
Crypto Disguised as Fintech: How 
Nigerian Solana Startups Flip 
Product-Market Fit by Design 

 

1. Introduction — The Myth of “Teaching Crypto” 
In Web3 circles, the belief runs deep: before you can win users, you must teach them crypto. 

Seed phrases. Wallets. Decentralisation philosophy. 

In Nigeria, that belief doesn’t survive contact with reality. 

Here, the fastest-growing Solana apps don’t ask users to learn blockchain. They don’t even 
mention it. They start with what people already do — save, send, and spend — and they 
build around those behaviours. 

On a Thursday morning in Lagos, Chika, a market trader, receives USD from a customer. 
She taps a green button on her phone, and in seconds the naira equivalent hits her bank 
account. 

No wallets. No “sign transactions.” No crypto education. 

Yet the entire transaction just happened on Solana. 

This is the behaviour-first playbook. It’s quietly powering some of the most successful 
Nigerian-built Web3 products — and it’s full of lessons the global Web3 community can’t 
afford to ignore. 

 

2. Why Nigeria is the Perfect PMF Lab for Solana 
Nigeria’s 220+ million people face financial realities that create an unusually sharp product 
filter: 

●​ Currency instability: The naira lost over 40% of its value against the USD in the last 
year (IMF, 2024).​
 

●​ High stablecoin usage: ~12% of Nigerians own crypto, mostly for USD-denominated 
savings (Chainalysis 2023).​
 



●​ Mobile-first habits: Over 90% of internet access is via mobile phones (GSMA, 2024).​
 

●​ Low institutional trust: From FX restrictions to sudden bank freezes, liquidity anxiety 
is real.​
 

●​ Bandwidth & cost constraints: A product must work on low-end Android devices over 
patchy connections.​
 

Product-market fit here isn’t a nice-to-have — it’s binary. If your app can’t solve a real, urgent 
pain point in under a minute, it dies. 

 

3. Case Study 1 — Paj Cash: Withdrawals First, Crypto 
Later 
“If you want me to put money in, first show me I can get it out.” — Paj Cash user, Lagos 

What it is: 

Paj Cash is a USDC savings and money-transfer app that lets Nigerians instantly cash out to 
their local bank accounts. It runs on Solana, but users don’t have to touch wallets or seed 
phrases. 

Behaviour-First Design: 

●​ Withdrawal-first onboarding: Users see how fast they can cash out before being 
asked to deposit.​
 

●​ Plain-language UI: No “sign transaction” prompts, no token tickers.​
 

●​ Mobile-optimised performance: Works smoothly on low-cost Android devices with 3G 
speeds.​
 

Why it works: 

Trust is the biggest hurdle in Nigerian fintech adoption. By proving instant liquidity upfront, 
Paj Cash eliminates the single largest psychological barrier to deposits. 

PMF link: 

This is classic “trust gap” compression — a key PMF move where the product reduces 
perceived risk before asking for commitment. 

Global Lesson: If you want a user to put money in, first prove they can take it out. 

 



4. Case Study 2 — Verxio Protocol: Loyalty as a Trojan 
Horse for Web3 
“Our users don’t want DeFi — they want discounts, perks, and status.” — Verxio founder 

What it is: 

Verxio builds blockchain-powered loyalty programs, but the user experience is pure retail 
rewards — points, badges, and merchant offers. 

Behaviour-First Design: 

●​ Gamified engagement: Badges and tiers drive retention without needing to “educate” 
users about the blockchain layer.​
 

●​ Merchant-first integration: Local businesses can plug in without touching smart 
contracts directly.​
 

●​ Invisible Web3 layer: Users only discover the tech if they choose to go deeper.​
 

Why it works: 

Nigerian retail already thrives on informal loyalty systems — from “buy 10, get 1 free” cards 
to community patronage networks. Verxio simply digitises a familiar habit. 

PMF link: 

By piggybacking on existing loyalty behaviour, Verxio reduces acquisition friction and boosts 
retention without heavy incentives. 

Global Lesson: Build around behaviours users already love, and you won’t have to 
“convince” them to adopt. 

 

5. Case Study 3 — NectarFi: Digital Ajo on Solana 
“We didn’t invent savings groups — we just made them easier.” — NectarFi co-founder 

What it is: 

NectarFi reimagines the traditional Nigerian “ajo” (rotating savings group) as a digital, 
goal-based savings app — backed by Solana for speed and security. 

Behaviour-First Design: 



●​ Goal-oriented framing: Users save for “school fees” or “rent,” not “staking” or “liquidity 
pools.”​
 

●​ Pods instead of pools: Small, trusted groups replicate the social pressure of offline 
ajo.​
 

●​ Transparent progress tracking: Visuals make savings feel tangible and social.​
 

Why it works: 

Ajo systems are deeply embedded in Nigerian culture. NectarFi doesn’t fight that — it leans 
in, offering the same trust dynamics but with added convenience. 

PMF link: 

This is a textbook example of “cultural embedding” — aligning product mechanics with 
deeply held local practices. 

Global Lesson: Culture is the most powerful UX framework in the world. Use it. 

 

6. The Behaviour-First Playbook: Common Threads 
From Paj Cash to NectarFi, the winning Solana products in Nigeria share four principles: 

1.​ Make the blockchain invisible until it adds value.​
 

2.​ Prioritise liquidity over ideology — instant withdrawals beat decentralisation purity in 
adoption.​
 

3.​ Embed in existing cultural behaviours — savings circles, loyalty programs, remittance 
patterns.​
 

4.​ Let constraints sharpen the product — low bandwidth, regulatory pressure, and low 
trust force clarity.​
 

 

7. Why These Lessons Matter Globally 
Most Web3 builders still believe users must become crypto-literate before they can 
participate. 



Nigeria’s Solana startups prove the opposite: you can build mass-market Web3 products by 
meeting users where they already are, hiding complexity, and delivering immediate, visible 
value. 

For global founders: 

●​ Design for real behaviour, not idealised ideology.​
 

●​ Solve urgent, felt pain before introducing new concepts.​
 

●​ Use cultural metaphors to make products feel instantly familiar.​
 

●​ Treat trust as the primary UX layer.​
 

 

8. Conclusion — The Disappearing Blockchain 
When Chika, the Lagos trader, gets paid in digital USD and cashes out instantly to naira, 
she’s not thinking about Solana, decentralisation, or yield farming. She’s thinking about 
paying her supplier. 

That’s the point. 

The real product-market fit breakthrough isn’t teaching crypto. It’s removing crypto from the 
conversation until it matters. 

In Nigeria, that’s not a compromise — it’s survival. 

Globally, it might just be the key to making Web3 actually work for everyday people. 
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