




Key observations shared by entrepreneurs 
on their experiences in building projects in 
African markets:

Market research is key to understanding the local context 
and consumer needs before launching a product or service. Thorough 
market research can take up to two years and includes talking to 
different stakeholders and doing surveys on the ground.

Finding investors can be a challenge for entrepreneurs in 
two specific ways: 

1. Investors often widely communicate
their interest to invest in and grow African markets, but in the end, 
there is not always a great deal of visibility on where funds are 
invested.

2. It is difficult to secure funds from local
banks, because they often want to link loans to fixed assets and this 
collateral is usually too high for start-ups and entrepreneurs.

Swiss quality is a strong brand and there is a space for 
premium products in different African countries.
By offering high quality and premium products, Swiss entrepreneurs 
are able to distinguish their products and services which is necessary to 
being successful in African markets.

The importance of being on the ground 
to run your business was also highlighted during the presentations. 
It is especially important to be present locally at the start of the project 
until a management team has been trained and appointed. Being on 
the ground also highlights your commitment to the target country of 
your investment which helps to build trust with local stakeholders.

Logistics in terms of road transport can be good 
(although expensive) depending on where your project is located. 
In other places, transport can be complicated due to bad roads, 
unreliable or non-existent public transport.

In addition, it is important to plan for customs and certification
procedures when importing or going into production.

Nick Draeger, 
Founder and Director, 
Nurevas Food Ghana Ltd

“Although a critical element of running a 
business in an African country is to train 
and appoint local staff, it has been difficult 
to find entrepreneurial, experienced managers 
and accountants – this has been achieved over 
time.”

Sheila von Hoerner
Co-Founder, 
Hotel Namanve

“It is crucial to be highly involved at every 
phase of the project, even if experts are 
hired.” 

Eser Karatas
Founder, 
Probraves

“There is a market for new entrants 
in the softdrink- and beer market in 
Sub-Saharan Africa. I decided to set-up a 
micro-brewery because there is a market gap 
for premium beer in Cameroon.”  



The SECO 
Start-up Fund 
in Africa
To date SECO Start-up Fund has approved over 20 loans for an 

amount of over CHF 8 million in 12 different countries in Africa. 

Almost half of the investments went into food production, 

followed by food processing/beverages and tourism. 

Around 40% of the projects can be considered successful, 

another 40% are doing more or less ok or are at a stage where it 

is too early to tell, whilst a remaining 20% have failed. 

The experience of the SECO Start-up Fund shows that the main 

challenges faced by young businesses are not caused by external 

factors such as the business environment but - as in other places 

too - by management. Sufficient financial resources have also 

proved to be a key factor for success, not surprisingly, given that 

the large majority of start-ups take longer and cost more than 

planned.


