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Message from the Executive Director

We are excited to launch the EAVCA Private Equity Case Study Compendium for 
2016. The aim of this report is to showcase the positive contribution of private 
equity to sustainable economic growth and development in the East Africa region.

Notably, private equity has grown at a rapid pace in the region in recent years, a trend 
that is expected to continue in the foreseeable future. According to the Emerging Markets 
Private Equity Association (EMPEA), sub-Saharan Africa fund managers raised USD3.6 
billion for sub-Saharan Africa in 2015, the second highest annual fundraising total for the 
region since EMPEA began tracking fundraising in 2006. Further EMPEA research showed 
that approximately USD1.2 billion was invested throughout sub Saharan Africa in 2015, with 
East African deals amounting to USD 205 million1.  

According to Deloitte’s Africa Private Equity Confidence Survey 2015, about 80% of survey respondents expect the private equity 
market in East Africa to grow further. 

Private equity is still a relatively misunderstood asset class in East Africa and this report hopes to demonstrate how private equity 
investors enable companies to grow more effectively as partners with a vested interest in the business’ growth and success and 
therefore demystify the asset class to entrepreneurs that may be hesitant to bring on board external investors. In the words of one 
of the participating fund managers: “For entrepreneurs who are hesitant about the prospect of giving up a stake in their company, it 
is the classic question of having a large share of a small pie or a small share of a large pie.” 

Each of the seven case studies in this report, drawn from the approximately 65 investors, including development finance institutions, 
with investment activities in the region, is a tangible example of the enhancing role that private equity has in the sustainability of 
companies, industries and economies.  Ranging from small minority stakes to large majority shareholdings, the investment stories in 
this publication showcase a diversity of businesses from food and agriculture, to IT & financial service, energy, consumer goods and 
real-estate. 

Raising corporate governance standards is a key focus for private equity investors, with examples of portfolio companies becoming 
compliant with international industry-specific codes and principles and improving in financial reporting. In essence, these case 
studies show that the benefits of a private equity partner extend far beyond the income statement. 

The report also demonstrates how responsible business practices are increasingly seen as part of a commercially successful 
business, in particular in Africa. Over the past decade, environmental, social and governance (ESG) issues have become core 
to business and investment strategies worldwide. These ESG concerns have become key drivers, motivating businesses to 
explore sustainable practices and solutions to outperform their competitors. Therefore, a good ESG track record is becoming an 
increasingly important part of a financially successful exit for investors. As put by one of the participants: “Investors of yesterday 
are not like the investors of tomorrow, strategic buyers are increasingly scrutinising the companies track record in these areas and 
improved data collection and quantification becomes a powerful tool. If you are just throwing darts, then you are practicing. But if 
you are keeping score, then you are playing.”

The case studies demonstrate that private equity, with its comparatively long-term investment horizon and higher acceptance of risk 
is a significant investor in Small and Medium Enterprises (SMEs), the engine of economic growth and job creation in East African 
economies, as well as in new, innovative companies and large scale developments. The research for these seven case studies 
alone identified 3000 new jobs created directly by the companies since the investments by the PE funds, at an aggregate invested 
amount of over USD 500 million. Initiatives implemented as a result of the investments included purchase of new machinery, value 
addition and expansion into new markets.  Private equity has prompted the businesses to look at their cost structures, ensuring 
processes become more efficient and working capital is better managed. Improvements in IT and management systems have led to 
improved customer service and reduced turnaround times. Overall, these businesses become better businesses for the benefit of all 
stakeholders. 

Lastly, in terms of institutional investment into the private equity asset class, most of the capital for East African private equity has 
been raised from governments and development finance institutions in Europe and the United States. We are, however, seeing 
increasing interest from domestic East African institutional investors and we hope this report will enable a deeper understanding of 
how private equity gives investors valuable diversified exposure to regional growth and creates positive developmental impact on 
the region. 

We would like to thank the team at EBS Advisory whose work has made this first compilation a success. 

We trust the EAVCA Case Study Compendium is of value to all stakeholders and successfully conveys the transformational impact 
of private equity investment in our region.

Nonnie Wanjihia  Burbidge
Executive Director, EAVCA

1www.empea.org
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KEY FACTS

Company: MB Plc trading as Family Milk

Investor: Schulze Global Investments
  Limited

Sector: Agriculture (Dairy Processing)

Type of investment: Growth capital

PE shareholding: 45%

Revenue: USD3.1m

Revenue growth: 100% (first five months of 2016)

Employees: 125 (80% male, 20% female)

INVESTMENT IMPACT HIGHLIGHTS

• New experienced management team in place to 
supplement existing management and technical 
expertise and help align strategic vision and values

• Investment in an ultra-heat temperature (UHT) 
machine, the first in Ethiopia, to increase 
production four-fold and facilitate the introduction 
of extended shelf life production lines 

• Quality feed supply to dairy farmers on credit 
and payments deducted from milk sold to the 
company

• Improvement in animal breeds and improved 
animal husbandry through enhanced animal 
husbandry practises

THE COMPANY

Family Milk is a leading dairy processor in Ethiopia. The operation 
produces milk and milk products and distributes them to a diversified 
customer base across the Addis Ababa area, including retail outlets, 
hotels, restaurants and cafés. In addition, Family Milk holds long-term 
supply contracts with Ethiopian Airlines as well as various hospitals and 
government agencies. The company’s current product mix includes 
pasteurised milk, butter, yoghurt and various cheese types such as 
cottage, mozzarella, provolone, ricotta and feta. 

Family Milk’s vision is to become the pioneer in new product 
development in Ethiopia and to be recognised for delivering the 
industry’s highest standards in quality, innovation, service and social 
responsibility. It intends to achieve this by creating market access for 
local dairy farmers to generate higher household incomes, contribute 
towards the fight against unemployment by creating job opportunities 
and boost revenue by paying tax to the government.

Schulze Global Investments Limited (Schulze Global) acquired a 45% 
stake in Family Milk in February 2016.

THE COMPANY AS AN INVESTMENT OPPORTUNITY

Schulze Global was attracted by the operation’s strong fundamentals 
and growth prospects. This was underlined by the following:

• Increasing demand for hygienically processed milk, especially for 
the burgeoning middle class. Currently only 5% of milk is produced 
and sold commercially in Ethiopia, while the other 95% is bought 
and consumed traditionally, i.e. unprocessed from the farms.

• High price of imported long life milk.

• Opportunity to capture additional market share in Ethiopia and 
the region by increasing marketing strategies to increase milk 

• Schulze Global Investments Limited was 
advised by the transaction team of the East 
Africa Trade and Investment Hub (EATIH). EATIH 
is the U.S. Government’s flagship program 
under the Presidential Trade Africa Initiative, 
launched in 2013 to boost trade and investment 
with and within Africa, focusing on the East 
African Community, Ethiopia and Madagascar. 
CrossBoundary LLC is the transaction team for 
EATIH through its regional office based in Nairobi. 

• The Hub’s transaction team carried out a review of 
the existing milk distribution system and provided 
recommendations to the company on how to 
increase the efficiency of its overall milk distribution 
strategy across the country. The fulfilment of these 
recommendations was integral to Schulze Global’s 
decision to invest. 



CASE STUDY COMPENDIUM 5

consumption in Ethiopia from the current 19 litres per 
capita to the regional average of 30 litres per capita, as 
milk is a nutritious food that can make a major contribution 
to household food security.

• Opportunity to contribute to farmer empowerment through 
supply of quality animal feed and improved exotic cattle 
breeds. This is being undertaken in collaboration with the 
Ethiopian government.

• Optimise the company’s grassroots network for milk 
collection to ensure adequate milk supply.

• Improve nutrition and boost incomes for families through 
training and investments in the dairy sector. 

THE ROLE OF PRIVATE EQUITY

Operations optimised by a new management team

Family Milk is among the fastest growing dairy processors in 
Ethiopia and enjoys a strong brand presence. In the five months 
following the Family Milk and Schulze Global partnership, 
Schulze Global has helped Family Milk raise its market share 
from 10% in February 2016 to 14% in June 2016. The intention 
is to grow market share to 30% by January 2017. The company 
has been able to price its products competitively in the market 
and introduced new marketing strategies to increase demand. 
The existing pasteurising plant has an installed capacity to 
process 63,700 litres of milk per day. The plant is currently 
processing 23,000 litres per day (36% of installed capacity), up 
from only 10,000 litres before the investment. This represents an 
increase of over 100% in processing ability since the investment. 
This upward trend is expected to continue with the aim of 
realising full processing ability. The current workforce of 125 

employees is expected to increase three-fold by January 2017, 
following the purchase of the new long life UHT plant. 

These enhancements are largely the result of improved 
management practises introduced post investment. Experienced 
senior executives - CEO, CFO and HR manager – were enlisted 
externally (from the dairy industry in Africa and worldwide), to 
assist the existing management team in reviewing and improving 
production efficiency, scaling up operations, including the 
sourcing of milk, as well as enhancing the marketing of the 
processed dairy products. The company intends to acquire 
and integrate a new financial accounting system and convert its 
financial statements to IFRS-compliant standards.

Equipment purchase and cooling tanks

As part of its investment, Schulze is assisting Family Milk to 
purchase a long life UHT machine from Tetra pack, with a 
processing capacity of 4,900 litres of milk per hour. This is 
expected to further increase Family Milk’s market share to 30% 
by 2017 and provide an additional 150,000 litres of UHT milk 
to the Ethiopian population in the same year. The UHT machine 
is expected to arrive within the next six months. The estimated 
payback period for the equipment is 2-3 years.  

As there are currently no long-life UHT milk processors in 
Ethiopia and UHT products are usually imported, the machine 
will address a significant gap in the market. One of Family 
Milk’s main competitors is able to process milk that has a 
maximum shelf life of three months. In addition, Ethiopia 
comprises a population of largely Orthodox Christians, who fast 
for approximately 260 days per annum. Fasting takes place 
every Wednesday and Friday, as well as on additional religious 
fasting days, during which the consumption of animal products 
is subdued and affects the demand for fresh milk and milk 
products. The UHT machine will ensure sustained processing of 
milk during fasting periods.

The increase in processing ability goes hand in hand with better 
milk collection due to the increased demand. The increased 
demand for milk will result in greater competition for milk by 
other milk processors and, in return, better prices paid to the 
farmers. As part of the investment, new milk collection and 
cooling tanks have been set up in milk catchment areas, located 
approximately two hours’ drive from Addis Ababa. In the past, 
milk collection was conducted before 8am and the milk then 
transported directly to Addis Ababa. The cooling plants will 
ensure farmers can deliver their evening milk as well as improve 
on milk handling and hygiene.

The investment will also see the purchase of a fleet of supply 
and distribution vehicles to promote an improved logistics 
network, which is aimed at the enhanced management of milk 
availability. 

Empowering farmers and traders

• Ready and constant market - By investing in the UHT 
machine, the company will be able to buy milk from 
farmers throughout the year, even during periods of fasting. 
The constant milk demand will ensure farmers receive 
a constant and predictable income, making them less 
susceptible to exploitation from middlemen, who often 
buy milk cheaply during seasons of high supply and low 
demand. In addition, Family Milk will ensure farmers are 
paid 15 days after delivering milk via M-Birr, the local 
mobile money transfer system. The main competitor pays, 
on average, after more than 20 days.

• Credit to farmer/ Availability of subsidised animal feed 
- Approximately 2,000 farmers currently supply milk to 
the company. In partnership with the government and 
local non-governmental organisation, IFDC, the company 
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operates the only animal feed concentrate processor in Ethiopia to 
offer a feed credit programme. Most dairy farmers that supply milk 
to Family Milk have enrolled on the programme. The programme 
has had a significant impact on the farmers as they are now able 
to obtain quality animal feed on credit and the loan amount is 
deducted from the sale of their milk to the company. 

• Farmer’s empowerment and skills development - Ethiopia’s dairy 
sector is dominated by smallholder dairy farmers. The current 
average production is 5 litres per farmer. The company is involved 
in training farmers about good dairy farming practises such as 
silage making, housing as well as zero grazing practices, aimed at 
increasing overall milk production. Most farmers currently herd their 
animals in open fields. The implementation of zero grazing units will 
result in improved animal husbandry and a reduction in the impacts 
associated with overgrazing.  In addition, more land will be available 
for other farming activities.

Nutrition, food-security  and availability of milk in the market

Milk production and consumption are considered by agencies such as 
the Food and Agriculture Organization of the United Nations (FAO) as 
one of the most important sources of protein intake of rural populations 
in developing countries1. Family Milk aims to provide high quality, 
affordable and nutritious pasteurised milk and milk products to the local 
and international market. The company markets its products to outlets 
such as supermarkets and retail stores in Addis Ababa. There has been 
a positive uptake of pasteurised milk, especially from mothers who 
need to feed hygienically handled milk to their infants. Distributors are 
allocated specific regions in which to supply the product. The company 
aims to capture additional market share in Ethiopia and export its 
products to neighbouring countries in the region such as Djibouti, South 
Sudan and Somalia.

CONCLUSION

Family Milk is well positioned to help transform the dairy sector in 
Ethiopia and the region. The company’s choice to work with Schulze 
Global was due to the Fund’s local presence, its value-add capability 
and strong partnership values.

ABOUT EAST AFRICA TRADE AND INVESTMENT HUB

The EATIH transaction team’s services span the investment process 
and are offered at no cost to eligible companies for investments into the 
financial services, ICT and agribusiness sectors, including cotton, textile 
and apparel. Eligible investors include private equity funds, commercial 
banks, impact funds, development finance institutions, and others.  
Small and medium-sized enterprises, corporations, and projects in our 
targeted sectors are eligible as capital seekers. 

For more information please contact Kanini Mutooni, EATIH Director of 
Investments, at kmutooni@eatradehub.org.

There is huge potential in 
the Ethiopian dairy sector 
considering it has the largest 

cattle population in Africa, but very 
low milk production. Schulze Global is 
the pioneer of private equity investing 
in Ethiopia, having raised the first 
country-focused private equity fund 
in 2013 with a local team operating 
since 2008. We wanted to be among 
the first to develop the sector to 
international standards, increase the 
per capita milk consumption and 
positively impact on the livelihood 
of farmers and consumers of dairy 
products in Ethiopia.” 

Blen Abebe, Vice President, 
Schulze Global Investments

Early morning milk collection in Fiche

1FAO. 2013. Milk and Dairy Products in Human Nutrition



CASE STUDY COMPENDIUM 7

KEY FACTS

Company: SolarNow

Investor: Novastar Ventures

Sector: Energy technology / access

Type of investment: Venture Capital / start-up   
 expansion phase

PE shareholding: 24%

Revenue growth: 50% p/a (2016)

Employees: 319

INVESTMENT IMPACT HGHLIGHTS

• Following the investment, SolarNow has become 
the largest supplier of solar systems in Uganda, 
having gained 33% of market share in the mid-
range market segment. The company has sold 
12,000 systems in the last five years and has a 
monthly revenue of USD 400,000.

• The investment has allowed the company to 
expand beyond Uganda and into the East African 
market. 

• The company has grown from 55 employees 
prior to investment in 2014, to 319 employees in 
2016. Additionally, according to SolarNow’s data 
analysis, around 24% of all systems are used 
commercially, generating one new job per system. 
This translates into 2,880 new indirect jobs 
generated in five years. 

• Rapid expansion of SolarNow, which through its 
innovative business model, products and services, 
brings significant socio-
economic development in 
the form of increased SME 
profitability, job creation, 
household cost-savings 
and access to energy and 
related services for over 
185,000 people (SolarNow 
customers and their families) 
in rural areas.

SolarNow’s core mission is to provide 
a product and service, which is aimed 
at solving a development challenge and 

has the potential to radically change society. 
Commercial profitability is a core component 
of successfully achieving this mission. The two 
objectives are perfectly aligned; the more we 
grow the business, the more people we are able 
to reach with our services. With our like-minded, 
long-term investors on board, we can achieve 
these goals.”

Willem Nolens, Founder and MD, SolarNow

THE COMPANY

SolarNow was established in 2011 by its current Managing Director and 
sells high quality modular solar systems in Uganda, focusing on the mid-
segment of the market i.e. 50-5,000W installations for small commercial 
and large household use (the other two segments being small household 
systems, mainly lanterns and solar minikits, and large scale commercial 
systems). To ensure the systems are affordable for consumers, they are 
sold on credit with a 15% deposit and the balance paid over a 24-month 
period. The company requires significant working capital to finance the 
solar systems before installation is complete. Expansion capital in the 
form of equity was also necessary to grow the business.

THE COMPANY AS AN INVESTMENT OPPORTUNITY

With a background in banking and microfinance, combined with solid 
market research, SolarNow’s founder identified a demand for mid-sized 
solar systems in rural areas. Trading in this slightly higher value asset – 
to compensate for lower population density and higher transaction costs 
of doing business in rural areas – was identified as a viable business 
proposition.  What was available in the Ugandan market at the time 
was a large number of small scale vendors selling a low quality product, 
which contributed to a poor reputation of solar powered equipment. 
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Venture Capital fund, Novastar Ventures (Novastar), invested in 
SolarNow in October 2014. Novastar saw the potential in SolarNow’s 
innovative products and services, good distribution network and the 
scale of the market opportunity. Importantly, the company and fund 
manager shared the vision of building profitable businesses while 
providing solutions that addressed societal challenges. 

THE ROLE OF VENTURE CAPITAL

Risk capital and long-term investment horizon

Venture Capital differs from Private Equity in that it is willing to take 
on the higher risks associated with investing in start-ups, technology 
innovation and new business models. Venture Capital is specifically 
tailored to the needs and trajectory of start-ups, but as a result is only 
interested in supporting businesses with the potential to scale into 
very large enterprises.  Essential to a successful investor partnership in 
African markets is a deeper appreciation of the market context. VC in 
other parts of the world may have a track-record of quick returns, but in 
the African context, while opportunities are significant, it can take longer 
to build sustainable businesses and realise those opportunities. 

An important consideration in most African markets is also to not grow 
too fast and thereby out-grow existing management capacity. Building 
the required skills at mid-management level is a critical element to 
successful expansion. It requires discipline and a calibrated approach 
to ensure management capacity and systems are in place to effectively 
meet the demands of the expanding business. This allows for the 
creation of sustainable structures, which in turn allow investors to place 
more confidence in the market.

Novastar is also committed to building popular and trusted brands and 
this takes time. The economics will follow as a result of this success.  

Strategic input, governance and management capacity

Apart from the capital injection, the investor brought management 
expertise and a fresh perspective to the business. They challenged the 
existing management team by asking strategic questions. They also 
provided an additional level of governance in the form of a Supervisory 
Board, which meets monthly to ensure the right decisions are taken 
in the rapidly growing business and that the interests of clients, 
borrowers and the business as a whole are protected.  The investor 
also introduced a systematic means of measuring the societal impact 
of the business and how that contributes to growing the business’ own 
customer base and ultimately the bottom line. 

Technological / developmental leapfrogging 

Off-grid energy technology has the potential to radically change 
developmental trajectory and in particular make a significant 

difference to poorer people in rural areas. With electricity 
proving too costly for many or not being rolled out to large 
parts of country, innovative technologies and business 
models can build a productive rural economy more quickly 
and accelerate sustainable development. 

The investment has allowed the company to expand the 
business and thereby increase the impact associated with its 
unique business model, products and services in rural areas: 

• SME business growth, cost-savings and increased profitability 
and income generation: For households and commercial users, 
the cost savings associated with switching from traditional energy 
sources to solar energy can be enormous. For commercial users 
the payback period for the solar systems is often less than twelve 
months (for households this is somewhat longer, hence the 
24-month credit period). 

• Client centricity: SolarNow assesses the unique needs of each 
client and offers tailor made, upgradable solutions that meet their 
particular needs. The company aims to be a “solutions provider” 
rather than a “product seller”. High client satisfaction is particularly 
important in the rural market as it is predominantly a referral 
market. 

As a Venture Capital (VC) fund, 
our investment philosophy is 
to identify and invest in start-

up businesses that have the ability to 
help society leapfrog generations of 
development. What investors need to 
be comfortable with is the potential 
high risk if the venture fails, but on 
the other hand, they can expect high 
returns and dramatic impact on social 
development when the business is 
successful. For start-up entrepreneurs 
with a desire to change the world, 
a VC partner is the right choice. It is 
not possible to achieve this kind of 
scale through friends and family. VC 
is prepared for high risk. We back 
people and ideas, as opposed to 
proven track record and stable cash 
flow.”

Andrew Carruthers, Partner, 
Novastar Ventures
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• Socio-economic development, access to information and 
services: Job creation, not only directly, but also as a result 
of the customers growing their businesses. The solar 
systems also allow for a range of improved services such 
as cooling facilities at clinics as well as safe and efficient 
service provision at night. TV, radio and mobile phones 
are sources of information that allow people to be better 
informed. It also brings modern life to the villages and 
youth may feel less inclined to migrate to the cities.   

• Health, safety and environmental protection: Solar-powered 
lights typically replaces kerosene lamps and thereby 
reduces the risk of fires and burns from kerosene lamps, an 
ever-present danger in rural areas, as well as inhalation of 
toxic fumes that can lead to lung and eye diseases.  Bright 
solar lights are also a vast improvement on the poor light 

from candles and kerosene lamps, bringing a decreased 
likelihood of long-term eye strain, a significant health effect 
in communities operating in conditions dominated by poor 
lighting. 

IN CONCLUSION

Novastar, with its long-term investment horizon and alignment 
with the needs of early-stage companies, was an ideal partner 
for SolarNow. They also shared the vision to solve a societal 
challenge through a scaled up, efficient and profitable business. 

Novastar brought resources, capacity and strategic input to 
SolarNow. The VC fund is helping the company grow to the next 
level and prepare itself for commercial private equity investors, 
who typically require three or more years’ track record of 
positive cash flows and earnings

Mugume Donald, who hails from Sanga sub-county in Kiruhura district is a dairy farmer and owner of a large number of goats. His 
solar-powered water pump allows him to double his earnings in the dry season (which lasts for approximately five months of the 
year) by pumping water from a nearby reservoir to ensure green fields all year round

“Our dream is to assist 
villages to become  
self-sufficient off-grid 
communities through 
reliable solar energy 
supply, with a view to 
facilitating access to the 
Internet and promoting 
a more sustainable and 
modern rural lifestyle.”  
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KEY FACTS

Company: Cellulant Corporation 

Investors: TBL Mirror Fund, Progression
  Capital, Velocity Capital

Sector: ICT and Financial Services

Countries of
operation: Kenya, Nigeria, Tanzania,
  Malawi, Zambia, Botswana,
  Ghana, Zimbabwe,
  Uganda and Mozambique

Type of investment: Expansion 

Investment amount: USD 2m

PE shareholding: TBL Mirror Fund – 9.64%

Revenue growth
(Digital Payments): 300% (2012 – 2015)

Employees:  250

INVESTMENT IMPACT HIGHLIGHTS

• Cellulant’s payment services enable customers to 
make payments conveniently and cost-effectively, 
easing the challenges inherent in cash-based 
payments. 

• The company’s eWallet platform for farmers has 
increased the efficiency and impact of the Nigerian 
Government’s fertiliser voucher distribution 
programme by reducing voucher diversion while 
ensuring widespread reach to targeted farmers. 

• In Kenya, the company’s partnership with Nairobi 
City Water & Sewerage Company has curbed 
issues of customer activation, easy bill payment 
and doubled collections. 

• In 2012, the year after investment, the Group 
conducted approximately USD 300m worth 
of mobile commerce transactions across its 
operations. To date, Cellulant serves 50 million 
addressable customers and 665,000 active mobile 
commerce customers (up from 87,000 at the time 
of the investment in 2011). 

• The company’s payment ecosystem has 
expanded and currently serves 40 mobile network 
operators, 50 banks, 15 mobile wallets, 70 
merchants and 200 businesses.

THE COMPANY

Cellulant Corporation is a digital payment business 
that aims to build the most connected payments 
ecosystem in Africa.  Cellulant was founded in 
2002 by Ken Njoroge (current Group CEO) 
and Bolaji Akinboro (current CEO Cellulant 
Nigeria), commencing with operations 
in Kenya and Nigeria.  Subsequently, 
Cellulant expanded to other countries 
including Tanzania, Malawi, Zambia, 
Botswana, Ghana, Zimbabwe, 
Uganda, Mozambique and Liberia. 

At inception, Cellulant began by selling digital content directly to 
customers. To date, it has sold digital content to more than 20 million 
customers. Initially, mobile operators were retaining most of the 
revenue share, which led the founders to develop a mobile banking 
and payment solution platform that allowed them to bill for the content 
more efficiently. This solution meant consumers could pay Cellulant 
directly from their banks or mobile wallets and led to what has become 
Cellulant’s mainstream business – a digital payment solution.

Cellulant’s payment ecosystem connects financial sector customers, 
mobile network operators and businesses to their increasingly mobile 
consumers. The company focuses on mobile payments, mobile 
content and mobile commerce with the main customers being banks, 
merchants and direct customers. By 2016, Cellulant had developed 
an extensive payment ecosystem connecting more than 40 mobile 
network operators, 50 banks, 15 mobile wallets, 70 merchants and 200 
businesses.

TBL Mirror Fund is a private equity fund that started in 2007. The fund 
focuses on Small and Medium Enterprises in East Africa across sectors 
of ICT, healthcare and consumer goods, operating in growth markets 
where value can be added through the knowhow and involvement of 
investors of the Fund and where considerable scale can be achieved 
through equity investments of on average USD 1.5m. TBL Mirror Fund 
has invested in 9 companies in Kenya and Uganda and has its offices in 
Nairobi, Kenya.  
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We want to be the leading digital payment provider in Africa and 
to create a billion-dollar operation on the continent. We want 
to showcase a model based on entrepreneurial grit that has 

significant potential for success here in Africa. Our vision is to not only 
achieve commercial success, but to also make an impact on society 
through our services and especially, through our example.”

Ken Njoroge, CEO, Cellulant Corporation

THE COMPANY AS AN INVESTMENT OPPORTUNITY

Africa’s legacy payment infrastructure, which has been highly 
reliant on cash transactions and biased toward larger urban 
centres, results in unnecessarily high transactional costs for 
most consumers, particularly those in rural areas. In addition, 
credit card penetration in Sub-Saharan Africa remains low (less 
than 5%).

Digital payments are becoming increasingly popular as a 
convenient and cost effective way of facilitating payments 
in Africa, particularly through mobile payment platforms. 
Pan African research network, Afro-barometer, reports that 
approximately 93% of adults in Africa have access to mobile 
phone services. Notably, mobile money transactions in Sub-
Saharan Africa reached USD 656m in 2014. This is expected to 
increase to USD 1.3bn over the next four years.

Cellulant is well positioned to capitalise on the growing 
preference in Africa for digital payments solutions due to their 
convenience, cost-effectiveness and reliability. In addition, the 
company provides a payment ecosystem that enables diverse 
players in the payment space, such as merchants and banks, to 
reach significant numbers of customers and facilitate numerous 
transactions cheaply and conveniently.

THE ROLE OF PRIVATE EQUITY

Organisational development

The Mirror Principle at TBL Mirror Fund guides the investor’s 
preference for active participation in its portfolio companies. In 
the case of Cellulant, TBL Mirror Fund’s entry in 2011 enabled 
the formalisation of the company through the development of 
governance systems, structures, processes and procedures. 
It enabled the company to separate ownership, board and 
management, which were close-knit at inception. This resulted 
into improved controls and structures, which are essential for a 
growing company. In addition, the investor played a key role in 
supporting and strengthening the management team ensuring 
that the company has the right skill sets to drive its ambitious 
growth agenda and assisted in bringing in the second round 
investors, Progression and Velocity Capital.

Business strategy input

Cellulant Corporation works across diverse sectors and 
geographies. This creates the need for a unified management 
style through the integration of common operational and 
managerial practices. TBL Mirror provided strategic input in 
the development and execution of a unified “one Cellulant” 
approach, enabling the company to develop a common mission, 
vision and business model. Defragmented and disparate 
functions have been improved through the creation of an 
overarching Group structure, which ensures common practices 
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Cellulant is one of our more 
successful investments which 
has been able to ride the growth 

in mobile payments, shown ability to 
scale across Africa, and therewith 
generating solid commercial and 
social returns. This is only the start, 
the potential is huge, and Cellulant 
has laid the foundation for growth.”  

Eline Blaauboer, Managing Partner, 
TBL Mirror Fund

are cascaded throughout the company within its diverse geographies. 
Additionally, the investor brought new perspectives and ideas to the 
company’s business plan, a process that added tremendous value to 
the overall company strategy. 

Social impact

Cellulant’s key social impact arises from the convenience and cost 
savings accrued by customers since it reduces the need for physical 
exchange and movement inherent in cash transactions and the punitive 
costs that smaller cash transactions attract especially in formal settings 
such as banks and financial institutions. The payment platform also 
facilitates payments between informal sector businesses, which tend 
to operate outside formal systems, with larger companies and financial 
institutions. This has been the case with institutions such as Nairobi 
City Water & Sewerage Company, where 60% of its customers reside 
outside the formal sector. By providing a digital billing system, the 
company has enabled customers to activate accounts and effect 
payments while benefiting from data on market trends and doubled 
collections.  

Being in the technology space, Cellulant has attracted and developed a 
talented pool of young Africans within the Information, Communication 
and Technology (ICT) sector, providing much-needed employment 
opportunities for youth. The average age of employees in the company 
is about 26 years.

In Nigeria, Cellulant’s provision of an eWallet for the Nigerian 
Government’s fertiliser subsidy disbursement programme for farmers 
has had several social impacts. The company was able to enrol 
14.5 million farmers into the program within 3 years.  The program 
increased efficiency of the subsidies reaching farmers from 11% to 
90%. The productivity of farmers on this programme has improved from 
approximately USD 700 in 2011 to USD 1,800 in 2014. This increased 
productivity has contributed approximately USD 30bn to Nigeria’s Gross 
Domestic Product (GDP) and reduced the national food importation bill 
from USD 16bn to approximately USD 6bn.

In 2016, Cellulant partnered with the Liberian Government for the 
Liberian Transformation Agenda backed by the African Development 
Bank. Leveraging the experience with the eWallet program in Nigeria, 
Cellulant has built a technology platform that provides an efficient 
agro-input distribution system. The platform links farmers and agro-
dealers to agricultural inputs suppliers, financiers and markets. Within 
seven weeks of launch, Cellulant has surpassed the targeted 150,000 
farmers by registering 180,000 farmers into the eWallet ecosystem. The 
Government of Liberia is looking to extend the partnership with Cellulant 
to bring a total of 300,000 farmers on board. 

IN CONCLUSION

Cellulant’s payment ecosystem serves merchants, banks, businesses 
and individuals, with solutions that offer convenience at a significantly 
lower cost than alternative payment options. The company’s services 
are a key ingredient in the effort to enhance financial inclusion and drive 
value for players within the payment sector. With widespread mobile 
phone penetration in Africa, Cellulant is well positioned to impact a wide 
cross section of society.

Digital payment offers immense opportunities for social impact and 
commercial success. Cellulant’s engagement with the Nigerian and 
Liberian Governments showcases the potential of digital platforms 
to facilitate government service provision and improve livelihoods in 
a commercially sustainable manner. It underscores the possibilities 
that exist in addressing challenges in key value chains through digital 
technology.

Cellulant provides an example of innovation, technology, 
entrepreneurship and sound business practices on the African continent, 
providing leading edge solutions for a wide variety of customers and 
society as a whole. 
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We have undergone a great learning 
experience with Ascent. They are highly 
business-minded and have been a good 

investor to work with. They participate in our 
weekly management meetings and willingly 
share ideas. Our vision is to bring scaled up 
mobile services to the people of Uganda through 
client focus, convenience and accessibility. Our 
ambitious expansion plan for Uganda is taking 
off and our profit has skyrocketed. We would not 
have been able to achieve this success without 
Ascent.”

Norman Batuma, MD, Chims Africa

INVESTMENT IMPACT HIGHLIGHTS

Since investment in August 2015 until May 2016, the investment 
impacts for Chims have been significant:

• 21 new outlets have been set up (from 150 in 2015 to 175 in May 
2016).

• 23 new jobs have been created directly under Chims (20 mobile 
money sales and 3 management positions). 

• The number of independent money mobile agents registered under 
Chims has grown by 300% from 651 agents in May 2015 to 1,956 
in May 2016.

• 75% of jobs are held by women. 

• Growth in transaction volume is 25%. 

• Impact on trade: The Busia region (the County bordering Kenya) 
has had a rapid growth from 4 mobile money outlets as at August 
2015 to 10 outlets as at close of May 2016. Looking at number 
of outlets and volume of transactions combined, this represent 
a growth rate of more than 105% in the region within the 1 year 
period.

• Social impact: 12 interviews with agents and customers show 
examples of how Chims’ rapidly growing services has directly led to 
increased income and profitability for these agents and customers 
and their families (examples of income growth of 50%). 

THE COMPANY

Founded in 2003 by its current MD, Norman Batuma, Chims Africa is 
an MTN mobile money agent operator that provides an electronic wallet 
service to enable customers to send and receive money anywhere 
in Uganda using their cellular phones. In addition, the system allows 
people to deposit and withdraw money from their bank accounts. 

From its humble beginnings in 2003 as a family run company and one of 
the first licensed mobile money dealers in Uganda, Chims now employs 
215 employees and has grown its network of independent agents by 
300%. Chims has over the past four years consistently been ranked 
the top service provider in Uganda. Chims’ unique value proposition is 
centred on professionalising and scaling up mobile money services in 
Uganda. This has translated into Chims outlets always having a cash 
float available, no matter how large the transaction. Notably, a number of 
outlets are now open 24 hours a day, seven days a week. 

THE COMPANY AS AN INVESTMENT OPPORTUNITY

In 2003, when mobile money banking became licensed in Uganda, the 
large unbanked population represented a huge market gap in terms of 
access to financial services. Only 3 million (11%) of the then 27 million 

KEY FACTS

Company: Chims Africa

Investor: Ascent Rift Valley Fund (Ascent)

Sector: ICT and Financial Services

Country of
operation: Uganda

Type of investment: Expansion 

Investment amount: USD2m

PE shareholding: 60% 

Revenue growth
(2016):  27% 

Employees: 215

• Ascent Capital was advised by the transaction 
team of the East Africa Trade and Investment 
Hub (EAITH). EATIH is the U.S. Government’s 
flagship program under the Presidential Trade 
Africa Initiative, launched in 2013 to boost 
trade and investment with and within Africa, 
focusing on the East African Community, Ethiopia 
and Madagascar. CrossBoundary LLC is the 
transaction team for EATIH through its regional 
office based in Nairobi. 

• The Hub’s transaction team performed commercial 
due diligence on Chims including a market 
analysis of the mobile money market in Uganda to 
inform a post-investment roadmap and strategy 
for the firm’s service expansion. The roadmap 
included recommendations for what new products 
or services could be introduced to the market, and 
how the company should prioritize the introduction 
of new services based on its capabilities.  
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population had bank accounts. In line with many other 
African markets, mobile money quickly became a 
success due to the convenience and security it offers 
users. Demand was significant and business was going 
well for Chims, but the founder was aware that pent-up 
demand existed for a scaled-up, consistent and reliable 
service offering.  

THE ROLE OF PRIVATE EQUITY

Professional management and organisational 
development

Ascent shared the vision of Chims’ MD, a vision that 
may have sounded simple, but which required a 
tailored strategy and execution plan, alongside capital 
investment. Through its active, hands-on engagement 
in the company, Ascent supported the formalisation of 
the company’s systems and processes, including the 
financial management systems, reporting structures, 
occupational health and safety practices and corporate 
governance. A professional management team was 
engaged with a view to injecting new talent, new 
mind-sets and dedicated functions - finance, business 
development and human resources - into the business.  
Central to the new management plan was Chims’ 
focus on skills development and an incentive-based 
performance management system for supervisors. 
The results of the new initiatives are being monitored, 
but the company has already seen improvements in 
supervision and health and safety practices, which in 
turn are expected to reduce staff turnover and improve 
customer service. Another benefit of reduced staff 
turnover is the reduced risk of fraud, as fraudsters 
typically target kiosks operated by new employees. 

Business strategy input

In collaboration with Chims’ founder, Ascent began 
implementing the tailored expansion plan in late 2015. 
The plan focused on optimising cash requirements 
for existing agents i.e. boosting their ability to 
handle any size of transaction; expanding the agent 

In the Busia region, the number of Chims outlets has grown from 
four to ten within a year and the average number of transactions 
from 4200 to 8600 per month in the same period. Customers here 
are mainly the “money changers” (informal currency exchange 
traders) and cross-border traders with Kenya (trading in agricultural 
commodities and manufactured goods). According to the Chims 
Busia Area Supervisor, Gibson, traders prefer Chims because of 
its unlimited availability of cash and its reputation as being reliable. 
“The payment platform has improved functions such as showing 
the recipient’s name. And the reliability of the mobile operator 
network has also improved over the past two years,” he says.

Areas already covered

New or expanded zones:
New: Lira, Soroti, Nebbi 
Expanded :Busia 

network, particularly in the rural parts of Uganda; and investing in 
business improvements and new services.  Another critical success 
factor included the leveraging of the combined business networks 
of the founder and Ascent, which allowed the company to enter into 
partnerships with hosts that offered good accessibility and security, such 
as petrol stations, the UN and the international airport. Chims is fast 
earning a reputation as a trusted and reliable service provider with the 
ability to instantly handle any transaction, no matter how large or small, 
at the same price as other competing agents.

Enabling trade and stimulating growth 

In general, the use of mobile phones to transfer money, make payments 
and access financial services has the potential to revolutionise the 
lives of millions of people who have never had access to traditional 
banking services. In urban areas that offer limited access to transport, 
electricity and roads, mobile money can transform the socio-economic 
landscape significantly. Through its partnership with Ascent, Chims 
Africa embarked on its mission to massively scale-up these revolutionary 
services across Uganda. These services bring value to customers and 
society by enabling transactions and trade and thereby contributing 
to income generation, increased profits and job creation - as small 
businesses grow. As a result of a recent partnership with a tea factory 
in the Kyenjojo region, the Chims platform will be used to pay the 
approximately 4,000 tea farmers. Thereby enabling efficient payment of 
salaries in remote areas where banks currently charge the farmers high 
rates, thereby reducing their profits. 

Chims serves on average 10,000 people per day across the country, 
including informal traders, small and medium-sized enterprises (SMEs) 
and individuals, who use Chims as a payment and savings platform.  
The target is to grow the business to 500 agents by 2018, which 
equates to approximately 10 new outlets per month. 

Chims has the largest network of independent mobile money agents 
in Uganda. The network has grown enormously (by 300%) in the past 
year, largely due to the company’s ability to offer training and business 
support to its independent agents, and the increased number of referrals 
from the satisfied independent agents.  Chims has also launched a 
pioneering loan product to enable the independent agents to grow 
their businesses. These loans are made available to agents who have 
demonstrated their loyalty to Chims by remaining with the company for 
an extended period of time. 
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David Kulumba is a green banana (Matoke) trader and transacts with Chims daily. Married with four children, he sources bananas 
from the rural villages and has them delivered to the Entebbe market to sell.

“I no longer have to travel long distances to collect produce and pay suppliers, a process that would take up most of my time. Now 
I transfer the money and the produce can be transported to market. This means I can focus on growing my business, spend more 
time with my family, and the risk element of traveling with cash is no longer there. Chims has a float available regardless of the size 
of the transactions I want to make. The customer service is also great and this attracts other traders to the Chims kiosk.”

Denis Kimbungwe, an independent agent registered with Chims who operates his business 18km from Kampala, accessed 
a loan of UGX3.5m (USD1,040) from Chims to increase cash availability for transactions. As a result, business has increased 
by 200 to 300 more transactions per month. “This is because I no longer have to send customers away due to the lack of a 
float,” he says.

Prior to receiving the Chims loan, he earned a commission of UGX400,000 (USD120) per month. Now he makes about 
UGX600,000 (USD180) per month and says the loan from Chims is affordable and offers better terms than those from banks.

IN CONCLUSION

Through its commercial products and services, Chims 
provides solutions to the developmental challenges 
associated with limited access to financial services in 
particular in rural areas. The partnership with Ascent 
has allowed the company to scale up its services in a 
highly profitable way. Notably, Ascent’s investment has 
entrenched Chims’ position as a market leader. 

The unique focus on expansion into rural areas has 
been highly profitable. On the surface, it may not have 
been considered an attractive business opportunity, 
but pent-up demand resulted in a boom in business for 
Chims. 

The formalisation of the company is already showing 
signs of increased staff retention, which is expected 
to lead to better customer service as well as reduced 
incidents of fraud. 

As a result of its success, Chims is now able aggressively pursue new 
product development and further expand its service offerings into 
rural areas. The company is currently evaluating the viability of using 
its platform to sell solar lamps and offer micro finance and insurance 
solutions.  

ABOUT EAST AFRICA TRADE AND INVESTMENT HUB

The EATIH transaction team’s services span the investment process 
and are offered at no cost to eligible companies for investments into the 
financial services, ICT and agribusiness sectors, including cotton, textile 
and apparel. Eligible investors include private equity funds, commercial 
banks, impact funds, development finance institutions, and others.  
Small and medium-sized enterprises, corporations, and projects in our 
targeted sectors are eligible as capital seekers.  

For more information please contact Kanini Mutooni, EATIH Director of 
Investments, at kmutooni@eatradehub.org.
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FAN I S I

Fanisi Capital won Portfolio 
Company of the Year (social 
impact category) for Haltons 
Pharmacy at the Private Equity 
Africa Awards 2016.

KEY FACTS

Company: Haltons Pharmacy 

Investor: Fanisi Venture Capital Fund

Sector: Pharmaceutical

Country of
operation: Kenya

Type of investment: Expansion 

Investment amount: USD 5m

Revenue growth
(2014 – 2015): Over 300%

Employees:  200

INVESTMENT IMPACT HIGHLIGHTS

• Following investment, Haltons Pharmacy increased 
its outlets from 2 in 2013 to 52 by March 2016. 
This has improved access to good quality 
pharmaceutical products for a wide range of urban 
and rural consumers 

• The number of pharmacy professionals employed 
by Haltons increased from 4 in 2013 to 180 (full-
time employment) in 2016. Each outlet is manned 
by two to four pharmacy professionals, who are 
able to offer appropriate advice and services to 
customers 

• Improved managerial and Board practices 
were introduced following the recruitment and 
appointment of professionals at both levels. 
The Board of Directors is made up of members 
with extensive expertise and experience in retail 
pharmacy management, finance, branding, real 
estate and business strategy

• Revenue increased by over 300% between 2014 – 
2015.

THE COMPANY

Founded by Haltons Limited in 2007, Haltons Pharmacy is a retail chain, 
which dispenses prescription and non-prescription pharmaceutical 
products. Haltons has retail outlets located in high traffic residential 
estates where it capitalizes on volumes created by health care medicine 
prescribers to the average Kenyan consumer. 

Haltons describes itself as a collection of pharmacists, investors and 
leaders passionate about delivering genuine, accessible and affordable 
pharmacy care of the highest quality to Kenyans in a dignified manner, 
wherever they are located. Haltons is committed to ensuring consistency 
in product quality, availability and affordability.  

Fanisi Capital Limited (Fanisi) is a US$50 Million Fund that was founded 
in 2009 by the Norwegian Investment Fund for Developing Countries 
(Norfund) and Amani Capital Limited. Fanisi makes direct investments 
(private equity and venture capital) in businesses with potential for 
substantial growth in high growth businesses in the East African 
market (Kenya, Tanzania, Rwanda and Uganda) across diverse industry 
sectors with emphasis on agribusiness, healthcare, energy and natural 
resources services, retail and consumer, and education.

Fanisi, which means “prosperity” in Swahili, reflects the investor’s 
willingness to establish partnerships with and invest in start-up 
enterprises, early-phase enterprises and SMEs with a large growth 
potential. It targets equity investments in the range of USD 0.5 million 
to USD 3 million and seeks an active role in its portfolio companies 
from its offices in Nairobi, Kenya, with additional offices in Luxembourg, 
Tanzania, Rwanda, and Uganda.

We were just a group of pharmacists running a business. The fact that we understood the 
pharmacy aspect did not necessarily mean we could run a commercial enterprise. Fanisi helped 
us to professionalise the way we run the business through the provision of funds, expert advice 

and the identification of appropriate board members.”  

Sam Njuguna, CEO, Haltons Limited
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We were just a group of pharmacists running a business. The fact that we understood the 
pharmacy aspect did not necessarily mean we could run a commercial enterprise. Fanisi helped 
us to professionalise the way we run the business through the provision of funds, expert advice 

and the identification of appropriate board members.”  

Sam Njuguna, CEO, Haltons Limited

THE COMPANY AS AN INVESTMENT OPPORTUNITY

The pharmacy sector in Kenya is dominated by individual-
owned pharmacy outlets, which provide dispensed and non-
dispensed pharmaceutical products. These are often good 
quality outlets, but often not consistently stocked and rarely 
offering services beyond the dispensing of medicines. Since 
they are lone outlets, they serve a limited catchment area and 
the overall sector tends to be highly defragmented. 

In a report titled “Overview of Experiences in the Pharmaceutical 
Supply Chain”, the Department for International Development 
(DFID) states that “the commercial pharmaceutical supply 
chain has a highly fragmented pyramidal structure, with a few 
manufacturers at the top and a large, but undefined, number 
of retailers at the base. The distribution of suppliers is skewed 
in favour of urban locations, creating a crowded environment 
there, and a large underserved market in rural locations”

Additionally, the National Quality Control Laboratories as well as 
the Pharmacy and Poisons Board indicating that an estimated 
30% of drugs in the country, valued at about US$ 150 million 
are counterfeit. Unethical practices in the sector are widespread, 
including the operation of outlets without qualified personnel and 
selling of sub-standard and counterfeit medicines. In addition, 
many pharmacies prefer to be located in major cities and towns, 
with the best quality outlets situated in the central business 
districts of main cities. This means many residential areas and 
towns are underserved and do not have ready access to quality 
medicines. 

Haltons pharmacy sought to address these challenges and 
deliver value for customers in Kenya by providing high quality, 
genuine pharmaceutical products through a countrywide 
pharmacy network. The company chose to offer high quality 
care closer to where most Kenyans live and work, including 
rural towns. In addition to pharmaceutical products, Haltons 
offers complementary household products and health services, 
thereby ensuring convenience and value add for customers.

With 52 outlets, Haltons has the largest pharmacy footprint in 
Kenya. Consistency is particularly important for the company, 
with its promise of same quality service and consistent 
product quality at every outlet in the country. It has achieved 
this by hiring of professional pharmacists and pharmaceutical 
technologists, investing in the retail experience at the stores and 
building capacity for employees. 

THE ROLE OF PRIVATE EQUITY

Organizational development

Like most individual owned pharmacy outlets, Haltons struggled 
with weak operational, governance and managerial systems. 
Fanisi enabled the Haltons management team to reorganize its 
management systems to enhance professionalism and position 
the company for growth. From the onset, the investor needed to 
transform the pharmacy company from a group of two individual 
stores into a singular company with several outlets. Non-
performing outlets were discontinued and a distinct business 
model developed. Systems were put in place to enable the 
company achieve its key customer experience commitments 
such as quality products, consistency of service, same look-
and-feel at each store, superior branding and professional 
advice, amongst others. 

Engaged investor

Fanisi is an engaged investor, providing guidance for the overall 
strategic performance of the company. The investor plays a 
major role at managerial and board level, offering expertise and 
guidance on key functions of the company. Fanisi has dedicated 
staff members, who provide support to the Haltons team in the 
areas of finance, retail, marketing and branding. In addition, 
the fund ensures that commercial discipline is observed in 
the running of the company. This includes milestone-based 
investment, which means stores are only opened when key 
milestones are met, thus avoiding the pitfalls of rapid and 
poorly planned growth. This rigorous approach has ensured 
that growth is appropriately managed, the company strategy 
is effectively implemented and consolidation of the company’s 
functions enforced.

Business strategy input

Strategic linkages with experienced professionals has enabled 
Haltons to benefit from the exceptional expertise and experience 
of its Board members. The investor identified appropriately 
skilled individuals to serve on the Haltons board, who have 
been instrumental in establishing the strategic direction of the 
company and providing the company’s management with sound 
strategic input and advice.

Funding

Fanisi’s engagement with Haltons coincided with a phase of 
high growth for the pharmacy company. Two outlets were 
growing faster than the others and needed additional capital. 
Fanisi’s investment helped the pharmacy grow its network to the 
current 52 outlets. Funds have also been deployed to develop 
systems and processes, strengthen branding and acquire 
additional employees.
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Access to high quality and safe medicines

The investment has brought pharmacy outlets closer to the people, 
especially in rural and urban residential areas where access to reliable 
and safe products was previously scarce. Haltons brings a promise of 
genuine good quality products combined with professional pharmacists 
in all their outlets, ensuring qualified advice about medicines to the 
customers. 

CONCLUSION

Haltons’ promise of quality healthcare, professional engagement, 
genuine products and customer support is a potent story of social 
impact for customers in a sector that has been fraught with unethical 
practices. Fanisi’s investment in the form of funds and expertise has 
enabled the company to become a dominant player within three years 
and address key challenges that have traditionally plagued the pharmacy 
sector.

Our investment in Haltons 
reflects our overarching intent 
to be actively involved in our 

portfolio companies by improving 
management and governance 
practices, strategic operations 
and overall business performance. 
Healthcare is such an important need 
in Kenya that any improvements 
in the operational performance of 
the company results into benefits 
for consumers. We want to make 
good quality medicine affordable and 
consistently available to consumers 
countrywide while making a 
commercial return.”

Martin Kariuki, Principal, Portfolio 
Operations, Fanisi



CASE STUDY COMPENDIUM 19

To compete in the international market is 
extremely challenging. Capital might not 
be the primary constraint to success, but 

rather the challenge of “how to get it done”.  
The PE investor has played a critical role in this. 
The governance and operational standards and 
practices we have implemented ensure Chai Bora 
can compete with any international multinational 
company across Africa and the rest of the world.”  

Kapila Ariyatilaka, MD, Chai Bora

KEY FACTS

Company: Chai Bora 

Investor: Catalyst Principal Partners 

Sector: Food and Agriculture

Countries of
operation: Tanzania, Kenya and DRC

Type of investment: Expansion 

Investment amount: Catalyst generally investments
  between $5mn - $20mn

PE shareholding: 76% 

Revenue growth: 22%

Employees: 300 

INVESTMENT IMPACT HIGHLIGHTS

• Implementation of international corporate 
governance standards.

• Expanded production facilities in line with 
international quality standards.

• Health, Safety and Environment practices.

• Rapid expansion of the business, both product-
wise and geographically. 

• A significant contributor to socio-economic 
development in the Mafinga and Iringa regions. 
Since investment, over 45 new jobs have been 
created across Chai Bora’s operations. The 
company’s pioneering investment in the region has 
led it to being declared a new industrial area by the 
Tanzanian government.

THE COMPANY

Founded in 1994 and located in Iringa business district in Mafinga, 
800km from Dar es Salaam in the heart of the tea growing region in 
Tanzania, Chai Bora (which means “Great Tea” in Swahili) is the leading 
producer of quality tea brands (50% of market share) in Tanzania. The 
company has established a commanding presence in Tanzania where it 
ranks amongst the 100 largest mid-sized companies in the country.

Following the investment by Catalyst Principal Partners (Catalyst) in late 
2012 (a 100% management buy-out by Catalyst), Chai Bora diversified 
further into food & beverages with a strategy to acquire well run 
companies and respected brands, starting with a USD 2m investment 
in a tomato sauce producing facility in Illula District. Chai Bora also 
embarked on international expansion plans, commencing in Kenya, 
where sales of its eco-certified tea blends have doubled since the PE 
investment. 

THE COMPANY AS AN INVESTMENT OPPORTUNITY

As with any primary agricultural product, significant value addition 
occurs when the product is processed and packaged in the country of 
origin, i.e. refining, packing and branding a commodity before export. 

Tanzania produces 36 million kilograms of tea per annum, but only about 
5 – 6 million kilograms (less than 20%) is processed and packaged in 
the country, the rest is sold to the world market in bulk form. In Kenya, 
similarly, only 25 million kilograms (6%) of the 400 million kilograms of 
tea produced per annum is processed locally. Challenges with export 
trade barriers make this equation somewhat harder to change in Africa 
compared to other markets - e.g. Sri Lanka, the second largest tea 
exporter globally after Kenya, add value to 50% of their tea before 
export, and as a result they fetch the highest price for their tea in the 
global tea market. One of the strategic objectives that Catalyst identified 
was to work with Chai Bora to demonstrate that the value addition 
process can be achieved successfully and profitably on the continent.
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THE ROLE OF PRIVATE EQUITY

Corporate governance best-practice

International governance procedures were implemented via Board Audit, 
Strategy and Remuneration Committees with the view to developing a 
company of international standards and capacity. A Board of technically 
experienced directors with a deep knowledge of the industry and the 
region was composed, along with a professional management team, to 
run the company. The Board members also have environmental, social 
and governance (ESG) oversight as part of their job descriptions to 
ensure a holistic overview of risks and opportunities. 

Equipment and facilities upgraded to international standards

Catalyst’s investment provided the capital for Chai Bora to upgrade its 
production facilities to improve efficiency, increase capacity and produce 
a high quality product for international export markets. 

Catalyst worked with the company to ensure compliance with local 
and international regulations and best-practice in areas such as Health, 
Safety & Environment (HSE) standards, fire safety being a key issue. 
Today, employees receive on-going HSE training. An assessment was 
also conducted, in partnership with IFC, to identify opportunities for 
improved resource efficiency and cost-savings. 

Product development and innovation for the African and 
International markets

The PE fund enabled innovation and diversification in terms of new 
products, starting with a new coffee range “Café Bora”; diversification 
into tomato sauce production; and extending of eco-certified tea blends 
(certified under Ecocert). The Chai Bora organic range is one of the few 
eco-certified products in East Africa for the local markets. Chai Bora 
has witnessed an increase in consumer awareness and preference for 

a responsible business/brand and high quality, sustainably-produced 
products, which they are willing to pay a premium for. 

The PE investment also enabled the company to embark 
on its regional and international expansion plan. For the 
Kenyan market, Chai Bora Kenya is using Kenyan tea, 
blended and packed in Kenya, to the flavour and taste of 
the Kenyan market.  

Sustainable job creation, employee welfare and active 
involvement in local community

Chai Bora is a primary employer in the Iringa District where 
it employs 175 employees, a number that is expected 
to increase in the next two years as a result of business 
expansion. The company contributes significantly to the 
economic development of the region and is the largest tax 

payer in the district.

As we are investing to help 
East African SMEs grow, 
we are able to show that 

not only is it possible to run a 
commercially successful company 
while ensuring the highest integrity, 
governance standards and social 
and environmental practices, but it 
is a critical and integral part of long-
term commercial success. We believe 
Chai Bora is able to demonstrate that 
responsible business practices are 
highly lucrative.”  

Rajal Upadhyaya, Partner, Catalyst 
Principal Partners
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With the establishment of the tomato sauce factory in 
the rural Illula District, Chai Bora has created a ready 
and consistent market and ensured income security for 
the tomato farmers in that region. Prior to investment, 
a significant amount of the farmers’ product went to 
waste, or they had to sell their hard-earned product at 
giveaway prices. In addition, Chai Bora plans to provide 
training to the farmers on improved farming methods 
aimed at increasing yields. After Chai Bora’s investment 
in the area, the government of Tanzania declared it a 
new industrial development area.

The investor believes that ensuring employee wellbeing 
creates happy and productive people, who are loyal 
to the company. Chai Bora pays its employees a 
market wage, which exceeds the minimum wage. The 
company has also invested in upgraded facilities for its 
employees, such as a new canteen, and has converted 
the kitchen from a wood-fired kitchen to a modern gas-
fired facility. Chai Bora is also an active member of the 
HIV/AIDS Business Council and has an HIV and AIDS 
policy for the non-discrimination, awareness and health 
and benefits plans for staff affected. The company also 
core finances the school building projects in the area, 
with a view to supporting education. 

Importantly, Chai Bora measures the outcomes and 
impacts of its investments in governance, employees, 
health and safety. Every five years an evaluation of these 
investments is conducted. 

Notwithstanding these significant capital outlays and 
investment projects, the company’s profit margins 
have increased by 4% in the three-year period since 
investment. 

IN CONCLUSION

The PE investment has allowed the company to grow 
rapidly over the three-year period since investment. The 
product is now ready for export markets and Chai Bora 
has doubled its sales in Kenya. 

The company and investor share the view that being 
a responsible business is a critical and integral part of 
long-term commercial success. Strategic buyers are 
increasingly looking at the track record of the company 
in terms of ethics, governance and environmental and 
social best practice. Measuring and clearly quantifying 
the value of the improvement initiatives is expected to 
be a powerful tool in generating a premium at exit and 
maximising returns to investors.

Tea being packed at Chai Bora in Iringa.

The vision is to position the Chai Bora name globally as one of the best 
tea brands in Africa. 

We live, breathe and dream of tea. 

We love tea’s mysterious beginnings 
and rich traditions. Even as we lovingly 
reimagine them.
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KEY FACTS

Investment: Garden City Mall 

Investor: Actis

Sector: Real estate 

Type of investment: Real estate development

Investment amount: USD 540m  

Shareholding (%): 100

Employment
created: 2,075 (1,075 during construction
  phase and 1,000 during
  operational phase) 

INVESTMENT IMPACT HIGHLIGHTS

• The first development in Kenya to be pre-qualified 
as LEED ‘Gold Standard’ for green building 
design, this is important as the real-estate sector is 
fast growing and because of increasing utility costs 
and cumulative environmental impact of buildings. 

• Africa’s largest solar PV car port generating 
approximately 1,250 MWh per year. Carbon 
emissions cut by around 750 tonnes per year 
(equivalent to nine tanker trucks worth of petrol or 
the annual emissions of 158 passenger cars).  

• 1,075 jobs were created during construction 
of which 91% were from the local labour force. 
Approximately 1,000 jobs have been created 
during the operational phase and further jobs are 
expected to be created during future phases. In 
addition, indirect jobs have been created as a 
result of stimulated local trade. 

• A holistic community programme that addresses 
the development needs of the local community in 
terms of sanitation, employment and security. 

• 70% of construction materials were sourced 
locally, benefiting the local economy.  

• Garden City Mall sets a precedent for high quality 
design that demonstrates how the principles of 
sustainability are possible and commercially viable 
in a market where green building design is still at 
its infancy.  

GARDEN CITY MALL

Garden City is Kenya’s first integrated retail, residential, office and hotel 
(mixed-use) development is situated on a 547-acre site adjacent to the 
Thika Super-Highway in North East Nairobi. The site was purchased 
from East African Breweries Limited in 2011. The development 
comprises a 50,000m2 shopping mall, 40,000m2 of office space, 215 
residential units, and a 3-acre park.  Due to the scale of the project, it is 
being implemented in phases. The first phase (retail mall and residential) 
opened in September 2015. Phase 2 (residential) is due to be completed 
at the end of 2017. The later phases will be delivered over the next two 
to three years. Garden City has been recognised as a Kenya Vision 2030 
(the Kenyan government’s development blueprint) project in recognition 
of its social and economic growth impact.

THE INVESTMENT OPPORTUNITY

The real estate sector contributes 7.9% of Kenya’s GDP and has 
consistently outperformed other asset classes in the last five years, 
generating returns of between 25% and 30% and is seen as an 
attractive investment opportunity for domestic institutional and other 
investors. Collectively, the building sector contributes up to 30% of 
global annual greenhouse gas emissions and consumes up to 40% of 
all energy. Given the massive growth in new construction in economies 
in transition and the inefficiencies of existing building stock worldwide, if 
nothing is done, greenhouse gas emissions from buildings will more than 
double in the next 20 years1. 

Actis has been committed to investing responsibly and observing 
rigorous environmental, social and governance (ESG) principles. Actis 
established sustainability guidelines to govern all Actis real estate 
investments. These guidelines provide architects, designers and builders 
with measures for building design and construction. 

Garden City’s green credentials is expected to lead to slightly higher 
rental revenues over time - with tenants paying a higher premium for 
the reduced operational costs achieved by water, energy and material 
efficient design and construction. Developing higher standards and 
pioneering green buildings can be expensive, adding an estimated 3% 
to 5% to construction costs. For this reason, the team had to carefully 
weigh up the benefits of sustainable solutions versus their costs in the 
region throughout the project, and thus carefully prioritised which green 
design options to incorporate . 

In other markets such as Europe, the regulatory environment ensures 
a level playing field for energy efficient buildings and the LEED Silver 
standard is seen as the minimum requirement. For developments 
rated as LEED Gold standard, a premium would be expected. This is 
not yet the reality in the Kenyan context, but Actis hopes that at exit 
stage, buyers such as institutional investors will see the benefits and be 
prepared to pay a premium for a building with good resource efficiency 
measures. 
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Sustainability lies at the core 
of Actis’ real estate investment 
strategy. Building efficient, 

sustainable, real estate developments 
will be a major growth enabler as 
standards of living rise and resources 
become increasingly scarce and 
expensive. We hope to encourage 
public and private sector collaboration, 
locally and nationally, and boost the 
market for green buildings in the 
region.”

Koome Gikunda, Director, Actis

THE ROLE OF PRIVATE EQUITY

Green resource efficient building design

Actis and its partners have placed sustainability at the core of the 
project. Garden City achieved ‘Silver Standard’ and is pre-qualified as 
‘Gold Standard’ under the LEED® Building Design and Construction 
V2009. This means that the construction and operation has 
incorporated a raft of green features such as the solar panel covered car 
park on the mall rooftop parking (the largest in Africa); natural ventilation.  

The roof of the shopping mall car park was turned into Africa’s largest 
solar PV car port. As well as providing shade, the 3,300 solar panels 
generate approximately 1,250 MWh per year and cut carbon emissions 
by around 750 tonnes annually. The dual-mode system ensures a 
consistent energy supply while reducing diesel and grid consumption, so 
as well as being a more environmentally friendly energy solution, it helps 
reduce energy bills for Garden City’s retail tenants .  

Impact on the local community

The project has a comprehensive community programme developed in 
partnership with a local NGO, Maji Na Ufanisi (which conducted a social 
baseline study) and is based on addressing the development needs of 
local communities. Community projects are under four key themes: 

• Water & Sanitation – Garden City is partnering with a local NGO, 
Maji na Ufanisi, to seek ways to address these issues in targeted 
local communities. 

• Employment & Skills – local secondary schools and universities 
career advisory programme for introduction to employers at Garden 
City. A ‘Job Shop’ is based at Garden City to enable community 
engagement. 

• Education – partnership with Murema Primary School (~2,000 
students) to improve sanitary facilities and provide new sports 
facilities. 

• Safety & Security – Garden City is exploring how the installation 
of street lighting in targeted local areas could improve community 
safety and security. 

Job creation

It is estimated that 1.5 million people live within the mall’s immediate 
catchment area, which is primarily a residential node. 1,075 jobs were 
created during construction phase of which 91% were from the local 
labour force. In addition, 70% of construction materials were sourced 
locally, benefiting the local economy.  Approximately 1,000 jobs were 
created during the operational phase and more are expected to be 
created during future phases. About 70% of the shopping mall tenants 
are locally-owned firms . This benefits the local economy’s supply chain 
and facilitates new business opportunities. 

Impact on local trade

The redevelopment of Thika Road into a 12-lane super highway  – which 
started in 2009 and was completed in 2012 – presented an opportunity 
to create a new retail destination in a previously underserved part of the 
city. The Garden City location was formerly an industrial site. The Garden 
City project has therefore not displaced or diverted funds from local 
small businesses, rather it has created a retail industry in the area. There 
were, however, several small artisanal traders operating in the wider 
area and, rather than displace their business, Garden City was keen to 
promote entrepreneurship by creating a market that enables artisans 
to serve local consumers without bearing the significant overhead 
associated with permanent retail space. Small traders can sell their 
wares in temporary pop-up stalls within the mall, providing them with 
exposure to a much larger consumer segment. 

Importantly, malls such as Garden City help to formalize local 
businesses, assisting them to become tax compliant and thereby 
boosting the national coffers. The retailers themselves depend primarily 
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on domestic and local supply chains and therefore 
directly support local SMEs. This creates shared 
value between the project, tenants, local traders and 
customers.

IN CONCLUSION

The international expertise, perspective and ESG 
rigour brought to the Garden City Mall project by Actis 
demonstrate that pioneering green building design is 
possible and commercially viable. 

The significant job creation and use of local suppliers, 
as well as the holistic thinking around positive 
community impact, demonstrates that a large-scale 
commercial development can have a significant impact 
on all segments of the local economy.

1UNEP Sustainable Building and Climate Initiative (SBCI). 2009. Buildings and 
Climate Change.






