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We are the only think tank in SE
Asia dedicated to the study of
Africa from a business
perspective
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We can deliver bespoke advisory
and consultancy service to our
clients

Amit Jain
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NTU-SBF Centre for African Studies
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Three Pillars of CAS

Thought Leadership Capacity Building Advisory
Website Seminars/Webinars Report
Publications Workshops Presentation
Forums/ Conference Talks/Lectures Audio/Visual

Student immersion
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his career timeline...
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What do our clients and partners say?

The recommendations from NTU-SBF Centre
are not just theoretical suggestions but
practical solutions grounded in the realities...
...The government must demonstrate the
political will to implement the NTU-SBF

Centre’s recommendations ( \
/ Thank you for this (re: CAS-NEPAD joint
webinar] outstanding collaboration...
... it is work that we will continue to do
Isaac Asabor, Nigerian Journalist together...

R/ J

Martin Bwalya, AUDA-NEPAD



What do our clients and partners say?

Thank you Amit...appreciate the rigor

Aida Azmi, Pemandu Associates

I had the chance to work with Amit as part of the
World Bank's first investor conference for the
biggest project in my country. Calm and
discreet, he knows how to lead a team of
executives towards important objectives

J

Adamou Nikemia, Bagre Growth Pole project, Burkina Faso



Case

Client: a conglomerate with significant stakes in Nigeria
Project: 10-year economic recovery roadmap

Country: Nigeria Duration: 16 months




What difference did we make?

Economy in a freefall Conducted research Widely reported in the press

Business at stake |dentified challenges Report presented to the Gov

Instability on the rise Recommended reforms Selected recommendations
adopted

Elections on the horizon Presented recommendations

Reforms initiated
Authored report

Est value of trust earned by
the client = US$30m




Client: a policy advisory consultancy

Ca se Challenge: review the national transformation plan

Country: Somalia Duration: 1 day




What difference did we make?

Client under pressure Reviewed the draft plan Draft plan amended
Deadline looms |dentified errors Proposal turned persuasive
Draft lacks coherence Corrected flow Government satisfied
Multiple stakeholders Suggested changes Client wins trust

Provided guidance
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What difference did he make?

Client under pressure Produced compelling 3 x anchor investors secured
communication material

Deadline looms US$30m committed
|dentified potential investors

Reputation at stake Investor conference was a
Conducted outreach success

Investors must be secured
Managed expectations An important milestone in

the quest for food security
Secured commitments crossed
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What difference did he make?

Client seeks private sector
partners in Asia

Client has no representation
in Singapore

Client seeks high value
engagement

Produced a compelling
business development plan

|dentified potential partners
Conducted outreach

Secured engagements

12+ one-on-one
engagements secured

4+ partnership agreements
signed

Estimated potential value of
the partnership = US$2.7m







What difference did he make?

Client seeks a capacity
building program that will
help consultants become
trusted advisors for C-suite
executives

Designed a learning
program (instructional
design]

Produced learning materials
Coached faculty

Facilitated program

Program impacts 100+
partners and directors

Ability to exercise more
empathy and ask probing
questions enhanced

An important milestone in
the journey to becoming a
trusted advisor crossed
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What difference did he make?

Client is public sector civil Designed workshop Highest rating received

service institution
Delivered workshop Estimated value of the work

Seeks an expert to conduct to the client = US$10000
workshop for visiting
diplomats
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Client: a boutique consultancy based in the UK
Challenge: conduct fieldwog‘#k and illustrate the competitive
landscape of the tile and plastic pipe industry

Country: Pakistan, India . (Duration: 7 mﬂtﬁs




What difference did he make?

Family-owned firm seeks Conducted primary and Presented competitive
new market for its products secondary research landscape in both markets
Manufactures tiles and Conducted fieldwork Client accepts
plastic pipes recommendation
Delivered recommendation
Seeks market entry advise In a simple ppt format Changed market entry
strategy
Estimated cost savings =
US$10m
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Client: Aboutique consultancy based in the UK
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What difference did he make?

Client provides actionable On-site research SWOT analysis actionable
intelligence to investors

Fieldwork Helped investors evaluate
Investors include FTSE 100 risk against opportunity
companies Multiple sectors such as

energy, infrastructure, Helped investors take
Reliable sector-by-sector transport, communication informed decisions
data on investment
opportunities in such +6 frontier/emerging Est value to the client =
markets is difficult to markets US$2m
acquire

Wrote sharp succinct report
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What difference did he make?

Existing program training Conducted review of existing Client brand improved

guide does not look material

professional Learning enhanced
|dentified gaps

Client seeks a revamp Estimated value of the work
Wrote and edited chapters to the client = US$30000

Brand image needs
improvement Revamped program material

Published new training guide




The 2" Indonesia - Africa Forum

B—;ndung Spirit for Africa's Agenda 2063
1-3 SEPTEMBER 2024

BALI, INDONESIA

Client: Ministry of Foreign Affairs
Case

Challenge: steer an Africa-Asia dialogue '

Country: Indonesia
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What difference did he make?

Client hosting a high-level Moderated panel discussion Panel draws record number
diplomatic summit of audience

Engaged audience
African heads of state Head of State congratulates
expected Synthesized the discussion

Summit is a success
Panel moderator required




Case
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Hargeisa, Somaliland
Pix courtesy: Amit Jain
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Client: a green energy solutions provider

Challenge: manage reputational risk; create brand awareness

Country: Somaliland (Somalia) Duration: 2 months




What difference did he make?

Client has seen little return Conducted fieldwork Recommendation accepted
on investments

Interviewed local Local partnership
Even as the market expands stakeholders terminated
there has been no uptick in
business |dentified the problem Estimated cost saving to the
client = US$30000 per month
Local partner manages Recommendation presented

business to the board
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Client: a public university of internatioh%l"repute '
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Challenge: student mobility in emerging markets
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Country: Singapore




What difference did he make?

Student mobility in emerging
markets lacking

Few takers for traditional
exchange programmes

Industry seeks graduates
who can operate in emerging
markets

Conducted student survey
|dentified their motivation

Designed a 28-day business
immersion program in 3 x
emerging markets

Facilitated the program

Bid for public funding

Program turned into a model
iImmersion learning exercise

Funding worth US$370000
approved

450+ students participated in
the program over 5 years
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work sample
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Back to Growth:
Priority agenda

for the econom!c
revival of Nigeria
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work sample

THE THE

Myanmar :8‘;;3 New Guinea
2020

Over the horizon

Hortng e APEC Laaders” Summme in 2018
Gave Papua N Gainea 3 Chane o showcase

SNAPSHOT
Papua New Guinea i briet

COUNTRY PROFILE

s Magume Principat
cific Repon Europsan




sample of market intelligence work...

Plastic Pipes
scaveis ~ " Purchasing Process
Relative Size Characteristics g
Local manufacturer

astic pipes are sold via
Pipe hare

local retailers
manufacturers y *  contractor buys from
distributor/retailer
plumber buys from retailer
Only Sched 80 (industrial use)
Indus Trader pipes bought directly from
Pipe distributors

ha Tr manufacturer

Rational Enga
Pakistan PHLI L
2. Government projects fuel demand :

l 50 V/C pipes are used in
) o sewerage
Pipe retailers op esi 2

Plan to construct 5m low cost
public

3. Pakistan imported 3147 tonnes of
Small manufacturers h Bahiia plastic fittings worth SAR 39.1m
Habib Rafiq

own store ! (2015-2018)
End-users B :

paand pumber *  >24inch plastic pipes are not
primary end user

manufactured in Pakistan

Drafting ten

Peak demand e 2019-2020
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Work that strengthens partnership...

mobilising private sector investments
Burkina Faso
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Back to Growth: Priority Agenda for
the Economic Revival of Nigeria

3 thored by: L # Jain, Director NTU-SH ntre for African Studie (&8

policy recommendation
report in Nigeria

'entre for Africa
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Battling global headwinds: Three
lessons for Africa from East Asia

The C or / over the next two years is no more than 4%

per annum € pulation, one-third of whom | on than
US.$2.15aday, is f growing at more than 2.5% per annum, that is not such good
news.?# It means less revenues for governments and even less money in the poc

of everyday citizens whose incomes have been eroded by inflation. Africa faces
multiple challenges as it looks to 2 Here are three lessons it can take from East
A it braces for the headwinds ahead

First, reduce reliance on external sources of finance and mobilize domestic capital. A
stronger U.S. dollar and high interest rates makes servicing debt much more difficult
It would be unwise to keep borrowing from international creditors: Africa needs to tap
on its own pool of wealth. Start with the U.S. $2.3 trillion worth of investment funds,
pension funds, and sovereign wealth funds that are locked These could be




