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African M&A figures have been robust in 2014 thus far, with investors 
still confident in the growing attractiveness of many of the continent's 
economies. This optimism is reflected in our research: the majority 
of our survey respondents (53%) expect dealmaking to increase 
significantly over the next 12 months, amid increasing interest from 
foreign investors and African companies expanding their reaches. 
While energy, mining and utilities has remained the dominant 
sector in terms of deal volumes, respondents anticipate growth in 
consumer-facing sectors, including goods and financial services, as 
a growing middle class opens the door for regional expansion. We are 
witnessing urban centres emerging and their populations growing.  
In turn, these developments are stimulating intra-African trade. 

A notable deal that typifies these trends is French food giant 
Danone’s 40% stake in Kenyan company Brookside Dairy. The 
purchase will help the company build a platform for expansion in 
East Africa from Kenya to Uganda and Tanzania. East Africa is rapidly 
becoming known for fair value targets in many countries and sectors 
with potential for regional expansion. Unfortunately, on the other side 
of the continent, several West African countries that were showing 
promising developments have been hit by the Ebola crisis. This has 
inevitably caused a downturn in investor sentiment.

As for specific industries, the telecommunications, media and 
technology (TMT) and financial sectors have surpassed inbound 
deal value in the energy, mining and utilities sector, where internal 
dynamics and global economic pattern shifts have lowered asset 
values. A slowdown in economic growth in China and India has 
stifled natural resource industries in several African countries. 
However, opportunities in the power generation sector are 
emerging quickly as electrification remains the single largest 
obstacle in many promising markets.

In addition, the growth of commitments by major US investors to 
emerging regions sends out an optimistic message for 2015. At this 
year’s US-Africa summit, investors, including US private equity firm 
Blackstone, pledged more than US$14bn of investment into Africa 
with a strong focus on power generation.

Further, the geopolitical picture looks rosier for key African 
markets. For instance, investors are more confident that in many 
countries, such as Nigeria, political change no longer endangers 
the business environment. Nevertheless, local knowledge and 
partners remain key to unlocking the African M&A landscape. 
In 2014, proximity to African markets has become an important 
consideration for many investors, and international law firms are 
increasing their footprint on the continent. It is clear that African 
investment requires a tailored approach and in-depth knowledge of 
the varied regions and jurisdictions in order to identify the potential 
for regional clusters, cost synergies and value chains. 

The following report provides a detailed review of African M&A 
activity, including historical data on sector and country-specific 
trends. We hope you find this edition of Deal Drivers Africa useful 
and, as always, welcome your feedback.

Welcome to the third annual edition of Deal Drivers Africa, published by Mergermarket in collaboration 
with ENSafrica, Nedbank Capital and Control Risks. Based on interviews with 100 M&A practitioners 
operating in Africa, including corporate executives, private equity investors, legal advisers and investment 
bankers, this report provides valuable insight into the African M&A market from those who know it best.
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AFRICAN M&A TRENDS DEAL SIZE SPLITS BY VOLUME

OVERVIEW: M&A ACTIVITY IN AFRICA 

For businesses globally, dealmaking in Africa remains a vital 
source of growth. M&A figures for the first nine months of 2014 
were relatively solid, with volume increasing 7% year-on-year (YoY) 
to 181 deals, although value declined 25% to US$19.1bn over the 
same period. 

These figures were buoyed by a sizeable uptick in intra-regional 
acquisitions. M&A between African countries quadrupled YoY to 
US$13.5bn, as volume edged up 3% YoY to 99 deals.The bulk of 
African domestic M&A took place in Nigeria and South Africa,  
with a combined value of US$7.9bn, or 59% of total African 
domestic deal value. 

Telecommunications activity surges

In terms of individual sectors, TMT made major strides in the first 
three quarters of 2014. Volume spiked 53% YoY to 26 deals, and value 
increased 471% YoY to US$6.9bn. The sector's biggest deal in 2014 
thus far saw the sale of a majority stake in Orascom Telecom Algerie 
(OTA) by Egypt’s Global Telecom Holding to Algeria-based sovereign 
wealth fund, Fonds National d'Investissement, for US$2.64bn. This 
cash injection will enable OTA to expand its operations in Algeria. 

High-value TMT M&A also involved international industry leaders. 
In South Africa, Indian telcom Tata Communication sold its stake 
in Neotel to Vodacom, a subsidiary of telecommunications giant 
Vodafone, for US$676m. The transaction strengthens Vodacom's 

position in South Africa, which is considered a hotspot for future 
telecommunications growth. The deal will also further connect 
Vodacom to South Africa's biggest cities. Given the country's rapid 
rate of urbanisation, this should pave the way to future growth  
for Vodacom.

Growing interest in private equity

While private equity (PE) activity remains a small part of Africa's 
M&A story, investor appetite for African assets is gradually 
increasing. Comparing the first three quarters of 2014 with that 
in 2013, buyout volume rose 11% to 21 deals, and value grew 7% 
to US$1.3bn. Exits exhibited a similarly positive trend: while there 
were only eight exits in the first three quarters of 2014, value 
jumped 75% YoY to US$654m. 

2014 saw a number of international PE firms making buys in Africa. 
In one notable example, US-based Kohlberg Kravis Roberts bought 
out Ethiopia-based flower company Afriflora for US$200m. This 
deal is part of a broader movement of US private equity investors 
into the African market, and US PE's interest in undertaking larger 
deals on the continent. 

An additional confidence booster for international investor 
sentiment came from the US-based Carlyle Group. The private 
equity firm closed its sub-Saharan African PE fund earlier this year 
at US$698m, some 40% above target. 

   Number of deals    Value of deals US$m    Not disclosed    US$15m    US$15m-US$100

   US$101m-US$250m    US$251m-US$500m    US$500m
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Challenges for natural resources

Interest in Africa's abundant natural resources continues to  
be a crucial feature of M&A on the continent. However, in 2014, 
activity declined 25% YoY in volume to 30 deals, and 79% YoY in 
value to US$4bn.

A number of factors are responsible for this drop-off. Several 
markets dependent on natural resource imports, particularly China 
and India, are experiencing a period of sluggish economic growth. 
This has had a knock-on effect on dealmaking in countries such as 
Zambia and Nigeria. 

The shale gas boom in the US has also posed problems for African 
exports. In Q3, Nigerian crude exports to the US ceased for the first 
time as US shale production met domestic demand. 

However, there are bright spots in energy, mining and utilities, 
with domestic dynamics driving a fair amount of M&A. Local 
companies acquired Nigeria’s onshore oil mining licences, and 
the ailing South African mining industry is experiencing a period 
of consolidation as it responds to global oversupply in coal and 
industrial action.

Government involvement in the sector has also generated dealflow. 
The sector's top deal in 2014 saw the government of Chad buying 
a 25% stake in a producing oil concession and a 21% stake in 
an export pipeline of Chevron Global Energy for US$1.3bn. The 
government may be looking for acquisitions to counteract the 
country's declining oil production in recent years.  

The broader climate's impact on M&A

While M&A figures in 2014 thus far have been a long way from 
disappointing, a number of macroeconomic trends have perhaps 
stymied some dealflow. Import-dependent economies were 
impacted by currency fluctuations. For instance, South Africa's 
economy was strained by a steady decline of the South African 
Rand relative to the US Dollar, since the US Federal Reserve 
intimated that interest rates may soon rise. 

Throughout the continent, dealmaking was likely strained by 
a bank bailout for African Bank Investments. On top of this, a 
subsequent downgrading of major South African bank ratings 
caused additional uncertainty for investors. This contributed to 
a notable absence of regional deals in some of Africa's more 
complex frontier markets such as Zimbabwe and Malawi. Despite 
this there was an uptick in outbound M&A from South Africa.

Even so, sluggish growth rates across the developed world are 
causing more investors to look into African M&A. The continent  
is full of opportunities with good valuations and prospects for  
long-term profit. 

It is also possible to overcome the risks that accompany investing 
in a developing region with smart planning and in-depth due 
diligence. Understanding the competitive advantages of individual 
countries and the dynamics of regional clusters is crucial to 
making the right acquisition decision.
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In which region do you conduct the majority of your deals? In Africa, what was the average size of the deal(s) you 
worked on?

In the third quarter of 2014, Mergermarket interviewed 100 investors 
and advisers who are based in Africa and have been involved in deals 
on the continent within the past two years – including corporate 
executives, private equity investors, legal advisers and investment 
bankers – about their experience in the M&A market and their 
expectations for the year ahead. All responses are anonymous 
and results are presented in aggregate.
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In your last M&A purchase, which of the following best describes 
the seller?
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 Publicly listed business

 Government/public entity
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In which of the following regions are you based?
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GENERAL TRENDS IN M&A

   Greatest increase    Second greatest increase    Third greatest increase

How do you expect the level of M&A activity to change  
over the next 12 months? 

In which of the following sectors do you expect to see the greatest 
increase in dealmaking activity over the next 12 months?

0% 10% 20% 30% 40% 50% 60% 70%

Leisure

Transportation
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Technology, Media,
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Amid robust growth forecasts for Africa, companies on the 
continent anticipate increased M&A activity over the next year.  
A majority of respondents (53%) are confident that the level of 
M&A activity on the continent will increase significantly over the 
next 12 months, compared with only 30% in the previous year’s 
survey. Meanwhile, 46% say activity will increase somewhat.

Respondents note improved global economic conditions, rapid 
middle class consumer growth in sub-Saharan Africa and good 
valuations of African targets as the factors that will likely positively 
impact on M&A. “Foreign investors and private equity firms will try 
to acquire businesses in Africa, as the growth rate expected in a few 
years is huge. There are global businesses that have set up bases 
in Africa, which will increase their opportunities,” says a corporate 
director of finance from Sudan.

“Global economic conditions have improved and inflation is also  
on the lower side, which will encourage more businesses to turn  
to M&A,” a financial advisory partner based in South Africa says.

The majority of survey respondents expect most dealmaking to 
take place in the industrial and chemicals sector (59%) and the 
energy, mining and utilities sector (55%).

“The energy, mining and utilities sector will see the greatest 
increase in dealmaking activity as the market environment is well 
balanced," comments a managing director from a private equity firm 
based in North Africa. "Businesses in this sector have reasonable 
chances to enter or exit jurisdictions and increase their hold of 
assets. Divestments and minority acquisitions are the most likely 
transactions to be conducted."

“Exploration and oilfield services equipment will be the segments  
in the energy sector which are anticipated to excel in Africa, as 
there are areas which have yet to be fully explored for natural 
resources,” adds a Zimbabwe-based director of finance.

Forty-six percent of respondents think the consumer sector will  
see a large share of M&A. Retail businesses are set to expand  
with rising domestic demand and European companies looking  
for expansion in markets with growth prospects. 

53%

1%

46%

 Increase greatly

 Increase somewhat

 Remain the same
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The lion’s share of respondents (75%) considers sourcing capital  
to be an obstacle for small and medium-sized companies. A further 
15% say the general financing climate for most companies was 
difficult. A director of finance based in Zambia explains: “Capital-
raising is challenging for most mid-market companies, as the 
rates offered may not be feasible. Larger companies will face fewer 
issues based on their size and volume of productivity.” 

A director of finance from South Africa contends: “Small and 
mid-market companies will face challenges in gathering capital, 
creating strategies and handling negotiations which will not allow 
them to take advantage of a deal, whereas large companies will 
easily capitalise and earn rewards based on preciseness and 
experience in making deals.”

“The existence of undervalued targets 
will increase the volume of M&A 
deals as businesses look forward 
to transformational activities and 
expansion through local connections."
Partner, law firm, Egypt

While the financing environment may be difficult for smaller African 
companies, increasing interest from foreign investors is expected to 
be the main driver for M&A, together with acquisitions by cash-rich 
corporate acquirers. The third factor with the most impact on the 
buy-side is expected to be African companies seeking to branch 
out on the continent. “Most will choose domestic expansion over 
international expansion, mainly because they are aware of the 
regulators and have a considerable amount of market experience,” 
notes a director of finance from Zimbabwe.

For African companies looking to buy, how easy is it to 
raise capital?

10%

15%

75%

  Challenging for 
most companies

  Easy for 
most companies

  Easy for most large 
companies, but more 
challenging for small to 
mid-market companies

   Most prominent    Second most prominent    Third most prominent

What do you think will be the greatest buy-side drivers of M&A 
acquisitions in the year ahead?
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What do you think will be the greatest sell-side drivers of M&A 
acquisitions in the year ahead?

What do you believe will be the principal obstacles to M&A 
activity over the next 12 months?
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Sixty-three percent of respondents name sourcing funds to expand 
into more profitable business areas, making it the most prominent 
sell-side driver. This is followed by 52% of respondents saying that 
private equity divestments are among the most important sell-side 
drivers. Many respondents consider the M&A environment favourable 
for sellers as they thought valuations had reached a higher level (52%).

“With the growth of African markets the value of assets has 
reached international levels and higher valuations give incentive 
to sell as a means to finance future projects,” a director at a South 
African financial advisory firm says.

“High valuations will cause sellers to concentrate on divesting non-
core assets, and to improve the operational structure and reduce 
the cost of maintenance of these assets. They will thus have more 
cash for core operations and production efficiency,” a director of 
investment at an Angolan private equity firm says.

“TMT valuations are at the top level, and the assets have earned 
higher value in the international market; sellers have higher 
scope of raising capital through these deals by spin-offs and 
divestments,” a partner at a private equity firm says. A recent, 
major exit involved Indian fund Essar Capital’s agreement to sell 
Essar Telecom Kenya to Bharti Airtel and Kenyan mobile operator 
Safaricom for US$116m. Earlier in 2014, UAE-listed Etisalat 
bought a US$6.3bn stake in Maroc Telecom, to use as a base from 
which to make further acquisitions in West Africa, and is said to 
prepare an IPO for its Egyptian subsidiary Etisalat Misr. 

The largest shares of respondents are concerned about changes 
in the regulatory environment (48%) and transparency (36%). 
Thirty-three percent of respondents also note the reliability and 
completeness of information as a principal obstacle to M&A. 
Only 20% cited political risks as an obstacle compared with 55% 
in the previous year.

“Fundraising will get complicated and 
depend on the business relationship with 
the provider. Capital requests can be turned 
down based on uncertainty in strategy.”
Managing partner, law firm, Tunisia

   Most prominent    Second most prominent    Third most prominent

   Biggest obstacle    Second biggest obstacle   Third biggest obstacle
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Transparency concerns and changes in the regulatory environment 
ranked highest among survey participants as obstacles that might 
prevent an announced deal from proceeding. 

At 46%, many also think that cultural differences may stall 
dealmaking. “Cultural and organisational differences result in 
lack of trust and less flexibility. There is failure in activities due to 
poor integration which increases the need for new, possibly costly, 
IT systems and internal processes,” comments a partner at a 
financial advisory based in South Africa.

“Understanding the tax infrastructure 
of the region will be a significant 
challenge for non-African businesses 
that can increase the possibility of 
losses due to hidden liabilities.”
Partner, law firm, Kenya

While information leaks were ranked as a more moderate concern 
by respondents as obstacles in the dealmaking process (see 
previous graph), in the context of data-related risk, cyber intrusions 
and data leaks were named as the top risk factors for companies. 
“Data leaks are known to cause major damage to the business 
image and credibility. It takes years to fix the damage and in 
some cases businesses have run into losses and closed down 
operations,” a corporate director of finance in Botswana says.

“Currency volatility based on political 
and social factors exist in certain 
economies and could be a barrier 
to the approval of an announced 
deal and could result in secondary 
research in addition to due diligence.”
Director of finance, corporate, Nigeria

What do you believe are the primary obstacles that might prevent 
an announced deal with an African target from proceeding?

On a scale of 1 to 6 where 1 = not at all risky and 6 = extremely 
risky, please rate the following data-related risks:

   Biggest obstacle    Second biggest obstacle    Third biggest obstacle
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CROSS-BORDER INSIGHTS

   Most active    Second most active    Third most active

Which African country will be the most active cross-border 
acquirer over the next 12 months?
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South Africa maintains its predominant position as the top cross-
border acquirer, followed by Nigeria, Kenya and Ghana. “Nigeria 
and South Africa will be the main countries active in cross-border 
deals as the governments are offering support for M&A,” says a 
director of investment at a financial advisory based in the Comoros.

However, respondents also expect a lot of interest to come from 
North Africa, specifically Egypt and Morocco, over the next 12 
months. Meanwhile 6% of respondents also believe that Zambia 
may become the third most active acquirer, compared with only  
3% in the previous year. 

Do you expect cross-border dealmaking (i.e. between different 
African countries) to increase in the next 12 months? 

Ninety-two percent of survey respondents were optimistic about 
more cross-border dealmaking between African countries in the 
next 12 months, compared with 88% in the previous year’s survey.

“Developed African businesses will expand 
in other parts of the continent based on 
product response and demand for services. 
Most will choose domestic expansion over 
overseas expansion mainly because they 
are familiar with regulations and have a 
considerable amount of market experience.”
Director of finance, corporate, Zimbabwe

8%

92%

  Yes

  No
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   Most active    Second most active    Third most active

3%

97%

  Yes

  No

Which African country will be the most attractive target to African 
acquirers over the next 12 months? 

Nigeria, now Africa’s largest economy after a reshuffling of GDP 
elements, was rated as the most attractive target for African 
acquirers, followed by Kenya (37%) and South Africa (34%). 
Respondents also favoured Tanzania (28%) and Mozambique 
(20%), which are both rich in natural gas resources but still have 
large infrastructure gaps to fill to be able to exploit and bring their 
resources to the market.

“Civil engineering activities are on the rise in Africa as there are many 
rural development projects, which support the construction sector,” 
comments a director of finance in South Africa. "Increased rural 
development will also spark demand by the construction industry 
for raw materials, chemicals and equipment required to create new 
infrastructure," adds a chief financial officer from South Africa.

(a) Do you expect inbound acquisitions to Africa from bidders 
outside of the region to increase in the next 12 months?

At 97%, nearly all respondents anticipate bidding from overseas  
to increase over the next year. 

“Africa is rich in natural resources, and many large corporates 
have acquired African divisions. They are now preparing for more 
investment in the sector, either through mergers or buyouts,” says 
a director of finance at a financial advisory firm in Djibouti. 

As many economies in Africa still struggle with power supply 
security, respondents emphasise opportunities in the power 
generation segment.

“The energy sector with regard to power supply will boom as the 
need for electricity is high in Africa and not all areas have sufficient 
supply. Deals will be mostly inbound,” says a director of finance 
from Nigeria.

In addition to conventional sources of electricity, a director of finance 
points out the potential for renewable generation: “Solar power, wind 
energy and renewable energy generation segments will do well in the 
energy industry, and the deals will be inbound as there is a growing 
need for power in areas such as Nigeria and Zambia.”
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   Most active    Second most active    Third most active

(b) From which global region do you expect most buyers to come?

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%
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3%
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According to 35% of respondents, buyers from the Asia-Pacific 
region, specifically China, will feature most prominently in African 
markets. Respondents note that Asian companies have shown 
interest in distressed businesses and finding undervalued targets.

“Investors from Singapore and China will be the most frequent 
buyers coming into the African region, focusing on the potential of 
undervalued targets and economies of scale,” elaborates a director 
of investment at a private equity firm in Morocco. 

This is followed by North American and European acquirers, 
with 29% and 27% of respondents, respectively, indicating that 
these markets will be among the busiest acquirers into Africa 
in the year ahead. Respondents comment that North American 
and European businesses, especially from the UK and Germany, 
have good access to capital and are interested in expanding via 
acquisitions, particularly in Africa’s industrial and chemicals and 
consumer sectors. “North American acquirers will be the most 
extensive inbound buyers, as they will look for cost synergies and 
easy market entry; infrastructural and technological resources 
with them are high,” says a CFO from North Africa.

(c) In which of the following sectors do you expect the bulk of this 
increase to take place?

The main focus in cross-border acquisitions by overseas acquirers 
is expected to be in the industrial and chemicals sector (63%) 
and oil and gas sector (57%). However, 45% of respondents were 
confident the consumer sector would also draw interest over the 
next 12 months.

“ As the Indian market has developed 
greatly, especially the TMT sector and in 
consumer industries, firms are locating 
new markets for further growth.”
Head of finance, corporate, Nigeria

   Most prominent    Second most prominent    Third most prominent

   Fourth most prominent    Fifth most prominent
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In which region will inbound acquisitions increase?

The majority of inbound acquisitions will increase in Southern 
Africa, according to 58% of respondents, followed by West Africa 
with 17%, pointing to it as the most active region in the year ahead. 
Only 2% of respondents believe that inbound acquisitions will 
increase in Central Africa. While it is rich in natural resources, 
political uncertainty in some countries, a lack of infrastructure 
and a scarcity of available targets account for cautious forays from 
foreign investors in the area.

“ South Africa is known for its business 
opportunities and the market has 
shown great results with regards to 
pricing and consumer purchasing 
power. The response to product 
improvement has also been decent.”
Director of strategy, corporate, Tanzania

Percentage of respondents

56%

27%

17%
 South Africa

  Nigeria

 Kenya

For international businesses, which of the following is the most 
important gateway into Africa?

While Lagos is giving Johannesburg a run for its money as the 
continent’s predominant business hub, 56% of respondents think 
that South Africa, with its well-established financial services sector, 
remains the most important gateway for international businesses 
into Africa. 

As inbound investors and financial advisers are increasingly 
seeing the need to be based on the ground to gain proximity to 
local African markets and establish strong networks, many still 
prefer to locate themselves in Johannesburg due to the more 
advanced infrastructure. 

However, as economies in East Africa show promise, many choose 
to develop a presence in Kenya, or in Lagos, to branch out into 
West Africa. “I have a lot of confidence in Nigeria’s development as 
challenges such as high rental costs and lack of power supply are 
sure to decrease with the amount of economic activity taking place 
in the country,” projects a director of finance from Senegal.
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What will be driving this activity?

Thirty-one percent of respondents believe that good valuations 
in new frontier markets will be driving the increase in overall 
inbound activity. Meanwhile, 26% of respondents say that increased 
transparency for dealmaking and an improved regulatory climate 
will drive activity. One CFO respondent notes that attaining 
regulatory approvals has become slightly easier and was driving 
some of the increase in M&A. 

However, when asked if non-African businesses looking to do deals 
in Africa face different challenges than African businesses, many 
respondents still cited access to information and transparency as 
challenges. Many respondents also named operational risks, tax 
compliance and labour challenges as possible difficulties for foreign 
inbound buyers. 

“ African companies expanding into other parts 
of Africa is increasingly the focus of acquirers 
since they look at growth opportunities 
and well-recognised target businesses; 
so I anticipate this will be the greatest 
buy-side drivers of M&A acquisitions.”
Partner, law firm, Nigeria

Percentage of respondents

  Yes

  No

Do you expect outbound African dealmaking to increase in the 
next 12 months?

Nearly two-thirds of respondents were optimistic about an increase 
in outbound investment from Africa. 

“ Technological know-how and resource 
value in the European markets are high 
and firms looking to be recognised 
internationally and become globally 
competitive will target European markets.”
Head of finance, corporate, Nigeria
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Please rank the following regions in terms of where you expect 
most of this activity to be directed

What is the biggest obstacle to outbound activity?

Most respondents expect the focus of outbound activity to be 
directed towards Europe (44%). A partner at a law firm says that 
European technology and reasonable valuations made companies 
there attractive M&A targets for investors in Africa, where 
technology assets are in high demand. Meanwhile, robust growth 
rates and a favourable business environment for foreign investment 
in the Asia-Pacific region was drawing activity there, a financial 
director says. Indeed, 30% of respondents say Asia-Pacific assets 
would be preferred targets. “Outbound M&A will be mostly to the 
Asia-Pacific markets, since the synergistic value is high in terms  
of costs and there are minimal operational risks,” a CFO says.

“Most developed businesses will look forward to teaming up with 
other global players to expand product lines and increase business 
longevity. Operating in different markets can save the business from 
various downfalls, which is encouraging many to take the M&A 
route,” a corporate director of finance from North Africa says.

A director for M&A based in Côte d’Ivoire pointed out opportunities 
for outbound investment in the pharma, medical and biotech sector: 
“Medical technology and clinical research will take the lead soon and 
outbound will mainly target North America based on the advances of 
their industry.”

As the main obstacles to outbound activity, respondents cite 
difficulties in fundraising (38%) and a lack of strategy for inorganic 
growth (30%).

Only 14% of respondents perceive there to be a scarcity of suitable 
targets, with many noting that particularly good valuations for assets 
were available amid consolidation efforts in many sectors in the 
European markets.

Percentage of respondents Percentage of respondents

   Most active    Second most active    Third most active

   Fourth most active    Fifth most active
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PRIVATE EQUITY

(a) What do you expect to happen to the level of private equity 
buyouts in Africa over the next 12 months?

The majority of respondents (93%) expect an increase in private 
equity buyouts in Africa over the next 12 months. Out of these, 
31% anticipate a significant increase.

With the growing number of targets available in an improved 
regulatory and economic environment in many African markets, 
most respondents are enthusiastic.

“Foreign investors and private equity firms will try to acquire 
businesses in Africa as the growth rate expected in a few years is 
huge. There are global businesses that have already set up a base 
on the continent, which will increase their opportunities to branch 
out,” explains a director of finance from Sudan. He sees particularly 
good opportunities in the oil and gas sector, stemming from new 
techniques and technology which will enhance production.

“Private equity buyouts will increase 
as firms are looking to divest in order 
to gather additional capital to finance 
larger deals and because valuations 
have improved in global markets.”
Director of investment, financial advisory, Comoros

(b) And what about the number of exits?

As valuations for African assets are thought to improve, 
exits are also expected to increase, 64% of respondent say, 
compared to 59% of respondents in 2013. “As markets have 
stabilised and economic conditions are improving, valuations 
[in Africa] are getting better and private equity firms will 
look at divesting and saving up to buy in other distressed 
markets,” says a corporate CFO based in Botswana.

31%

62%

7%

7%

57%

34%

2% Increase

  Increase greatly

  Remain the same

 Increase

  Increase greatly

  Remain the same

  Decrease
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(c) Do you expect the majority of private equity activity during this 
period to come from local or international private equity firms? 

The majority of respondents (51%) believe that most private 
equity activity will be conducted by a combination of domestic 
and international firms. Meanwhile, 38% expect international 
firms to conduct transactions on their own, while only 11% 
believe local private equity firms will be involved in transactions.

What in your view are the key obstacles facing private  
equity investors? 

Despite being well-funded, private equity firms may see increased 
competition from corporate buyers for African targets, and 34% 
of respondents think that this will be the key obstacle for private 
equity investors. 

“Corporates tend to try to acquire small and medium-sized 
enterprises to achieve cost reductions and improve cash-flows; so 
this limits the opportunities that are available to private equity firms,” 
adds a director from a financial advisory firm based in South Africa.

Meanwhile, 19% say that private equity firms will face regulatory 
hurdles as an obstacle, while several respondents also note 
challenges to access debt for leveraged buyouts. “Regulatory 
hurdles are high and private equity firms have been under strict 
surveillance, which has increased the chances of risks due to non-
compliance and weaker investment and capital raising abilities,” 
says a partner at a private equity firm based in Nigeria. Only 16% 
cite a lack of access to capital as the most prominent obstacle.

38%

51%

11%  Combination of both

 International

 Local

   Most prominent    Second most prominent    Third most prominent

   Fourth most prominent    Fifth most prominent    Sixth most prominent
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   Most activity    Second most activity    Third most activity

In which sectors do you expect to see most private equity  
activity over the next 12 months? 
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Most respondents expect most private equity activity to focus on the 
energy, mining and utilities sector over the next 12 months. “Energy 
exploration will see a drastic increase in M&A activity. Private equity 
firms will be major acquirers in the energy sector, and international 
players will provide good valuations and offers to buyers,” predicts a 
director of finance based in South Africa.

Meanwhile, 21% anticipate most of the private equity interest 
to focus on the TMT sector. “Business services and IT service 
businesses are witnessing an increase in demand. Foreign entities 
are especially likely to acquire African businesses in order to reduce 
cost of labour and operations to improve revenues,” a Kenya-based 
CEO says. “E-commerce is the most rapidly emerging segment 
in the TMT sector and the majority of deals will take place in this 
space. Buy-backs will be the common deal,” adds a CFO from a 
company in Kenya.

Eleven percent see the pharma, medical and biotech sector, 
which is seeing high levels of global M&A, becoming the most 
active sector for private equity in Africa over the next 12 months. 
“Private equity and other institutional investors are investing in 
the life sciences sector, which has increased its scope for new 
developments in research and development, and in production 
and distribution. Drug manufacturing companies will be the most 
popular players,” says the head of finance of a company based in 
South Africa.
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Have you ever used an adviser for political risk and/or due 
diligence on an Africa-based M&A deal?

The majority of respondents (82%) have previously used an adviser 
for political risk and/or due diligence on Africa-based M&A deals. 
Several respondents indicated a lack of dealmaking experience 
on the sell-side which can result in valuation gaps, insufficient 
reporting guidelines or due diligence. 

A partner at an Egyptian law firm points out: “Operational risks, 
political risks and regulatory issues will continue to be barriers 
to M&A activity [in Africa] as not all targets are able to handle 
the expectations of a transaction due to less experience in due 
diligence and valuations.”

“The adviser’s market knowledge and 
reputation were put to the test before 
assigning the due diligence work.”
 CFO, corporate, South Africa

   Most important    Second most important    Third most important

What do you think are the top three factors in selecting  
a financial adviser for a transaction in Africa? 
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The traits most valued in a financial adviser by respondents were 
strong sector expertise, according to 37%, followed by local market 
experience (14%) and local relationships (19%).

Many respondents say they perform thorough checks on local 
reputation and credibility, and track record for the building of  
well-performing portfolios in their sectors of expertise before  
hiring a financial adviser for an Africa-based deal. 

“An ideal financial adviser should have good local relationships and 
be able to bring the client up to date in regard to any changes and 
challenges emerging in the industry,” according to a partner at a 
South African financial advisory firm.

“ We assessed the adviser’s credibility 
through reviews.”
Director of investment, private equity firm, Angola

SELECTING ADVISERS 

18%

82%

  Yes

  No
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   Most important    Second most important    Third most important
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In which of the following areas has your firm performed due 
diligence during an M&A transaction in Africa?

The areas in which most respondents say their firm had performed 
due diligence during an Africa-based M&A deal were financial 
(79%) and tax-related (73%), closely followed by operational due 
diligence (70%).

“ A track record in making sound decisions 
on behalf of a business and the contribution 
to a change in productivity are some of 
the factors we assess before selecting 
an adviser.” 
Director of finance, corporate, Nigeria

What do you think are the top three factors in selecting a legal 
adviser for a transaction in Africa?

In choosing a legal adviser, respondents most value the depth 
and breadth of a service provider’s experience (29%) and specific 
sector expertise (31%), while international reputation was the least 
important factor (4%). 
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When you use a legal adviser directly or indirectly in African 
countries, apart from South Africa, are they usually:

Do you find that the advice you receive is:

When instructing legal advisers, respondents prefer to use a 
combination of both local and foreign counsel (53%), while 46% 
favoured local, African legal advisers. Most respondents say they 
usually hire legal advisers with headquarters in South Africa. 
“Non-African businesses may have a talented workforce but they 
may face issues in deal integration and due diligence activities, 
which may restrict them from taking risks for fear of higher 
losses,” says a corporate director of strategy based in Algeria.

“We chose an adviser who has been in the 
industry for a long time and has a reputation 
that supports our own advisory capabilities.”
Director of finance, corporate, Guinea

Fifty-six percent of respondents found the services and advice 
received to be excellent, while 42% considered it to be adequate.
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South Africa continues to be an engine of growth for the continent, 
accounting for the largest share of M&A by volume and value. And 
dealmaking in the country continues to grow apace: in the first 
three quarters of 2014, volume edged up 2% YoY to 89 deals, while 
value jumped 44% to US$6.5bn over the same period.  

Sector watch

This uptick in deal value is largely due to activity in the real estate, 
consumer and transportation sectors, which amounted to a 
combined US$1.71bn in the first three quarters of 2014.

Notably, deal value spiked in South Africa’s listed property 
market in 2014, after a number of listings saw competitors 
rushing in to gain shares in a market restrained by limited 
acquisition targets.The largest of these deals was Octodec 
Investments’ acquisition of an 85.8% stake in another investment 
trust, Premium Properties, for US$422m.

Michael Katz, chairman of African law firm ENSafrica, believes 
the trend is driven by consolidation efforts rather than any real 
change in the underlying market conditions. “Consolidation is 
taking place in a number of industries, primarily in property. 
The main driver for the sector is coming from major operators 
who are consolidating to get benefits of scale in managing their 
property portfolios,” Katz says. 

Inward bound

While domestic M&A flourished, inbound deals struggled somewhat. 
Activity into South Africa dropped 19% YoY to 26 deals in the first 
three quarters of 2014, while value fell 22% YoY to US$1.8bn. 

The energy, mining and utilities sector has been particularly hard 
hit. Value has fallen amid prolonged industrial action and oversupply 
in the global coal market. “The mining industry’s costs have gone 
up and demand has not. There has been a slowdown in Chinese 
demand. Deals that are being done are designed to make the 
companies more efficient, and have been driven by consolidation 
objectives,” notes Katz.

Nevertheless, South Africa still enjoys a special advantage as an 
operational springboard for many companies looking to expand 
their portfolios in the sub-Saharan region. South Africa is expected 
to benefit from the continent’s increasing political and economic 
integration, as South African financing institutions are expected  
to play a major role in financing the development.

“While challenges that our trading partners in Europe and China 
face will affect the level and volume of activity in the South African 
economy, I don’t see any fundamental restrictions for M&A,” 
according to Katz. 

PE lessons

Private equity (PE) is a relatively small aspect of dealmaking in South 
Africa. There were only nine PE deals in the first three quarters of 
2014, totalling US$218m. Still, growing companies in South Africa 
provide savvy PE firms with ample opportunities. 

For instance, a large share of PE value came from a $152m 
deal in which a consortium of investors, Brimstone Investment 
Corporation, Calulo Investments, Safika Holdings, Adopt-a-School 
Foundation and Solethu Investments, agreed to acquire an 8.4% 
stake in Grindrod, a shipping and logistics business.

M&A IN SOUTH AFRICA

SOUTH AFRICAN M&A TRENDS, 2007-2014 YTD
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SOUTH AFRICAN PRIVATE EQUITY TRENDS, 2007-2014 YTD
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“PE is flush with money,” says Katz, adding that “logistics, railways, 
power and alternative energy are relevant investments for South 
Africa and the continent at large. Getting products to markets and 
ports is still a challenge in many countries.”

“There are a lot of specialist PE houses and bank PE divisions that 
are looking for good opportunities to acquire companies that they 
think are right for PE acquisitions. We should see them much more 
active in relation to Black Empowerment transactions.”

The Black Economic Empowerment programme was launched 
by the South African government in 2003 to address economic 
disparities by adding, for example, skills training to corporate 
strategies, as well as allocating funds to South Africa-based 
projects including private equity ventures through financial 
institutions such as the Public Investment Corporation.

Outbound monitor

As many countries around the world turn inward, South African 
businesses have actively pursued cross-border deals. In the first 
nine months of 2014, outbound M&A value from South Africa rose 
10% YoY in volume to 23 deals, and 27% YoY in value to US$3.4bn. 

“Big blockbusters such as South African Woolworths Holding’s 
takeover of Australian retailer David Jones [for US$2bn], are not 
indicative of the direction of the M&A market,” says Katz.

Outbound volume within Africa remains relatively low, with only 
seven deals. In 2014, South African firms buying elsewhere on the 
continent was mostly restricted to Kenya and Nigeria. The biggest 
South African outbound deal was the US$74m acquisition of a 53% 

stake in Nigeria-based pharmaceuticals distributor Eco Health 
by logistics and supply chain management services company 
Imperial Logistics.

One of the main reasons for the drop is that exchange rate 
movements have been unfavourable and the sharp decline 
of the South African Rand against the US Dollar in 2014 has 
contributed to a more muted approach from South African 
investors in foreign assets. 

Nevertheless, Katz is upbeat about the coming year. He notes that 
“South African majors are looking at overseas markets with good 
valuations and we expect to see significant cross-border activity 
[in the coming year]." 

“South Africa is a big draw for investors following the downturn 
in the European markets where they traditionally operate in. In 
addition, there are opportunities to expand operations into sub-
Saharan Africa from South Africa,” adds Katz.

Despite the challenges to M&A in South Africa in 2014, there are 
reasons for the country to be optimistic – as it maintains its pole 
position as an investment destination on the continent with a 
growing middle class, and its financial and consumer industries. 
As the continent becomes increasingly connected, South Africa 
will play an important role in continuing to attract and channel 
investment into neighbouring countries.

Announced Status Target Company Target Sector Bidder Company Bidder 
Sector

Seller Company Seller 
Country

Deal 
value 

US$m
May-14 P Neotel TMT Vodacom Group Limited TMT Tata Communications Ltd; 

Nexus Connexion; Communitel  
Telecommunications (Pty) Ltd

India 676

Jul-14 P Total Coal South Africa Ltd Energy, Mining 
& Utilities

Exxaro Resources Limited Mining Total SA France 472

Jun-14 P Premium Properties Ltd 
(85.81% Stake)

Real Estate Octodec Investments Ltd Real Estate 422

Apr-14 P Acucap Properties Ltd 
(34.9% Stake)

Real Estate Growthpoint Properties Ltd Real Estate 291

Mar-14 P Annuity Properties Limited Real Estate Redefine Properties 
International Limited 

Real Estate 264

Jul-14 P Tsogo Sun Holdings Pty Ltd 
(12.16% Stake)

Leisure Tsogo Sun Holdings Pty Ltd Leisure SABSA Holdings (Proprietary) Limited United Kingdom 261

Mar-14 C JD Group Limited (43.65% Stake) Consumer Steinhoff International 
Holdings Ltd

Consumer 257

May-14 P Business Connexion Group Ltd Business Services Telkom SA Limited TMT 240

May-14 P Worcester Casino Proprietary 
Limited (40% Stake); Sunwest 
International Pty Ltd (40% Stake)

Leisure Tsogo Sun Holdings Pty Ltd Leisure Sun International South Africa Ltd South Africa 211

Apr-14 P Sycom Property Fund 
(31.5% Stake)

Financial Services Growthpoint Properties Ltd Real Estate 166

C = Complete; P = Pending

TOP 10 DOMESTIC SOUTH AFRICAN DEALS, 2014 YTD
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PRIVATE EQUITY IN AFRICA
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Solid interest from institutional investors

Private equity activity has maintained an upward trend since 2010. The first three quarters of 2014 
continue this momentum, as buyout volume and value rose 11% YoY to 21 deals and 7% YoY to 
US$1.3bn, respectively. 

The opportunities for private equity (PE) investment into Africa are 
seemingly boundless: the continent has a number of regions and 
sectors that are at the beginning of periods of rapid growth, and 
investors worldwide are eyeing opportunities. 

While PE still comprises a small share of overall M&A, there are 
likely a host of smaller, unreported deals that are providing growth 
capital for African businesses. That said, we are seeing increased 
announced activity in frontier markets. PE houses have made their first 
ventures into new arenas such as in Uganda’s consumer goods sector 
and agriculture in Gabon, showing an appetite to move outside the more 
established countries and look further afield.

Further, international PE firms are slowly but steadily embarking 
on more transactions on the continent. US-based Kohlberg 
Kravis Roberts (KKR) made its first foray into Africa by investing 
in Ethiopia’s agricultural sector, with the US$200m acquisition of 
flower company Afriflora. This is particularly noteworthy because, 
in a country where the government still has a strong protective grip 
on most sectors of the economy, KKR may be setting the stage for 
large-scale, long-term investments in the region. 

However, identifying suitable targets of that size still remains a 
challenge, according to Shabbir Norath, head of corporate finance 
at Nedbank.

“The type of deal where US$100m can be deposited at a time cannot 
be found in every jurisdiction. It is easier to deploy capital in smaller to 
mid-sized deals,” says Norath. “Also, the local currency outlook has to 
be taken into account as investments are made for the long term. Dips 
in currency strength may support interest in export-related businesses.”

Funding optimism

Sectors with businesses that can prove regional expansion and 
scalability are showing potential amid a more positive financing 
climate. Examples include South African company Little Green 
Beverage, which Nedbank Capital Private Equity bought into, 
and Actis’ buy-out of Kenya-based tyre supplier AutoXpress. Low 
valuations in emerging sectors, such as leisure and consumer 
goods, present good opportunities for PE. 

New cash flows are expected to boost equity funds, and an increase 
in activity could also come from development and sovereign wealth 
funds across the continent.

“For example, Botswana is keen to deploy some of its public 
sector pension fund’s money in a PE fund. The Public Investment 
Corporation in South Africa also has set aside money to invest 
around the continent. There is a big drive to increase PE activity,” 
says Norath.
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Pension funds, which have previously been risk averse toward PE, 
could also show more interest over the coming year, in line with 
investors taking a longer-term approach. But firms will need to 
be convinced that there will be willing buyers when investments 
mature. Stable political and regulatory environments will also be 
vital for encouraging PE investments. 

The successful close of Carlyle Group’s over-subscribed US$698m 
sub-Saharan fund in April bodes well for the region. Carlyle 
believes that the runaway success of the fundraising effort is down 
to investors' faith in the region's rapid economic development. 

A brighter future

International and domestic African PE is set to increase over the 
next year, as funds such as the US$5bn by Blackstone and Aliko 
Dangote will result in several projects in the energy and power-
generation sector in Nigeria and across sub-Saharan Africa.

According to Nedbank, PE opportunities will continue to emerge 
in the consumer goods sector in the key African economies, such 
as the West African hub, in the Southern African Development 
Community and in East Africa around Kenya, Rwanda and Uganda. 
“There are large and young populations in many countries and 
the growing middle class is looking for goods and services that 
currently are not being provided,” says Norath.

In addition to the consumer sector, infrastructure development is 
also expected to take off in many countries as urbanisation takes 
place at a rapid pace across the continent. “Underlying economic 
growth depends on infrastructure development, and many African 
governments are focusing on supporting infrastructure and 
ancillary businesses. This also includes large-scale utility projects,” 
says Tapiwa Shamu, principal for corporate finance at Nedbank.

Sell-side opportunities

As with buyout activity, exit figures showed promise in the first 
three quarters of 2014: value increased 75% YoY to US$654m, 
although volume remained relatively steady at eight deals. 

So far this year, exit activity has concentrated around northern 
Africa and South Africa, which has a very developed PE market. 
“Investors need a fairly strong view on where the endgame should 
be, as exit options are limited in scope in most countries on the 
continent,” advises Shamu.

Sellers’ strategies may also begin to show more variety from  
the traditional corporate buyers, as IPOs become more attractive 
and stock exchanges such as the London Stock Exchange are 
promoting dual listings with African exchanges. 

Shamu also indicates that more exits might be on the horizon.  
“A lot of PE investments were made in 2010, after the height of the 
economic downturn. These investments have yet to mature and 
have not come to the end of their investment horizons yet.”
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INBOUND M&A INTO AFRICA

Strategic Q&A with Control Risks

Global risk consultancy Control Risks discusses the challenges and prospects for inbound M&A on the 
African continent. Participants Stéphanie Lhomme, Head of Compliance Intelligence Investigations 
and Technology (CIIT), Maria Knapp, Associate Director Africa Practice CIIT, and Tom Griffin, Managing 
Director West Africa, highlight expansion opportunities through value chains in regional clusters and 
address governments’ progress in improving the investment environment.

What is presently driving inbound M&A and which countries are 
drawing interest from foreign buyers?

Maria Knapp: In addition to improved fundamentals, such as 
macroeconomic management, decline in large-scale conflict 
and much less military intervention in politics, there has been 
an increase in attractive African targets. The rise of ‘regional 
multinationals’ gives foreign investors access to several markets 
through a single direct investment. Other significant opportunities 
are targets that provide a platform for regional expansion to take 
into account connected markets. Some of our clients are looking 
at 'cluster countries' rather than single-destination investments. 
For those, the focus of our advice is on characterising and 
measuring the significant variations in key risks affecting each 
of those countries, mapping the supply chain connections that 
link them and producing benchmarking analysis which feeds into 
planning their investment strategy.

Tom Griffin: Kenya has one of the most active exchanges on the 
continent by number of deals, with financial services, infrastructure, 
construction and consumer deals dominating, which is one of 
the drivers for Control Risks establishing an office in Nairobi. 
Mozambique is increasingly seen as a key investment destination, 
and we predict that the government’s focus on developing the 
country’s massive gas reserves in time for export in 2019 will drive 
further opportunities.

In West Africa, Nigeria continues to be one of the busiest target 
markets as a lot of companies are comfortable operating there and 
use the country as a base for their Africa-based strategies. It will 
always be the country that attracts the most FDI. 

In terms of macro-models, Nigeria has shown that central bank 
regulation can create a more stable investment environment. 
Outside of Nigeria, several complementary initiatives are helping 
this process, such as the London Stock Exchange partnering with 
African exchanges to promote dual listings. This has strengthened 
confidence in previously less active markets. 

What are the main challenges for inbound dealmaking and what 
has changed in the investment environments?

Stéphanie Lhomme: Some private equity (PE) funds, as well 
as corporations, were reluctant to invest in Africa because exit 
opportunities were quite limited. From a buyer’s perspective, in 
some countries the landscape is complicated by the requirement 
to partner with local companies: identifying suitable partners 
is an opportunity to acquire local knowledge but can also be a 
challenge. In South Africa, there are new regulations in the retail 
industry in favour of local businesses, which have made the sector 
less interesting for foreign investors. To balance that, there is 
discussion about bilateral treaties with the EU and the US on how 
to stimulate trade growth with the African continent. 

Tom: In West Africa, we are seeing boundless optimism around 
the potential for inbound acquisitions. However, there needs to 
be a degree of caution as it remains a complex and challenging 
environment for doing business. Issues such as opaque tax 
regulations, complications for repatriating profit and difficulty in 
extracting value from investments in an acceptable timeframe remain. 

Maria: That said, the enabling environment for foreign investment 
in sub-Saharan Africa has improved dramatically over the past 
decade. There are lower sovereign risks in some countries because 
of a low likelihood of outright war or regime change, very low debt 
profiles after the debt relief campaigns and African governments 
are generally good payers (if delayed). For example, even with 
an election coming up in Nigeria, investors still consider their 
investment prospects to be stable. 

Changes in regulations in countries such as Uganda, Kenya and 
South Africa are promoting the role of institutional investors. We 
saw this in the Ugandan National Social Security Fund’s lead role 
in PE firm Actis’ sale of its stake in Ugandan electricity distributor 
Umeme this year. These institutional investors, pension funds and 
social security funds are looking beyond the usual safe deposit 
investments. This also has the real potential to create more exit 
opportunities for foreign investors.
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However, slow and overlapping bureaucracy and lack of reliable 
infrastructure are common frustrations, and raise the cost of 
running a venture. Investors still face challenges in corporate 
governance and transparency remains a big obstacle in most sub-
Saharan countries. Many sub-Saharan countries have corporate 
registry regimes which exempt companies from declaring ownership 
structures. This is the case, especially, where there is a high level of 
elite entanglement in strategic sectors, lucrative deals or market-
dominant companies. 

What is the best strategy for investors to maximise their 
presence in Africa?

Tom: Looking at trends, the best opportunity for growth will be 
pan-African. Building value chains in Africa will be the key trend 
for the next few years. Several companies have brokered lucrative 
deals in Africa setting up value chains and goods production in 
countries such as Ethiopia and Kenya that used to be dominated 
by raw commodities extraction. 

Others are looking at building narrower supply chains and 
local value addition, with a view to integrating regional value 
chains. The potential is high because non-raw material growth 
remains low and certain governments are encouraging this type 
of investment. It makes sense for investors to look at African 
markets as clusters rather than as isolated countries. However, 
the diversity of the investment landscape can make this approach 
pretty challenging. Increased complexity also means increased 
exposure to third-party risk. Careful methodology is required to 
assess the operational risk at each stage. 
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ABOUT ENSafrica & CONTACTS

who is ENSafrica

ENSafrica is Africa’s largest law firm with over 600 practitioners 
and was established over 100 years ago.

The firm has a breadth and depth of experience and specialist 
expertise that spans all commercial areas of law, tax, forensics 
and IP and benchmarks itself according to international standards 
whilst retaining a uniquely African focus.  

why choose us?

The firm offers clients high quality know-how that covers the: 

• Legal, IP and tax systems that relate to each country on  
the continent

• Practical in-country application of legislative provisions

• Country and regional business investment, risk and  
economic profiles

• Local cultural and social customs across Africa

“Expert knowledge. They understand the difference between 
pure legal solutions and a solution that makes business work. 
Turnaround time is the fastest. They over deliver! They understand 
the latest law and trends,” Chambers and Partners Global Guide  
to the World's Leading Lawyers 2014.

one firm | one team

ENSafrica's key differentiator in the market is that it operates as 
one firm across Africa. The firm does not collaborate by means 
of a network, an alliance, nor as a “Swiss Verein” across various 
countries; rather, all of its offices are fully integrated and work as 
one team. This means that clients are assured of a consistent and 
high quality offering and the level of service they would expect when 
dealing with a world-class law firm.

At a practice level, the firm has specialised units, each consisting 
of a number of practitioners who dedicate themselves to building 
their expertise in a specific area of law, tax, forensics or IP across 
Africa. Irrespective of how many business areas a transaction 
spans, work is done at the right level, by the person most qualified 
to give the client the best advice, resulting in fast turn-around 
times, and an extremely cost effective offering.

To the extent that it is required in a transaction, the firm also has 
in-house English law capability, for Anglophone African countries, 
as well as practitioners who are qualified to practise French 
law (relevant in Francophone African countries) and OHADA law 
(the legal system used for business in 17 countries in West and 
Central Africa). 

The firm’s Portuguese-speaking lawyers are able to assist clients 
doing business in Lusophone African countries such as Angola  
and Mozambique.

ENSafrica has a dedicated China practice group (with Mandarin 
and Cantonese-speaking practitioners) and a focused India 
practice group which facilitates China’s and India’s entry and 
expansion strategy into Africa, respectively.

Through the financial services centre of Mauritius, ENSafrica offers 
a unique possibility to integrate all aspects of structuring a client’s 
investment in relation to all areas of law, tax, fiduciary, forensics 
and IP. Mauritius is a major gateway of investment into Africa. It is 
also an important strategic corridor for African-Asian-Indian trade 
and business development into, and out of, the continent.

CONTACTS

Piet Faber 
Chief Executive 

Michael Katz  
Chairman 

Mzi Mgudlwa  
Deputy Chief Executive 

info@ensafrica.com 
www.ensafrica.com 
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ABOUT NEDBANK CAPITAL & CONTACTS

Nedbank Group Limited ('Nedbank Group') is a bank holding 
company that operates as one of the four largest banking groups 
in South Africa through its principal banking subsidiary, Nedbank 
Limited. The company's ordinary shares have been listed on JSE 
Limited since 1969. 

While Nedbank Group focuses on sub-Saharan Africa, the majority 
of its business is currently South African, with the group positioned 
as a bank for all. The bank operates through five business clusters, 
namely Nedbank Capital, Nedbank Corporate, Nedbank Business 
Banking, Nedbank Retail and Nedbank Wealth. 

The principal services offered comprise business, corporate and 
retail banking, property finance, investment banking, private 
banking, foreign exchange, and securities trading. Income is also 
generated from private equity, credit card issuing and processing 
services, custodial services, unit trust administration, insurance 
and asset and wealth management services. 

With its head office in Sandton, Johannesburg, Nedbank Group 
also has large operational centres in Durban and Cape Town, 
complemented by a regional network as well as a presence in eight 
other African countries. In addition, Nedbank Group has branches 
and representative offices in certain key global financial centres 
to meet the international banking requirements of the group's 
African-based multinational clients. 

Nedbank Group had a market capitalisation of R121,30bn as at 30 
November 2014.

Recognised as a leader in its field, Nedbank Capital is a cluster of 
specialist investment banking teams operating within Nedbank 
Group. It provides seamless, specialist advice, debt and equity raising 
and execution, and trading capabilities to clients in all major African 
business sectors. Clients include the top 200 domestic corporates, 
parastatals, financial institutions, multinational corporates as well 
as major infrastructure and mining projects in Africa. It is based 
at the group's head office in Sandton, Johannesburg, with large 
operational centres in Durban and Cape Town, as well as offices in 
London, Toronto, Namibia and Angola. 

Its Corporate Finance team offers innovative advisory services for 
mergers and acquisitions, black economic empowerment (BEE) 
transactions, capital raising (equity and debt), valuations, listings 
and delistings, corporate restructurings and privatisations. The 
team has acted as adviser to South African and multinational 
corporations and government institutions in South Africa and the 
rest of Africa.

In 2008 the Ecobank Group and Nedbank Group formed a banking 
alliance. The Ecobank Nedbank Alliance was cemented in 2014 
by the exercising of an option by Nedbank to acquire 20% of the 
issued share capital of Ecobank. The Ecobank Nedbank Alliance 
created an African champion banking network that proudly offers 
its clients access to the largest Pan-African banking network 
spanning 35 countries with more than 2,000 branches. Through 
the delivery of country-specific, bespoke banking solutions across 
Africa the alliance effectively simplifies banking for its corporate 
and individual clients by making day-to-day transactional banking, 
financing and investment banking advisory services readily 
available to them.

CONTACTS

Tapiwa Shamu 
Principal: Corporate Finance  
tapiwas@nedbankcapital.co.za  
+27 (0)11 294 3522

Shabbir Norath 
Head: Corporate Finance  
shabbirn@nedbankcapital.co.za 
+27 (0)11 294 3537



For further information contact: 

Shabbir Norath 
Nedbank Capital 
Head: Corporate Finance

+27 (0) 11 294 3537  
email: shabbirn@nedbankcapital.co.za 
www.nedbankcapital.co.za 

Moyo Kamgaing 
Ecobank Capital 
Group Head and Managing Director

+233 (0) 302 251 723  
email: mkamgaing@ecobank.com 
www.ecobank.com

Ecobank Footprint

Nedbank Footprint

39 Countries

Ecobank and Nedbank 
Representative offices

Ecobank and Nedbank 
presence

Nedbank 
Representative office

Ecobank 
Representative office
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39 Countries
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Ecobank and Nedbank 
presence

Nedbank 
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Ecobank 
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Please note that the alliance between Ecobank and Nedbank consists of a strategic business alliance agreement between the parties and does not constitute  
a separate enterprise. Ecobank and/or with Nedbank will therefore always act in their individual capacities when contracting with clients.

Nedbank Capital is a division of Nedbank Limited Reg No 1951/000009/06. Authorised financial services (FSP9363) and registered credit provider (NCRCP16).

Together, we have 
Africa covered.

The African Alliance that 
combines local business 
intelligence with corporate 
advisory experience  
and expertise.

www.ecobanknedbankalliance.com 
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ABOUT CONTROL RISKS & CONTACTS

With 36 offices on five continents, Control Risks is among the 
world’s leading business risk consultancies. Since 1975, we have 
helped some of the most successful organisations in the world 
understand and manage the risks and opportunities that come  
with operating in complex markets. 

Control Risks has more than 30 years of experience working 
across Africa. We serve global companies that are new to Africa 
and organisations that know the continent well and are looking to 
expand their African business. We have unrivalled experience in 
helping organisations throughout their investment and operational 
cycle in Africa. 

With regional offices in Nigeria, South Africa and Kenya, and unique 
experience on- and offshore across the continent, we provide our 
clients with high-quality support in entering new markets, realising 
opportunities and building resilience capabilities to manage risk in 
rapidly changing environments.

Control Risks is here as a partner to help you get the most from 
the extraordinary opportunities Africa presents while protecting 
what is valuable to you – be it your people, assets, information or 
reputation. We help you identify the risks that are relevant for your 
business by country, sector or even specific ventures. Only the 
knowledge and understanding of what your company is facing can 
lead to the correct and appropriate tools to maximise opportunity 
while protecting what is most important for your business. 

Control Risks maintains the highest standards of integrity, 
professionalism and quality across all our client engagements and 
in everything we do. This culture of excellence enables our clients 
to have absolute trust in us and be assured of the value we bring 
to their organisation. We have a highly developed ethical approach, 
backed by an Ethics Committee, to ensure our ethics are always 
beyond reproach. We are relentlessly honest with our clients, 
always objective with the advice we give them, and are dedicated  
to protecting their best interests above all else.

CONTACTS

Learn more at www.controlrisks.com or contact us:

lagos@controlrisks.com 
nairobi@controlrisks.com 
johannesburg@controlrisks.com 

Control Risks' presence in Africa
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Mergermarket is an unparalleled, independent mergers & acquisitions 
(M&A) proprietary intelligence tool. Unlike any other service of its kind. 
Mergermarket provides a complete overview of the M&A market by 
offering both a forward-looking intelligence database and a historical 
deals database, achieving real revenues for Mergermarket clients. 

For more information please contact:

Jeanne Gautron 
Publisher 
Mergermarket Group

Tel: +44 (0)20 7010 6262 
Email: Jeanne.Gautron@mergermarket.com

Remark, the events and publications arm of the Mergermarket Group,  
offers a range of publishing, research and events services that enable  
clients to enhance their own profile, and to develop new business 
opportunities with their target audience. 

To find out more please visit www.mergermarket.com/remark  
or www.mergermarket.com/events

ABOUT MERGERMARKET
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Disclaimer

This publication contains general information and is not intended to be comprehensive nor to provide financial, 
investment, legal, tax or other professional advice or services. This publication is not a substitute for such 
professional advice or services, and it should not be acted on or relied upon or used as a basis for any investment 
or other decision or action that may affect you or your business. Before taking any such decision, you should 
consult a suitability qualified professional adviser. Whilst reasonable effort has been made to ensure the accuracy 
of the information contained in this publication, this cannot be guaranteed and neither Mergermarket nor any of 
its subsidiaries or any affiliate thereof or other related entity shall have any liability to any person or entity which 
relies on the information contained in this publication, including incidental or consequential damages arising from 
errors or omissions. Any such reliance is solely at the user’s risk.

Part of the Mergermarket Group 

www.mergermarketgroup.com
80 Strand
London
WC2R 0RL
United Kingdom

t: +44 (0)20 7059 6100
f: +44 (0)20 7059 6101
sales@mergermarket.com

330 Hudson St. FL 4
New York, NY 10013

t: +1 212.686.5606
f: +1 212.686.2664
sales.us@mergermarket.com

Suite 2401-3
Grand Millennium Plaza
181 Queen’s Road, Central
Hong Kong

t: +852 2158 9700
f: +852 2158 9701
sales.asia@mergermarket.com


