no money,”  he recalls. “But somehow I convinced them to pay me upfront.”  He pauses and smiles, “So if Jason 
Randee, who owned the Blockbuster Video franchises in Lusaka, ever claims he was responsible for Dot Com Zambia 
starting, I can’t exactly argue with him.”

That single order opened a door he did not even know existed. To fulfill it, he had to learn how to source and buy 
goods online, find effective shipping routes to Zambia, and navigate the customs clearing process, effectively 
creating an informal shipping lane made up of couriers and clearing agents. Soon, Jason began asking him to order 
personal items from Amazon and eBay, such as a laptop for his child’s birthday or small electronics for the stores, 
things he could not find locally. Word spread quickly, and others back home began making similar requests.

A pattern was forming. People in Zambia wanted access to global online shopping, but most at the time did not 
have internationally enabled bank cards or access to payment options like PayPal. 

He became that bridge. What began as a 
practical solution for one business and its 
network grew steadily, one online order at a 
time. By 2012 it had become a business 
generating over a million dollars in annual 
revenue. But that would prove to be its 
high-water mark, as the landscape in 
Zambia and the dynamics of that business 
began to shift.

By 2013, he had completed his 
undergraduate degree and an MBA in 
Finance. Despite lucrative offers to stay in 
the U.S., including one worth US $250,000 
a year to go back to Wall Street sales, his 
mind was made up. America had given him 
knowledge, but not belonging. Every plan 
now centred on returning to Zambia.

THE ORIGINS OF DOT COM 
ZAMBIA
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When Mawano Kambeu finally returned home to 
Zambia, it was not a spontaneous leap of faith: it was a 
move years in the making. He had planned and prepared 
for it carefully, saving enough to live for several years 
without a salary if needed. The company he had been 
quietly building from abroad showed clear promise. 
During his frequent visits back home, he saw growing 
business opportunities and realized that technology and 
e-commerce could be used to solve real problems in 
Zambia. Even so, the business had never paid him a 
single kwacha. Although Dot Com Zambia had been 
operating since 2006, he would not draw a formal salary 
until 2017.

He returned determined but also pragmatic. In the first 
few months, he explored the idea of taking a job while 
continuing to grow his business. What he encountered 
was a shock to his system. In America, potential 
employers waved fistfuls of dollars to entice him to 
come to work for them. But in his homeland, he had, in 
effect, become unemployable. Every interview seemed 
to carry the same undertone: scepticism, resentment, or 
defensiveness. “It was always that look,” he recalls, “the 
look that said, ‘Oh, you think you’re better than us because 
you worked in America and got some fancy degree.’”  It was 
a strange and surprising reversal from the Zambia he had 
known in the 1990s, when a foreign degree almost 
guaranteed opportunity. This was a different Zambia.

Realising he would have to create his own path, he 
turned fully to Dot Com Zambia. He knew the company 
needed far more capital than any bank would offer. So 
began what he calls the “long investor roadshow” — two 
years and more than a hundred pitches. Some meetings 
were in person, others over email or Skype, and most 
ended the same way: with polite rejections.

During that period, he immersed himself in Zambia’s 
small but emerging start-up scene. At a BongoHive 
entrepreneurship event in 2013, he met Mr Chabala 
Kaunda, a seasoned businessman with deep networks. It 
was the beginning of a mentorship he would increasingly 
rely on for guidance.

Mawano recalls one act that captured that spirit of 
that mentorship.

One morning, Mr Kaunda picked him up before dawn 
and drove more than 320 kilometres to Ndola for a 
meeting with the Zampost CEO. The meeting lasted 
about an hour. They then turned around and drove 
straight back to Lusaka. No business opportunity 
materialised from that meeting. Mr Kaunda never 
asked for fuel money and never hinted at wanting 
anything in return.

That kind of selflessness left a lasting impression. In 
appreciation for his guidance and recognising how 
much he depended on it during those early years, 
Mawano later appointed him as an advisor to the 
company. Their relationship continued through Dot 
Com Zambia’s evolution, and today Mr. Kaunda 
serves as Chairman of the Board.

The following year, in 2014, at an entrepreneurship 
dinner hosted by the Swedish Ambassador to Zambia, 
he met Hon. Vincent Mwale, then Minister of Youth 
and Sport, and Jito Kayumba, a venture capitalist. 
Those introductions would later prove pivotal, with 
both men offering support, opening doors, and 
helping to shape the direction of Dot Com Zambia’s 
next chapter.

Mawano Kambeu and Chabala Kaunda 
2014

CHAPTER 3 

“I’m convinced that about half of what separates successful 
entrepreneurs from the non-successful ones is pure 
perseverance.” Steve Jobs
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September 2015 – Celebration of Investment
Vincent Kouwenhoven (left), Mawano Kambeu 
(centre), and Hon. Vincent Mwale (right) celebrate 
the investment in Dot Com Zambia

March 2012 – Nkhani Culture Magazine
Feature article about Mawano Kambeu’s 
entrepreneurial journey, photographed in 
New York City by Greg Wood.

Eventually, over the long search for funding, only two parties 
showed genuine interest — eVentures Africa Fund, a 
Dutch-based technology venture-capital firm founded by 
Vincent Kouwenhoven, and Kukula Capital, a Zambian 
investment firm in which Tue Andersen and Jito Kayumba were 
partners. Out of more than a hundred pitches, these were the 
only two that stayed at the table, even though both remained 
openly sceptical. Their caution was understandable. eVentures 
understood technology but had never invested in Zambia. 
Kukula, on the other hand, understood the Zambian business 
environment but had never invested in a technology company. 
Still, Mawano kept the conversations going, even flying to 
Amsterdam three times to meet with Vincent and the eVentures 
Africa team. Ironically, it was he who would later introduce Tue 
and Vincent to each other, and through their own discussions, 
they began exploring a joint investment, becoming board 
members in the process.

That unlikely partnership, which brought together two very 
different worlds and perspectives, marked the beginning of Dot 
Com Zambia’s first board, joined by Mr Chabala Kaunda, and laid 
the foundation for what the company would become.
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The US $500,000 investment marked a turning point for Dot Com Zambia, but it also delivered a hard lesson 
about the perils of rapid growth. After years of pitching and rejection, the capital felt like a breakthrough, yet it 
quickly became clear that money alone does not guarantee success. The burn rate accelerated sharply as the 
kwacha weakened from five to the dollar, costs rose overnight, and investor pressure mounted to hire aggressively 
and expand fast. “We ended up with expensive hires, some with advanced degrees, who looked great on paper but added 
no value,” he recalls. “It was an expensive education.”

By 2016, the fortunes of the original e-commerce business had already begun to decline. One of the company’s first 
major technology ventures, a bus-ticketing system, had a solid business plan and earned the company several 
accolades. But despite the recognition and clear value proposition to consumers, it failed to gain traction, 
something he now says “will make a very good MBA case study one day.”  Even as the overall business itself looked as 
if it was on the verge of collapse, Mawano refused to quit. Salaries were paid from his personal savings until there 
was nothing left. The assets he had built during his years in America: properties, reserves, his $401K pension, 
everything meant to give him stability — were lost, and others were in the process of being repossessed because of 
defaults on personal loans he had taken out to keep the business afloat.

“In 2017, I went from managing a funded start-up to not being able to pay rent,” he says. Facing loan defaults and court 
proceedings, he began subletting a room in his rented Olympia apartment on Airbnb, renting it to tourists just to 
survive. “It reached a point where I thought I would have to move back to my parents’ house. This was devastating for me, 
not because I didn’t love them, I did, but because the appearance or truth of failure would have been too heavy.”

September 2015 – Investment Agreement Signing
Mawano Kambeu (left), Jito Kayumba (centre), and Vincent Kouwenhoven (right) signing a US $500,000 investment agreement in Lusaka.

CHAPTER 4 

“You may have to fight a battle more than once to win it.” 
Margaret Thatcher
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Those were also dangerous years. Some of the projects he 
worked on, from bus ticketing to government system 
deployments, made enemies of entrenched interests. He 
recalls receiving threats to his safety, sometimes through 
intermediaries, warning him to be careful. “I’d get calls from 
people saying,  ‘Ish, people here are talking about you, saying 
when we find him, kalya aka ma glassi ka Dot Com kalamona,’” 
he says quietly. “ That was the backdrop. It was tough, and 
scary.”

Mawano describes that period as perhaps the lowest point of 
his life, maybe even worse than his time in America. At least 
in America, he had nothing, so there was nothing to lose. But 
this time was different. He had climbed so high, built a name, 
a company, and a future, only to lose it all. To the outside 
world, he kept fighting and appeared brave, but he admits 
that behind the scenes, he was having another silent, 
dangerous battle with depression.

After months of uncertainty and difficult conversations, 
Kukula Capital and eVentures Africa Fund made the decision 
to reinvest and pump additional capital into the business. The 
early projects, Plans A through C, had not worked, and the 
new ideas and projects that might replace them were still 
fragile and untested, yet promising. The investors 
understood the stakes clearly: they could cut their losses and 
write off the investment, or reinvest to give the company a 
fighting chance. What convinced them was not optimism, but 
the persistence they had witnessed: the steady board 
reports, the refusal to miss meetings, and a founder who had 
kept the business alive without taking a salary. 

THE STAFF JOKINGLY BEGAN CALLING MAWANO
LAZARUS OR BA LAZO “THEY THOUGHT I WAS 
DEAD AND BURIED, BUT SOMEHOW I CAME 
BACK..

They decided to back him once more, 
injecting fresh capital into the company. 
When they also learned of his personal 
financial troubles, they gave him a 
lump-sum payment to help him get back 
on his feet. Around the same time, his 
father, who had long retired from 
government service, finally received his 
pension. His parents, who had already 
invested their life savings to give Mawano 
his start in America, also gave him part of 
the pension to keep the dream alive. 
Those two acts of faith, one professional, 
one deeply personal, pulled him back from 
the brink, allowing him to restructure his 
debts and begin the slow path to 
recovery.

At the Kukula offices, the staff jokingly 
began calling Mawano Lazarus or Ba Lazo 
“They thought I was dead and buried, but 
somehow I came back,”  he says. Friends 
joked it must be witchcraft. “Who loses 
investors $500,000 yet ends up getting 
more money? Who does that?”  he laughs.

2014 – With Sir Richard Branson
Mawano Kambeu pictured with Virgin Group founder Sir Richard Branson 
during his visit to Zambia.

February 2015 – Harvard Business School, Boston
Dot Com Zambia team wins first prize at the 
Harvard Business School Africa Business Club’s 
New Venture Competition.
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This second chance, as Mawano calls it, changed everything. He approached the company differently from that 
day forward. The company would now be leaner, hungrier, and far more disciplined. One of the first decisions was 
to part with the original e-commerce division, the business that started Dot Com Zambia. That division was sold 
to employees for one kwacha, allowing them to continue to operate it independently under the name Click & 
Connect. The fully independent company remains in existence today. Mawano has no shares or stake of any kind 
in Click & Connect. His only payment is the joy he receives from seeing the people who built it with their own 
hands alongside him now own and make a living from the company. Alfred Malambo, Dot Com Zambia’s first 
employee, is one of them.

After shedding the e-commerce division, he focused entirely on technology and completing the projects that 
survived the collapse. The rebuild began with just four people: Mawano and three IT engineers. He was once 
again the lone sales and operating person, handling every meeting, every client, every deal. Around that time, Dot 
Com Zambia began developing electronic tolling and fleet-management technology, and Mawano personally 
took charge of driving it forward.

“I went back into New York sales beast mode,”  

he recalls, tapping into the relentless energy and sharp instincts that had built his career years earlier. “I spent two 
days at a weighbridge in Kapiri watching the flow of trucks to understand who the real customers in the tolling business 
were.”  From there, he began pitching directly to companies by knocking on doors, unannounced, across Lusaka, 
Solwezi, Ndola, and Kitwe’s industrial areas.  “In Zambia, people always say you need connections. I had none. I just 
showed up and said, ‘Here’s how I can help you. Who do I need to talk to?’”

That relentless drive paid off. One by one, clients came on board: Capital Fisheries, Zambia Sugar, Shoprite, 
Zambeef, Mount Meru, Shaann Carriers and many others followed.

“With Zambeef in particular, I had no connections at all,”  he recalls. “I went straight to their Huntley Farm to meet their 
fleet management team, and later their managers at the corporate office. They put me through the wringer with due 
diligence. They peppered me with question after question, trying to work out whether I was for real.”

2016 – Dot Com Zambia Campaign
Promotional flyer featuring musician JK and former Zambia national footballer Jacob Mulenga endorsing Dot Com Zambia.
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Mawano laughs as he remembers a specific afternoon. “They took me to Katuba Toll Plaza to see if the toll staff 
would recognise me, which they did, and to test the system themselves. The eToll technology was very new then, so they 
wanted to be sure everything worked. Eventually, the deal got done.”

He reflects on why that moment stayed with him. Back in late 2017, Zambeef became his fourth eToll customer 
and his largest client to date. “That was the first sign that I was punching above my weight class, once I landed them, 
that was it, the sky felt like the limit.”

From that point, the company began to scale rapidly as revenue surged. From ZMW 38 million to more than 
ZMW 620 million over a few short years. And projections for 2026 are already on track to exceed ZMW 800 
million. The company now serves over 300 corporate customers nationwide, spanning tolling, payments, and 
technology infrastructure.

This year (2025), Dot Com Zambia is set to record its most profitable year yet, with profits exceeding K15 million 
and a K5.42 million dividend paid out to shareholders. But that success has also come with a heavy regulatory 
price: “We will pay K6.5 million in income tax-related charges alone this year,”  Mawano says, wincing. It is not the 
payment itself that troubles him, but what it represents — a policy framework that often rewards external capital 
while offering little encouragement for Zambian companies taking the harder path of formal growth through the 
stock exchange, raising the same type of capital under far less favourable conditions. The irony is clear: those who 
build locally often face the toughest climb.

Today, the company is valued in the millions of dollars and has grown into one of Zambia’s leading 
technology-infrastructure firms, now preparing for its initial public offering and gearing up for rapid expansion.

2017 – Southern Connecticut State University Billboard
Billboard featuring Mawano Kambeu erected by Southern Connecticut State University in recognition of his entrepreneurial success
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EPILOGUE: BY THE GRACE OF GOD

“If your actions inspire others to dream more, learn more, do 
more, and become more, you are a leader.” John Quincy Adams

Reflections written by Mawano Kambeu

I hold the titles of Founder and Managing Director of Dot Com Zambia. The title of Founder will never change. 
That is mine forever. But the Managing Director role is a title that must be earned every single day. At the end of the 
day, Dot Com Zambia is no longer a private company I own. It is a publicly owned company built for the benefit of 
its owners, the public.

This journey has spanned well over twenty years, from my early days in America to where I stand today. When I 
think about how far I have come, and how far this company has come, I cannot explain it by logic alone. The only 
explanation is God’s grace, and I am a truly blessed individual.

In America, I was working odd jobs, not knowing how I would even begin to pay for school. I had already dropped 
out twice. The least expensive university option I could find cost about $18,000 a year in tuition alone, an amount 
that felt completely impossible no matter how hard I worked. I simply could not see a way forward. Perhaps in that 
moment, God saw that my heart was in the right place, that despite every obstacle, I refused to give up. I could not 
accept that the way I was living was my destiny. A quiet part of me believed there was something greater ahead, 
even if I could not yet name it. I prayed constantly back then. Not for money, even though I desperately needed it, 
but for strength. Every day, I said the same prayer. “God, give me strength, and thank you for the gift of life, for 
everything you have done for me, and for what you will continue to do for me. And forgive my trespasses, as I forgive those 
who have trespassed against me.”

October 2025 – IPO Team, Livingstone
Jeremy Mwafulilwa (left), Tue Andersen (centre), and Mawano Kambeu (right) in Livingstone.
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And then, almost inexplicably, things began to change. 
It started with a mistaken phone call that ultimately 
brought me into the mailroom of one of the largest 
financial services companies in the world. It was the 
customer service manager who took the time to get to 
know me. He did not see a young man with no degree 
or work experience in financial services. He must have 
seen some measure of potential, because he then 
went out of his way to secure a permanent position for 
me. That single act opened every door that followed. 
And remarkably, that same company would go on to 
pay for my entire education, both my undergraduate 
and master’s degrees.

So really, how could anyone convince me that it wasn't 
God’s grace at work?

What happened in America taught me that grace does 
not arrive once. It returns in different forms, often 
when hope is thinnest. Years later, during Dot Com 
Zambia’s most difficult chapter, I would learn that 
truth again.

And through all of it, one lesson has never left me: 
every breakthrough in my life began because someone 
chose to open a door. There was Jason, Jito, Mr Chabs, 
Tue, Vincent and their respective teams at Kukula 
Capital and eVentures Africa Fund. There are many 
others, too numerous to name, whose 
encouragement, guidance, or simple acts of belief 
shaped the path that brought me here. And beyond 
them were the customers who chose to buy from us, 
often without realising that each purchase helped 
carry the dream of this company forward, from its 
earliest days to the present.

Today, as we prepare for our Initial Public Offering, I 
am reminded that going public was never the easiest 
path. There were far simpler ways to raise money. But 
this decision was never about convenience; it has 
always been about conviction.

For me, an IPO represents more than capital. It speaks 
to national development, to proving what is possible 
for Zambian entrepreneurs, and to creating a path that 
others can follow. I have always believed that we, as 
Zambians, must learn to trust and organise our own 
capital, and that ordinary people should participate 
directly in the growth and ownership of the companies 
that shape our country’s future. In many ways, that is 
what this IPO is about. It is a different way of thinking 
about ownership, progress, and shared opportunity.

Over the years, as Dot Com Zambia brought in new 
investment to grow, my ownership gradually moved 
from 100 percent to smaller percentages. I have 
always believed it is better to own 10 percent of 
something big and meaningful than 100 percent of 
something small. Growth requires people. When you 
stand alone, you carry the entire weight alone. But 
when you open the door to others, you multiply 
strength, capacity, and possibility. If there is one 
lesson my journey has made clear, it is that I became 
stronger because people stood with me, opened doors 
for me, and helped turn possibility into progress. That 
is how this company became greater than the sum of 
its parts.

As this chapter of my story draws to a close, marked by 
Dot Com Zambia’s listing on the Lusaka Securities 
Exchange, I look back with profound gratitude and 
humility. This journey has taken nineteen years. Some 
might ask, “Should it have taken that long?” Probably 
not. Yet perhaps it was meant to, because every 
challenge, every delay, and every detour shaped both 
the person and the company that stand here today.
The success we now celebrate did not come from 
perfect timing or flawless planning; it came from 
persistence, grace, and faith in something larger than 
me.

In the end, there is no formula that can explain it, no 
set of steps that, if repeated, would

guarantee the same result.

There is only faith. There is perseverance. And there is 
— as this chapter is called — 

THE GRACE OF GOD
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