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In Africa today, we recognise 
that trade and investment, 
and not aid, are pillars of 
development.



Celtel success story



Celtel an African success story

4Ernst & Young as your Transaction Support partner

Ernst & Young was transactions advisor and auditor since Celtel was founded in 1998 and 
till Celtel was sold

� The company was formed in 1998 by Mo Ibrahim;

� Set-up and launch mobile network services and to be come a pan-
African mobile GSM telecommunications provider;

� Celtel provides GSM network services across Sub-Sah aran Africa, 
managing telecoms operations in 13 countries

� Celtel has outperformed all expectations, growing r evenue in 
excess of 115% per annum, 

� Establishing the company as the largest African mob ile operator 
outside South Africa. 

� Since its start-up it has moved from a standing sta rt to providing 
coverage for 30% of Africa's population

� Transformed access to telephony for more than five million 
customers in a continent characterised by poor comm unications.
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Celtel an African success story

5Ernst & Young as your Transaction Support partner

Key success factors 

� Strong focus and entrepreneurship
� Vision
� Poor performance of fixed-line services in much of Africa
� Strong marketing
� Limited regulation
� Prepaid technology (Africa's cash economy)
� Timing 
� Zero tolerance for corrupt practices
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Celtel: The sky is the limit........

Ernst & Young as your Transaction Support partner 6



What could go wrong – Lesson 
learned



Insurer in Kenya
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Health insurer in Kenya

Bankruptcy after few days:

� Not involved in accounting

� Back logs in bookkeeping

� No reliable management information

1.Owner: retired western doctor

2.Analyses claims / ratios

3.Not involved in accounting

4.Enormous backlogs in claims

5.Losses not visible due to pre-
payments

Ernst & Young as your Transaction Support partner

Lessons learned: 

� Reliable information in key…… .



Multi location sales organisation in Tanzania 
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Import / sales organisation

Profitable company however:

� Fraud to lack of management information

� Loss making parts not visible

� MIS not used

1.Owner: local sale man

2.Involved / committed

3.Management Info system 
shows omissions

4.Accounting limitations

Ernst & Young as your Transaction Support partner

Lessons learned: 

� Reliable information in key…… .
The darkest thing about Africa has 
always been our ignorance of it.

George Kimble



Multi location pharmacist in Uganda 
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Pharmacist in Uganda

Why was the pharmacist not ready for new 
equity:

� One man show

� No records / accounts

� No financial statements

� Not paying income taxes

1.Self made business man

2.Shows growth

3.Most likely profitable

4.Plans for expansion

Ernst & Young as your Transaction Support partner

Lessons learned: 

� Reliable information in key…… .



Mobile operator in Sudan
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How to make money:

� Audited financial statements

� Small prepayment

Cooking the books

Ernst & Young as your Transaction Support partner

Lessons learned: 

� Reliable information in key…… .

Network 1.0

Cash 0.1

Balance sheet in million USD

Equity 1.0

Due to shareholder 0.1

Balance sheet in USD million

Network 11.0

Cash 0

Equity 1.0

Due to shareholder 10.0



Doing Business in Africa



Doing business in Africa 

13Ernst & Young as your Transaction Support partner

Main topics:

� Culture differences “what is reality?”
� Structure and organisation skills limitations
� Reliable partners
� Corruption
� Hyper inflation
� How to get money (profit) out of the country?

Be well prepared and well organised to become a win ner. Business plan is first step!



Ernst & Young’s footprint in Africa
� Our Africa Business Center™ is a network of 

professionals across Africa and in key investor 
markets such as China, India, the Middle East, the 
United Kingdom, Europe and the United States. 

� Our network includes sector specialists who are 
intimately familiar with opportunities and trends in 
their sector across the continent, as well as 
knowledge professionals whose research insights 
are invaluable in considering new markets.

� The network extends to our subject matter 
specialists in the areas of taxation, transactions, 
compliance, technology, risk, assurance and other 
areas.

� Our Africa Business Center™ also produces 
thought leadership about Africa, in collaboration 
with our sector and service line teams; hosts cross-
Africa events such as the Africa Tax Conference; 
and produces regular bulletins on investment views 
on Africa.

� Ernst & Young Africa and Middle East practice are p art of our EMEIA area and bring together the practi ces of 
in total 25 countries in Africa and 17 countries in  Middle East



Our global Transaction Advisory Services (TAS) practice 

15Ernst & Young as your Transaction Support partner

We are the most global of the Big Four

Ernst & Young’s global Transaction Advisory Services (TAS) network can offer you comprehensive assistance to get you where you 
want to go.  Our team of more than 8,000 professionals in 90 countries and territories has the global reach and experience to assist you 
with all aspects of regional and global transactions. 

Ernst & Young – the leader in globalization

Global TAS has:

� 4,500 people in Europe, Middle East & Africa 

� 1,900 people in the Americas

� 2,250 people in Asia Pacific

TAS resources Global Asia Pacific India LATAM Africa Middle East South Europe CIS 

Transaction Support 3,662 293 117 87 93 155 152 95

Valuation & Business Modelling 1,250 156 45 88 23 71 74 119

Transaction Tax 967 80 80 61 35 35

M&A Lead Advisory 866 69 181 30 5 43 51 103

Restructuring 998 110 10 2 4 7 11

Operational Transaction Support 300 94 2 1 9

� Thought leaders – Integrated execution practice; ded icated industry, 
markets, operations and technology professionals

� Experienced – Dedicated, senior level transaction pr ofessionals; over 
3,000 transactions annually worldwide

� Global – More than 8,000 dedicated professionals wor ldwide in 90 
countries and territories

� Diversified – Strategic and private equity firms of all sizes across a breadth 
of industries

� Client focused – Service offerings from market resea rch through 
acquisition, integration and realization
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Middle East and Africa facts and figures
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Our TAS capabilities per key market 

Market Resources

United Arab Emirates 86

Bahrain 59

Saudi Arabia 52

South Africa 44

Kenya 16

Mauritius 11

Nigeria 7

� Ernst & Young Africa and Middle East practice are p art of our EMEIA area and bring together the practi ces of 
in total 25 countries in Africa and 17 countries in  Middle East:

� Our Subsaharan African TAS team operates a hub and spoke model 
with core teams based in Johannesburg, Abidjan, Dar  es Salaam, 
Harare, Kampala, Lagos, Nairobi and Port Louis.

� The services we provide are often cross border and transaction driven 
and as a result our TAS teams constitute service li ne, industry and 
sector expertise relevant to a particular transacti on.

� Our client service teams have the advantage of stro ng local knowledge, 
combined with sector expertise drawn from across th e continent, the 
EMEIA area and the globe.

� Local teams are supported by the E&Y Global sector knowledge 
centres ensuring that the EY team working with you has the right skill, 
expertise and sector knowledge to meet your needs.

*Source: mergermarket, based on “announced” deals, p eriod 01.01.2005 to 31.12.2010, 

Our TAS service capacity in the region  
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Service capacity without restrictions

Service capacity with adequate support from other o ffices



Our suggested approachEY Africa Attractiveness Survey



EY: Africa attractiveness survey

EY Survey

� Africa increasingly attractive to emerging market i nvestors

� Survey of over 562 global executives on their views  about how and where investment will take 
place in the next decade

� Despite a drop in investment in the last couple of years following a peak in 2008, Africa has 
remained an attractive investment destination

� Africa is high on the agenda of global investors

Africa Attractiveness Survey 

Ernst & Young as your Transaction Support partner 18

� Emerging markets investment now comprises 38% of th e total into 
Africa; up from 30% in 2003.

� 74% of emerging market investors saying that Africa  has become a
more attractive investment destination over the las t three years.

� Strong growth in new  projects into Africa is expec ted from next year 
with foreign direct investments inflows forecast to  reach US$150b by 
2015.



Ernst & Young - Sietse Louwerse
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Sietse Louwerse
Senior Manager TAS Transaction Support

Direct Tel: +31 88 407 1270
Direct Fax: +31 88 407 1005
Mobile: +31 6 2125 1833
Email: sietse.louwerse@nl.ey.com



.

Disclaimer
This preliminary document has been prepared by Ernst & Young. The information and 
opinions contained in this document are derived from public and private sources which we 
believe to be reliable and accurate but which, without further investigation, cannot be 
warranted as to their accuracy, completeness or correctness. This information is supplied on 
the condition that Ernst & Young, and any partner or employee of Ernst & Young, are not 
liable for any error or inaccuracy contained herein, whether negligently caused or otherwise, 
or for loss or damage suffered by any person due to such error, omission or inaccuracy as a 
result of such supply. In particular any numbers, initial valuations and schedules contained 
in this document are preliminary and are for discussion purposes only.
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