
Identified the best fit and most attractive markets using an evidence-based model 
Knowledge transfer on how to build and interpret market attractiveness and market sizing 
Revised strategic priority markets and built market clusters 

50 countries across Africa

FMCG

The client, a global player in FMCG was undertaking a full review of its Africa strategy to
determine if it was prioritising the right markets. The client was present in seven core markets
with varying degrees of success. The client did have access to a generic market attractiveness
model but felt the metrics and weightings were not relevant and it only produced a list of
small markets. The client needed a market attractiveness model that helped identified and
ranked the most attractive markets that were best fit. 

We collaborated with the client to select metrics tailored to its product portfolio and
positioning. We built a 40 metric model, grouped into key categories that shape Africa market
expansion opportunity and risk. Our analyst team indexed and weighting the metrics to
produce an initial list of markets. We further defined a set of bespoke comparator metrics
drawing on key success factors from other markets. Where data sets did not exist, our analyst
team defined new metrics to build these into to the model. We finally built a market sizing
methodology and undertook market sizing to ensure this was incorporated into analysis of
which markets were most attractive. 

“This process challenged our teams entire way of thinking about market attractiveness and
market sizing in an African context. We are now able to confidently prioritise and cluster
markets that offer us the strongest growth opportunities”
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