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His Excellency, Lieutenant General Dr. Seretse Khama 
Ian Khama undertook a State Visit to the Republic of 
Chile from the 30th July to the 2nd August 2017 with 
the aim of strengthening bilateral ties between the 
two republics, Botswana and Chile. During the State 
Visit, the two governments signed a Memorandum 
of Understanding (MoU) for the promotion of 
investment and growth as a way of facilitating the 
diversification of trade. 

The signing ceremony was presided over by the 
President of the Republic of Botswana and his 
counterpart, Her Excellency Michelle Bachelet, 
President of the Republic of Chile.The MoU was signed 
by the Minister of Investment, Trade and Industry, 
Honorable Vincent T. Seretse and his counterpart 
from Chile, Honorable Edgardo Riveros Marin. In 
this regard, the two countries agreed to cooperate 
through exchange of experience and technology in 
the following areas;

•	 Regional	 economic	 integration	 and	 industry	
development;

•	 Trade	 matters	 including	 trade	 policy	 and	
analysis; trade facilitation; international trade 
administration, trade in services and trade 
negotiations;

•	 Promotion	of	export	and	investment	opportunities;

•	 Competition	policy;

•	 Trade	fairs,	exhibitions,	missions	and	industry	visits;	
and

•	 Training	 and	 capacity	 building	 of	 professionals	 in	
Botswana or Chile 

  

Continues on page 3...

CHILE AND BOTSWANA STRENGTHEN
RELATIONS

The Minister of Investment, Trade and Industry - Honourable Vincent T. Seretse, Minister of Presidential 
Affairs, Governance and Public Administration - Honourable Eric Molale with their counterparts from 
Chile



EDITOR’S NOTE
The  2017 second quarter BITC newsletter has a number of articles that 
highlight the achievements for this quarter. The articles that are featured in this 
publication cover the two State Visits, one to Chile and the other to Sweden. BITC 
played an important role during these two visits by accompanying the Minister 
of Investment, Trade and Industry during the business seminars and visits that 
allowed Botswana to get an appreciation of what other countries are doing to 
boost trade and investment. 

Another article focuses on the Czech Republic visit to Botswana, which was 
a first for the country. The Business Seminar hosted by BITC in honour of the 
Czech Republic was officiated by the Assistant Minister of Investment, Trade 
and Industry, Honorable Biggie Butale. During the seminar, the Assistant Minister 
delivered a keynote address that gave an overview of Botswana’s investment 
climate. Other articles in this issue focus on the various exhibitions that BITC was 
a part of and also highlights opportunities in the Coal Sector that prospective 
investors can explore. 

Also in this issue is a brief overview of the export climate in Botswana and gives 
a guide to an exporter on the different aspects that influence or inform pricing. 
BITC has collaborated with Grant Thornton for the Private Business Awards. Also 
in this publication, there is an advert that details BITC’s role in these awards. Take 
note of it, it might interest you. 

Enjoy this Issue and give us feedback on our website at bitc.co.bw! 

Boatametse Mongati 
Communication Specialist
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CHILE AND BOTSWANA 
STRENGTHEN RELATIONS  
Continues from page 1.

Furthermore, the Minister of Investment, Trade and 
Industry Honorable Seretse held bilateral talks on 
issues of mutual interest with the Director General of 
DIRECON, Ambassador Paulina Nazal. The talks were 
held to create a platform for investment and trade 
and during the deliberations, it was agreed that there 
was a need to immediately commence with activities 
aimed at implementing the MoU, starting with both 
parties constituting a technical working committee.

Whilst in Chile, Honorable Seretse officiated a 
Business Seminar which was organized by the Santiago 
Chamber of Commerce and DIRECON. The objective of 
the seminar was to create a platform for the formation 
of mutually beneficial business partnerships between 
Botswana and Chile. The Minister noted in his address 
the limited and somewhat insignificant trade flows 
between Botswana and Chile noting that in 2016, Chile 
exported a total of US$80,000 worth of products 
consisting mainly of textiles products, machinery and 
non-volatile storage devices. He therefore, implored 
the Chilean business community to take advantage of 
the MoU to increase trade relations. He informed the 
meeting that, government is keen to explore South-
South Cooperation by assisting Botswana companies 
with market entry information and strategies to 
effectively export into Chile.

With regards, to the attraction and promotion of 
Foreign Direct Investment (FDI), the Minister raised 
concern with the limited levels of FDI between the 
two countries, and thus invited all Chilean companies 
and businesses to consider Botswana as their next 
investment destination of choice as well as to 
use Botswana as an effective launch pad for their 
investment interests in Africa. 

He encouraged the business community to take 
note of the business opportunities shared during the 
seminar to know more about Botswana and use the 
information to use Botswana as their investment 
destination of choice as they expand their business 
footprint into the African continent. The Director 
General of DIRECON, Ambassador Paulina Nazal 
thanked Honorable Seretse for sharing the invaluable 
information on investment opportunities in his 
country. She noted that the Chilean government has 
adopted an AFRICA PLAN strategy aimed at increasing 
trade and investment relations.
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The Business Seminar which exposed the Chilean 
Business Community to immense trade and 
investment opportunities existing in Botswana was 
attended by amongst others members of the Chilean 
Business Community and Representatives from 
DIRECON, Santiago Chamber of Commerce, ProCHILE, 
InvestCHILE and SOFOFA - Federation of Chilean 
Industry. 

 

The Minister during the meeting with the Chile delegation
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The economy of Sweden is a developed, export-
oriented economy  mainly  aided  by timber, hydro 
power and iron ore. This constitutes the resource 
base of an economy oriented toward foreign trade. 
The main productive industries in Sweden are motor 
vehicles, telecommunications, pharmaceuticals, 
industrial machines, precision equipment, chemical 
goods, home goods and appliances, forestry, iron 
ore and steel. Sweden is also home to plenty of 
technological innovation and to “some of the most 
venerable, well-known brands in the world, including 
Volvo, Electrolux, Ericsson, Atlas Copco, Scania, IKEA 
and H&M.

The Minister of Investment, Trade and Industry, 
Honorable Vincent T. Seretse led a business mission 
to Sweden, on the backdrop of His Excellency the 
President of the Republic of Botswana’s State Visit 
to Sweden from the 19th to the 21st June 2017. The 
visit was undertaken to lure Swedish investors to 
Botswana. 

The objectives of the mission were to visit the 
Stockholm Royal Seaport to appreciate the concept 
of smart cities in development planning, to market 

Botswana and the Global Expo Botswana 2017. The 
delegation met with the National Board of Trade to 
appreciate the Swedish position on market access 
as well as to seek future collaborative programmes 
for capacity building. The areas of interest during 
the deliberations between the two countries were 
premised on Energy, Water Management, Waste 
Management, Transportation, Mining, Information 
Communication Technology (ICT) and Manufacturing.

BOTSWANA ENGAGES 
SWEDEN ON TRADE AND 
INVESTMENT 

Honourable Seretse  in Sweden appreciating the smart cities model.

The Botswana delegation in Sweden with the Swedish business community during the State Visit
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In July 2017, Botswana Investment and Trade Centre 
(BITC) visited the Czech Republic Embassy in Pretoria, 
this visit was then followed up with a visit by the 
Republic’s Embassy delegation in  August. During 
their visit, BITC undertook a Botswana - Czech 
Republic Business Forum held at the BITC premises 
on the 15th August 2017. This Business Forum which 
focused on Aviation, Defence and Energy was held 
during the official visit of the Czech Deputy Minister 
of Defence and Defence Sector. In preparation for 
the event, BITC collaborated with the Czech Republic 
Embassy in Pretoria and the Botswana Defence Force 
(BDF).

The objective of the Business Forum was to initiate 
discussions on the investment and trade opportunities 
for business communities of both countries and to 
increase trade and business between the two nations 
with particular interest in the Defence sector. During 
this period, BITC and BDF hosted various activities 
for the Czech Republic delegation; these included 
a business forum and a courtesy call meeting with a 
number of officials from the Botswana defence arm. 

During his keynote address at the Business Forum, the 
Assistant Minister in the Ministry of Investment, Trade 
and Industry Honorable Biggie Butale highlighted that 
there is no significant trade between Botswana and 
the Czech Republic. However, Botswana is ready to 
initiate increased trade and interaction with the Czech 
Republic. 

During his response, the Deputy Minister of Defence 
of the Czech Republic, Honorable Tomas Kuchta noted 
that this was the first step towards increased trade 
between the two countries. He also mentioned the 
Double Taxation Avoidance Agreement which is about 
to be ratified. Honorable Kuchta also noted that there 
are many possible fields of cooperation between the 
two countries including mining, training of armed 
forces and transfer of technology.

BITC PROMOTES 
INVESTMENT WITH A 
BUSINESS DELEGATION 
FROM THE CZECH 
REPUBLIC

The Czech Republic Deputy Minister of Defence, Honourable Tomas 
Kuchta giving a presentation about Czech Republic business climate

Ministry of Investment, Trade and Industry, Assistant Minister Honourable Biggie Butale addressing the delegates during the Czech 
Republic Business Forum.
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COAL SECTOR PRESENTS 
MYRAID INVESTMENT 
OPPORTUNITIES
Botswana Investment and Trade Centre through the 
Research Department conducted research to sustain 
and enhance the competitiveness of Botswana. 
Among its key responsibilities BITC is charged with 
gathering intelligence and conducting research to 
sustain and enhance the competitiveness of Botswana. 
This includes publishing information relating to 
investment in, and exports from Botswana for local 
and international investors to take advantage of the 
existing opportunities in the country. We are therefore 
pleased to share the synopsis of the Botswana’s Coal 
Value Proposition for uptake for prospective investors. 

OVERVIEW OF THE BOTSWANA MINING SECTOR

Botswana mining sector ranks among the highest in 
Africa on investment returns and policy perception. 
Botswana remains at the top of BMI’s Mining Risk / 
Reward Index with a score of 59.6 out of 100 in 2016. 
The country’s high score in the index is due in large part 
to the difficulties being experienced by rival mining 
markets. The country is expected to remain one of the 
best regulated and strongest performing in mining in 
Africa over the coming years as the country’s overall 
position was 13 out of the 122 jurisdictions. This sector 
is led by the diamond industry, though other metals 
and minerals are increasing in prominence, including 
Coal, Soda Ash, Copper and Nickel. The mining sector’s 
attractiveness is demonstrated by the presence of 
high profile international operators that have invested 
in Botswana, taking advantage of the conducive 
mining investment climate in the country. 

COAL SECTOR IN BOTSWANA

Botswana has large untapped resources of semi-
bituminous coal in various parts of the country 
estimated at 212 868 million tons of which reserves 
constitute 50 to 60 percent of this resource, making 
Botswana the 2nd largest after South Africa. Botswana 
coals occur within the Karoo Basin which covers an 
area of about 70 percent of the entire country. The 
spread of coalfields is sparse, covering, Dukwe, Foley, 
Serule, Bobonong, Morupule, Moiyabana, Mmamabula, 
Mmamantswe, Letlhakeng Dutlwe and Ncojane, with 
total deposits at Letlhakeng and Dutlwe at over 70 
000 tons (mt) each. Shallow coal seams distributed 
along the eastern side of the country, allow cost-
effective open-pit mining. While the western side 
of the country has deep seams that have Coal Bed 
Methane (CBM) potential. Botswana’s coal resources 
quality compares favorably with other coal available 
in the market and is suitable for export markets, with 
high quality resources in the East. The eastern side is 
well positioned with respect to: existing railway line, 
power, road and planned railway to ports making coal 
mining even more feasible. 

COAL INVESTMENT OPPORTUNITIES

Botswana will remain attractive to foreign investment, 
particularly from China, as China will continue to seek 
to plug its supply deficit in copper and coal. Given our 
expectation that mining costs in South Africa will rise 
considerably over the coming years, Botswana could 
gain a regional competitive advantage. Strong demand 
growth for coal in China and India will allow Botswana 
to export coal onto the seaborne market over the long 
term. In the medium term, coal will be utilized for 
electricity generation domestically. Coal is starting 
to play an increasingly important part in Botswana’s 
energy mix, with the country positioned to become 
an electricity exporter by 2018. The government is 
exploring opportunities for coal benefaction, which 
would see coal supplies converted into liquid energy 
products.

OPPORTUNITY 1: EXPLORATION & MINING FOR 
EXPORT

Botswana has extensive, and largely unexploited, coal 
resources which when developed can form part of 
the government’s effort to diversify the economy. 
The demand for coal-for-energy has increased 
significantly nationally, regionally and internationally. 
A number of coal licenses have already been issued to 
some investors. Additional licenses may be granted 
for further exploration and mining under the new 
tendering dispensation. It is possible to open up to 24 
new mines, possibly stepping production up to 100 
million tons / yr.
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OPPORTUNITY 2: ENERGY PRODUCTION

(a) Electricity Generation 

The Botswana government has passed legislation 
allowing for the participation of independent power 
producers in the electricity sector. The government 
is focusing on developing coal fired power as its main 
source of electricity generation due to abundant 
reserves of coal, as it is a cheap source of fuel for 
electricity generation. The abundance of sunshine 
is conducive to the development of on-grid and off-
grid solar power production. Botswana has a major 
opportunity of becoming an energy hub for the region; 
as the region is in high demand of power. Below is an 
indication of the current high demand for electricity;

COMMITTED GENERATION CAPACITY, MW

 

(b) Coal Bed Methane

Botswana’s mining industry is heavily reliant on 
heavy fuel oil / diesel. Diesel cost ~ gas equivalent 
ranges from AUD 25/GJ to AUD 30/GJ. Strong 
incentive for companies to convert to gas. Coal beds 
within the study area contain an estimated gas-in-
place resource of 60 trillion cubic feet (Tcf). The 
associated carbonaceous shales are estimated to 
contain an additional 136 trillion cubic feet resulting in 
combined 196 trillion cubic of gas in place. The highest 
development potential is along the eastern margin of 
the basin, where the carbonaceous sequence can be 
up 80m in thickness and contains up to 30% by volume 
of coal. Reservoir modelling of the results obtained 
indicates that a reasonably large percentage (15-20 %) 
of Coalbed Methane (CBM) gas in place could potentially 
be developed at a gas price of $2.00 / thousand cubic 
feet at the wellhead.

OPPORTUNITY 3: COAL TO LIQUIDS (CTL)

The low price of coal compared to the high price of 
other fuel sources, whether oil (currently trading at 
$600 per ton), ‘unconventional’ oil, or gas, provides a 
degree of longer term investment certainty that has 
generated a significant amount of interest in CTL fuels 
worldwide (World Coal Institute, 2015). CTL plants are 

one of the most cost effective of the alternative fuel, 
particularly when overall operating costs and the low 
cost of coal are considered. 

Market Potential

There are currently few alternatives to liquid fuels, 
which make CTL the best and profitable option. There 
is a strong growing demand in developing economies 
as the economies develop. As an alternative source of 
liquid fuel from oil liquid, coal derived fuels can play a 
significant role.  In the transport sector, as consumers 
purchase more vehicles and oil prices and as more stiff 
environmental measures are to be called for. Health 
impacts and local air quality concerns, have driven 
for clean cooking fuels. Coal-derived dimethyl ether 
(DME) is one of a suite fuel that can be produced in 
the CTL process. It has great promise as a domestic 
fuel. DME can also be used as an alternative to diesel 
for transport. Top Importers of Crude oil are China, 
USA, India, Republic of Korea, Japan, Germany and 
Netherlands. 

CTL Opportunity

The benefits of CTL can be beneficial and realized 
in countries that rely heavily on oil imports and are 
abundant with coal reserves. Botswana has high 
abundance of coal and this opportunity is very 
lucrative, and has to be fully exploited. 

OPPORTUNITY 4: COAL DOWNSTREAM ACTIVITIES

•	 Coal	to	gas:	production	of	gas	and	coal	combustion	
products like fly-ash for cement production

•	 Fertilizer	production-of	nitrogen	based	 fertilizers	
complementing downstream activities in 
agriculture. Nitrogenous fertilizer market 
expected to reach US$113,998.2 million by 2018. 
FAO highlights that ‘Africa region likely to remain a 
major exporter of phosphate, followed by Nitrogen

•	 Provision	 of	 Services	 and	 Equipment	 to	 growing	
Coal Industry

•	 Clean	Coal	technologies	–	opportunities	for	R&D

•	 Development	 of	 Infrastructures;	 mainly	 rail	 way	
line to reach the market. The alternative options 
are:

-  Through Zimbabwe to Mozambique in East 
(complex)

- Trans-Kalahari through Namibia (simpler) at an 
estimated cost of BWP136 billion (US$15billion)

- Through South Africa’s (Waterberg area) and use 
existing infrastructure (limited capacity

For enquiries and a detailed Coal Value Proposition 
visit our Office or contact us on enquiries@bitc.co.bw. 

NO COUNTRY 2013 2014 2015 2016 TOTAL

1 ANGOLA 389 640 550 1,246 2,825

2 BOTSWANA 600 - - 300 900

3 DRC 55 - 580 - 635

4 LESOTHO - - 35 - 64

5 MALAWI 64 - - - 750

6 MOZAMBIQUE - 150 300 300 170

7 NAMIBIA - - 120 50 750

8 RSA 923 3.105 2,543 1,322 7,893

9 SWAZILAND - - - - -

10 TANZANIA 60 160 500 1,110 1,830

11 ZAMBIA 230 180 435 494 1,339

12 ZIMBABWE - 300 30 300 630

13 TOTAL 2,321 4,535 5,093 5,122 17,071



i. Product performance in the domestic market

ii. Unique selling propositions (USPs)

iii. Trends in export markets

iv. Production capacity

v. Product adaptability

Pricing Strategy

Proper product pricing is one of the critical drivers of 
financial success in export ventures. The key question 
facing the company is: At what price should I sell my 
products or services in order to sell targeted volumes 
and achieve the targeted profit margins? The price 
considerations listed below can guide the company to 
establish the right price for its products or services:

•	 What	 type	 of	 market	 positioning	 (customer	
perception) does the company want to convey 
from its pricing structure?

•	 Does	the	export	price	reflect	the	product’s	quality?

•	 Is	the	price	competitive?

•	 Should	 the	 firm	 pursue	 market	 penetration	 or	
market-skimming pricing objectives abroad?

•	 What	 type	of	discount	 (trade,	 cash,	 quantity)	 and	
allowances (advertising, swell, and rebates) should 
the firm offer its foreign customers?

•	 Should	prices	differ	by	market	segment?

•	 What	pricing	options	are	available	if	the	firm’s	costs	
increase or decrease?

•	 Is	 the	 demand	 in	 the	 foreign	 market	 elastic	 or	
inelastic?

•	 Are	 the	prices	going	 to	be	 viewed	by	 the	 foreign	
government as reasonable or exploitative?

•	 Do	the	foreign	country’s	anti	dumping	laws	pose	a	
problem?

Market Entry

Market entry strategies outline the options available 
for the company to deliver and distribute products 
or services in the export markets. The four common 
market entry methods available to companies include 
1. Direct Exports 2. Indirect Exports 3. Partnerships 
and 4. Acquisitions/ Investments. 
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EXPORTER’S GUIDE TO 
MARKET SELECTION 

Selection of export markets to sell to provides one of 
the most challenging decisions that companies have to 
make. It is advisable for first time exporters to select 
markets with predictable business environment 
and less trade barriers. Different markets present 
different market entry challenges. Gathering and 
analyzing information on the following factors can 
assist the company in its market selection decision 
making:

i. Review of economic performance, key indicators 
and political stability

ii. Competition, trade barriers and cultural 
differences

iii. Trade support infrastructure

iv. Respect for rule of law, enforceability of 
contracts and protection of intellectual property 
rights

It is important to investigate the market to establish 
the extent of protection for investors and property 
rights. Avoid markets where piracy is rampant and 
protection seems to be less of a priority.  

Product / Service Selection

Can your product or service find a worthwhile market 
outside Botswana? Selection of the right product or 
service is essential for success in external markets. 
There are several ways to evaluate the export potential 
for your products or services in export markets. Some 
of the factors to consider are as follows:
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•	 Direct	Exports	-	This	involves	marketing	and	selling	
the products to clients. The advantages of direct 
exporting are; 

- The company has complete control over 
exporting process

- Enhance profit margins due to savings made on 
sales commissions

- Closer relationships with the foreign customers.

On the flip side, disadvantages of direct exporting are;

- Costs of running export office may be higher 
than the benefits of exporting

- Exposure to direct risk

•	 Indirect	Exports	-	This	involves	selling	products	or	
services to export markets through an intermediary 
such as an agent or distributor. The advantages of 
indirect exporting include;

- No strain on the firm as it doesn’t have to set up 
export function

- The firm can choose the best expertise available 
to represent its export interests.

The disadvantages of indirect exporting are; 

- Agent can sometimes misrepresent firms

- The exporter and the intermediary may not 
share common objectives

Partnerships

It might be advantageous for the exporting firm to 
partner with a local company for strategic reasons. 
For example, a partnership can complement the 
exporter’s capabilities and provide local expertise, 
insights, and contacts. The following are some of the 
partnership options available to companies:

•	 Licensing	-	A	licence	is	the	grant	of	rights	to	another	
business so that it can legally use your proprietary 
technology and/or intellectual property. This 
usually does not involve granting all the rights to 
the property.

•	 Franchising	 -	 Arrangement	 where	 the	 exporter	
(the franchiser) grants the local business partner 
(the franchisee) the right to use its trademark or 
trade-name as well as certain business systems 
and processes, to produce and market a good or 
service according to certain specifications. 

•	 Joint	Venture	 (JV)	 -	New	 firm	 formed	 to	 achieve	

specific objectives of a partnership like temporary 
arrangement between two or more firms. JVs are 
advantageous as a risk reducing mechanism in new-
market penetration, and in pooling of resources. 
They, however, present unique problems in equity 
ownership, operational control, and distribution of 
profits (or losses).

Promotional Strategy

Promotional strategy outlines how the exporter 
intends to support its foreign customers, partners, 
agents or distributors. It includes schedules for 
market visits, advertising plans, design and production 
of relevant marketing collateral, and product training 
for partners.

Action Plan

The Action Plan outlines tasks to be achieved in 
the export plan, with timing and human resources 
responsible for those tasks. Below is a sample of the 
Action Plan:

Task  By Whom By When

  

  

Management Review and Follow-up

Management should continuously review export 
performance against the targets outlined in the export 
plan. Management commitment and oversight is a 
critical component of ensuring success of the export 
plan. Constant review of export performance enables 
the firm to adjust export plans as new information 
and experiences become available.

For enquiries and a detailed Exporter’s Guide visit our 
Office or contact us at enquiries@bitc.co.bw.



Botswana Investment and Trade Centre (BITC) in collaboration with 
Grant Thornton Botswana and Business Botswana will host the third 
Private Business Growth Awards (PBGA) to be held on November 
1,2017 at the Gaborone International Convention Centre (GICC). These 
awards will include categories sponsored by BITC with the intention 
to recognise and appreciate BITC assisted companies as categorised 
below:

INVESTOR OF THE YEAR AWARD- MANUFACTURING SECTOR
The award recognises and promotes best practice and the important 
role of the manufacturing sector as an engine of growth in Botswana 
economy with particular emphasis on creating sustainable job 
creation.

INVESTOR OF THE YEAR AWARD- SERVICES SECTOR
The award recognises and promotes best practice and the important 
role of the services industries in promoting Linkages in Botswana 
economy with particular emphasis on creating sustainable job 
creation.

INVESTOR OF THE YEAR AWARD- EXPANSIONS
This award will recognise companies that have expanded 
tremendously in Botswana.

EXPORTER OF THE YEAR
This award recognises all the export industry sectors from services 
to manufacturing.

The objectives of the BITC category awards are to:

·  To recognize and honour local companies that promote the spirit 
of success, innovation, job creation, quality and good business 
ethics in Botswana’s business community,

·  Promote direct investment and growth in the industrial and 
services economy, with particular focus on job creation, 

· Showcase the best that Botswana has to offer i.e. businesses, 
products and services; and

·  Promote broader participation in the economy and encourage a 
rise in the level of exports and promote equitable global trade.

To be eligible for these awards, BITC will identify, nominate and 
assess companies on its client database, such as yourselves, against a 
set criteria. The companies will be expected to be a privately owned 
business / group ultimately held by citizens / residents of Botswana, 
OR privately owned business / group ultimately held by non-resident 
shareholders, operating in Botswana for> 3 years and employs> 100 
employees. 

Nominated companies will need to register to become members 
of Business Botswana in the event that they are not at the time of 
nomination for award.

BITC is therefore pleased to inform you that as a BITC assisted client 
you will be considered to receive an award based on assessment 
criteria and completion of a form that will be sent to you for 
completion. Updates on developments of the awards will be shared 
periodically to keep you informed. We wish you the best of Luck!! I

For more information, contact the Corporate Communication 
Manager -Itumeleng Teseletso at 363 3348/3300 or email: 
teseletsoi@bitc.co.bw.

INTRODUCTION OF BITC 
AWARDS CATEGORY FOR 
THE PRIVATE BUSINESS 
GROWTH AWARD



Dune Food Products, Botswana Meat Commission, 
Hydrosoma, Key Wealth, Soulbeat, and Contemporary 
Linens.

Made in Botswana Expo

Another expo that BITC and Brand Botswana attended 
was the Manufacturing Exhibition also known as the 
Made in Botswana Manufacturing Exhibition Show 
which took place from the 20th to the 22nd, July 2017 
in Gaborone at Fairgrounds. Through this exhibition 
BITC together with Brand Botswana tagged local 
companies to exhibit their products and sell their 
services, the companies were Lithoflex Inks, Kalahari 
Donkey Products, mAgri, Ditec Mobile, Inalebe, The S24 
and Culturati, Glam Collections, Pinotech Enterprises 
and Chloride Exide Botswana. 

This exhibition presented an opportunity for BITC 
to identify companies that could be assisted and it 
came as an opportune time to sell and promote the 
upcoming 2017 Global Expo Botswana to the business 
community and members of the public. BITC met 
one on one with companies which were interested 
in exporting their products to the international 
and regional markets as well as members of the 
community who were interested in services offered 
by the organization. 

For Brand Botswana, it was an imperative occasion 
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BITC PROMOTES LOCAL COMPANIES AT VARIOUS 
EXHIBITIONS
Retail and Hospitality Show (SAITEX) 

Owing to best prospect sectors, major infrastructure 
projects, significant government procurements and 
business opportunities, the South African market 
still remains Botswana’s largest trading partner with 
over P1.29 billion worth of export revenue recorded 
in the 2016/17 financial year by Botswana Investment 
and Trade Centre (BITC) assisted companies. BITC took 
part	 in	 the	 2017	 Retail	 &	 Hospitality	 Show	 from	 the	
25th to the 27th June 2017 in Midrand at the Gallagher 
Convention Centre, South Africa.

The 2017 Show was combined with two other shows; 
Africa’s	 Big	 Seven	 (Food	 &	 Beverages)	 and	 a	 new	
addition called The Hotel Show (Hospitality Sector). 
The Hotel Show Africa provided suppliers from interior 
design and fit out to technology to kitchen equipment, 
cleaning and more with the ideal platform to sell to 
key African hospitality buyers. The main objective 
for participating at the SAITEX trade mission was to 
expose Botswana products on the international map 
to provide market access and trade opportunities in 
not only South Africa but also Africa. 

BITC mobilized eight local companies to participate at 
this show as a launch pad for new products, to expand 
market share, to sell to key decision makers and 
buyers as well as forging new meaningful networks. 
The following companies participated at the show, 
Chloride Exide Botswana, Cheno Travel Safaris,  

The Manager, Trade Portal - Moabi Phia giving a presentation in 
Selebi Phikwe during the awareness workshop

Lithoflex at the Made in Botswana Expo attending to clients
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that allowed extensive promotion of the Pride Mark, 
a handful of companies stepped forward, showed 
interest in using the Pride Mark. On the other hand, 
companies were inquisitive on how Brand Botswana 
can assist them in promoting their products.

Ghanzi Agricultural Show

In  an  effort to identify companies to assist  and  promote, 
as well as selling services to the business community 
and members of the public, BITC participated at the 
Ghanzi Agricultural Show which took place on the 4th 

to the 10th July 2017, in Ghanzi. The Show was attended 
by government ministries, parastatals  and private 
businesses. The Show presented an opportunity for 
BITC to sell key investment opportunities premised for 
economic growth as well as job creation, such as Mining 
and Minerals, Tourism, Education, Agriculture (Agro-
processing and Agribusiness), Health Pharmaceuticals, 
Information Communication Technology (ICT), 
Resource based Industries and Infrastructure.

BITC had a stall and organized company visits which 
ran concurrently the whole week. The purpose of 
the company visits was for BITC to try and find ways 
it can assist, as well as find interventions to make the 
business environment conducive for the companies, 
BITC also discussed  with the companies the benefits 
of exporting their products to the regional and 
international markets.

Selebi Phikwe Trade and Exhibition Show

Selebi Phikwe Economic Diversification Unit (SPEDU) 
in partnership with the Selebi Phikwe Town Council 
hosted the Trade and Exhibition show held at the 
show grounds from the 7th to the 12th August 2017. 
BITC was invited to participate at the show and had 
a stall to exhibit. The expo was attended by private 
companies, government and parastatals. Individuals 
and companies who attended the show visited the 
BITC stall to enquire about the different services 
BITC has to offer and understand the mandate of the 
organisation. 

On the 10th August 2017, BITC hosted a Trade Portal 
Awareness Seminar at the show grounds with the 
purpose of introducing and launching the Trade Portal 
in that region. This was an opportunity for attendants 
to understand the benefits of utilising the Trade Portal 
since it is a tool that was launched to make exporting 
and importing easier. The attendees of the seminar 
were assisted with registering online on the Trade 
Portal website and applying for the Pride Mark use.

A BiTC assisted Company at the 2017 SAITEX show The Communication Assistant - Tsogo Ealotse attending to a 
client at  the 2017 Ghanzi Agricultural Show
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Botswana Investment and Trade Centre (BITC) is 
bringing an inspiring and interesting television show 
to Batswana from the 18th September 2017 to the 11th 
December on Botswana Television (BTV). The show 
dubbed Making It In Botswana profiles products 
that are made in Botswana by local companies or 
manufacturers.

This show is aimed at primarily creating awareness 
on the number of products being manufactured in 
Botswana. It also encourages and shows Batswana 
that it is possible to venture into manufacturing, 
showcasing testimonies of BITC assisted companies 
and  highlights  existing opportunities in this 
interesting sector. 

BITC invited companies such as Flotek, Green Reeds, 
Aliboats, KGK Diamonds, Dinesh Textiles, Maneblock 
Holdings, Sally Diary and Chloride Exide Botswana. This 
show provides a platform for Botswana companies 
to profile their product lines in such a way that the 
viewers will appreciate their products and entice 
them to do business with them. 

The companies that are profiled are from different 
parts of Botswana such as Palapye, Selebi Phikwe, 
Maun, Francistown, Kasane, Lobatse and Gaborone

BITC USHERS IN A NEW TV PROGRAMME DUBBED, 
MAKING IT IN BOTSWANA 

Proudly brought to you by

MAKING IT IN

MAKING IT IN
MAKING IT INMAKING IT IN

MAKING IT IN

option 1 option 2
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Aliboats was formed in 1986, in Maun, Botswana. 
The company was started initially to manufacture 
and supply the various lodges in the  Okavango Delta 
with aluminium boats. After its inception it obtained 
the Yamaha dealership license in 1987 so as to supply 
Yamaha outboard motors to fit into the boats. 

Aliboats has since opened a branch in Kasane. The 
company recently expanded and opened branches in 
Lusaka and Rundu both in Zambia. As well as Katima 
and Mulilo in Namibia. 

Since then the company has grown substantially 
and now employs 68 locals and manufactures 
approximately 300 boats per year. Approximately 80 
percent of Aliboats annual production is exported, 
the main destinations being Namibia, Zambia, South 
Africa, Tanzania, Kenya, Congo, Uganda and the United 
Kingdom.

The Directors are two Batswana and two expatriates 
and the shareholders are two Batswana and three 
expatriates. They are fully committed to the well-
being and growth of the company. Aliboats is the 
only aluminium boat builder in Botswana, one of only 
three in Africa. Aliboats, believes they have a unique 
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product and are continuously striving to improve their 
products and to broaden their horizons.

Some of their major highlights since inception were: 

•	 A	 contract	 to	 supply	 a	 12.6	 metre	 Aluminium	
Landing Craft for the British Red Cross in 2005. This 
boat was exported to the UK, and then went on to 
assist the Tsunami victims in the Maldives.

•	 A	 contract	 to	 supply	 35	 Yamaha	 outboard	 boat	
engines to the Botswana Defence Force in 2007.

•	 A	 contract	 to	 supply	 3	 x	 9.6	 metre	 Aluminium	
Landing Craft and 4 x 6.2 metre Aluminium Landing 
Craft to the Zambian Government in February 
2008.

•	 A	 contract	 to	 supply	 a	 14.6	 metre	 Aluminium	
Landing Craft to the Nigerian Government in March 
2008.

•	 A	 contract	 to	 supply	 an	 18.8	 metre	 Aluminium	
Landing Craft ferry to the Namibian Government 
in 2010.

•	 Aliboats	 was	 awarded	 a	 three	 year	 maintenance	
contract with the Botswana Defence Force (BDF).



BITC is committed to delivering excellent customer service to its 
customers at all times. This procedure will support BITC’s efforts 
to continuously seek new ways to improve service delivered to our 
customers.

I.   WHO IS ENTITLED TO COMPLAIN 
OR GIVE FEEDBACK

•	 	Any	person	who	has	been	in	
contact with BITC 

•	 	Any	person	who	is	aggrieved	by	
poor service received from BITC 
staff directly/indirectly

•	 	Any	person	who	is	aggrieved	by	not	
receiving/being denied due service 
by BITC

•	 	Any	person	who	appreciates	great	
service delivered by BITC Staff

•	 	Any	person	who	has	a	suggestion	
on how BITC may improve its 
service

II.   COMPLAINTS/FEEDBACK 
PLATFORMS

BITC provides the following platforms 
for customers to place their 
complaints or feedback;

BITC TELEPHONE CONTACT NUMBERS
Switchboard (+267) 3633300/01

CUSTOMER RELATIONS MANAGER
T (+267) 3633314 
C (+267) 71722081 
E mpetel@bitc.co.bw

BITC POSTAL ADDRESS
Private Bag 00445 
Gaborone

BITC HEAD OFFICE 
(Customer complaint/ feedback 
register), Plot 54351 
Central Business District

BITC CUSTOMER CONTACT EMAIL 
ADDRESS
E enquiries@bitc.co.bw

BITC ONLINE COMPLAINTS/FEEDBACK 
FORM
W www.bitc.co.bw

VERBAL COMPLAINT
To any BITC Staff member or 
representative

III.  COMPLAINTS/FEEDBACK 
PROCEDURE

a.  Place your complaint with BITC 
through the availed platforms 

b.  You will receive acknowledgement 
of receipt of your complaint within 
one (1) working day. 

c.  Customer Relations Office will 
inform you of the course of 
action to be taken to address your 
complaint/feedback.

d.  Where necessary a meeting will  
be arranged with you to resolve  
the matter.

e.  The Customer Relations Office will 
contact you with either an update 
or resolution to your complaint 
time depending on the complexity 
of your complaint/feedback.

f.  At this stage if you are not 
happy with the outcome of the 
resolution, you may inform the 
Customer Relations Manager 
of your dissatisfaction who 
will escalate the matter to 
the Executive Director- Brand 
Management who will review the 
matter and attempt to resolve it or 
escalate it to the CEO’s Office. 

g.  We endeavour to resolve your 
complaint/feedback within the 
shortest time possible.

h.  If you are not happy with the 
outcome at the level of the CEO, 
you may write to the BITC Board 
Chairperson and route your letter 
through BITC Customer Relations 
Manager.

IV. 

You are free to contact the Customer 
Relations Office at any time for an 
update should you wish to during this 
process.

BITC CUSTOMER 
COMPLAINT AND 
FEEDBACK 
PROCEDURE


