
BUSINESS PLAN: ELECTRICAL CABLE MANUFACTURING FACTORY

1. EXECUTIVE SUMMARY

Giant Group Tanzania Electrical Co. Ltd is an electrical cable manufacturing company set to
be established in Bagamoyo, Kerege kwa Kiwete, Tanzania. The factory aims to
manufacture high-quality, standard electrical cables to support Tanzania’s growing
electricity sector. The primary target customers are the Rural Electrification Agency (REA)
and Tanzania Electric Supply Company Limited (TANESCO), with additional sales to
private sector clients engaged in construction and infrastructure development.

The facility will have a production capacity of 260 tons per month, ensuring a steady supply
to meet national demand. The business is entirely self-funded, with future prospects of
expanding into regional markets. The company’s mission is to provide reliable, durable,
and cost-effective electrical cables, contributing to Tanzania’s energy sector development.

2. BUSINESS DETAILS

 Company Name: Giant Group Tanzania Electrical Co. Ltd
 Location: Bagamoyo, Kerege kwa Kiwete, Tanzania
 Product Line: Standard electrical cables for power transmission and distribution
 Target Market: REA, TANESCO, construction companies, electrical contractors,

industrial users
 Production Capacity: 260 tons per month
 Business Model: Business-to-Government (B2G) and Business-to-Business (B2B)

3. MARKET ANALYSIS

3.1 Industry Overview

Tanzania’s electrical infrastructure is expanding rapidly, driven by government initiatives
such as rural electrification and large-scale power projects. The demand for high-quality
cables continues to increase, creating a lucrative opportunity for domestic manufacturers.

3.2 Market Demand

 The Tanzanian government aims to connect rural areas to the national grid under
the Rural Electrification Programme, increasing demand for cables.

 Major national infrastructure projects, including industrial parks and urban expansion,
require extensive electrical cabling.

 Private real estate developments and construction projects also contribute to rising
demand.



3.3 Competitive Landscape

 Key Competitors: Everwell Cable Factory and imported electrical cables.
 Competitive Advantage: Giant Group Tanzania Electrical Co. Ltd will differentiate

itself through strict quality standards, cost-effective production, and strong
partnerships with government agencies.

3.4 Opportunities & Challenges

Opportunities:

 The government’s push for local manufacturing to reduce dependence on imported
cables.

 Increasing investments in green energy and industrialization projects requiring
electrical cabling.

Challenges:

 Strong market competition from established brands and imported cables.
 Potential fluctuations in raw material prices, particularly copper and insulation

materials.
 Navigating the procurement and tendering process for government contracts.

4. PRODUCTION STRATEGIES

4.1 Production Process

The manufacturing process involves:

1. Raw Material Processing: Importing and preparing copper and insulation materials.
2. Cable Extrusion & Coating: Using modern extrusion techniques to insulate and

protect cables.
3. Quality Testing: Ensuring compliance with Tanzania Bureau of Standards (TBS)

and international safety standards.
4. Packaging & Distribution: Finalizing and delivering products to clients.

4.2 Production Equipment & Facilities

The factory will be equipped with:

 Wire drawing machines
 Extrusion machines
 Cable twisting and stranding machines
 Quality control and testing equipment
 Packaging and labeling units

4.3 Workforce Requirements



 Technical Team: Engineers, machine operators, quality control specialists.
 Administrative Staff: Finance, procurement, and human resources teams.
 Sales & Marketing Team: Responsible for securing contracts and engaging clients.

4.4 Quality Assurance

Giant Group Tanzania Electrical Co. Ltd will ensure compliance with TBS, IEC
(International Electrotechnical Commission), and other global standards to guarantee
safety and durability.

5. MARKETING STRATEGIES

5.1 Sales & Distribution Channels

 Government Contracts: Focus on bidding for REA and TANESCO projects.
 Direct Sales: Partnering with electrical contractors, construction companies, and

industrial users.
 Wholesalers & Distributors: Establishing distribution partnerships across Tanzania

and neighboring countries.

5.2 Brand Positioning

 Promote "Made in Tanzania" products to support national industrialization efforts.
 Highlight cost-effectiveness, reliability, and durability in all marketing materials.

5.3 Promotional Strategies

 Industry Conferences & Exhibitions: Showcasing products at trade fairs.
 Digital Marketing:Website, social media campaigns, and online advertising.
 Networking with Government & Private Sector Stakeholders.

6. FINANCIAL PLAN

6.1 Startup Costs

 Land Acquisition & Construction: $2M
 Machinery & Equipment: $3M
 Raw Materials & Initial Inventory: $1M
 Operational Costs (First 6 Months): $500,000
 Total Initial Investment: $6.5M

6.2 Revenue Projections

 First Year: $5M (initial contracts)
 Second Year: $10M (expansion and increased production)
 Third Year: $15M+ (full-scale operations and regional exports)



6.3 Profitability & Cash Flow Management

 Break-even Point: Expected within 18-24 months.
 Projected Annual Growth Rate: 15-20%.
 Funding Sources: Self-funded with options for future bank loans or investor

partnerships.

7. RISK ANALYSIS & MITIGATION STRATEGIES

7.1 Key Risks

1. Market Competition: Local and international competitors may affect pricing and
sales.

2. Raw Material Price Fluctuations: Copper and insulation materials are subject to
global price changes.

3. Procurement Challenges: Complex government bidding processes.

7.2 Risk Mitigation Strategies

 Long-term contracts with raw material suppliers to stabilize costs.
 Government engagement to facilitate procurement processes.
 Diversification into private sector and export markets.

8. CONCLUSION

Giant Group Tanzania Electrical Co. Ltd is positioned to become a leading supplier of high-
quality electrical cables in Tanzania. With the increasing demand for electrical
infrastructure, the company is set for rapid growth. By leveraging strong industry
partnerships, advanced production technology, and a focus on quality assurance, the
business will establish itself as a trusted name in the industry.

With a well-structured financial plan, a clear market strategy, and a robust risk management
framework, the factory is expected to achieve sustainable profitability and long-term
success. The investment in local manufacturing will not only generate employment
opportunities but also support Tanzania’s industrialization and electrification goals.


