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The competitive landscape 
(Sub Sahara Africa cement producers profile source Albarka Africa International Analysis)

Companies Countries

Major MNCs Holciem (formerly Lafarge Holcim) Nigeria, Cameroon, Kenya, South Africa, Benin, Guinea-Bissua, Ghana, Ivory 
Coast, Madagascar, Zimbabwe

Heidelberg Cement (Scanchem) Benin, DRC, Guinea –Bissau, Sierra Leone,  Mozambique, Tanzania, Togo

Intercement (Cimpor) Mozambique, South Africa

Vicat Senegal, Mali, Mauritania

Regionals Dangote Nigeria, Cameroon, Congo, Ethiopia, Tanzania, Senegal, Ghana, Ivory Coast, 
Gabon, Niger, South Africa, Zambia

PPC South Africa, Botswana, Zimbabwe, DRC, Ethiopia, Rwanda

CIMAF Burkina Faso, Congo, Gabon, Ghana, Guinea-Bissau, Ivory Coast, Mali

WACEM Burkina Faso, Ghana, Guinea, Ivory Coast, Mali, Niger, Togo

Afrisam South Africa, Tanzania
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The competitive landscape 
(Sub Sahara Africa cement producers profile source Albarka Africa International Analysis)

Companies Countries

Nationals BUA Nigeria

National Group (Deuki Group) Kenya, Uganda

Chinese MNCs West International Mozambique, Ethiopia, DRC, Congo

Huaxim Zambia, Malawi, Tanzania

Jidong South Africa

Other International Turkey – Limak Ivory Coast, Mozambique

Pakistan- Lucky DRC
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The African cement and building 
materials opportunity

An emerging opportunity
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After more that a decade of effective supply exceeding 
effective demand the trend is shifting to demand exceeding 
supply.

The industry  has consolidated with the entry of multi-national 
and regional players. There are significant Chinese multi-
nationals in the market.

The competition, market share and margin are driven by a 
combination of economies of scale, operational and technical 
efficiency, and product solutions.

The ability to operate local, national and regional distribution 
networks and manage stakeholders are critical success factors.



The Entry opportunity
Market cycle change (timing) plus favourable valuations

After decades of underspending on infrastructure there is pent up 
demand. 

There is a cyclical shift from excess effective supply to excess effective 
demand

The sector is trading at a discount with assets being marked down due 
economic and political uncertainty, and historic underperformance. 
(Risks are priced in and growth is discounted)

SMADACommercial Confidential & Private



The Target

Key considerations of the potential acquisition: 

the acquired portfolio in terms of geographic and product mix,

the operational capacity and 

the possible financial structure of an acquisition
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The Target- PPC a significant player in Southern Africa 
(South Africa, Botswana and Zimbabwe)& Rwanda
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The Target
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The Target
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This provides exposure to the 
cement and materials market in 
South Africa, Botswana, 
Zimbabwe and Rwanda. 
It is important to note that the 
market conditions and financial 
performance of these markets are 
very distinct with the South 
African and Botswana (core) 
struggling with volume and 
margin pressure, while Zimbabwe 
and particularly Rwanda 
(CIMERWA) showing significant 
growth. 



The Target
• The target has reduced its level of debt and divested from a few 

markets (Ethiopia & DRC)given trading conditions and a focused on 
cash generation.
• As the current market conditions change, it is forecast that effective 

demand will exceed effective supply for the first time in 10 years in 
2024/5, this provides an opportunity to position for growth in the 
infrastructure materials space. 
• The proposal is to take the company private and to delist from the 

JSE. 
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The Target transaction

• The acquisition entity needs sufficient credibility to deal with the target 
company, its shareholders, key stakeholders and regulators. 
• This requires a partnership consisting of a strategic industry partner, a credible local partner, 

funders with sufficient patient capital. 

• The proposal is to create an SPV which will engage the target with the 
objective of preparing to an Expression of Interest (EOI). 
• The SPV  will require financial commitment or support from funders for at 

least USD 250 million, and a commitment from QNC as the strategic 
industry partner. (the funding will be a combination of debt and equity 
funding)
• The partnership will be led by QNC and Smada as the strategic industry 

partner along with the strategic local partner. 
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The Target Transaction
The engagement with the target must be very carefully managed as it is 
listed on the JSE and subject financial market regulations. 
• The preliminary discussions and preparation of an EOI must be carefully 

structured and considered in order not to trigger market announcements 
and trading updates prematurely.
• The preparation of an EOI must satisfy a number of criteria in order for it to 

enable effective engagement with the target. This will find expression 
finally in the proposed transaction structure either as a proposed scheme 
of arrangements or general offer to shareholders.
• The proposed primary offer to shareholders should be a cash offer at a 

nominal premium to the market. This may be viable/attractive to small 
shareholders. Institutional shareholders may wish to continue to have 
exposure to the asset post acquisition and delisting.

SMADACommercial Confidential & Private



The Target Transaction

The market capital of the company was R4,7billion (22 September) with 
1,5 billion shares in issue (1 553 764 624 trading at R3,00) 
Institutional shareholders own 56%. The key strategic shareholders are 
Value Capital Partners (15,85% and 2 directors on the board) and PIC 
(8,3%). Other institutional investors include M&G Investments, 
Cammissa Asset Management, Old Mutual, Fidelity and Sanlam.
 Institutional shareholders may wish to continue to have exposure to 
the asset post acquisition and delisting. In such a scenario there could 
be a combination of shares plus cash offered ( this could be in a ratio of 
50% cash and 50% in shares valued at a post-acquisition value). 
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The Target Transaction

The Rationale for the proposed transaction is based on three points:
• A strategic market entry opportunity at time when the market 

conditions are starting to change and become more favourable.
• The target entity is trading at a discount due to historic market 

conditions and performance.
• There is a growth in demand for alternative investment opportunities 

that are exposed to infrastructure and Africa. 
The opportunity is to raise funds (debt and equity)  in the local and 
international market on the basis of the proposed transaction. 
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The Next Steps

1. The formalisation of the partnership to pursue the target. 
• A memorandum of understanding between QNC and Smada setting out terms 

of  agreement to pursue the target.

2. The informal engagement to explore the requirements of an offer to 
shareholders of the target

3. The submission of an Expression of Interest to the board of the 
target

4. The establishment of a deal team to lead the transaction.
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