Entering East Africa: A Practical Guide

A step-by-step framework for technology manufacturers evaluating market entry.

Exporting a product into a new region is not the same as building a durable presence in it. Manufacturers that
succeed in East Africa treat entry as a structured process, not a single shipment. This guide outlines the five
stages we take manufacturers through.

1. Market Assessment

Size the opportunity by country, not by region. Kenya, Uganda, Tanzania, and Rwanda differ significantly in
regulatory maturity, procurement structure, and buyer sophistication. Map demand against your specific product
category before committing resources.

2. Regulatory & Compliance Mapping

Identify import duties, certification requirements, standards bodies, and any sector-specific licensing (telecoms,
transport, energy) that applies to your product category in each priority country.

3. Route-to-Market Decision

Decide between direct commercial representation, a distributor model, or a hybrid. This decision should be
driven by your product's technical complexity, support requirements, and target customer type — government,
enterprise, or SME.

4. Partner or Representative Selection

Whether appointing a distributor or a fractional country manager, evaluate technical capability and after-sales
support capacity as heavily as commercial reach. See our companion guide on distributor selection.

5. Deployment & Assurance

Plan for installation, training, and acceptance testing from day one. Many manufacturers lose credibility
in-market not through poor product quality, but through weak deployment support.

Next step: SRMPL Advisory works with manufacturers through each of these stages — from initial market
assessment through to on-the-ground deployment assurance. Book a strategy call to discuss your specific
market and product category.
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