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Nigeria overview
Nigeria has very similar business and legal practices to the UK, and while there are several
ethnic tribes and dialects, Yoruba, Igbo and Hausa being three of the major groups, English
is still the generally-spoken language.
Nigeria is the home of Africa’s largest economy and biggest oil producer, and also has a
growing populace of over 180 million – the largest in Africa. With an abundance of natural
resources, and a growing middle class, Nigeria’s economic potential is considerable.

Ties between Nigeria and the UK may have been deep-rooted in our historical and political
origins, but over the years it has evolved into a more dynamic relationship that includes
education, trade, arts and culture.

The UK and Nigeria have an excellent commercial relationship with over £6.1 billion worth of
trade per year; it is also the 2nd largest African market for goods. UK companies are extremely
well-known in Nigeria, and UK brands (especially luxury goods) are in very high demand.
Nigeria has one of the lowest income tax rates in the world, 7%-24%, and therefore the
growing consumer base of Nigerians has a lot more disposable income. As a foreign investor,
there are investment incentives in Nigeria. Some of these incentives cover all sectors, while
others are limited to specific sectors.
MARKET EXPERTS

Thank you to our Market Experts
www.Nigeria.DoingBusinessGuide.co.uk
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On course for success
Choosing a great export
training partner can really help
your company take off in the
export trade! We can help
develop new ideas and find
ways to drive down costs and
produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your
international trade
• Leading UK authority on
trading globally
• Tailored training to
support your business
needs
• Expert solutions for
international trade
Exporting great ideas to you.

Join us today
+44(0)1733 404 400
email: institute@export.org.uk
Call:

www.export.org.uk

Welcome from Lesley Batchelor OBE, FIEx (Grad) –
Director General, Institute of Export & International Trade
Africa’s largest country by population and a gateway to fifteen smaller West African countries,
Nigeria, is an export market that existing or budding international traders should keep a close
eye on. Despite growth being sluggish and oil production contracting in recent years, the
outlook for Nigeria is positive. This Doing Business in Nigeria guide will help prepare UK
businesses who are looking to trade with this important market.
If you’re considering Nigeria as an export destination there are a few things to be aware
of. Obtaining permits and licences can be a challenge. Also, despite some federal and state
government reforms, corruption remains particularly acute in infrastructure development
projects. Less obvious challenges include the chaotic traffic in a city like Lagos, which can
mean a limit of 4 meetings per day, the security situation, and mobile phone network
coverage.
In January 2013, the Standards Organisation of Nigeria (SON) introduced an all new
process – the conformity assessment programme (SONCAP). This strict set of guidelines for
exports to the country is complex, mandatory and can prove challenging, even for the most
seasoned exporter.
On the positive side, British businesses will find that owing to historical ties, there are
similar business and legal practices and English is the language of business. There is a
growing middle class which means that there is a large consumer base. The fastest growing
sectors in Nigeria are, infrastructure, power, agriculture and education & training.
Nigerians are famously friendly and hospitable people who take genuine interest in the
lives and experiences of foreigners. With over 250 different ethnic groups in the country,
business etiquette demands that you remain flexible and willing to improvise. Since it is vital
to develop a good working business relationship with your associates, you will need to be
prepared to be patient and to wait for trust to develop, before diving into the details of business
discussions. Consequently, business meetings in Nigeria can be very social occasions.
Despite its challenges, Nigeria can be an extremely lucrative market for British businesses
and the Institute of Export & International Trade can help guide you through the intricacies of
doing business in this fascinating country.
Good luck.

Lesley Batchelor OBE, FIEx (Grad)
Director General – Institute of Export & International Trade
www.export.org.uk
www.Nigeria.DoingBusinessGuide.co.uk
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Experts with global
perspective and local
knowledge.
With our team of experts and international network of firms,
KPMG in Nigeria provides indepth insight and value to local and
global clients across various sectors.
KPMG in Nigeria provides Audit, Tax and Advisory services
to help organisations perform in the dynamic and challenging
environments in which they do business.
Globally, KPMG Firms have more than 155,000 professionals
working together to deliver value in 155 countries worldwide.
kpmg.com/ng

kpmg.com/socialmedia

Foreword from John Woodruffe, Acting Director of Trade,
Department for International Trade Nigeria
This Doing Business in Nigeria guide will help UK businesses to look at this dynamic and
potentially lucrative African market in a new light. With a population of 170 million, the largest
in Africa and expected to be the world’s third largest by 2050, the continents largest oil
producer and biggest economy, this is a country which cannot be ignored by any would-be
exporter.

With our shared history, English being widely spoken and the business language, plus an
existing appetite for and familiarity with British products, Nigeria is open for UK business and
will guarantee a warm welcome. The Department for International Trade offices, in Lagos and
Abuja stand ready to help guide you through the processes. Although there can be challenges,
there are many ample rewards to be found.

Nigeria is also not just oil & gas. There is much potential, mixed with many opportunities, as
the country looks to diversify into other sectors, such as infrastructure, agriculture, healthcare,
ICT and renewable energy.

With many airlines flying from London to Lagos, the commercial heart of the country, it is easy
for UK companies to visit and meet with prospective customers – remember, people do
business with people and establishing a good relationship with your customer should be
part of any deal and is very much part of the Nigerian way of doing business.

If you are not in Nigeria, you are not in Africa.

John Woodruffe
Acting Director of Trade, Department for International Trade Nigeria
www.gov.uk/government/world/organisations/department-for-internationaltrade-nigeria

www.Nigeria.DoingBusinessGuide.co.uk
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Introduction from James Houston, Chairman of the
Nigerian-British Chamber of Commerce UK Network

The EU Referendum in 2016 provides an impetus to UK businesses to look to those parts
of the world which hitherto may have received little attention from UK businesses. For many
businesses Africa is unfamiliar and can conjure up images of risk and uncertainty.

This Doing Business in Nigeria Guide will help to mitigate such perceptions and to enable
UK businesses to take a more proactive stance in considering opportunities in what is Africa’s
most populous country. It is easy to forget the size of Africa. It comprises 54 countries with a
land mass of more than 30 million sq. km.

As a comparison China occupies an area of 9.6 million sq. km and the US occupies 9.4
million sq. km. Africa has a population of over 900 million people with Nigeria’s population
alone as the most populous country at around 180 million. Half of Sub Saharan African
economies are projected to grow above 5% through 2030. The rapidly rising middle class
provide opportunities for companies in a wide range of sectors. Six out of ten of the world’s
fastest growing economies are in Africa.

Between 2010 and 2014 Nigeria attracted the largest proportion of inward foreign direct
investment in Sub Saharan Africa and for many years Nigeria’s economic activity has been
skewed towards the oil and gas sector. Whilst this sector remains important the fall in the oil
price has necessarily led to Nigeria adopting strategies to strengthen key non-oil sectors
of the economy such as agriculture.

Nigeria’s historic links with the UK means that the UK should be well placed to address these
opportunities many of which arise from the growth in consumer facing industries. As a bilateral
Chamber of Commerce we look forward to playing our own part in assisting UK businesses
engage with Nigeria.

James Houston
Chairman, Nigerian-British Chamber of Commerce UK Network
www.nbccuk.org

www.Nigeria.DoingBusinessGuide.co.uk

15

Department for International Trade (DIT)
(formerly UK Trade & Investment - UKTI)
DIT is the British Government department that helps UK-based companies
succeed in an increasingly global economy. DIT also helps overseas companies
bring their high quality investment to the UK’s economy. DIT’s range of expert
services are tailored to the needs of individual businesses to maximise their
international success. DIT provides companies with knowledge, advice and
practical support.

Through a range of unique services, including participation at selected tradeshows,
outward trade missions and providing bespoke market intelligence, DIT can help
you crack foreign markets and get to grips quickly with overseas regulations and
business practice.
With headquarters in London, DIT have professional advisers around the UK and
staff across more than 100 countries.
Contact DIT

Contact your local International Trade Team or Scottish Development International
(SDI), Welsh Government (WG) or Invest Northern Ireland (INI) offices to find out
more about the range of services available to you.
You can find your nearest International Trade Team at:

www.contactus.trade.gov.uk/office-finder/

General enquiry number: +44 (0) 207 215 5000
Department for International Trade
1 Victoria Street
London
SW1H 0ET
United Kingdom
Email: enquiries@trade.gsi.gov.uk

www.Nigeria.DoingBusinessGuide.co.uk
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About International Market Advisor (IMA)

International Market Advisor (IMA) works
with British and foreign government
departments, Embassies, High
Commissions and international Chambers
of Commerce throughout the world. Our
work helps to identify the most efficient
ways for British companies to trade with
and invest in opportunity-rich overseas
markets.

During the last ten years IMA has
worked with the British Government's
overseas trade and investment
department, the Department for
International Trade (DIT) [formerly
UK Trade & Investment (UKTI)], and has
written, designed, produced, launched
and distributed over one million copies of
more than 100 country-specific print and
multi-media based reports, guides and
publications, including the internationallyrecognised ‘Doing Business Guide’ series
of trade publications. These are composed
of market and industry sector-specific,
multi-format print and digital trade reports,
together with some of the internet’s most
visited international trade websites - all of
which are designed to advise and assist
UK companies looking to trade with and
invest in overseas markets. These reports
and guides are then distributed free-ofcharge through the IMA and DIT global
networks - over 500 distribution outlets in
total. Further distribution takes place at
global exhibitions, roadshows, conferences
and trade missions, and IMA receives daily
requests for additional copies of the guides
from these networks and from businesses
considering exporting.

Each of IMA’s 'Doing Business Guides’ is
produced in three formats: a full colour,
glossy, paper-based brochure; a supporting
fully-interactive and updatable multi-media
based website; and the website contents
available as a free-of-charge downloadable
smartphone/tablet app.

The guides’ contents focus on the market
in question, how to approach that market
and the help and support available, and
include informative market overviews, plus
details of business opportunities, listings
with website links to British and Foreign
Government support services and essential
private sector service-provider profiles.
Sponsoring a ‘Doing Business Guide’
therefore offers a unique opportunity to
positively promote your products and
services to high-profile business leaders,
specific exporters, investors and effective
business travellers who will be actively
seeking out service providers to assist
them in developing their business interests
in the targeted markets.
For more information on IMA
please visit our website:

www.DoingBusinessGuides.com
Contact IMA
Office address

International Market Advisor
1 Clough Street
Buxton
SK17 6LJ
United Kingdom
Email
info@ima.uk.com
General enquiries switchboard
+44 (0) 1298 79562

Media enquiries

Newsdesk & out of hours
+44 (0) 1298 79562

www.Nigeria.DoingBusinessGuide.co.uk
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INTERNET
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Internet Solutions is a division of Dimension Data
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Visit the Website and download the free Mobile App

View this guide online

Website and Mobile App features include:
• Latest business news • Up-to-date travel advice • Interactive ‘Supporting Organisations’
and ‘Market Experts’ profiles • Essential contact details • Listings with links to up-and-coming
trade shows • Links to the Department for International Trade (DIT) support services.
Powered by

CONNECTING YOU
THROUGHOUT
NIGERIA

broll.com.ng

OUR FULL BOUQUET OF
PROPERTY-RELATED SERVICES:
Commercial Broking • Corporate Real Estate Services
Facilities Management • Property Management
Research • Retail Leasing and Consultancy
Shopping Centre Management

Contact Broll Nigeria +234 1 270 1890 | nigeria@broll.com
Angola | Cameroon | Ghana | Ivory Coast | K
Kenya
enya | Madagascar | Malawi | Mauritius | Mozambique | Namibia
Nigeria | R
Reunion
eunion | Rwanda | South Africa | Swaziland | Uganda | Zambia

NIGERIA

Doing Business in Nigeria

ABOUT THIS GUIDE
This guide aims to provide a route map of the way ahead, together with signposts to other
sources of help.

The main objective of this Doing Business in Nigeria Guide is to provide you with basic
knowledge about Nigeria; an overview of its economy, business culture, potential opportunities
and to identify the main issues associated with initial research, market entry, risk management
and cultural and language issues.

We do not pretend to provide all the answers in the guide, but novice exporters in particular
will find it a useful starting point. Further assistance is available from the Department for
International Trade (DIT) team in Nigeria. Full contact details are available in this guide.

To help your business succeed in Nigeria we have carefully selected a variety of essential
service providers as ‘Market Experts’.
The guide is available in 4 formats:

•

•

•

•

Website: www.Nigeria.DoingBusinessGuide.co.uk

a ‘free’ downloadable 'mobile device-friendly’ app

this full colour hard-copy brochure

PDF download/e-flipbook (please see the website for more details)

Doing Business in Nigeria Guide Team:
Project Director:

Craig Smith

Sponsorship Manager:

James Clowes

Managing Editors:

Creative Managers:

Creative Consultants:

Olivia Taylor / Brian Underwood
Paul King / Claire King

Twistedgifted www.twistedgifted.co.uk

Production Co-ordinator: Megan Collingwood

www.Nigeria.DoingBusinessGuide.co.uk

Printed using materials
from sustainable sources

‘Doing Business in Nigeria Guide’ published in the UK by International Market Advisor Ltd.
© 2017 International Market Advisor Ltd (unless otherwise stated). All rights reserved.
Contains public sector information licensed under the Open Government Licence v3.0.
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NIGERIA

Zuma Rock, Landmark of Nigeria

Lagos State, Africa’s busiest business and economic
centre, is the country’s most populous city and
ranked 1st in the top biggest cities for doing business
in Africa with a population reputed to be over
21 million.

WHY NIGERIA?
www.Nigeria.DoingBusinessGuide.co.uk
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NIGERIA

Doing Business in Nigeria

Summary

Area (land plus water):
923,768 km2 (356,669 mi²)

Population:
183.6 million (2016) (40% under age 25)
Population growth rate (change):
2.8%
Population density:
200.1 people per km²
Urban population:
47.8%

General government gross debt:
18.6% of GDP
Fiscal balance:
-4.4% of GDP

Current account balance:
US $2.6 billion (0.6% of GDP)
Exports of goods to UK:
£1,496 million

Imports of goods from UK:
£1,271 million

Inward direct investment flow:
US $3.1 billion

Capital city:
Abuja

Exports & imports as share of GDP:
30.4%

Official language:
English

Currency:
Nigerian Naira (NGN)

[Source: mostly FCO Economics Unit, Apr 2017]

Nominal GDP:
US $406 billion

Real annual GDP Growth:
-1.5%
GDP per capita:
US $2,210.6

Annual inflation rate:
15.7%
Unemployment rate:
12.7%

Visit the Website and download the free Mobile App

General overview

Why Nigeria?
Geography

A warm and tropical country just north
of the equator, the Federal Republic of
Nigeria is located in central-west Africa on
the Gulf of Guinea in the eastern Atlantic
Ocean. With a population of over 180
million people, Nigeria borders Cameroon
and Chad in the east, Benin in the west
and Niger in the north.
It is made up of 36 states grouped into
6 main geopolitical zones: North Central,
Northeast, Northwest, Southeast, South
and Southwest.

At the centre of the country is the nation’s
capital – Abuja, also known as the Federal
Capital Territory.

There are two main seasons in Nigeriathe ‘rainy season’ and the ‘dry season’.
The southern part of the country, also the
most fertile part of the country, is especially
humid because it experiences the heaviest
amount of rainfall; while the north has
a much hotter and drier climate with vast
expanses of savannah and grassland.

Nigeria has very similar business and legal
practices to the UK, and while there are
several ethnic tribes and dialects, Yoruba,
Igbo and Hausa being three of the major
groups, English is still the generallyspoken language.

The home of Africa’s largest economy and
biggest oil producer also has a growing
populace of over 180 million – the largest
in Africa.

Lagos State, Africa’s busiest business and
economic centre, is the country’s most
populous city and ranked 1st in the top
biggest cities for doing business in Africa
with a population reputed to be over 21
million.

One in every four Africans is believed to
be Nigerian, and the UN projects it to be
the world’s third largest country by 2050,
overtaking the US with an estimated
population of over 400 million.

[Source: FCO Overseas Business Risk/gov.uk]

Nigeria is also home to two of the major
rivers in Africa – the Niger River (thirdlongest river in Africa) and the River
Benue. Each flowing from the west and
east respectively, they converge at Lokoja
and flow south through the Niger Delta into
the Gulf of Guinea.

www.Nigeria.DoingBusinessGuide.co.uk
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Government overview

Political situation
The governing of Nigeria has had a
tumultuous history, but great and positive
strides towards a free and fair republic
were made in 2015 when the national
elections brought about the first
democratic transition of power in
the country’s history.

With a political campaign drive that centred
on anti-corruption and focused on reform,
including a clear agenda to clean up
Nigeria’s Federal- and State-level
Governments, President Muhammadu
Buhari of the ‘All Progressives Congress’
(APC) coalition won the election with 54%
of the vote, succeeding the incumbent
President, Goodluck Jonathan of the
‘People’s Democratic Party’ (PDP) to
be the next ruling President for the next
four years.
[Source: FCO Overseas Business Risk/gov.uk]

Economic overview

With an abundance of natural resources,
and a growing middle class, Nigeria’s
economic potential is considerable.
However, since the oil boom of the 70s,
Nigeria has had an unhealthy dependence
on crude oil, accounting for over 95% of
its export earnings, 75% of government
revenue, but contributing less than 14%
of the country’s GDP.
Nigeria is ranked globally by the World
Bank at 138th out of 190 in the 2016-17
Ease of Starting a Business rankings,
but 27th out of 47 in Sub-Saharan Africa,
primarily as a result of bureaucracy,
corruption and poor power.

It has the world’s 10th largest proven oil
reserves and 9th largest proven gas
reserves; but the global drop in the price
of crude oil, Nigeria's top export and
almost all receipts of foreign currency,
has led to a very difficult fiscal year for
the nation, much like other oil-producing
countries.

A constrained government revenue means
that the government no longer has a large
fiscal reserve to buffer federal budgets
from revenue shortfalls, which in turn has
limited the government’s spending power
and ultimately led to the devaluation of the
Naira.

Capital controls like the severe restrictions
on 41 classes of imports, (on top of the list
of items already banned from importation),
restrictions on interbank lending and
trading of FOREX, and restrictions on the
movement of foreign currency out of the
country made it more difficult to access
foreign exchange through official channels,
severely hampering the availability of
foreign exchange for Nigerian importers,
and helping the unofficial black market
boom – increasing the disparity between
official and black market rates by 10% to
15%. It created a disconcerting situation
for international investors as existing
investors struggled to import raw materials
and repatriate earnings, whilst new
investors waited for an adjustment to the
Naira and the uncertainties surrounding
the new legislations before putting new
money in.
Unrest in the Niger Delta and Northeast
region has also had adverse effects on the
economy, with Boko Haram and other
insurgents in the oil-producing zones
vandalising some pipelines.

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Despite being plunged into the country’s
worst economic crisis in 25 years, Nigeria
is still considered one of the most
promising emerging markets in the world,
and both the IMF and World Bank, have
forecast Nigeria’s economy to start seeing
as much as 2.5% growth in 2017.
[Source: International Monetary Fund/WEO
January 2017 Update]

Benefits to UK businesses

Ties between Nigeria and the UK may
have been deep-rooted in our historical
and political origins, but over the years
it has evolved into a more dynamic
relationship that includes education, trade,
arts and culture.

The UK and Nigeria have an excellent
commercial relationship with over £6.1
billion worth of trade per year; it is also the
2nd largest African market for goods. UK
companies are extremely well-known in
Nigeria, and UK brands (especially luxury
goods) are in very high demand. With over
18,000 Nigerians studying in the UK and
over 130,000 visitors each year, Nigerians
are recognised as being one of the biggest
visitors and spenders in the UK. Some
stores have put up signs in Hausa, one of
Nigeria’s official languages.

Lately, the current administration has taken
a different approach towards reviving the
economy and is taking several steps to
grow other sectors aside from just oil and
gas with the launch of the Economic
Growth and Recovery Plan (EGRP) in April
2017 – a medium-term plan that outlines
60 bold initiatives, and aimed at diversifying
the nation’s portfolio to focus on agriculture,
industrialisation, energy and social
investment and puts a brighter forecast on
more-robust Public-Private Partnerships.

Contact a DIT export adviser at:
https://www.contactus.trade.gov.uk/enquiry
/topic for a free consultation if you are
interested in exporting to Nigeria.

Export Finance is available to exporters
looking to do business with Nigeria, and
UK Export Finance (UKEF) has built good
relations with a number of local banks on
the ground in Nigeria.
Contact UKEF about trade finance and
insurance cover for UK companies. You
can also check the current UKEF cover
position for Nigeria. See:
https://www.gov.uk/guidance/countrycover-policy-and-indicators#nigeria.
[Source: FCO Overseas Business Risk/DIT/
gov.uk]

Nigeria has one of the lowest income tax
rates in the world, 7%-24%, and therefore
the growing consumer base of Nigerians
has a lot more disposable income.
However, in 2016 the country’s economic
growth stalled – the consequence of an
oil-dependent economy – as persistently
low oil prices took their toll and plunged
Nigeria into a recession.

www.Nigeria.DoingBusinessGuide.co.uk
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Growth potential

The Nigerian Government has made
several strategic moves since the new
administration was elected, such as
reducing the cost of governance; enforcing
the Treasury Single Account, imposed in
an effort to fight the corruption entrenched
within the country’s bodies and institutions;
and putting an embargo on foreign currency
dealings in an attempt at preserving the
Naira and forcing domestic enterprise.

Directed at bringing the country back out
of recession, some of these policies have
not had the desired results and the knockon effect of a devalued currency, reduced
FOREX reserves and vacillating
government legislations have meant that
other areas like construction, manufacturing
and retail have also taken a hit. The
downward pressure on Nigeria’s currency,
and the Federal Government strongly
resisting calls to devalue the Naira, saw
inflation rise rapidly from 13.7% to 18.72%
between April 2016 and January 2017.
Rather than float the national currency
that once stood at NGN 1 to US $1, or
drain foreign exchange reserves, the
Central Bank of Nigeria (CBN) supported
its policy of bolstering the Naira through
drastic capital controls. These restrictions
were part of the government’s import
substitution policy that placed trade
restrictions, local content requirements,
high tariffs and importation bans on
international investment, with the aim
of developing domestic capacity to
produce and manufacture products and
services which the government believes
can be produced domestically rather
than being imported.

Now the administration has been largely
forced to review its stance on some of
these measures, and in June 2016, more
than a year after resisting calls to float
the Naira, the CBN has withdrawn its
subsidising measures and introduced a
new, more flexible, foreign exchange policy
that supports a single market structure at
the interbank rate managed via the
Thompson Reuters platform.

This current directive has expectedly
begun to generate interest amongst market
analysts as it abolishes the preferential
treatment of any sector, fosters a more
efficient and competitive FX market, and
also provides direct and additional funding
to banks to meet the needs of Nigerians
for personal and business travel, medical
needs and tuition, easing the hold of the
black market over foreign transactions. A
knock-on effect expected to have more
positive results.

Following the actions of the CBN, the
value of the Naira against the Dollar
continues to appreciate, gaining almost
15% between February and May 2017.
Inflation has also begun to see a decline,
easing to 17.26% in March 2017 – the
lowest it has been in five months.

With increased budgetary allocations to
the Niger Delta amnesty and development
programmes, coupled with a new focus on
executing the EGRP, there is a prospective
change in the relationship between the
public and private sectors based on a
more-enhanced partnership.

[Source: FCO Overseas Business Risk/DIT/
gov.uk]

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Trade between the UK and Nigeria

Goods exported to Nigeria are fairly diverse
and constantly evolving. Machinery,
aircraft, ships, trains, road vehicles and
petroleum products make up the majority
of the UK’s goods exports apart from
service exports.

[Source: DIT/gov.uk]

In addition:
•

•

•

•

In 2016 Nigeria was ranked 136th
out of 176 countries in Transparency
International's latest Corruption
Perceptions Index (the UK ranked
10th): http://www.transparency.org/
news/feature/corruption_perceptions
_index_2016

•

Nigeria’s 2017 Economic Recovery
& Growth Plan: http://www.
nationalplanning.gov.ng/images/docs/
ERGP%20%20CLEAN%20COPY.pdf

Contact a DIT export adviser at:
https://www.contactus.trade.gov.uk/enquiry
/topic for a free consultation if you are
interested in exporting to Nigeria.

Contact UK Export Finance (UKEF) about
trade finance and insurance cover for UK
companies. You can also check the current
UKEF cover position for Nigeria. See:
https://www.gov.uk/guidance/countrycover-policy-and-indicators#nigeria.
[Source: DIT/gov.uk]

Nigeria is ranked 169th out of 190 in
the World Bank’s 2016 Ease of Doing
Business index (the UK ranks 7th):
http://www.doingbusiness.org/rankings

The World Economic Forum’s Global
Competitiveness Report 2016-17
ranks Nigeria 127th out of 138 (the UK
is ranked 7th): http://reports.weforum.
org/global-competitiveness-index/
country-profiles/#economy=NGA

The World Bank projects 2.5% growth
for the Nigerian economy in 2017:
http://www.financialnigeria.com/worldbank-projects-2-9-gdp-growth-for-subsaharan-africain2017news1037.html#
sthash.wHSAFH9i.dpuf /
http://www.financialnigeria.com/
login.html (login necessary)
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Downtown Lagos Commercial District
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Taking part in overseas exhibitions is an effective
way for you to test markets, attract customers,
appoint agents or distributors and make sales.

HELP AVAILABLE FOR YOU
www.Nigeria.DoingBusinessGuide.co.uk
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The Art of Export
Choosing a great export training
partner can really help your
company take off in the export
trade!
We can help develop new
ideas and find ways to
drive down costs and
produce sustainable
improvements in
your export
business.

Our main aim is to help you
achieve your export and
international trade goals.
If you do well, we do well.
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Join us today
Call: +44(0)1733 404 400
email:

institute@export.org.uk

www.export.org.uk
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Help available for you

Support from the Department for
International Trade (DIT)

Overview

The UK Department for International Trade
(DIT) provides tailored support packages
for all companies including:
•
•
•

first time exporters (FTEs)

small and medium-sized enterprises
(SMEs)
medium-sized businesses (MSBs)

See: https://www.gov.uk/government/
organisations/department-for-internationaltrade/about/about-our-services for further
information.

In addition, the Nigerian-British Chamber
of Commerce (NBCC) can assist with
business matching and referrals, market
studies, events and advice, and the
Institute of Export & International Trade
can help with a ‘Technical Help for
Exporters Helpline’, professional recognition,
continuing professional development
(CPD), discounts, communications,
networking events, special interest
groups (SIGs) and a job board.

See: http://nbcc.org.ng/business-services/
and https://www.export.org.uk/page/
Membership_Benefits; for further
information.
The following details are a selection of
services available to you:

Business opportunities
UK companies are set to benefit from a
unique new five-year programme presenting
real-time export opportunities that you can
apply for online. This is part of a move to
get 100,000 additional companies exporting
by 2020.

‘Exporting is GREAT’ is part of the UK
Government’s GREAT campaign, and
presents live export opportunities to UK
businesses across a range of media
outlets and digital channels. Hundreds of
these export opportunities, with a potential
total value of more than £300 million, are
hosted on: https://www.export.great.gov.uk/.
‘Exporting is GREAT’ provides business
advice and expertise to support you at
every step on your exporting journey, from
initial interest to selling in-market, and
includes a year-long roadshow travelling
the UK, giving face-to-face assistance to
potential exporters, and using the latest
technology to connect these businesses
with live export opportunities.
Events and missions
Taking part in overseas exhibitions is
an effective way for you to test markets,
attract customers, appoint agents or
distributors and make sales. DIT's
Tradeshow Access Programme (TAP)
provides grant support for eligible SMEs
to attend trade shows overseas.

www.Nigeria.DoingBusinessGuide.co.uk
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Participation is usually as part of a group,
a great advantage for inexperienced
businesses, and is usually led by one
of DIT's Accredited Trade Associations
(ATOs). ATOs work with DIT to raise the
profile of UK groups and sectors at key
exhibitions.

The DIT calendar of events has some
400 core events and missions, and 1,000
opportunities across the TAP ‘Trade
Access Programme’ and the English
national regions.

DIT Events Portal
The DIT Events Portal provides a single
calendar view of all DIT events and
missions, and has been developed to
provide companies with more detailed
information on each event in order to help
them decide on the most appropriate event
to attend. The calendar can be filtered and
searched by sector and/or market.

There are also detailed events websites
which include more information about the
event and also allow users to register for
an event.

The DIT Events Portal is your central hub
for business and networking opportunities.
Search for future events and missions,
register online and network with fellow
delegates. See: https://www.events.trade
.gov.uk/.

DIT webinars
The DIT Webinar Service runs hundreds
of free hour-long internet events covering
topics, sectors and countries around the
world, helping you shape your export plan.
These events allow you to interact with the
experts in specific sectors and countries
and allow you to ask questions to enhance
your knowledge.

To see upcoming DIT webinars, please
visit: https://www.events.trade.gov.uk/ and
search for webinars.
Other DIT services
DIT assists new and experienced
exporters with information, help and advice
on entering overseas markets such as
Nigeria. These services include:
•
•
•
•
•
•

•

•
•

An Export Health Check to assess
your company’s readiness for exporting
and help develop a plan of action

Training in the requirements for trading
overseas
Access to an experienced local
International Trade Adviser

Help to grow your business through
online exports
Specialist help with tackling cultural
issues when communicating with
Nigerian customers and partners

Advice on how to go about market
research and the possibility of a grant
towards approved market-research
projects

Ongoing support to help you continue
to develop overseas trade, and look
at dealing with more-sophisticated
activities or markets

Information, contacts, advice, mentoring
and support from DIT staff in the UK
and their network of staff in Nigeria
Support to participate in trade fairs in
Nigeria

Visit the Website and download the free Mobile App

•
•
•
•
•

Opportunities to participate in sectorbased trade missions and seminars

Access to major buyers, local
government and supply chains in
Nigeria

Advice on forming international joint
ventures and partnerships
Exploratory visits to Nigeria

•
•

Alerts to the latest and best business
opportunities

To find out more about commissioning any
of these services, contact a DIT Export
Adviser at: https://www.contactus.trade.
gov.uk/enquiry/topic for a free consultation,
or see further details at: https://www.gov.uk
/government/organisations/department-forinternational-trade/about/about-ourservices
DIT E-Exporting Programme
DIT’s E-Exporting Programme aims to help
UK companies get their brands to millions
of global consumers and grow their
business through online exports. DIT’s
E-Exporting Programme helps UK
companies who are:
•

new to selling online

•

experienced in online sales, but are
looking to sell on multiple platforms
globally

•

•

already selling online, but need help
with specific issues

•

•

meet a Digital Trade Adviser (where
relevant), to help you develop and
implement an international online
strategy

set up on e-marketplaces quickly and
also identify new e-marketplaces
around the world

access better-than-commercial rates
to list on some e-marketplaces,
including lower commission fees and
‘try for free’ periods. See: https://www.
gov.uk/guidance/e-exporting#
preferentialrates
access the ‘E-Expertise Bank’, a
community of over 175 B2B/B2C
service providers offering free advice.
See: https://www.gov.uk/guidance/
e-exporting#eexpertise

join DIT’s mailing list for opportunities
to hear from industry experts, network
with like-minded individuals and find
out about e-commerce trends

Open to Export
Open to Export is DIT’s free, online advice
service for UK companies looking to grow
internationally. It offers free information and
support on anything to do with exporting
and hosts online discussions via its forum,
webinars and social media where
businesses can ask any export question,
and learn from each other.
Open to Export can be accessed at:
http://opentoexport.com/

The programme enables you to:

•

arrange a free meeting through
your local DIT office to get expert
international trade advice and support,
and access to DIT’s global network of
contacts. See: https://www.contactus.
trade.gov.uk/office-finder
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In-market support
If you already export, and have decided
Nigeria is part of your business strategy,
you are advised to contact the DIT team
in Lagos prior to your visit, to discuss your
objectives and what help you may need
(see the ‘Resources’ section at the end of
this guide). They can provide a range of
Nigeria-specific services for you, including
the provision of market information,
validated lists of agents/potential partners,
key market players or potential customers;
establishing interest from such contacts;
and arranging in-market appointments for
you. In addition, they can also organise
events for you to meet contacts in Nigeria,
or to promote your company and your
products/services.
[Source: Department for International Trade
(DIT)/gov.uk]

Support from the Nigerian-British
Chamber of Commerce (NBCC)

NBCC Business Groups provide a platform
for members to engage and connect within
their professional sector and beyond. The
group's core committees consist of 8 to 12
members driving event programme and
content. Business group core committees
also take an active interest in enlarging
the member base. They are a vital and
important pillar in delivering the NBCC’s
mission.
The NBCC enjoys a reputation of being
one of the most active in the Nigerian
business community. Their business
groups enhance the Chamber’s policy
of engagement, with each business
group’s aim being to provide a cuttingedge approach to bring about dialogue,

change, improvement and influence with
key people at industry and government
level. This provides both specific benefits
to members and allows for a more
dynamic involvement and contribution from
members.

Services for NBCC members in Nigeria
Apart from the huge member-to-member
networking opportunity open to all NBCC
members both in the United Kingdom and
Nigeria, members enjoy the following
benefits:
•

•
•
•

•
•

•

Organising conferences and seminars
addressed by leading authorities in
their fields, providing information and
opportunities for discussion on current
key issues affecting Nigerian-British
trade.

Representing members' interests to all
relevant government authorities.
Organising trade missions and
arranging travelling services for
members.

Providing information and market
intelligence on Nigeria-UK trade
through the Chamber's regular
publications.
Access to the NBCC library and
information databank.

Publication of a bi-monthly news report
on business trade and legislative
issues of interest to Nigerian-British
business relations as well as chamber
members
Reporting new developments within
member companies and business and

Visit the Website and download the free Mobile App

Doing Business in Nigeria

•

employment opportunities of interest to
members.
A regular copy of 'Tradelinks'
magazine – a journal of topical issues
and personalities on the activities of
the Chamber.

•

For more information on how the NBCC
can help you, or on becoming a member,
contact the NBCC at: http://nbcc.org.ng/.

[Source: Nigerian-British Chamber of Commerce]

Support from the Institute of Export &
International Trade

Raising the profile of international trade
qualifications and experienced members,
is only part of how IOE&IT membership
is essential for any individual or business
involved with global trade.

Importantly, the IOE&IT also offer access
to a unique range of benefits and services
specific to international trade:
•

•

Help with any export issues you come
across. Our team of exports can help
with questions on documentation,
export controls, Bribery Act, customs
and VAT procedures, regulatory and
compliance issues, insurance issues,
payment terms, transport and logistics.
Members get free access to our
experts via a technical helpline. See:
https://www.export.org.uk/page/
Export_Helpline

A voice for your ideas and concerns.
We represent your point of view and
feedback to government, HMRC and
other influencing bodies on issues that

•

•

•

impact you, plus participate in Institute
responses to central government with
regard to proposed legislative
changes.

A complete range of international trade
qualifications, from those that have no
experience, up to those who wish to
qualify themselves to take a business
degree. The Institute's qualifications
are widely recognised as providing
both employers and employees with
the necessary international business
practice linked to satisfying career
planning and development. See:
https://www.export.org.uk/page/
qualifications
A range of short courses giving you
the skills and expertise you need to
gain a competitive advantage in the
challenging and complex world of
export, import and international trade.
See: https://www.export.org.uk/page/
TrainingCourses

An extensive events programme to
help you share information and connect
at every level in the international trade
community whether it is sector specific
or regional. See: https://www.export.
org.uk/events/event_list.asp
Inclusion in surveys to research the
attitudes and changes to world trade.

For more information on how the IOE&IT
can help you, or on becoming a member,
contact the IOE&IT at: https://www.export.
org.uk/page/about.

[Source: Institute of Export & International Trade]
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CIS Senior School
Boarding Accommodation
‘Home away from Home’

CIS offers a boarding experience like no
other. This pristine boarding facility located
within the school’s campus is built to provide
the comfort, independence and serenity
necessary to cultivate good values.
This is an environment where students
eat, sleep, work and live; where their most
enduring relationships with their peers
and members of the boarding staff are
developed; a secure stable base within
the busy life of a boarding school.
This is an inclusive lifestyle, where students
are seamlessly involved in communal
activities such as sporting competitions,
drama productions, fundraising events,
leadership programmes and community
programmes.

A boarding school run by house parents,
where, under their care, students will be
encouraged to develop academically,
socially, artistically, musically and in all
aspects of the extracurricular and holistic
life.

CIS boarding provides more personal living
space than any other boarding school in
Nigeria. All our senior students are housed
in single or double rooms with en-suite
facilities.

Students have access to the school’s
secure IT network, so Boarders can
use our safe and monitored internet
connections to keep in touch with
family and friends back home. The
school also has WI-FI coverage in
key locations around the campus.

Students also have access to the
various sporting facilities on campus,
such as the football field, tennis
courts, basketball court, swimming
pool, etc. Full and weekly boarding
options for our students are available.

A wide range of activities on offer,
including weekend excursions and
educational visits, all of which provide
ample opportunities for Boarders to
develop further their musical, artistic,
drama and sporting pursuits and
interests.

This is an opportunity for students to further develop their soft skills such as leadership,
empathy, teamwork, self-regulation, etc. It is a true experience of ‘home away from home’
both in terms of comfort and academic rigour.
CIS. Plot 8, Funke Zainab Usman Stree, Lekki Phase 1, Lagos, Nigeria
Email: admissions@cislagos.org
Website: www.cislagos.org

& Telephone: +234-704-625-0413 / +234-810-052-6287

Lagos City Hall

NIGERIA

Nigeria is mainly a cash economy although the use
of credit and debit cards is increasing – especially in
the big cities. If you intend to use cash, make sure
you bring enough foreign currency to cover costs. It
is illegal to change money on the street and travellers
cheques are difficult to cash.
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Getting here and advice about your
stay
Entry requirements

Passport validity
Your passport should be valid for a
minimum period of six months from the
date of entry into Nigeria. Make sure you
have two blank pages in your passport on
arrival.
Visas
All British nationals travelling to Nigeria
must hold a valid visa. You cannot apply
for a visa on arrival.

If you have a valid Nigerian residence
permit (CERPAC or Green Card) you do
not need a visa to enter Nigeria.

For further information on entry
requirements, contact the Nigerian High
Commission in London at: http://www.
nigeriahc.org.uk/.

UK Emergency Travel Documents
UK Emergency Travel Documents (ETDs)
are accepted for entry, airside transit and
exit from Nigeria providing they are
endorsed with the appropriate visa.
Yellow fever
Yellow fever vaccination is required for
travellers arriving from countries with
risk of yellow fever transmission. This
requirement is being increasingly strictly
enforced. Check with the World Health
Organization (WHO) for the latest list of
countries: http://www.who.int/ith/2015ith-annex1.pdf?ua=1 or by visiting the
National Travel Health Network and
Centre’s TravelHealthPro website:
http://travelhealthpro.org.uk/country/165/
nigeria#Vaccine_recommendations

Money

Nigeria is mainly a cash economy although
the use of credit and debit cards is
increasing – especially in the big cities.
If you intend to use cash, make sure you
bring enough foreign currency to cover
costs. It is illegal to change money on the
street and travellers cheques are difficult
to cash. Credit card fraud is common, so
take care if using your card. You should
take advice from your card issuer before
travelling if you intend to use your credit
or debit card in Nigeria.
[Source: FCO Travel Advice/gov.uk]

Local laws and customs

Homosexuality is generally viewed as
unacceptable in Nigeria. The ‘Same Sex
Marriage Prohibition Bill’ allows lengthy
prison sentences for those entering into
a same sex marriage, those witnessing,
aiding or abetting a same-sex marriage,
the operation and support of gay clubs,
societies and organisations and the public
display of same-sex relationships.

Possession, use of or trafficking in illegal
drugs is a serious offence and can result in
lengthy prison sentences and heavy fines.

It is illegal to import beer, mineral water,
soft drinks, sparkling wine, fruits, vegetables,
cereals, eggs, textile fabrics, jewellery, and
precious metals.
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It is illegal to export pieces of African art,
particularly antiques, without written
authorisation from the Department of
Antiquities. Contact the Nigeria High
Commission in London: http://www.
nigeriahc.org.uk/ for more information
about customs requirements.

Nigeria has the largest Muslim population
in Sub-Saharan Africa. You should behave
and dress modestly, particularly in the
north and when visiting religious sites.
In 2018, the holy month of Ramadan is
expected to start on 15th May and finish
on 14th June. See the FCO’s ‘Travelling
during Ramadan’ guidance: https://www.
gov.uk/guidance/travelling-duringramadan.
Photography of government, military
buildings and airports may lead to arrest.
[Source: FCO Travel Advice/gov.uk]

Safety and security

Overview
The FCO advises against travel to several
areas of Nigeria. Before considering any
travel to these areas, you should take
professional security advice. The DIT team
in Nigeria can put you in touch with local
professional security advisors.
Visitors to Nigeria are advised to follow
news reports and be alert to developments
that might trigger civil unrest, as violence
can erupt quickly and without warning.
If you are working in Nigeria, you should
follow your employer’s local security
guidelines and consider pre-deployment
training about travelling under close
protection.

You should be vigilant at all times and
review your security measures regularly.
Keep others informed of your travel plans
and vary your routines. Make sure your
accommodation is secure. When arranging
meetings in Nigeria make sure those who
attend are known to you and hold the
meeting at a secure location.

Take particular care if you are visiting
crowded public places or attending events
which attract large crowds. Criminals often
use these situations as cover for robbery
and theft. Criminal kidnappings are
not uncommon in some parts of the
country, and political rallies and violent
demonstrations can occur at short
notice. If you become aware of any
nearby protests you should leave the area
immediately.

There is considered to be a heightened
threat of terrorist attack globally against
UK interests and British nationals, from
groups or individuals motivated by the
conflict in Iraq and Syria. You should be
vigilant at this time.

Visitors to Nigeria should always check
the latest FCO safety and security advice
at: https://www.gov.uk/foreign-traveladvice/nigeria before travelling, bearing
in mind any specific threats affecting areas
of the country you intend to visit.

[Source: FCO Travel Advice/gov.uk]

Curfews
There are often curfews in parts of
Maiduguri, Borno State and Adamawa
State. Curfews, and restrictions on the
movement of vehicles, can be imposed,
amended and lifted at short notice
throughout Nigeria.

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Failure to comply with all curfews and
movement restrictions could put you at
significant risk. You should check with the
local authorities or someone with local
knowledge for up-to-date information on
curfews and restrictions before you travel.

Road travel
Traffic can be chaotic and slow moving.
Take a mobile telephone with you when
travelling by car so that you can stay in
touch with others. Keep a supply of bottled
water in your vehicle at all times.

In Lagos, eating, smoking or using a
mobile phone while driving and riding a
motorcycle without a helmet are prohibited.
Motorists face fines or imprisonment for
violations.

Take care when driving outside cities.
There are frequent reports of robberies
and car-jackings, some involving armed
gunmen, on Nigeria’s urban and rural road
network.
Consider travelling in convoy, and if
possible avoid making journeys that
involve travel after dark. Avoid quieter
and poorly lit roads. Be particularly vigilant
when sitting in traffic jams or at traffic
lights. Keep car windows up and doors
locked, and make sure valuables are out
of sight. If you feel your vehicle is being
followed, drive to the nearest place of
safety (e.g. the nearest police station).
There are authorised and unauthorised
vehicle checkpoints throughout Nigeria.
Some are for security checks, others
to extort small payments of money. You
should slow down at any type of checkpoint and use common sense at all times.

Public transport is dangerous. Taxis and
long distance buses are often poorly
maintained, uninsured and driven by
unqualified drivers. Most major hotels offer
cars for hire with drivers. You should use
these where possible.

If you are expecting a greeter or driver to
collect you at any of Nigeria’s international
airports, make sure they have properly
identified themselves before you set off.
Bogus greeters are a problem.

Air travel
There are concerns about the safety and
reliability of some airline companies
operating domestic flights within Nigeria.
You can find a list of recent incidents and
accidents on the website of the Aviation
Safety network: http://aviation-safety.net
/database/country/country.php?id=5N.

Airlines flying between Nigeria and London
can occasionally become overbooked.
Check the FCO travel advice at:
https://www.gov.uk/foreign-travel-advice/
nigeria for more-detailed and up-to-date
information.
Health

Visit your health professional at least
four-to-six weeks before your trip to check
whether you need any vaccinations or
other preventive measures. Countryspecific information and advice is
published by the National Travel Health
Network and Centre on the TravelHealthPro website: https://travelhealthpro.org.uk/
countries and by NHS (Scotland) on the
FitForTravel website: http://www.fitfortravel
.nhs.uk/destinations.aspx.
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Useful information and advice about
healthcare abroad is also available on the
NHS Choices website: http://www.nhs.uk
/NHSEngland/Healthcareabroad/Pages/
Healthcareabroad.aspx.

Medical facilities in some parts of Nigeria
may only be very basic. Make sure you
have adequate travel health insurance and
accessible funds to cover the cost of any
medical treatment abroad and repatriation.
The British High Commission publishes
a list of medical providers at: https://www.
gov.uk/government/publications/nigerialist-of-medical-facilitiespractitioners.

You should contact your insurance/medical
assistance company promptly if you are
referred to a medical facility for treatment.
Serious tropical illnesses like malaria,
typhoid, Lassa fever and yellow fever
occur in Nigeria. There are continuing
reports of Lassa fever in several states.
You should monitor local media for
updates.

The World Health Organization declared
Nigeria free of Ebola on 20th October 2014,
following 20 confirmed cases earlier in the
year.

Travel insurance

Take out comprehensive travel and
medical insurance before you travel.
See FCO Foreign Travel Insurance:
https://www.gov.uk/guidance/foreign-travelinsurance.
Contact FCO travel advice team

This email service only offers information
and advice for British nationals planning
to travel abroad:
traveladvicepublicenquiries@fco.gov.uk.

If you need urgent help because
something has happened to a friend or
relative abroad, contact the Consular
Assistance team on: +44 (0)20 7008 1500
(24 hours).

If you are abroad and need emergency
help, contact the nearest British Embassy,
Consulate or High Commission. Visit:
https://www.gov.uk/government/world/
organisations.
[Source: FCO Travel Advice/gov.uk]

[Source: FCO Travel Advice/gov.uk]
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Lagos night lights

Nigeria has over 80 million hectares of arable land,
and agriculture contributes over 42% of Nigeria’s GDP.
The growth potential in what has been a neglected
sector until now, is enormous and growing.
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Sector-specific opportunities in Nigeria

•

haulage, storage and waste recycling

DIT publishes over 1,000 business
opportunities per month across all sectors
and over 100 markets. Sign-up to receive
regular free international export opportunities
alerts from its worldwide network, at:
https://www.export.great.gov.uk/.

•

commercial mechanised farms

Background

Agriculture

Nigeria has over 80 million hectares of
arable land, and agriculture contributes
over 42% of Nigeria’s GDP. The growth
potential in what has been a neglected
sector until now, is enormous and growing.

The Federal Ministry of Agriculture and
Rural Development (FMARD) has
implemented the Agricultural Transformation
Agenda (ATA). See: http://fmard.gov.ng
/home/ata-nigeria/ for more information.
The ATA has been commissioned to
reposition agriculture as the primary sector
to grow the Nigerian economy.
Recently, the agriculture sector has
received attention from local and global
investors who have realised the potential
of the market. Many state governments
have entered into partnerships with private
sector companies.

The opportunities for UK companies in this
sector include:

•

equipment supply

•

food processing and manufacture

•

education and training

•

poultry and fish farming

Contact: trade.nigeria@fco.gov.uk for more
information on agriculture opportunities.
[Source: DIT/gov.uk]

Education and training

With Nigeria’s growing young population,
the demand for education services is
increasing faster than the government
can supply it. The government is keen to
ensure that businesses provide corporate
training.
Opportunities for UK companies include:
•
•
•
•
•
•

setting-up and running universities and
training centres
corporate training

supply of equipment and resources
distance learning products

collaborations with UK universities

behavioural and social training (soft
skills)

Contact: trade.nigeria@fco.gov.uk for more
information on education and training
opportunities.

[Source: DIT/gov.uk]
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ICT

Nigeria has the largest telecommunication
market in Africa and the Middle East, with
more than 140 million active telephone
subscribers in 2015. Like other developed
economies and emerging markets, mobile
subscribers accounted for over 99% of
this total, with the entire segment being
controlled by the country’s four GSM
operators: MTN Nigeria, Airtel Nigeria,
Globacom and Etisalat Nigeria.

The overall telephone capacity in Nigeria
is relatively high with a number of highcapacity submarine cables, and major
telecoms giants in the country have been
able to achieve a threshold of 101.45
tele-density, while the data market is still
having a gap of 98%. However, connection
of this capacity for household use has
remained a major challenge especially
in the data market.
In the past five years, Nigeria has grown to
become one of the largest and most vibrant
markets for ICT products and services in
Africa, with an ecosystem that ranges from
software start-ups to infrastructure firms.
According to Google statistics, Nigeria is
now more of a software producing country
than a software consuming country, which
implies that most of the software used in
Nigeria is developed locally.
The Federal Ministry of Information
Technology has confirmed that Nigeria
accounts for 29% of the total internet
usage in the continent and this figure is
expected to rise over the years as trends
of e-platforms take over the commercial
systems of the country, thereby making
Nigeria a big player in the data market.

[Source: Nigerian Investment Promotion
Commission (NIPC)]

Infrastructure

Nigeria’s infrastructure spending has
significantly increased recently and has
one of the most promising pipelines in
Africa. The government is looking to
use both public and private partnership
mechanisms to drive forward their
ambitious plans.

With a rapidly-growing population and
expected growth rates of at least 5% over
the next couple of years, the need to
develop infrastructure is paramount in the
diversification drive. The Nigerian 2016
budget allocated over US $1.5 billion
for works, power and housing projects
and over US $700 million on transport
infrastructure. The budget will be used to:
•

create new housing

•

develop the tourist sector

•
•

improve public services
improve transport links

Opportunities for UK companies include:

•
•
•
•
•
•

import and distribution of materials and
equipment
hospitality and recreation real estate
warehousing, haulage and logistics

mass housing and road construction

manpower development and training in
the rail subsector
services for loading and offloading
goods

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Nigeria requires project developers with
the experience and knowledge required to
develop commercially viable infrastructure
projects.

Contact: trade.nigeria@fco.gov.uk for more
information on infrastructure opportunities.
[Source: DIT/gov.uk]

Offshore Liquid Natural Gas (LNG)

Nigeria has the ninth-largest gas reserves
in the world, and the largest in Africa.
Domestic and industrial consumption of
gas in Nigeria is below 20%. Because of
this, there is a lot of excess gas that needs
to be burnt-off for safety reasons (gas
flaring). The reason for such a low use
of gas is mainly due to poor distribution,
storage infrastructure and a flawed pricing
system.
The government has allocated US $450
million, out of the US $1 billion raised a
couple of years ago, for gas infrastructure.
It has set aside an additional US $8 billion
for improvements in the sector.
Opportunities exist for:

•

gas gathering

•

operating and securing processing
facilities and pipelines

•

Power

The Nigerian Government recently privatised
some of the power sector, which has
encouraged investment.

The power sector is split into three
subsectors:
•

generating companies (GENCOs)

•

Transmission Company of Nigeria
(TCN)

•

Nigeria is in need of additional investment
in all these subsectors, but there is particular
interest in transmission infrastructure.
Without improvements, the current network
will not be able to cope with the demands
of increased generation. The required
investment is estimated to be between
US $2.6 billion and US $5 billion.
Other opportunities include:

•
•
•

construction

Contact: trade.nigeria@fco.gov.uk for
more information on energy, oil and gas
opportunities.

distributing companies (DISCOs)

capital expenditure for recently
privatised PHCN assets

equity investment in NIPP projects and
PHCN privatised assets
embedded generation and
independent electricity distribution
networks

Contact: trade.nigeria@fco.gov.uk for more
information on power opportunities.
[Source: DIT/gov.uk]

[Source: DIT/gov.uk]
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Transport

Nigeria’s transportation matrix is one
of the best in West Africa, highlighting
a comprehensive system of paved
highways, roads, rails, airports, seaports
and inland waterways. The sector
contributes about 3% to the gross
domestic product (GDP) annually.

Road transportation accounts for more
than 80% of passenger and freight
movement in the country; government is
revitalising the railway network to service
a large proportion of this movement.
The aviation sub-sector is also being
transformed to a more user-friendly and
affordable mode of transport. Similarly, the
capacity of the inland waterways is being
built to effectively complement the other
modes of transport.

To develop transport infrastructure and
facilitate Private Sector Participation,
the government has established the
Infrastructure Concession and Regulatory
Commission (ICRC) to manage the
selection, development, procurement,
implementation and monitoring of PrivatePublic Partnership (PPP) projects.

Policy thrust
To accelerate investment in national
infrastructure through Public-Private
Partnership arrangement and key
expansion and refurbishment of existing
assets.
Investment opportunities in the
transport sector
Investment opportunities abound for
investors who wish to engage in mass
transportation business in any of the
modes of transportation.
Seaports and inland waterways
• Port services management and
operation
•

•
•

•
•
•

Liner services – foreign shipping
companies can engage in the
provision of liner services through
joint sailing agreement with Nigerian
shipping companies
Tramp services

Coastal and inland water transportation
under cabotage law – government
encourages joint venture in the
ownership and operation of light
vessels between ports, which must be
fully-registered in Nigeria
Terminal and jetty development

Ship acquisition and ship building
fund/lifting of crude oil and gas
Towage and pilot services

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Rail transport
• Construction and maintenance of
standard-gauge rail lines through
concession or any of the PPP models
•

Provision of train transportation
services – freight and passenger
services

Air transport
• The aviation infrastructure –
maintenance hangers, communications
and safety infrastructures, airports and
landing strips
•

Air catering services

•

Establishment of modern aircraft
training facilities

•

Airline operations

Roads transport
• Construction and maintenance of
paved roads through concessionary or
any of the PPP models
•

•
•
•

Incentives in the transport sector
• Infrastructure: 20% of the cost of
providing basic infrastructures such as
roads, water, electricity, where they do
not already exist, is tax-deductible
once and for all
•
•

In-plant training: 2% tax concession for
five years, of the cost of the facilities
for training

Local value added: 10% tax concession
for five years. This applies essentially
to engineering industries, while some
finished imported products serve as
inputs. (This is aimed at encouraging
local fabrication rather than the mere
assembly of completely knocked-down
parts.)

[Source: Nigerian Investment Promotion
Commission (NIPC)]

Building of tolls infrastructure and
collection of tolls for the use of the
service facilities provided to help
sustain the system

Provision of mass urban and rural
transportation services – freight and
passenger services
Service facilities at the terminals on
both the highways and destinations

Central terminals in various urban and
rural locations in the country with
service facilities

www.Nigeria.DoingBusinessGuide.co.uk
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City of Lagos, Nigeria

NIGERIA

As a foreign investor, there are investment incentives
in Nigeria. Some of these incentives cover all sectors,
while others are limited to specific sectors. The
Nigerian Investment Promotion Commission can
provide more information.

PREPARING TO EXPORT TO NIGERIA
www.Nigeria.DoingBusinessGuide.co.uk
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Doing Business in Nigeria

Preparing to export to Nigeria

Consultation and bespoke research

Taking a strategic approach
There is a disparity in economic equality
between the North and the South of
Nigeria. You therefore need to carefully
research market entry requirements in
specific regions, using both desk research
and market visits.
You need to determine whether:
•
•
•
•

there is a market for your product or
service
your pricing is competitive
to localise your product

to adapt your business model

The questions listed below should help
you to focus your thoughts. Your answers
to them will highlight areas for further
research and also suggest a way forward
that is right for your company. You may
then want to use this as a basis for
developing a formal Nigeria strategy,
although this may not be necessary or
appropriate for all companies:

Your aims:
• Do you wish to buy from Nigeria, sell
to Nigeria or both?
•

Do you wish to establish your own
company presence in Nigeria (for
example through partnering with a
local company, establishing a Nigerian
subsidiary, registering as a foreign
company, or licensing, franchising,
direct or indirect exporting)?

•
•

Do you need to be involved in Nigeria
at all?
Do you see Nigeria as part of a wider
plan including other African markets?

Your company:
• What are the unique selling points for
your product or service?
•
•
•
•

Do you know if there is a market for
your product in Nigeria?

Do you know if you can be competitive
in Nigeria?

Are your competitors already in
Nigeria? If so, what are they doing?

Do you have the time and resources to
handle the demands of communication,
travel, product delivery and after-sales
service?

Your knowledge:
• Do you know how to secure payment
for your products or service?
•
•
•

Do you know where in Nigeria you
should start?

Do you know how to locate and
screen potential partners, agents or
distributors?

Have you carried out any Nigeriaspecific customer segmentation, and
do you know how to best reach potential
customers in-market?

It is unlikely that you will have the answers
to all these questions at the outset and
these ‘knowledge gaps’ should form the
basis for further research and investigation.
Some of these questions will require

Visit the Website and download the free Mobile App

quantitative research in your sector, while
others involve more contextual and cultural
considerations. Talking to other people in
your industry and regularly visiting Nigeria
will give you access to the most current
advice, and such experience can often
lead to new insights and form the basis for
further research.

Find out more about marketing your goods
and services for Nigeria at: https://www.
great.gov.uk/uk/.
Visit the DIT events portal at: https://
events.trade.gov.uk/ to find upcoming
events and missions.

Contact the DIT team in Nigeria at:
https://www.gov.uk/government/world/
organisations/department-for-internationaltrade-nigeria#contact-us for events and
company launches at British High
Commission locations.
Start-up considerations

Information about setting up a business
in Nigeria can be found at the Nigerian
Investment Promotion Commission, see:
www.invest-nigeria.com

As a foreign investor, there are investment
incentives in Nigeria. Some of these
incentives cover all sectors, while others
are limited to specific sectors. The Nigerian
Investment Promotion Commission can
provide more information. See: www.invest-nigeria.com/investment-incentives/

Visit ‘Great.gov.uk’ at: https://www.great.
gov.uk/uk/ for guidance on how to research
overseas markets as well as a range of
other important issues for exporters.

Consult local lawyers at: https://www.gov.
uk/government/publications/nigeria-list-oflawyers to avoid costly mistakes and
ensure you start out in the way that is best
suited to your sector of activity.

Direct exports and sales in Nigeria
Direct exports means you supply your
products direct to the customer. You handle
all the logistics of marketing, selling, sending
overseas and getting paid.

You may wish to use an agent or distributor,
in which case you should look closely at
their:
• local business reputation
•

financial resources

•

marketing ability

•

regional coverage

It may be best to appoint a series of
agents or distributors to cover different
regions in Nigeria.

DIT’s trade specialists can help you identify
local representatives for your products in
Nigeria. See: https://www.gov.uk/overseascustomers-export-opportunities.
Online selling to Nigeria
Find out about DIT’s E-Exporting
programme at: https://www.gov.uk/
guidance/e-exporting, which can help you
export your products to Nigeria.
Check out online marketplaces in Nigeria
at: https://selling-online-overseas.export.
great.gov.uk/markets/, where DIT has
negotiated listings at better-thancommercial rates.

www.Nigeria.DoingBusinessGuide.co.uk
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Setting up a business entity in Nigeria

There are several ways a company can be
operated in Nigeria. The most common
forms of operation are:
•

Partnering with a local company

•

Registering as a foreign company at:
http://new.cac.gov.ng/home/

•

Establishing a Nigerian subsidiary by
registering as a Nigerian company at:
http://new.cac.gov.ng/home/

You should seek legal advice as the tax
and legal obligations of each business
structure can differ. Consult legal
professionals at: https://www.gov.uk/
government/publications/nigeria-list-oflawyers to avoid costly mistakes and
ensure you start out in the way that is
best suited to your sector of activity.

All business enterprises in Nigeria must
be registered with the Corporate Affairs
Commission, at: http://new.cac.gov.ng/
home/.

Find out more about setting up a business
in Nigeria at the Nigerian Investment
Promotion Commission: www.invest-nigeria.com
Licensing or franchising in Nigeria
Nigeria does not have any franchisespecific legislation, and no government
agency regulates the offering and selling
of franchises. However, many laws in
Nigeria affect franchising arrangements
directly and indirectly, so you should seek
legal advice. Consult legal professionals
at: https://www.gov.uk/government/
publications/nigeria-list-of-lawyers.

Find out more about franchising in Nigeria
at the Nigerian International Franchise
Association (NIFA): http://nigerianfranchise.
org/aboutnifa.html.
Visit the international section of the British
Franchise Association at: http://www.thebfa.
org/international for more information on
franchising.
Getting finance to fulfil an export
contract to Nigeria

To make it easier to fulfil an export contract
and grow your business, schemes are
available to UK companies selling products
and services to Nigeria. Contact your bank
or specialist financial organisations for
assistance.

If you want to transfer funds into Nigeria,
you will need to obtain a Certificate of
Capital Importation (CCI) from a Nigerian
bank. This provides statutory evidence of
an investment into a Nigerian company.

UK Export Finance (UKEF) has significant
risk capacity to support exports to Nigeria,
see: https://www.gov.uk/guidance/countrycover-policy-and-indicators#nigeria.
Contact one of UKEF’s export finance
advisers at: https://www.gov.uk/government
/publications/find-an-export-financemanager for free and impartial advice
on your finance options.

Visit the Website and download the free Mobile App
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Getting paid in Nigeria
You may wish to talk to a specialist about
finance, including how to get paid in Nigeria.
This could be a bank, an accountant or
you can contact the DIT team in Nigeria at:
https://www.gov.uk/government/world/
organisations/department-for-internationaltrade-nigeria#contact-us to help find a
financial adviser in Nigeria.
Your contract will specify the terms for
payment. If there is any dispute you will
need to go through the Nigerian legal
system for resolution.

You should be aware that both the public
and private sectors can be slow in awarding
and paying for contracts, because of
bureaucracy and because of a shortage
of dollars in the country.

Payment risks in Nigeria
UKEF helps UK companies get paid
by insuring against buyer default.

Currency risks when exporting to
Nigeria
If you have not fixed your exchange rate
you have not fixed your price.

You should consider whether the best
option for you is to agree terms in Sterling
or Nigerian Naira in any contract. You
should also consider getting expert financial
advice on exchange rates (sometimes
called FX).
Transferring money from Nigeria
The global drop in the price of oil, Nigeria's
top export, has caused a shortage of
dollars in the country, and capital controls
imposed by the government mean many
companies struggle to move profits out
of Nigeria.
[Source: DIT/gov.uk]

You may have difficulty accessing foreign
exchange. Be confident you will get paid
for your export contract. Speak to one
of UKEF’s export finance advisers at:
https://www.gov.uk/government/
publications/find-an-export-financemanager for free and impartial advice
on your insurance options or contact one
of UKEF’s approved export insurance
brokers at: https://www.gov.uk/government
/publications/uk-export-finance-insurancelist-of-approved-brokers/export-insuranceapproved-brokers.
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IntroAfrica
Services Ltd

IntroAfrica Services Ltd (“IntroAfrica”) is an
international consultancy firm that helps UK,
European and USA clients to successfully
establish, expand, sustain or oversee their
business interests in Sub-Saharan Africa (SSA).

The firm’s Directors and offices are located in
the international markets where its transactions
largely originate, primarily UK and North America.
IntroAfrica’s scope includes:
•

•

Corporate Finance related services and
Commercial and Trade services.

IntroAfrica’s Corporate Finance services include raising
debt and/or equity finance for SSA projects and
assignments from specialist financial sources in the
developed markets. This business will be executed from
a separate legal vehicle, with effect from 1st September,
2017.

IntroAfrica’s Commercial and Trade services include:

•

•

•

market entry and business set-up.

local on-site operational management and support.

structuring and execution of currency hedging
solutions through partnerships with UK-regulated
Financial Institutions.

UK
Address:
5 Luke Street, London, EC2A 4PX

Telephone:
Desk: +44(0)20 8954 0719
Dokun Omidiora, MD: +44(0)7881 621 580
Sohail Syed, Group COO: +44(0)7917 050 050
Email: desk@introafrica.com
Website: www.introafrica.com

•
•
•

•

oversight of local SSA operations including Board
representation, regulatory compliance, corporate
governance and internal audits.

specialised procurement of industrial equipment
for key clients in industries such as construction,
mining, oil & gas exploration, etc.

For further information,
please refer to our website:
www.introafrica.com

SSA-tailored financial training and management
development programmes through partnership
with a leading full-service global training
organisation.

corporate legal services.

IntroAfrica’s business model includes partnership with
clients to ensure aligned and shared success in SSA.
IntroAfrica continues to expand its footprint in SSA
beyond Nigeria, Ghana, DRC, Ethiopia and South
Africa.
An independent Advisory Board of senior skilled
professionals is in place to provide a high level of
corporate governance and oversight.

USA
Address:
4320 Winfield Road, Suite 200, Warrenville
IL60555 USA
Kunle Coker, President (USA):
+1 312 235 6070 /
+1 312 961 9888

Nigeria
Address:
8A Samuel Manuwa Street, Victoria Island,
Lagos, Nigeria

Telephone:
Vivian Odume: +234 809 944 1693
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For further information, please refer to our website:
www.introafrica.com.

One-Stop Shop for Equipment Solutions and Structured Export Finance

Exporter will provide a One-Stop Shop for Equipment and Export Finance Solutions including among other benefits:

•

•

Access to our worldwide
partners with globally renowned
machinery, equipment and
product lines (OEMs).

Customized Support from global
service partners with strong
regional footprint in Nigeria and
Sub-Saharan Africa. Our partners
have years of SSA experience
and are comfortable handling
projects from initiation through
resourcing, execution,
deployment and commissioning.

•

•

Execution from world-class backoffice support that will execute all
purchase contracts. This reduces
clients’ internal workload and
significantly improves productivity.

Structured Export Finance
solutions covered by worldwide
Export Credit Agencies (ECA),
and PRI (Private Risk Insurance).
Includes selection of best
financing solution and
appropriate bank(s) as well as
handling negotiations and
applications to the banks / ECAs.

Authorized Distributors of

•

•

Centralized Service Provider for
OEMs, importers, investors,
banks, financial advisors as well
as industrial and trade
associations.
Dedicated team of Structured
Export Finance, Credit
Management, Procurement,
Sales and Legal Specialists
based in Europe and America.

www.Nigeria.DoingBusinessGuide.co.uk

Visit the Website and download the free Mobile App

View this guide online

Website and Mobile App features include:
• Latest business news • Up-to-date travel advice • Interactive ‘Supporting Organisations’
and ‘Market Experts’ profiles • Essential contact details • Listings with links to up-and-coming
trade shows • Links to the Department for International Trade (DIT) support services.
Powered by

NIGERIA

The Nigerian Federal Government charges 5% VAT,
while State Governments impose an additional 5%
VAT. If you are registered for value added tax (VAT)
you can zero-rate the VAT on most goods you export
to Nigeria. You will need to get evidence of the
export within three months from the time of sale.
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www.export.org.uk
We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

Exporting great ideas to you.

Join us today

+44(0)1733 404 400
email: institute@export.org.uk
Call:

How to do business in Nigeria
Legal considerations

Corruption is a considerable barrier to
business in Nigeria, which investors should
be aware of. Nigeria was ranked 136th out
of 176 in Transparency International’s
Corruption Perceptions Index 2016. See:
http://www.transparency.org/news/
feature/corruption_perceptions_index_2016.

Refer to the Bribery Act 2010 at: https://
www.gov.uk/government/publications
/bribery-act-2010-guidance for guidance
on UK bribery standards. Bribery of
customs and port officials remains common,
and smuggled goods routinely enter Nigeria's seaports and cross its land borders.

You should be aware of the existence
of variations of the 419 scams in Nigeria,
including those involving enticing foreign
businessmen into bogus deals. If you are
in any doubt about the legitimacy of the
contacts, please contact the DIT team in
Nigeria at: https://www.gov.uk/government
/world/organisations/department-forinternational-trade-nigeria#contact-us.

Nigeria has implemented some protectionist
measures, such as preference given to
‘Made in Nigeria’ goods and services for
all oil and gas projects. Also guidelines
for Nigerian Content Development in the
ICT sector, which would force local
manufacturing and use of Nigerian-made
software, hardware and telecommunication
products in a range of ICT goods and
services.
There are a number of laws and regulatory
bodies that specialise in different areas.

It is therefore strongly recommended that
UK companies entering into agreements in
Nigeria undertake legal advice.

Consult legal professionals in Nigeria at:
https://www.gov.uk/government/publications/
nigeria-list-of-lawyers to avoid costly
mistakes and ensure you start out in the
way that is best suited to your sector of
activity.

Import restrictions in Nigeria
The Nigerian Customs Service has details
of prohibited goods in Nigeria. See: https://
www.customs.gov.ng/ProhibitionList/
import.php, or contact the Nigerian High
Commission in the UK at: http://www.
nigeriahc.org.uk/.

Arms embargo on Nigeria
The export of military items to West African
States is controlled as a result of UK export
control policy and legislation, and the
agreement of the Economic Community
of West African States (ECOWAS), which
includes Nigeria.

You must have a licence to supply
anything on the UK strategic export control
lists to Nigeria. Exporters can apply for an
export licence for their goods. However,
these might be approved or refused on
a case-by-case basis. See the UK
Government guidance on Embargoes and
sanctions on West African States:
https://www.gov.uk/guidance/armsembargo-on-west-african-states for more
information. Contact the UK Export Control
Organisation at: https://www.gov.uk/
government/organisations/export-controlorganisation for more information on the
arms embargo.

www.Nigeria.DoingBusinessGuide.co.uk
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Law on marketing and selling in Nigeria
If you are selling to consumers (rather than
businesses) you must comply with Nigeria’s
consumer protection requirements.

The Nigeria Consumer Protection Council
has information about consumer rights in
Nigeria, at: http://www.cpc.gov.ng/.

Protecting your Intellectual Property
(IP) in Nigeria
You must register your intellectual property
in Nigeria to guard against potential
infringement. Registration of patents
and trademarks can take months and
sometimes years, so you should plan
well ahead.

Registration of patents and trademarks
are the responsibility of the Nigerian
Trademark Patents and Designs Registry,
part of the Commercial Law Department
of the Ministry of Trade and Investment.
See: http://www.iponigeria.com/#/.

If faced with infringement or piracy you
should engage a local legal practitioner
who understands the context and has
experience of initiating appropriate civil
or criminal proceedings. See: https://www.
gov.uk/government/publications/nigerialist-of-lawyers for a list of legal professionals
in Nigeria.

The Intellectual Property Office (IPO), the
official UK Government body responsible
for intellectual property (IP) rights including
patents, designs, trademarks and
copyright, can also provide further
information and advice: https://www.gov.uk
/government/organisations/intellectualproperty-office.

Standards and technical regulations in
Nigeria

Suppliers and manufacturers have an
obligation to make sure products are safe.

Products must meet relevant safety
standards, have clear instructions for
proper use and include warnings against
possible misuse.

If you do not comply with mandatory
standards, you risk a penalty for violation
under the Standards Organisation of Nigeria
Act.

The Standards Organisation of Nigeria
(SON) has responsibility for establishing
and approving standards, certification,
labelling and enforcement. See:
http://son.gov.ng/.

The National Agency for Food and Drug
Administration and Control (NAFDAC)
regulates and controls the importation,
exportation, manufacturing, advertisement,
distribution, sale and use of food, drugs,
cosmetics, medical devices, bottled water
and chemicals. See: www.nafdac.gov.ng.

You should consider taking out product
liability insurance if you manufacture or
supply a physical product that is sold or
given away for free. See:
https://www.abi.org.uk/Insurance-and-savings/Products/Business-insurance/Liabilityinsurance/Product-liability-insurance.

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Labelling and packaging your products
for Nigeria

The Standards Organisation of Nigeria
(SON) has responsibility for establishing
and approving standards, certification,
labelling and enforcement. See:
http://son.gov.ng/.

Products entering the country must display
the product name, country of origin,
specifications, date of manufacture, batch
or lot number and standards. For some
items such as food, they should also show
the expiration date and active ingredients.
Use Halal-certification where appropriate.
You should also be aware that all items
entering the country must be labelled
solely in metric – products with dual or
multiple markings will be confiscated or
refused entry.
Your goods should be appropriately
packed for Nigeria. Consider cultural
norms and values when designing and
developing product packaging. Packages
may receive heavy handling and be left in
the open air for longer than anticipated,
so you must take into account Nigeria’s
climate. See the SON site at: http://www.
son.gov.ng for full details of all packaging
and labelling requirements.
Tax and customs considerations

The Nigerian Federal Inland Revenue
Service (FIRS) has information about tax
in Nigeria, at: http://www.firs.gov.ng/Pages
/Default.aspx.

Contact the DIT team in Nigeria at:
https://www.gov.uk/government/world/
organisations/department-for-internationaltrade-nigeria#contact-us, to help find local
tax advisers before entering into
agreements in Nigeria.
Double taxation agreement
The UK and Nigeria have signed a double
taxation agreement, ensuring the same
income is not taxed in more than one
country. See: www.gov.uk/government/
publications/nigeria-tax-treaties.

Value added tax (VAT)
The Nigerian Federal Government charges
5% VAT, while state governments impose
an additional 5% VAT.

If you are registered for value added tax
(VAT) you can zero-rate the VAT on most
goods you export to Nigeria. You will need
to get evidence of the export within three
months from the time of sale.
Find more information on VAT in non-EU
markets and zero rating conditions at:
https://www.gov.uk/guidance/vat-exportsdispatches-and-supplying-goods-abroad.

Education tax
This is chargeable on all companies
registered in Nigeria, at 2% of chargeable
profits as contribution to the Education Tax
Fund.

Withholding tax
An advance payment of tax (from 5% to
10%), to which individuals and organisations
are entitled to demand a withholding tax
credit note.

www.Nigeria.DoingBusinessGuide.co.uk
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Excise duty in Nigeria
You should check you have paid excise
duty on any alcohol, alcoholic drinks,
energy products, electricity or tobacco
products you send to Nigeria.

Company and corporate tax in Nigeria
The rate is 30% of taxable income.

Complying with HMRC regulations to
export to Nigeria.
You must make export declarations to
HMRC through the National Export System
(NES) to export your goods to Nigeria.
See: https://www.gov.uk/guidance/exportdeclarations-and-the-national-exportsystem-export-procedures.

You must classify your goods as part of the
declaration, including a commodity code
and a Customs Procedure Code (CPC).

Find commodity codes and other
measures applying to exports in the UK
Trade Tariff: https://www.gov.uk/trade-tariff.
Contact the HMRC Tariff Classification
Service at: https://www.gov.uk/
government/publications/notice-600classifying-your-imports-or-exports/notice600-classifying-your-imports-or-exports#
list-of-useful-contacts for more help.

You must declare any goods that you take
with you in your baggage to sell outside
the EU, at: https://www.gov.uk/take-goodssell-abroad.

Temporary export of goods to Nigeria
You can use an ATA (Admission Temporaire
/Temporary Admission) Carnet to simplify
the customs procedures needed to
temporarily take goods into Nigeria.
See: https://www.gov.uk/taking-goods-outuk-temporarily.
You need an export licence to temporarily
take dual use goods to Nigeria. Use the
SPIRE system to apply for a temporary
export licence, at: https://www.spire.trade.
gov.uk/spire/fox/espire/LOGIN/login.

Customs
The Nigerian Customs Service has
information on import entry, valuation, rules
of origin, prohibited items and clearance
procedures. However, you should be
aware there are a number of supplemental
duties and levies on selected imports that
significantly raise tariff rates. See: https://
www.customs.gov.ng/Tariff/index.php for
further details.
View Nigeria’s Single Window Portal
allowing online access to customs
regulations, submitting of customs
documents, tracking of transaction status,
and submitting of payments, at:
https://www.trade.gov.ng/.

You can find more about import tariffs in
the European Commission Market Access
Database, at: http://madb.europa.eu/madb/
indexPubli.htm.

Visit the Website and download the free Mobile App
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Documentation
The Nigerian Customs Service has
information about the documentation
required for importing to Nigeria. See:
https://www.customs.gov.ng/.

The Nigerian National Agency for Food
and Drug Administration and Control
(NAFDAC) has further information on ports
inspection requirements for the food,
drugs, chemical, biological, medical,
cosmetic, herbal and veterinary industries
in Nigeria. See: http://www.nafdac.gov.ng
/index.php/guidelines/port-inspection for
more details.
It is essential to obtain or issue receipts
and invoices whenever transacting to
avoid potential disputes.

UK Export Finance

The government can provide finance or
credit insurance specifically to support
UK exports through UK Export Finance
(UKEF) – the UK’s export credit agency.
See: https://www.gov.uk/government/
organisations/uk-export-finance.

For up-to-date country-specific information
on the support available see UKEF’s cover
policy and indicators for Nigeria at:
https://www.gov.uk/guidance/countrycover-policy-and-indicators#nigeria.
[Source: DIT/UKEF/gov.uk]

www.Nigeria.DoingBusinessGuide.co.uk
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Abuja National Mosque

NIGERIA

Nigeria has very similar business and legal practices
to the UK, and while there are several ethnic tribes
and dialects, Yoruba, Igbo and Hausa being three of
the major groups, English is still the generally-spoken
language.

BUSINESS ETIQUETTE, LANGUAGE & CULTURE
www.Nigeria.DoingBusinessGuide.co.uk

81

NIGERIA

Doing Business in Nigeria

Business etiquette, public holidays
& language

Overview

Although Nigeria has over 300 ethnicallydiverse languages or dialects, including
the major ones of Hausa, Igbo and Yoruba,
English is the unifying language and is
widely used amongst the business
community.

Nigeria has the largest Muslim population
in Sub-Saharan Africa. You should behave
and dress modestly, particularly in the
north and when visiting religious sites.

Nigerian companies are very hierarchical.
As a relationship-orientated culture, it is
important to develop good relationships at
all levels within an organisation. However,
middle-managers tend not to have a lot
of influence, so it is best to try to reach
the highest-ranking manager for major
decisions.

Most business is done face-to-face, and
business appointments tend to be made
through personal calls, hand-delivered
messages, mobile phone conversations
or text messages, since the landline-based
telephone system is unreliable and the
postal service is slow.

Visit the Website and download the free Mobile App

2017

Date:

2nd September
3rd September
22nd September
1st October
1st December
24th December
25th December
26th December
31st December

2018

Date:

Nigerian public holidays
Day:

Holiday:

Saturday
Sunday
Friday
Sunday
Friday
Sunday

Id el Kabir
Id el Kabir additional holiday
Al-Hijra (Islamic New Year)
National Day
Id el Maulud
Christmas Eve
Christmas Day
Boxing Day
New Year's Eve

Public Holiday
Public Holiday
Local holiday
Public Holiday
Public Holiday
Observance,
Christian
Public Holiday
Public Holiday
Observance

Day:

Holiday:

Area notes:

Monday
Tuesday
Sunday

1st January
8th March
30th March
31st March

Monday
Thursday
Friday
Saturday

New Year’s Day
Women’s Day
Good Friday
Holy Saturday

2nd April
1st May
27th May
29th May
15th June
16th June
22nd August
23rd August
12th September
1st October
21st November
24th December

Monday
Tuesday
Sunday
Tuesday
Friday
Saturday
Wednesday
Thursday
Wedsnesday
Monday
Wednesday
Monday

Easter Monday
Workers’ Day
Children’s Day
Democracy Day
Eid-el-fitri
Eid-el-fitri additional holiday
Id el Kabir
Id el Kabir additional holiday
Al-Hijra (Islamic New Year)
National Day
Id el Maulud
Christmas Eve

1st April

25th December
26th December
31st December

Area notes:

Sunday

Tuesday
Wednesday
Monday

Easter Day

Christmas Day
Boxing Day
New Year's Eve

Observance
Observance
Public Holiday
Observance,
Christian
Observance,
Christian
Public Holiday
Public Holiday
Observance
Public Holiday
Public Holiday
Public Holiday
Public Holiday
Public Holiday
Local holiday
Public Holiday
Public Holiday
Observance,
Christian
Public Holiday
Public Holiday
Observance

www.Nigeria.DoingBusinessGuide.co.uk
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> Clear, consistent content is vital to
making your business understood
overseas. So don't leave it to chance.

> Well-known companies we already work
with include: Serco, Experian, Intertek, IKEA
and Caterpillar
> For a structured approach to translation,
please read the article that follows

T: 0115 9705633 | E: office@astls.co.uk | www.astlanguage.com

If you're reading this guide, the chances are you're either a seasoned
exporter, or you're committed to investigating new export opportunities
for your business. Whichever category you fall into, you'll have a good idea
of the huge investment in time, effort and resources which is required for
export success.
Your priority will be to get your product or service to market, and it's a fact
of life that procurement of peripheral resources such as translation is often
left to the last minute. In this article we'd like to demonstrate to you how
building translation into the early planning stages of your export campaigns
can pay dividends.
The internet, mobile connectivity and social media mean that now more
than ever before customers, be they B2B or B2C, are buying goods and
services within the context of a connected world of instant communication.
Buying decisions carried out in
isolation of wider and constantly
changing sector, economic or
social contexts are a thing of the
past. This means that increasingly
any product or service has to be
supported with professional
technical, marketing or other
contextual content.

As examples of this, exporters need
their technical documentation to
be easily assimilated, their marketing
content to be compelling, and
their website to be informative
and memorable. Human resources
departments on the other hand
need sensitive localisation of
policies & procedures in line
with local legislation, corporate
guidelines and house style. After all
an international expansion strategy
or company restructuring could
easily be undermined by insensitive
internal communication.

In non English-speaking markets,
all of the above can be achieved
by working with a reliable and
professional translation partner.

So how can really good translation
help build your export success:
• clear and accurate foreignlanguage branding and
content will motivate foreign
customers to buy from you

• consistent and harmonised
messaging helps to convey and
reinforce your company's values
and ethos
• corporate and operational
risk through poor quality
communication and
misunderstanding is eliminated
• overall brand integrity and
reputation are enhanced

The following components are
key to a successful translation
project, and show how AST
can make the process of
internationalising outward-facing
and internal communications
simpler, more professional and
more cost-effective:
Rigorous selection of translators

AST’s ISO9001 certified and
ISO17100 compliant processes
mean that the company has
approved sector-specialist
translators whatever the
language and deadline
requirements, with experienced
proofreaders to give the text
precision and professionalism to
really focus the reader’s attention.
Translation memory technology

Client-facing documents
produced periodically often
contain sections which stay the
same and sections which need
updating. Similarly company
websites and technical data or
manuals can contain identical
paragraphs and sections.
Translation Memory technology
is used in this situation to identify
duplicate and legacy text.
The duplicates are logged and
reused – leading to reduced
turnaround times and resulting

cost savings – with company
wordings for products, processes,
titles and descriptions translated
consistently.
Terminology management

The key words used to describe
your company’s products,
services and processes support
your brand and identity. This is
equally true in your foreign
language communications.
Unfortunately, once translated it
is often easy to lose control of key
terms, leading to uncertainty as
to whether the translations are
having the desired impact.
AST’s terminology management
prevents this. Glossaries are
maintained in multiple languages
and client terminology is checked
in each language by industry
sector experts. As the glossary
grows it can be reused with each
new project, so client content is
always on-message and brand
integrity consistent.

So there’s really no need for you
to leave the “softer” aspects of
your export campaign to chance.
Using a professional translation
company like AST provides a
guarantee that your international
content will be clear, consistent
and effective. Whatever the
language.

> YOU NEED YOUR SALES,
TECHNICAL AND WEBSITE CONTENT
TO BE TRANSLATED BY EXPERTS!

> We’re recognised as a UK leader for translating high profile,
client-facing documents

> All our translators are rigorously selected so your text will be
translated by the best people in the business

> We ensure you get premium quality translations every time,
on time and within budget

No matter how urgent your assignment we can translate it.

T: 0115 9705633 | E: office@astls.co.uk | www.astlanguage.com
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British businesses looking to protect their intellectual
property rights in Nigeria should seek advice from a
local lawyer or IP advisor before they start selling
into the Nigerian market.
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WHAT ARE THE CHALLENGES?

What are the challenges?
Overview

There are many opportunities for
companies looking to do business in
Nigeria. However, there are some
challenges to be aware of. These include:
•
•
•
•
•
•
•
•
•
•

poor power supply nationwide

lack of infrastructure across many
sectors
long delays at ports – sometimes
months

some major security challenges and
risk of terrorism

the government can be bureaucratic in
awarding and paying for contracts
currently slow payment in general due
to lack of dollars
high level of corruption
lack of training

high unemployment and poverty
arms embargo

To mitigate these challenges, you are
advised to appoint and work with
competent local partners and seek the
assistance of experienced commercial
lawyers.

See also the UK Government guidance on
embargoes and sanctions on West African
States, at: https://www.gov.uk/guidance/
arms-embargo-on-west-african-states.

Read the Foreign and Commonwealth
Office (FCO) Overseas Business Risk
report for Nigeria, at: https://www.gov.uk/
government/publications/overseasbusiness-risk-nigeria/overseas-businessrisk-nigeria.
[Source: DIT/FCO/gov.uk]

Business risk

Bribery and corruption
In Transparency International’s Corruption
Perceptions Index (CPI) for 2016, Nigeria
was ranked 136th out of 176 countries.
Corruption is a considerable barrier to
business in Nigeria, which investors should
be aware of. Bribery of customs and port
officials remains common, and smuggled
goods routinely enter Nigeria's seaports
and cross its land borders.
It is recommended that you read the UK
Government’s Anti-Bribery Policy advice
at: https://www.gov.uk/anti-bribery-policy
for more advice and guidance about
corruption in Nigeria and some basic
effective procedures you can establish
to protect your company from them.

You should also ensure you take the
necessary steps to comply with the
requirements of the UK Bribery Act.
See: https://www.gov.uk/government/
publications/bribery-act-2010-guidance.
www.Nigeria.DoingBusinessGuide.co.uk
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Intellectual Property (IP)
Registration of patents and trademarks
are the responsibility of the Nigerian
Trademark Patents and Designs Registry,
part of the Commercial Law Department
of the Ministry of Trade and Investment.
See: http://www.iponigeria.com/#/ for more
information. Enforcement of intellectual
property ownership remains a major
problem in Nigeria, despite the existence
of copyright laws and enforcement efforts.

British businesses looking to protect their
intellectual property rights in Nigeria should
seek advice from a local lawyer or IP advisor
before they start selling into the Nigerian
market. For legal enquiries contact Abuka
& Partners: http://www.abukapartners.
com.ng

FCO travel advice
If you are travelling to Nigeria for business,
the Foreign & Commonwealth Office
(FCO) website has travel advice to help
you prepare for your visits overseas and
to stay safe and secure while you are
there.

For advice please visit the FCO Travel
section pages on the gov.uk website:
https://www.gov.uk/foreign-traveladvice/nigeria

You should check the latest FCO
Overseas Business Risk information at:
https://www.gov.uk/government/publications/
overseas-business-risk-nigeria/overseasbusiness-risk-nigeria for more-detailed and
up-to-date information.

Scams
British nationals are increasingly being
targeted by scam artists operating in West
Africa. The scams come in many forms
(romance and friendship, business ventures,
work and employment opportunities) and
can pose great financial risk to victims.
You should be very cautious about any
requests for funds, a job offer, a business
venture or a face-to-face meeting
from someone you have been in
correspondence with over the internet
who lives in West Africa. Check the
FCO safety and security advice at:
https://www.gov.uk/foreign-traveladvice/nigeria for the latest advice on
scams in Nigeria. If in any doubt, please
also contact the DIT team in Nigeria.
www.Nigeria.DoingBusinessGuide.co.uk
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NIGERIA

Nigeria is the home of Africa’s largest economy and
biggest oil producer, and also has a growing populace
of over 180 million – the largest in Africa. With an
abundance of natural resources, and a growing middle
class, Nigeria’s economic potential is considerable.

RESOURCES
www.Nigeria.DoingBusinessGuide.co.uk
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Why not call us and get involved?
It has never been more important that
we act as an industry to help – we
need experts and commitment to
professionalising international trade
from businesses large and small –
help your institute to stay ahead of
the curve.

www.export.org.uk

Institute of Export
& International Trade
Export House
Minerva Business Park, Lynch Wood,
Peterborough, Cambridgeshire,
PE2 6FT, UK
Telephone: +44(0)1733 - 404400
Fax: +44(0)1733 - 404444

We can help develop new ideas

ww

Lesley Batchelor OBE, FIEx (Grad) –
Director General, Institute of Export & International Trade

Focusing on qualifications.
A focus on qualifications - but why do we need them?

I’d like to tell you about my story, it’s ok it won’t take too long but I think it’s similar to a lot
of people that work in international trade.

I left school with no ambition to do anything other than help my mum make ends meet. I
wanted to be a seamstress but we couldn’t afford the material for the interview so I went into
an accounts department at a large pharmaceutical company. Luckily for me they recognised
a hard worker and asked me to work in various departments. After a year they asked me
which one I like the best and without even thinking I said “international”, and that was my
career set out for me.
Working in international trade I found that
I needed to understand so many different
things - from how trade agreements
impacted a sale to the legal aspects of
trade and how different systems worked in
terms of contract and disputes. Getting paid
brought about a whole new set of issues
and this really made me learn and think
about the implications of offering credit and
how it can be used to your advantage.
Things I learnt about logistics and the
paperwork that was needed to support a
trade were empirical and slowly I became
sure of my knowledge. The problem was,
that when I wanted to move on to the next
company, I had nothing to show I had that
knowledge. It was frustrating to find that the
knowledge that I had accumulated over 11
years wasn’t evidenced in any way and that
no-one knew exactly what I knew. I was
lucky enough to get my next job with a
well-known Japanese computer company
but it made me realise that if I wanted a
career, I needed to get qualified.

So I spent the next two years, two nights a
week at night school honing my skills and
building a knowledge and understanding of
all aspects of the trade I had entered “by
the back door”. Finally, exhausted but with
a full understanding of how planning and
control worked, I passed and became a
Graduate Member of the Institute of Export &
International Trade, suffix MIEx (Grad) in 1991.

Well, many things have changed since
then, as after many years of working in
international trade, I took over at the helm,
steering the qualifications and the Institute
towards a better place. We have now
gained Ofqual Awarding Organisation status
for the qualifications and have worked hard
on ensuring we are ready for the next 80
years of representing the industry and
standing as guardian of professional
standards in international trade.

OFQUAL* awarding status is hard
earned and we are proud to be the only
professional body operating in this
international trade environment.

IOE&IT Qualifications in brief
www.export.org.uk/page/qualifications
Level 1

Level 2

Level 3
Level 4

Level 5
Level 6

Young International Trader
(Available electronically)
International Trade Logistic
Operations **
Certificate of International Trade
Certified International Trade
Adviser
Advanced Certificate in
International Trade
Diploma in International Trade
Diploma in World Customs
Compliance and Regulations
Foundation Degree jointly
delivered with ***Anglia Ruskin
University
Higher Apprenticeship in
International Trade - the first
so far.

Our courses at level 3 onwards are
delivered online using a blended learning
technique which involves the support of an
expert tutor for each topic. The IOE&IT
online campus offers a range of learning
tools, from power-point presentations and
videos to online chats and forums for the
students. The Institute has a success rate
of 95% in helping our students through
these academic programmes.

The Advanced Certificate in International
Trade - Elective modules have been added
to the level 4 Advanced Certificate syllabus.
In addition to the three core modules of
Business Environment, Market Research
& Marketing and Finance of International
Trade, students can now choose a fourth
elective module from:

a. International Physical Distribution
b. Selling Services, Skills and Software
Overseas
c. Or one of:
i.

Doing business & communicating
in Arabic speaking markets
ii. Doing business & communicating
in Spanish speaking markets
iii. Doing business & communicating
in German markets
iv. Doing business & communicating
in Chinese markets
v. Doing business & communicating
in Russian markets

The series of modules above carry
language skills training, the focus being
on basic business language needed and
business culture
Finally, eBusiness internationally will be
launched summer 2016.

The Diploma in International Trade level 5 is equivalent to the second year of
a degree and is accepted as entry level for:-

BSc (Hons) in Management Practice International Trade with Plymouth University
-Online 24 months

MSc International Trade, Strategy and
Operations with Warwick University - 36
months part residential

www.export.org.uk/page/qualifications will
give you more detail and a contact who will
talk you through your options.

*The OFQUAL Register of Regulated Qualifications contains details of Recognised Awarding Organisations
and Regulated Qualifications in England (Ofqual), Wales (Welsh Government) and Northern Ireland (Ofqual
for vocational qualifications and CCEA Accreditation for all other qualifications).
** International Trade Logistic Operations is delivered through our approved centres
*** Anglia Ruskin University is Entrepreneurial University of the Year

The British High Commission in Abuja’s political section
is responsible for political relations between the UK and
Nigerian Governments.
They monitor the political situation in
Nigeria and seek to strengthen the
bilateral relationship.

The Consular Section at the British Deputy
High Commission in Lagos, and our consular
network throughout the country, provide
assistance to British nationals visiting or
living in Nigeria. All consular assistance
enquiries should be directed to Lagos.

Urgent Assistance
If you are in Nigeria and you urgently need
help (e.g. if you have been attacked, arrested
or there has been a death), call +234 (1) 277
0780/0781/0782. If you are in the UK and
concerned about a British national in Nigeria,
call 020 7008 1500.
Get or renew a passport
The British Embassy cannot help with
passport enquiries. Contact Her Majesty’s
Passport Office if you need help, see:
www.gov.uk/government/organisations/
hm-passport-office

If you cannot get a new or replacement
passport in time to travel, you may be able to
get an emergency travel document, see:
www.gov.uk/emergency-travel-document
Get an emergency travel document
You can apply for an emergency travel
document if you are abroad and your
passport has been lost or stolen, damaged
or expired, and you cannot get a new or
replacement passport in time to travel, here:
www.gov.uk/renew-adult-passport
If you are due to travel in the next 24 hours,
contact the British Deputy High Commission
Lagos as soon as possible.

Apply online for an emergency travel
document if you:

•
•
•

are over 16 years old and
are a British citizen and
have previously owned a British passport

•

over 16 years old but have not owned a
British passport before or
not a British citizen or
applying for a child under 16 years old

Contact the British Deputy High Commission
Lagos to apply for an emergency travel
document if you are:
•
•

Once you have contacted us, you will be
advised to make an appointment to apply for
an emergency travel document at the British
High Commission Lagos, here: www.consular-appointments.service.gov.uk/fco/#!/
british-deputy-high-commission-lagos/
issuing-an-emergency-traveldocument/
slot_ picker

Get a visa
The British High Commission cannot help
with visa enquiries. If you are not a British
national, you may need a visa to travel to the
UK. Check if you need a UK visa, here:
www.gov.uk/check-uk-visa
If you are a British national travelling abroad
and need to apply for a visa to visit a particular
country or check if you need a visa, see the
entry requirements on their foreign travel
advice for the country you want to visit, see:
www.gov.uk/foreign-travel-advice
For more information on visas, see UK visas
and immigration, see: www.gov.uk/government
/organisations/uk-visas-and-immigration

Legalisation services
The British High Commission Abuja does
not provide legalisation services. Ask the UK
Government to get a UK document legalised
(certified as genuine), here: www.gov.uk/
get-document-legalised

Local service providers
Use their lists of local suppliers and services
if you need help in Nigeria. Please note that
inclusion in these lists does not constitute
official endorsement by the British High
Commission or the UK Government.
• medical facilities and practitioners: www.
gov.uk/government/publications/nigerialist-of-medical-facilitiespractitioners

How else the British High Commission
can help
In addition to the services listed above,
for British nationals needing emergency
consular assistance, they can:
• provide information about transferring
funds
• help people with mental illness
• offer support and help in a range of other
cases, such as child protection and
abductions, kidnappings or someone
who is missing abroad and how to make
a missing person’s report
• provide consular assistance to British
nationals who are victims of rape or
serious sexual assault or any other
serious crime
• help in contacting your family or friends
when you are not able to do yourself
because you are ill, in hospital, have
been arrested etc.
• provide advice following the death of a
British national outside of the UK, where
possible we will try to notify the next of
kin
• make special arrangements in cases of
terrorism, civil disturbances or natural
disasters
• offer support and information when a
British national is detained or arrested
outside the UK

Consular fees
The High Commission charge fees for some
of our services. See the full list of consular
fees in Nigeria here: www.gov.uk/government
/publications/nigeria-consular-fees
Contact us

British High Commission Abuja
19 Torrens Close
Mississippi
Maitama Abuja
Abuja
Nigeria

Email: PPAInformation.abuja@fco.gov.uk
Telephone: +234 (9) 4622200
Fax: +234 (9) 4622263

Opening Hours:
Monday to Thursday: 8am-4pm.
Friday: 8am-1pm

Website:
www.gov.uk/government/world/organisations
/british-high-commission-abuja

British Deputy High Commission Lagos
Consular, and Visa Sections
11 Walter Carrington Crescent
Victoria Island
Lagos
Nigeria
Email: consular.lagos@fco.gov.uk

Telephone: + 234 (1) 277 0780 / 0781/0782

Opening hours to the public:
Monday to Thursday: 8.30am-midday
Friday: 8.30am-11am (GMT +1)

www.Nigeria.DoingBusinessGuide.co.uk
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SUPPORTING ORGANISATIONS

The Institute of Export & International
Trade
Export House
Minerva Business Park
Lynch Wood
Peterborough
PE2 6FT, UK
Tel: +44 (0) 1733 404400

Website: www.export.org.uk
In the past five years, we have provided:

•
•

IInternational
nternational business
business
UK Export
ccan
anFinance
be isdifficult
dthei UK’scexport
ult
be
credit agency, serving UK companies of

all sizes. We help by providing insurance
to exporters and guarantees to banks
For the
49risks
yearofsproviding
we’ve hexport
elped
to share
finance. In addition, we can make loans
British companies succeed
to overseas buyers of goods and services
from the UK. in global markets.

Let us help you.

JJoin
oin us.
us.

•

£14 billion worth of support for UK
exports;
direct support for more than 300
customers supported directly, with
many thousands more benefiting
through export supply chains;
nearly 2000 individual guarantees,
loans or insurance policies.

UK Export Finance is the operating name
of the Export Credits Guarantee
Department (ECGD).

For more information and to arrange a
free consultation with an Export Finance
Adviser, visit: www.gov.uk/government/organisations/uk-export-finance
New business enquiries:

Telephone: +44 (0)20 7271 8010
Email: customer.service@ukef.gsi.gov.uk

British Expertise
23 Grafton Street, London W1S 4EY

Tel: +44 (0)20 7824 1920
Fax: +44 (0)20 7824 1929

V
isit w
ww.britishexpertise.org
Visit
www.britishexpertise.org
E
mail m
ail@britishexpertise.org
Email
mail@britishexpertise.org
T
elephone +
44 ((0)
0) 2200 77824
824 11920
920
Telephone
+44

www.britishexpertise.org

British Deputy High Commission
11 Walter Carrington Crescent
Victoria Island
Lagos
Nigeria
Department for International Trade
(DIT):

If you have a specific enquiry about the
Nigerian market which is not addressed
by the information in this guide, you may
contact:
Email: enquiries@trade.gsi.gov.uk
Tel enquiries: +44 (0)20 7215 5000

Otherwise contact the DIT team in Nigeria
directly for more information and advice
on opportunities for doing business in
Nigeria:

Email: nigeria@fco.gov.uk
Enquiries: +234 (0) 812 810 8845

British High Commission
19 Torrens Close, off Shehu Shagari Way
Maitama
Abuja
Nigeria
Telephone: +234 (0) 706 875 1720

British High Commission Liaison Office
230 Olu Obasanjo Road
Port Harcourt
Nigeria
Telephone: +234 (0) 812 810 8748
Nigerian-British Chamber of
Commerce
Olubunmi Owa Street
Off Admiralty Way
Opposite CBC Towers
Lekki Phase 1
Tel: +234 1 454 0395 /
+234 812 650 9157
Email: info@nbcc.org.ng

UK Secretariat
Nottingham Commerce Centre
8 Experian Way
ng2 Business Park
Nottingham
NG2 1EP
Tel: +44 (0) 330 024 1126
Email: info@nbccuk.org
Website: nbcc.org.ng/

www.Nigeria.DoingBusinessGuide.co.uk
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UK Department for International Trade
in Nigeria

MARKET ExPERTS

Law / Legal Services:
Abuka & Partners

Lagos Office:
Western House (10th Floor)
8-10 Broad Street, P.O. Box 7022
Lagos, Nigeria, West Africa

Tel: +234(0)7085899820 / +234(0)07055919874
Mobile: +234 (0) 803 305 4371 / +234 (0)805
2363930
Website: www.abukapartners.com.ng
E-mail: lagos@abukapartners.com.ng /
abukapc@yahoo.com / patabuka@hotmail.com

Language Services:

Abuja Office:
Suite No.332, Transcorp Hilton Hotel
P.O. Box 1702, Abuja FCT, Nigeria, West Africa
Mobile: +234 (0) 803 3054371 / +234 (0)805
2363930
E-mail: abuja@abukapartners.com.ng

AST Language Services Ltd

Unit 8, Ayr Street, Nottingham NG7 4FX
United Kingdom

Tel:+44 (0)115 970 5633
Fax: +44 (0)845 051 8780
Email:office@astls.co.uk

www.astlanguage.com
Real Estate:
Broll Nigerian office:

ED Building, 6th Floor
47 Marina
Lagos Island
Lagos
Nigeria

Tel: +234 1 270 1892/3
Email: nigeria@broll.com

www.broll.com

Children's International School:

Plot 8, Funke Zainab Usman Street
Lekki Phase 1, Lagos
Nigeria
Tel: +234-704-625-0413 /
+234-810-052-6287
Email: admissions@cislagos.org
Website: www.cislagos.org
Contact name: Ms. Ogho Ehilebo

Banking / Financial Services:
Diamond Bank Plc

PGD’s Place
Plot 4, Block 5, Bis Way
Oniru Estate
Lekki
Lagos

Tel: +23412701500
Email: enquiries@diamondbank.com
Website: www.diamondbank.com
Corporate travel:
Flyboku.com

7, Saka Tinubu Street
Off Akin Adesola Street
Victoria Island , Lagos

Telephone: +234 01 342 3744 /
+234 704 498 7101-10
Email: info@ashtondavetravels.com /
sales@flyboku.com
Website: www.ashtondavetravels.com /
www.flyboku.com
Contact name: Abiola Lawa

MARKET ExPERTS

School / Education:

MARKET ExPERTS

Security / Risk Management Services:
G4S Secure Solutions Nigeria Limited
27 Oba Akinjobi street
GRA Ikeja
Lagos
Telephone: +234 (0) 817 665 6010
Website: www.g4s.com
Sales:

Email: sales@ng.g4s.com
Telephone: +234 (0)809 991 32 74
ICT / Connectivity Services:
Internet Solutions

Lagos Office
3b Ligali Ayorinde Street
Victoria Island, Lagos

Tel: +234 1 270 9942
Fax: +234 1 270 9996
Email: info@is.co.za
Website: www.isnigeria.com.ng
General enquiries:
Tel: 01-2709041-3
Email: info@ng.is.co.za
Client support:
Tel: 01-2709041-3
Email: support@is.co.za
Market Entry:

Intro Africa
Lagos Office
Address: 3b Ligali Ayorinde Street
Victoria Island, Lagos

Tel: +234 1 270 9942
Fax: +234 1 270 9996
Email: info@is.co.za
Website: www.isnigeria.com.ng

General enquiries: Tel: 01-2709041-3
Email: info@ng.is.co.za
Client support: Tel: 01-2709041-3
Email: support@is.co.za

KPMG Professional Services
KPMG Tower
Bishop Aboyade Cole Street
Victoria Island, Lagos, Nigeria

Telephone:
+234 01 271 8955 /
+234 01 2715899
Email: NG-FMMarketinghelpdesk@ng. kpmg.com
Website: https://home.kpmg.com/ng/en/
Contact name: Nike Oyewolu
Head Sales and Markets, KPMG in Nigeria
Office Solutions:

Regus

Contact Details:

Website: www.regus.com.ng

Email: louise.rebstein@regus.com
Shipping & Logistics:

Sifax
Corporate Head Office:
54 Warehouse Road, P.O.Box 2297,
Apapa, Lagos
Tel: +234 1 7120041 / 08105364016 /
08105376814
Email: info@sifaxgroup.com
www.sifaxgroup.com

Ports & Cargo Operational Office:
Terminal C, Tin Can Island Port, Apapa, Lagos
Email: info@sifaxgroup.com
www.sifaxgroup.com/company/ports-and-cargo/
Skyway Aviation Handling Company Limited
(SAHCOL):
SAHCOL Complex, Cargo Terminal
Murtala Muhammed International Airport
P.M.B 21768 Ikeja, Lagos State, Nigeria
Email: info@sahcol.com
www.sahcol.com
Tel: +234 01 7646298

MARKET ExPERTS

Accountants / Professional Business Services:

Getting UK businesses ready to sell overseas

What is Open to Export?

Open to Export is the online community helping UK businesses
get ready to sell overseas. Backed by Government and business,
we are a not for profit social enterprise dedicated to helping
UK companies grow through export.

For more information visit opentoexport.com

Useful Links

Country information:
BBC Website:
news.bbc.co.uk/1/hi/country_profiles/
default.stm

FCO Country Profile:
www.gov.uk/foreign-travel-advice

Culture and communications:
ICC – The international language
association:
www.icc-languages.eu/links/156-thenational-centre-for-languages-cilt

Customs & regulations:
HM Revenue & Customs:
www.gov.uk/government/organisations/
hm-revenue-customs
Economic information:
The Economist:
www.economist.com/topics

Trading Economics:
www.tradingeconomics.com

Export control:
Export Control Organisation:
www.gov.uk/guidance/beginners-guide-toexport-controls
Export finance and insurance:
British Insurance Brokers
Association (BIBA):
www.biba.org.uk

UK Export Finance (formerly ECGD):
www.gov.uk/government/organisations/
uk-export-finance

World Intellectual Property
Organization (WIPO):
www.wipo.int/treaties/en/
text.jsp?file_id=288514

Standards and technical regulations:
British Standards Institution (BSI):
www.bsigroup.com/en-GB/

Export Control Organisation (ECO): :
www.gov.uk/government/organisations/
export-control-organisation
Intellectual Property Office:
www.gov.uk/government/organisations/
intellectual-property-office
National Physical Laboratory:
www.npl.co.uk/

Trade statistics:
HM Revenue and Customs (HMRC):
www.uktradeinfo.com/statistics/
buildyourowntables/pages/table.aspx

National Statistics Information:
www.gov.uk/government/statistics/
announcements
Office for National Statistics:
www.ons.gov.uk/

Trade shows:
British Expertise Events:
www.britishexpertise.org/bx/pages/bx.php
EventsEye.com online database:
www.eventseye.com
DIT Events Portal:
www.events.trade.gov.uk/

Intellectual Property:
Intellectual Property Office:
www.gov.uk/government/organisations/
intellectual-property-office
www.Nigeria.DoingBusinessGuide.co.uk
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Travel advice:
FCO Travel:
www.gov.uk/browse/abroad

FCO Foreign Travel Insurance:
www.gov.uk/guidance/foreign-travelinsurance

Healthcare abroad:
Travel health:
www.travelhealth.co.uk

TravelHealthPro:
travelhealthpro.org.uk/countries

NHS (Scotland):
www.fitfortravel.nhs.uk/destinations.aspx

NHS Choices:
www.nhs.uk/NHSEngland/Healthcareabroad/Pages/Healthcareabroad.aspx

International Trade:
British Chambers of Commerce (BCC):
www.britishchambers.org.uk
British Council:
www.britishcouncil.org

British Expertise:
www.britishexpertise.org/bx/pages/bx.php
British Franchise Association:
www.thebfa.org/international

Centre for the Protection of National
Infrastructure (CPNI):
www.cpni.gov.uk/

CBI (Confederation of British Industry):
www.cbi.org.uk

Department for Business, Energy &
Industrial Strategy (BEIS):
www.gov.uk/government/organisations/
department-for-business-energy-andindustrial-strategy

Department for International Trade (DIT):
www.gov.uk/government/organisations/
department-for-international-trade
DIT e-exporting programme:
www.gov.uk/guidance/e-exporting
Export Britain:
exportbritain.org.uk

Exporting is GREAT:
www.export.great.gov.uk/

Foreign & Commonwealth Office:
www.gov.uk/government/organisations/
foreign-commonwealth-office
Institute of Directors (IoD):
www.iod.com

Institute of Export & International
Trade (IOE&IT):
www.export.org.uk

International Monetary Fund (IMF):
www.imf.org/external/index.htm

Market Access database:
madb.europa.eu/madb/indexPubli.htm
Open to Export:
opentoexport.com/

Visit the Website and download the free Mobile App

Doing Business in Nigeria

Organisation for Economic Co-operation
and Development (OECD):
www.oecd.org/

Overseas business risk:
www.gov.uk/government/collections/
overseas-business-risk
Transparency International:
www.transparency.org/

Nigerian Corporate Affairs Commission
new.cac.gov.ng/home/
Nigerian Customs Service:
www.customs.gov.ng/

Nigerian Customs Single Window Portal:
www.trade.gov.ng/

Nigerian Federal Inland Revenue Service
(FIRS):
www.firs.gov.ng/Pages/Default.aspx

Trade Tariff:
www.gov.uk/trade-tariff

UK Visas:
www.gov.uk/government/organisations/
uk-visas-and-immigration
World Bank Group economy rankings:
www.doingbusiness.org/rankings

World Economic Forum Global
Competitiveness Report:
www.weforum.org/reports/the-globalcompetitiveness-report-2016-2017-1

Nigerian websites:

Agricultural Transformation Agenda (ATA):
fmard.gov.ng/home/ata-nigeria/

Nigerian High Commission in London:
www.nigeriahc.org.uk/
Nigerian International Franchise
Association (NIFA):
nigerianfranchise.org/aboutnifa.html
Nigerian Investment Promotion
Commission:
www.invest-nigeria.com/

Nigerian Trademark, Patents and Designs
Registry:
www.iponigeria.com/#/
Standards Organisation of Nigeria (SON):
son.gov.ng/

National Agency for Food and Drug
Administration and Control (NAFDAC):
www.nafdac.gov.ng

Nigerian-British Chamber of Commerce
(NBCC):
nbcc.org.ng/business-services/
Nigerian Consumer Protection Council:
www.cpc.gov.ng/
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Trade shows

A trade show is a method of promoting a business through the
exhibition of goods and services, an organised exhibition of
products, based on a central theme, where manufacturers
meet to show their products to potential buyers.

Taking part in overseas exhibitions is an effective way for you to test markets, attract
customers, appoint agents or distributors and make sales. DIT's Tradeshow Access
Programme (TAP) provides grant support for eligible SME firms to attend trade
shows overseas.

Participation is usually as part of a group, a great advantage for inexperienced
businesses, and is usually led by one of DIT's Accredited Trade Associations (ATOs).
ATOs work with DIT to raise the profile of UK groups and sectors at key exhibitions.
For more information, visit: www.gov.uk/guidance/tradeshow-access-programme.
IOE&IT’s events:
www.export.org.uk/events/event
_list.asp
10 Times (formerly BizTradeShows.com):
10times.com/nigeria

British Expertise Events:
www.britishexpertise.org/bx/
pages/bx.php

EventsEye.com online database:
www.eventseye.com
DIT online events search facility:
www.events.trade.gov.uk
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Simon Chicken – Event Director of Going
Global Live: Europe’s leading event for
expanding your business overseas
Hi Simon, can you tell us about
how Going Global Live started?
The Prysm Group had been running
The Business Show for 10 years.
TheBusiness Show is Europe’s largest
event helping UK based companies grow
domestically. It became apparent that
many of our 20,000+ visitors were looking
to expand internationally. There was a
need, and there was a gap in the market,
so we launched Going Global Live at
ExCeL in November 2014, and we’ve
done 2 events each year ever since.
Going Global Live takes place twice a
year, in May and November. For more
information including event dates, visit the
website at: www.goinggloballive.co.uk

What can people expect to find at
Going Global Live?
Think of it as a trade show and conference.
Visitors who come to the event will get up
to date advice from world leading experts
on the most attractive markets and overseas opportunities, and be able to speak
to suppliers & service providers who can
help with the challenging project of
international expansion.

Why is it important for SMEs to
attend the event?
Research has shown businesses are 11%
more likely to survive if they export their
products, Great Britain is currently in a
fantastic position where we have good
trade deals in place and British products
are in high demand. At Going Global Live
we put all the suppliers and services
companies will need to meet in order for
them to achieve international expansion,
all under one roof. Trying to meet with all
of these people would take years to
arrange and do, at the event you can do it
in 2 days! If you are serious about taking
your business to the next level, the event
is a must attend.

If you were to start trading in a new
market, which country would that be
and why?
Iran. This is a massive market which is
just opening up, and I would want to get
there before my competitors. More
importantly, I need an excuse to put a trip
to Shiraz on business expenses. A city
that is famous for poetry, roses and wine
needs to be visited. I’m guessing the food
is unbelievable too.

Finally, what are you aims going
forward?
We’ve reached a point where the event
has firmly established itself. Visitors leave
our events with advice and knowledge
they need to grow their company’s further,
however we still feel the event can reach
a whole new height. So we’re expanding
the team and increasing the size of the
exhibition. The show has the potential to
be four times the size it is now, in terms
number of exhibitors, seminars, and
visitors at the event.

NIGERIA

Disclaimer
Whereas every effort has been made to
ensure that the information given in this
Guide is accurate, neither International
Market Advisor (IMA), the Institute of Export
& International Trade (IOE&IT), the British
High Commission in Abuja, the NigerianBritish Chamber of Commerce UK (NBCC),
UK Export Finance (UKEF), Department for
International Trade (DIT), or the Foreign
& Commonwealth Office (FCO), accept
liability for any errors, omissions or
misleading statements and no warranty
is given or responsibility accepted as to
the standing of any individual, firm,
company or other organisation mentioned.

The purpose of the Doing Business Guides,
prepared by International Market Advisor
(IMA) is to provide information to help
recipients form their own judgments about
making business decisions as to whether to
invest or operate in a particular country.
The report's contents were believed (at
the time that the report was prepared)
to be reliable, but no representations or
warranties, express or implied, are made
or given by IMA, the IOE&IT, the British
High Commission in Abuja, the NigerianBritish Chamber of Commerce UK
(NBCC), UKEF, DIT or the Foreign and
Commonwealth Office (FCO) as to the
accuracy of the report, its completeness
or its suitability for any purpose.

In particular, none of the report's contents
should be construed as advice or
solicitation to purchase or sell securities,
commodities or any other form of financial
instrument. No liability is accepted by IMA,
IOE&IT, the British High Commission in
Abuja, the Nigerian-British Chamber of
Commerce (NBCC), UKEF, DIT, or the
FCO for any loss or damage (whether
consequential or otherwise) which may
arise out of or in connection with the report.

No warranty is given, or responsibility
accepted as to the standing of any
individual, firm, company or other
organisation mentioned.

Contains public sector information licensed
under the Open Government Licence v3.0.
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We can help develop new ideas
and find ways to drive down
costs and produce sustainable
improvements in your export
business.
• Membership supports all
aspects of your international
trade
• Leading UK authority on
trading globally
• Tailored training to support
your business needs
• Expert solutions for
international trade

institute@export.org.uk

