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Bremen, 03/08/2020

Focus on Africa – A look at business opportunities, growing 
markets and how to find the right talent
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Introduction africon

Since 2016, CT Executives and africon help companies for 
their HR growth in Africa.

WHO IS
africon?

A hands on 
consulting team 
with extensive 
Africa 
experience

ESTABLISHED

2011

SOLE FOCUS AREA KEY BENEFITS

Reduction in costs
Reduction in time
Reduction in risk

EXPERIENCE

More than

21 years
of experience in 
business with Africa.

CT Executives

Nigeria
Kenya
Ghana
South Africa

HANDS ON

From day one 
africon works 
hands on.

Raw & input materials
Machinery & plants
Consumer goods / finished products
Services

Project completed in...
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The image of Africa
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This is Africa

Africa does have various slums and overcrowded areas… 
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Luanda, AngolaNairobi, Kenya

This is Africa

.. but it is also home to modern urban areas with consumers demanding 
all kinds of products. 
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Population growth & urbanisation

Population growth – especially in cities – is a key driver of 
growth in Africa. 
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CEO visits to Africa

The CEO interest in rising on Africa and major organisation are 
taking Africa to the board level.
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Visits to Africa by the CEO´s of 27 selected companies
(2000 – 2013)

Note: The following companies have been surveyed: Barclays, BHP Billiton, BNP Parisbas, BP, Chevron, Citigroup, Coca-Cola, Daimler, Ford, General Electric, Hewlett 
Packard, HSBC, Hyndai Motors, Mitsubishi, Nissan, Novartis, P/G, Pepsi, Samsung, Sanofi, Shell, Siemens, Societe General, Total and Vodafone.
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Paint industry in Kenya

The Kenyan paint industry has grown rapidly during the last 
years and will continue to grow at approx. 6%.

Total sales volume of paint in Kenya
(in mio USD)
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Actis

With strong potential for real estate there exist various chances for 
companies in Africa.

830 millionPopulation

Offices

Shopping 
malls

Sub-Saharan Africa South Africa

53 million

15 m²2 million m²

21 m²0,5 million m²
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Current situation (as of July 26)

The number of Corona infections increased in overall Africa and there 
are large disparities between African countries. 

Number of confirmed Corona virus cases
(total number: 789,226, confirmed deaths: 16,715)

434,200

31,851

91,583

13,248

16,708
16,643

Country insights

Kenya

South 
Africa

Nigeria

Since the 6 July Nairobi and 
Mombasa are not in a 
lockdown anymore. Kenya 
Airways started with national 
and domestic flights. The are 
still curfews during the night. 

The Central Bank of Nigeria 
provides several measures to 
combat an economic crisis by 
offering a fund targeted at 
households and small 
enterprises and by cutting 
the interest rate.

Having the highest number of 
cases on the continent, the 
national disaster situation 
was prolonged until 15 
August. There are still 
nighttime curfews. 

39,977

> 1,000

400 – 1,000

100 - 399

< 100

> 3,000
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Development of GDPs in Africa

The GDP is expected to decline in all African countries due to 
contractions of the economy. 

-946

-191

-462

-78

-200
-169

-353

Lower-middle income

Upper-middle income

Low income

-1,158

-820

-442

-419

-627

Development of the GDP per capita 
(in USD, in comparison to 2019)

• GDP decline averages
• Low income: 66 USD
• Lower-middle income: 302 USD
• Upper-middle income: 924 USD
• Overall: 44 USD

• Especially in the upper-middle income
countries the GDP decreases to a large 
extent

• Different scenarios were made
• GDP will recover to 2019 levels in 

2024
• GDP will recover to 2019 levels in 

2029
• Growth rate expected to be 3.2% instead

of 3.8% (which was assumed before
COVID-19)

Excluded from the study
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Home wifi

Alcohol
Cosmetics
Savings
Shoes
Women´s cloth.
Restaurants
Children´s cloth.
Men´s clothing

Mobile services
Personal care
House rent
Packaged food
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Kenya

Essential products and services remain important while discretionary
products have a lower priority and will be purchased less.

0 10 20 30 40 50

Education

Public transport

Utilities

Household care products

Health insurance

Baby food products

Fresh foods

Groceries & Staples

Due to the COVID-19 pandemic consumer behavior shifts and therefore demand changes. These changes will have
an effect well beyond the current crisis.  

Intention to purchase (more or less) 
in the next 6 months
(% of respondents)
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Client questions

Will we find a market in Nigeria?

Hey africon: If all people in Nigeria will 
be facing a lock down will the number of 

POS transaction rise in Nigeria? 

Can we find the right clients in the 
market? Who are the largest banks? Can 

we speak to them now and see what 
they do? Which debit cards do they use?
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Imagine you are in the business of EC cards

africon delivered a strategy on how to grow in the
Nigerian market.
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CAGR
+136,55%

Transactions on POS systems in Nigeria
(2012 – 2020)
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Project management

Overview on the market in Nigeria with 
key clients e.g. banks, IT companies etc.

Organisation of Skype discussion with 
key implementation partners in Nigeria 
via Web Ex. 

Agreement for German “Mittelstand” 
company with Nigerian partner.

Note: 2020 numbers are until April 2020
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Client questions

Will we find a market in Nigeria?

Hey africon: As Nigeria has put the 
import taxes for medical equipment to 
0% is there a chance to identify the key 

clients in Nigeria? Who are the 
distributors? How do we increase our 
business? What is happening in other 

markets?
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XXX Client customers (54)
(Companies that already have XXX Client machines based on the list 
provided on the list of customers provided)

Additional identified companies (75)
(identification took place via personal market knowledge, local business 
network & desktop research. It covered all companies relevant to XXX 
Client)

Interview status 
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Ethiopia Kenya Tanzania Nigeria Ghana

Project summary

A total of 35 interviews have been conducted in the 5 selected countries. 

Interviews with potential customers (35)
(A meeting was held and a short MOM was typed. Note)
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Client questions

Will we find a market in Nigeria?

Hey africon: How do we penetrate the 
market of Nigeria and Kenya when we 

cannot travel to both markets?
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Pratical example: market entry Nigeria & Kenya

Market entry in times of Corona.

Understand the situation Access opportunities Project management

Analysis of realistic market size, 
competition, potential clients & 
partners (together with africon)

Assigning one staff member fully in 
charge of developing the African 
business  („Head of Sales SSA“)

Business Trip of „Head of Sales SSA“ to 
KEN & NIG to have first personal 
meetings with potential clients & 
partners (together with africon)

Hiring two new African employees (KEN 
& NIG) to drive the process of 
appointing a reliable distributor (have 
clear list of KPIs)

Give thorough product training to new 
team members – invite to head office 
or personal visit in the country (product 
training via phone calls & product 
catalogues are not enough)

Set back in NIG: the local employee did 
not prove to have been a good choice. 
Take the active decision of letting 
people go and keep looking for a 
satisfying team member

Continuously close guidance & follow-
up from „Head of Sales SSA“ with local 
team members

Agreement with a Kenyan distributor

First sales in Kenya 

Months 1-3                                                              Months 4-8                       Months 9-12
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How to approach the African markets

If you want to become active or grow in Africa, it usually does not 
require huge investments. 

• Africa has 54 countries:  you 
cannot deal with all at once

• Do your research

• Exact choice depends on 
your individual key 
influencing factors (raw 
material availability, market 
demand, manufacturing 
locally etc.) 

• Do basic preliminary 
research

Identify focus countries & 
do your research

• Trade fairs ONE option, 
but not always the best

• Approach German/global 
peers

• Travel to Africa yourself 
• Work with external 

parties (e.g. africon, AHKs)
• Utilise local associations

Partners’ tasks:
• (Sales &) marketing
• Aftersales services

Identify & appoint 
partners

Steps

Key points

Most common entry options: 
• Local distributor only
• Local distributor + local 

sales staff (+export)
• [local legal entity]

Support measures (e.g.): 
• Train partner’s staff
• Visit/meet regularly
• Joint customer visits
• Joint marketing campaigns
• Cultural understanding

Hire first local staff

? ?

?
?

?

Careful: your lack 
of attention leads 
to partner‘s lack 

of attention!
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Who are your customers? Example: woodworking firms 

Finding your target market is key. 

Segment attractiveness
for German suppliers

Segment size

High

Large

Low

Small

Artisans & informal sector
Machinery bought: cheap

Small & medium sized manufacturers
Machinery bought: Medium

Professional premium manufacturers
Machinery bought: Medium - Premium
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Is there need for a cultural adaptation to business?

Culture in Africa
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Questions?

Please do not hesitate to contact us:
Nigeria

africon office
Workstation
No. 7 Ibiyinka Olorunbe Close

Victoria Island, Lagos

+234-81-77773920
+49-42100-33 111 806
mail: info@africon.de

Kenya 

africon consulting services 
(Kenya) Ltd. 
Eden Square Complex
Chiromo Road
Nairobi

+254-735-237 483
+254-705-327 599
mail: info@africon.de

Germany

africon GmbH
Carl-Ronning-Str. 1

28195 Bremen

+49-421-33 111 800
mail: info@africon.de


