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 Mr. Yamauchi   Based in Kenya, we offer advice to Japanese companies 
and the Japanese government on investment in and expansion into 
Africa. There is growing interest in Africa. This year alone, we have 
already arranged more than 100 meetings between Japanese companies 
and African prospective partners, and the number of successful cases is 
increasing. The risks of investment in Africa includes scarcity of disclosed 
information, as 95% of the companies there are not listed on the stock 
exchange. All the more for this reason, it is more valuable to join the local 
inner circle in Africa than it is anywhere else in the world. It is extremely 
important to visit the local community, connect with the key persons of 

venture capital and private equity and 
those associated with industrial 
conglomerates and the government, 
and establish relationships of trust with 
them. While Africa has great 
fundamental growth potential, it faces 
the challenge of lacking infrastructure 
and strategic partners. I feel that this 
will lead to mutually bene�cial 
relationships being formed between 
Africa and Japanese companies.

Mr. Nakano   My company is investing in Bboxx, a startup doing business 
in Africa. The company installs distributed power sources in 
non-electri�ed areas, and provides with solar panels, batteries and home 
appliances, i.e., lights and televisions etc. as packages. This business is 
distinguished in that it provides “life with electricity” to many people with 
the system whereby customers can pay their power bills on a daily basis 
through mobile payment. I believe that this business is not only for 
business economics on a sustainable basis, but is also worthwhile and 
signi�cant in both social and environmental terms. Meanwhile, I feel that 
it is challenging to do business in Africa, mainly because there are many 
differences in the culture and environment from Japan, and there is a lack 
of proper understanding among 
Japanese people about that reality in 
Africa. All that said, support from the 
governments around the world is 
available and also welcomed by the 
government of Japan. It is important 
to build trustful relationships with 
local companies and employees, and 
realize business expansion. It's hard 
work, but I feel worth doing.

Ahmad   Since the new administration took 
of�ce this May, the country’s startup 
policies have changed in rapid succession 
especially the Nigerian Startup Act which is 
currently at the implementation stage. The 
changes include the devaluation of the 
naira and the solution of the dual exchange 
system, which had long remained 
unchallenged in the country. Behind them 
lies the government’s aim to earn foreign 
currency. Another change is the abolition of fuel subsidies. Under the new 
administration, a plan to resume the operation of domestic oil re�neries 
is under way. If this plan is implemented, oil prices are expected to fall. 
Although these changes entail dif�culties, I believe that they will bene�t 
Nigeria in the long run. The government is strongly encouraging 
collaboration between foreign companies and domestic startups. For 
example, an unprecedented business alliance between Mitsubishi 
Corporation and a startup in Nigeria has been realized thanks to support 
from the Nigerian government and JICA. This is a successful example of 
new business creation through cooperation between reliable partners.

Mr. Fuwa  It seems that the remarks from the three speakers have 
presented us with key phrases for successful inroads into and investment 
in the business ecosystem in Africa. First of all, there is an information 
gap. “digital divide.” To close it, Japanese companies need to become 

“strategic partners,” and how to establish 
“relationships of trust” to become such 
partners will be a challenge to be 
addressed by Japanese companies. I feel 
that it is important not merely to form 
strategic partnerships between companies, 
but also to ensure that the formation is 
followed by the establishment of 
relationships of trust between employees.

In Conclusion
The African market will continue to grow signi�cantly. If Japanese 
companies wish to make inroads into this expanding market, they will 
de�nitely need to have reliable partners familiar with the local areas. Mr. 
Yamauchi of Riviera Partners specializes in matchmaking of various 
Japanese companies with reliable African companies, raising the 
expectation that many more Japanese companies will expand their 
presence in Africa in the future.
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