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When it comes to doing business in Africa, some American companies have never considered
exploring the opportunities, some are actively pursuing strategies to enter or expand into the
market, and some have been operating on the continent for decades. Recognizing this range of
perspectives, the PAC-DBIA will draw on its collective experience negotiating these three
different stages of doing business in Africa — approaching the market, competing for the
market, and operating in the market — to identify the top challenges that affect the greatest
number of American companies, to recommend actions for the U.S. government that will benefit
the greatest number of American companies, and to highlight the top opportunities and keys to
success. These insights will inform the Administration’s economic and commercial strategy for
Africa, in order to advance the President’s mission of supporting American jobs through
increased exports to Africa.

Tasking #1 — due the end of October 2017

A. Three stages of doing business in Africa

1. APPROACHING Africa
Despite available and emerging opportunities, most American companies are still
not looking at most African countries as viable markets for their goods and services.
i. From a regional perspective, what are the greatest areas of opportunity for
American industry in West, Central, East, and Southern Africa?
ii. ldentify the top three issues that keep American companies from choosing to
approach African markets.
iii. What can the U.S. government do to get more American companies to seek
out and pursue business opportunities in Africa?

2. COMPETING in Africa
Despite the superior quality and reputation of American products and services,
when American companies compete for project tenders and consumer markets in
Africa, they are too often unsuccessful.
i. Identify the three factors that most hinder the ability of American companies
to successfully compete for business opportunities in Africa.
ii. How can the U.S. government help American companies be more successful
in competing for projects and market share in Africa?

3. OPERATING in Africa
While the perceived level of risk of doing business in Africa is often higher than
reality, most African markets do present an array of challenges to efficient, stable,
and sustainable business operations.
i. Identify the three biggest challenges African markets present to American
companies in executing their business in Africa.
ii. What can the U.S. government do to mitigate those challenges?




B. Keys to success
Drawing on your collective experiences negotiating the three stages of doing business in
Africa, compile a list of keys to the successes you have had in each stage, including any
U.S. government programs that have been particularly helpful to your success.




