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EXECUTIVE SUMMARY 

 

Bundesanstalt fuer Geowissenschaften und Rohstoffe, BGR commissioned DMT Kai Batla who is 

supported by MTL Consulting Limited to undertake a market study and develop a business concept for 

the AFP Laboratory with a focus on the scanning electron microscope, SEM services. The AFP 

Laboratory contains a TESCAN TIMA that was purchased by International Conference on the Great 

Lakes Region (ICGLR) and is hosted at the African Mineral and Geosciences centre, AMGC.  

The study commenced with a stakeholder engagement process, contacting clients within Tanzania, 

Kenya, and Uganda to find out their potential demand for the SEM services offered by the AFP 

Laboratory. Only 11 stakeholders responded out of numerous stakeholders that were contacted who 

indicated that quality was the primary factor in them choosing to send their samples to a laboratory for 

analyses. 

The market study also focused on a SWOT analysis of the laboratory whose results are presented in 

the infographic below, with the laboratory’s advanced TESCAN TIMA system being its greatest strength, 

its lack of marketing, brand awareness as well as funding being its greatest weaknesses, the lack of 

proper maintenance and certification being its greatest threats while the growing demand for 

sustainable sourcing of materials within the region being its greatest opportunity. 

 

The main recommendation from the market study is that in order for the AFP Laboratory to capitalise 

on its strengths and opportunities it needs to embark on a  brand awareness exercise and also 

implement and decide on a pricing strategy .
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GLOSSARY OF KEY TERMS 

Term Definition 

AFP: Analytical 

Fingerprinting  

The Analytical Fingerprint method is a scientific tool used to constrain the 

documented origin of mineral shipment by using the traceability information 

contained in the minerals themselves by laboratory analysis. lt produces an 

independent line of evidence regarding the mineral source to be used for chain 

of custody risk assessments and supply chain due diligence audits 

AMGC: African 

Minerals and 

Geosciences 

Centre) 

The African Minerals and Geosciences Centre is an inter-governmental regional 

institution established in 1977 in Dar es Salaam, Tanzania, covering eight 

members: Angola, Comoros, Ethiopia, Kenya, Mozambique, Sudan, Tanzania 

and Uganda. AMGC's role is to serve the African continent as a Centre of 

knowledge, services and information on mineral resources. 

BGR ls the German Federal Institute for Geosciences and Natural Resources, the 

implementing agency for the AFP program during the support period as per the 

agreement between ICGLR and the German Federal Ministry for Economic 

Cooperation and Development  

ICGLR: 

International 

Conference on 

the Great Lakes 

Region 

ls the intergovernmental organization covering twelve Member States, namely 

the Republic of Angola, the Republic of Burundi, the Central African Republic, 

the Republic of Congo, the Democratic Republic of Congo, the Republic of 

Kenya, the Republic of Rwanda, the Republic of South Sudan, the Republic of 

Sudan, the United Republic of Tanzania, the Republic of Uganda and the 

Republic of Zambia as defined in article 1(d) of the Pact on Security and 

Development in the Great Lakes Region which entered into force on 21tt June 

2008. 

RINR The Regional Initiative against the illegal Exploitation of Natural Resources of 

the ICGLR, endorsed by the ICGLR heads of State at a special summit in 

Lusaka, Zambia. December 2010,  
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1. INTRODUCTION 

The Analytical Fingerprint (AFP) laboratory, established at the African Minerals and Geosciences 

Centre (AMGC) in Dar es Salaam, Tanzania uses a TESCAN1 Integrated Mineral Analyser (TIMA-X). 

TESCAN TIMA-X is an automated mineralogy system for fast quantitative analysis of samples such as 

rocks, ores, concentrates, tailings, leach residues or smelter products. TIMA-X combines Backscattered 

Electron (BSE) and Energy Dispersive X-ray Spectroscopy (EDX) analysis to identify minerals and 

create mineral images that are analysed to determine mineral concentrations, element distributions, 

and mineral texture properties such as grain size, association, liberation and locking parameters. 

TESCAN TIMA-X can also search for bright phases containing platinum group metals, gold, silver, rare 

earth elements and other minerals. 

  

Figure 1.1: SEM Sample Preparation Lab at AMGC Figure 1.2: TESCAN Integrated Mineral Analyser at 

AMGC 

TIMA-X is the analytical system of choice for geological, mining, and mineral processing as it is both an 

interactive investigative tool and an automated 24/7 measurement tool. This makes it an excellent 

analytical instrument for use by scientific research as well as for production improvement monitoring for 

use by engineers at industrial sites 

BGR was commissioned by the German Federal Ministry of Economic Cooperation and Development 

(BMZ) in a joint program with the German Society for International Cooperation (GIZ) to support the 

International Conference on the Great Lakes Region (ICGLR) in the implementation of the Regional 

Initiative to fight against illegal exploitation of Natural Resources (RINR) through the project "Promotion 

of Transparency and Control of Supply Chains in the Great Lakes Region”. The Analytical Fingerprint 

(AFP) technology constitutes one of the components implemented by BGR.  

For this purpose, an analytical laboratory was established at the African Minerals and Geosciences 

Centre (AMGC) in Dar es Salaam, Tanzania. With the project set to conclude by the end of 2024, and 

 
1 https://www.tescan.com/  

https://www.tescan.com/
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in preparation for a handover planned for the third quarter, a business concept to operate and maintain 

the AFP analytical laboratory is being prepared and will be informed by an initial market study. 

A key component of the business concept is identifying potential customers and their demand for 

services, which is the principal subject of this market study report. Due to the laboratory's location, the 

geographical focus was on Tanzania and neighbouring countries as well as common Member States 

of ICGLR and AMGC. The focus was on key market sectors that utilize the scanning electron 

microscope (SEM) including the private industry, academic and research institutions, and other 

governmental institutions such as geological services. 
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2. MARKET OVERVIEW 

2.1. Mining Industry Overview in the Region 

The International Conference on the Great Lakes Region (ICGLR) is a regional intergovernmental 

organization composed of twelve member states in East and Central Africa. These countries are 

Angola, Burundi, Central African Republic (CAR), Republic of Congo, Democratic Republic of Congo 

(DRC), Kenya, Uganda, Rwanda, Sudan, South Sudan, Tanzania, and Zambia. Established to promote 

peace, security, and development in the region, the ICGLR has a significant focus on leveraging the 

natural resources of its member states to foster economic growth and stability. 

The Great Lakes Region is one of the most mineral-rich areas in the world, endowed with a vast array 

of natural resources, including gold, diamonds, copper, cobalt, tin, tungsten, tantalum, and various 

precious stones. The mining industry in this region plays a pivotal role in the economies of the member 

states, contributing significantly to GDP, employment, and export revenues. The ICGLR, among other 

things, promotes regional cooperation and coordination in the management of natural resources. By 

fostering collaboration among member states, the ICGLR aims to address common challenges, share 

best practices, and ensure that the benefits of mining contribute to regional stability and development. 

Mining is a cornerstone of economic activity in many ICGLR countries. For example, the Democratic 

Republic of Congo (DRC) is the world's leading producer of cobalt, a critical component in producing 

batteries for electric vehicles, and a major producer of copper. Zambia's economy heavily relies on its 

copper production, which has made it one of the leading copper producers globally. In Tanzania, gold 

mining is a major economic activity, making the country one of the main gold producers in Africa. 

Table 2.1 presents an overview of the mining industry in the ICGLR member states. 

Table 2.1: Overview of Mining in the ICGLR 

 Country Overview 

1 Democratic 

Republic of 

the Congo 

(DRC) 

The DRC is one of the most mineral-rich countries in the world, with vast 

deposits of cobalt, copper, diamonds, gold, and coltan (columbite-tantalite). The 

country is the largest producer of cobalt globally and a major producer of copper. 

However, the mining industry is plagued by challenges such as political 

instability and conflict, regulatory issues, and environmental concerns. 

2 Zambia Zambia is known for its copper production, with the Copperbelt region being one 

of the world's largest sources of copper. The mining industry is a major 

contributor to the national economy, providing significant employment and 

foreign exchange earnings. Zambia also produces cobalt, gold, and various 

gemstones, including emeralds. 
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 Country Overview 

3 Tanzania Tanzania has a diverse mining sector, with gold being the most significant 

commodity. The country is Africa's fourth-largest gold producer. In addition to 

gold, Tanzania also produces diamonds, tanzanite (a gemstone unique to the 

country), nickel, and coal. The mining sector has been a key driver of economic 

growth, although it faces regulatory challenges. 

4 Uganda Uganda has substantial mineral resources, including gold, tin, tungsten, and 

cobalt. While the mining sector is not as developed as in neighbouring countries, 

there is significant potential for growth. The government has been working to 

attract investment and formalize the artisanal and small-scale mining sector. 

5 Rwanda Rwanda's mining sector is primarily focused on the production of tin, tungsten, 

and tantalum (often referred to as the 3Ts). The country has made significant 

strides in formalizing its mining sector and improving transparency. Mining is a 

major export earner and contributes to economic development. 

6 Kenya Kenya has a nascent mining industry, with significant deposits of titanium, gold, 

and coal. The development of the titanium mining sector, particularly in the 

coastal region, has been a notable success. The government is working to 

attract investment and develop the mining sector as a key economic driver. 

7 Angola Angola is rich in diamonds, with the mining sector being a significant contributor 

to the economy. The country is one of the world's largest diamond producers. 

Angola also has deposits of iron ore, phosphates, copper, gold, and manganese. 

The government is focused on diversifying the economy and attracting 

investment in the mining sector. 

8 Burundi Burundi has a small but developing mining sector, with significant deposits of 

nickel, gold, and rare earth elements. The government is working to attract 

foreign investment and develop the mining sector to boost economic growth. 

9 Central 

Africa 

Republic 

The CAR has rich deposits of diamonds and gold, which are the primary focus 

of the mining industry. The sector has been severely affected by political 

instability and conflict, leading to challenges in regulation and formalization. 

10 Republic of 

the Congo 

The Republic of Congo has deposits of potash, iron ore, gold, and diamonds. 

The mining sector is relatively underdeveloped compared to other countries in 
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 Country Overview 

(Congo -

Brazzaville) 

the region, but there is significant potential for growth. The government is 

working to improve the regulatory framework and attract investment. 

11 Sudan Sudan has a significant mining sector, with gold being the primary mineral 

commodity. The country is one of Africa's largest gold producers. In addition to 

gold, Sudan has deposits of chromite, gypsum, and iron ore. The government 

has been working to attract investment and formalize the artisanal mining sector. 

12 South 

Sudan 

South Sudan is rich in minerals, including gold, diamonds, and limestone. 

However, the mining sector is underdeveloped due to ongoing conflict and 

political instability. The government is working to establish a regulatory 

framework and attract investment to develop the mining sector. 

2.2.  Target Sectors 

The AFP Laboratory, equipped with a scanning electron microscope (SEM), can offer a variety of 

specialized services to different sectors as outlined in Table 2.2 below: 

Table 2.2: Target sectors and Services for the AFP Laboratory 

 Sector General services Specific Analysis 

1 Mining and 

Exploration 

companies 

Ore Characterization: Detailed 

characterization of ore samples to 

determine their economic viability. 

Process Optimization: Analyzing 

minerals to optimize extraction and 

processing techniques. 

Exploration Support: Providing 

analytical support for exploration 

projects to identify promising 

mineral deposits 

Mineralogical Analysis: Detailed 

study of ore minerals, their 

associations and parameters. 

Geochemical Analysis: Semi-

quantitative and qualitative analysis 

of elemental compositions and 

related statistics. 

Textural Analysis: Studying the 

textures and microstructures of ore 

minerals to understand their 

formation and alteration histories 

2 Academic and 

Research 

Detailed Mineralogical Studies: 

identifying mineral phases, and 

chemical compositions. 

Elemental Mapping: Using EDS 

(Energy Dispersive X-ray 

Spectroscopy) to map the distribution 

of elements within a sample. 
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 Sector General services Specific Analysis 

High-resolution imaging of mineral 

samples to study microstructures 

and textures. 

Material characterization, including 

metals, ceramics, and composites, 

to understand their properties and 

behaviors under different conditions. 

Nanomaterials Research: 

Investigating the morphology and 

composition of nanomaterials and 

nanoparticles. 

Phase Identification: Determining 

different mineral phases present in a 

sample. 

Surface Analysis: Studying surface 

features and textures at the micro 

and nano scale. 

3 Government 

Agencies 

Regulatory Compliance Testing: 

Providing data necessary for 

compliance with environmental and 

safety regulations. 

Forensic Analysis: Assisting in 

forensic investigations through 

material and failure analysis. 

Public Health Studies: Supporting 

studies related to public health, such 

as analyzing environmental samples 

for contaminants. 

Contaminant Identification: 

Identifying and characterizing 

contaminants in environmental 

samples such as soil, water, and air. 

Structural Analysis: Analyzing 

structural integrity and composition of 

materials used in infrastructure 

projects. 

Environmental Impact Assessment: 

Detailed analysis of samples to 

assess environmental impact of 

industrial activities 

4 Environmental 

Management 

firms 

Pollution Analysis: Identifying and 

characterizing pollutants in 

environmental samples. 

Remediation Support: Analyzing 

contaminated sites and assisting in 

the development of remediation 

strategies. 

Compliance Testing: Providing 

analytical data to ensure compliance 

with environmental regulations 

Particulate Matter Analysis: Studying 

the composition and sources of 

particulate matter in environmental 

samples, although spatial resolution 

may be a limiting factor 

Biological Analysis: Analyzing 

biological samples for contaminants 

and their effects on ecosystems 

(constrained for light element 
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 Sector General services Specific Analysis 

analysis, especially if a sample has 

been coated with carbon) 

The above sectors will be the primary target sectors for the laboratory (regarding the SEM). By offering 

these services, the AFP Laboratory can cater to the diverse needs of these institutions, supporting their 

scientific, regulatory, and commercial activities with high-precision SEM analyses. 
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3. DEMAND ANALYSIS 

3.1.  Methodology  

The survey was distributed to potential clients of the AFP laboratory, including geological surveys, 

academic institutions, and mineral exploration companies. The questionnaire was aimed at gathering 

information on the current usage of SEM and ICPMS services, preferred service features, and future 

demand predictions. The questionnaires were administered by phone and email. 

The consultant also made physical visits at the AFP lab (Figure 3.1) located within the AMGC offices at 

Kunduchi in Dar es Salaam, Tanzania to get familiar with the laboratory and to conduct interviews with 

relevant AMGC staff. 

 

 

Figure 3.1: Field Visits at AFP lab 

The questionnaires and physical visits to the laboratory were complemented by desktop studies. The 

desktop study reviewed available industry data, current trends in the use of SEM and an internet search 

of potential customers and competitors. 
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3.2.  Limitations 

This study faced the following limitations: 

• The time allocated for the study was not sufficient to cover the geographical area intended and 

the specific sectors earmarked. As a result, the survey primarily focused on stakeholders in 

Tanzania and a few respondents from neighbouring countries. Insights might not fully represent 

the demand and trends in the entire ICGLR area. 

• The survey sample size may not be representative of the entire market. Limited responses were 

received from specific sectors and countries. These shortcomings could skew the findings. 

• The success of the recommended strategies assumes effective market penetration and 

acceptance, which may take longer or require more resources than anticipated 

By acknowledging these limitations, the report provides a realistic understanding of its findings and 

recommendations, while highlighting areas where further research or data collection might be 

necessary 

3.3.  Survey Results  

Due to time constraints, the consultants had to use both phone calls and emails. Out of a total of 20 

potential customers and competitors who were contacted by phone 11 accepted to be interviewed 

(Appendix A). A total of 75 potential customers were contacted by email. 1 of them responded (Appendix 

A) 

 

Figure 3.1: Categories of Respondents 

9%

36%

36%
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9%

Mineral Processing Research and Academic Mineral Exploration

TAEC Laboratory Mineral Analysis
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Out of all respondents, 57% were from academic and research institutions, and 28% were from 

exploration and mining companies. The rest were from other institutions including Government 

agencies. 

The responses have been analysed to provide a comprehensive overview of market needs and 

preferences subject to the limitations explained in section 3.2 above as outlined below: 

a. Usage of SEM Services: The survey revealed varied usage patterns of SEM services among 

stakeholders:  

• Geological Survey of Tanzania: Uses SEM services for high-resolution imaging and 

automated mineralogy, sending samples to South Africa. Since the Tanzania 

Geological Survey Laboratory is the largest in the region, other Geological surveys in 

the region are facing the same challenges. 

• The University of Dar es Salaam and the University of Dodoma face challenges due to 

the lack of local SEM facilities, requiring high-resolution imaging for detailed 

mineralogical studies. Samples are analysed in South Africa. Since there is no other 

SEM facility in academic and research institutions in the region, other Universities in 

the region are likely to be facing the same challenge. 

b. Service Combination and Costs: Stakeholders commonly combine SEM with high-resolution 

imaging and automated mineralogy. The average cost incurred for SEM services in South Africa 

is around USD 160 per 30 grains for SEM grain imaging. If you add cost and time for exporting 

samples, it becomes more expensive. 

c. Preferred Resolution and Magnification: Most respondents indicated a preference for high-

resolution imaging, with magnification levels sufficient to analyse individual grain particles. This 

is crucial for detailed mineralogical studies and accurate element analysis 

d. Desired Features in SEM Services: Respondents highlighted several features and 

functionalities they would like to see in SEM services: 

• Capability to analyse associated minerals in a mineral. For example, when analysing 

uranium, it should be able to detect associated minerals such as plagioclase and micas. 

• Capability to produce 3D images 

• Ability to analyse particle size during mineral processing. 

• Simplified preparation and analysis of elements like boron and carbon. 

• Enhanced capabilities for single-element analysis in plants. 

e. Decision Factors for Choosing SEM Service Providers: The survey results indicate the most 

important factor is the quality of the results followed by turnaround time and finally cost.  
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Figure 3.2: Factors Influencing Choice of Service Provider 

f. Demand for ICPMS Analyses: There is a significant demand for ICPMS analyses among the 

stakeholders, especially for soil, bulk rock, and groundwater analyses. This demand is driven 

by the need for accurate low-concentration mineral analysis during the exploration stage. 

3.4.  Demand Estimation 

Respondents predicted an increase in SEM service usage over the next 1-3 years. Around 43% predict 

an increase of over 50% with 29% expecting it to become a part of daily operations 
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Figure 3.3: SEM Demand Prediction in the next 1-3 Years 

 

0

5

10

15

20

25

30

35

40

45
P

e
rc

e
n

ta
g

e
 (

%
)

Demand Estimation

Increase of 50%
(Substantial Increase)

Become a Part of Daily
Operations

Increase of 10% (Slight
Increase)

No Change



AFP Business Concept 

 

 

 

13 | P a g e   

 

DMT Kai Batla (Pty) Ltd 

4. COMPETITIVE ANALYSES 

4.1.  Existing Competitors 

The study has shown that within the ICGLR countries, there is no competing laboratory with SEM 

services. However, several local laboratories are offering basic analytical services but lack the 

advanced capabilities of the SEM. The nearest competing laboratories are in South Africa where most 

of the clients are currently taking their samples. 

Several laboratories in South Africa offer Scanning Electron Microscope (SEM) services, suitable for a 

range of industrial, mineralogical, and biomedical applications. The main laboratories with the potential 

to compete with the AFR SEM services are:  

• SGS South Africa: This laboratory provides advanced SEM services alongside other 

mineralogical analyses. They offer detailed imaging and chemical composition information, 

making them suitable for projects in process mineralogy, industrial hygiene, and mineral 

exploration. SGS’s SEM capabilities include identifying mineral associations, analysing fine 

structures, and characterizing process residues and biological materials. Their services are 

aimed at providing significant interpretive value for both exploration and production support 

(SGS South Africa, 2023).2 

• Stellenbosch University, South Africa: The Microscopy Unit at Stellenbosch University provides 

access to advanced SEM and other electron microscopy services. They support both research 

and industry, with applications spanning material science to biomedical research. Their SEM 

capabilities include comprehensive sample preparation, custom image analysis, and 

consultations by dedicated imaging scientists. This unit is particularly noted for its involvement 

in various high-level research projects and advanced imaging techniques (Stellenbosch 

University, 2023).3 

• Electron Microscope Unit (EMU), University of Cape Town, South Africa: The EMU offers a 

wide array of electron microscopy services, including SEM. They focus on expanding 

bioimaging and microscopy expertise throughout Africa, supported by grants such as those 

from the Chan Zuckerberg Initiative. Their SEM services are integrated with other advanced 

imaging techniques, providing comprehensive solutions for detailed material characterization 

and research support (University of Cape Town, 2023)4. 

International Laboratories: Provide comprehensive services but are often more expensive and less 

accessible to local clients. 

 
2 https://www.sgs.com/en-za/service-groups/analytical-services  

3 https://www.sun.ac.za/english/research-innovation/caf/Pages/Microscopy_Electron.aspx  

4 https://ebe.uct.ac.za/emu  

https://www.sgs.com/en-za/service-groups/analytical-services
https://www.sun.ac.za/english/research-innovation/caf/Pages/Microscopy_Electron.aspx
https://ebe.uct.ac.za/emu
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4.2.  Competitive Advantage 

The AFP laboratory at AMGC has a unique advantage due to the following factors: 

• Geographical Advantage: Located in an active mining region, providing easy access to local 

mining operations. 

• State-of-the-art facilities: Equipped with advanced SEM technology for high-resolution mineral 

analysis. 

• Comprehensive Services: Offering a wide range of analytical services tailored to various 

industries complementing the use of the SEM 

• Strategic location: in Tanzania, a major mining country in the region; in Dar es Salaam, a major 

logistical hub in East Africa 

These factors should allow for quicker turnaround times for samples and more affordable services 

compared to international competitors. 
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5. SWOT ANALYSIS 

A key component of the business concept is the SWOT (Strengths, Weaknesses, Opportunities, and 

Threats) analysis, which will provide an in-depth evaluation of the laboratory’s current capabilities and 

future potential. This analysis will identify the internal and external factors that could impact the 

laboratory’s success, guiding strategic planning and decision-making. 

This SWOT analysis focuses on the AFP laboratory’s unique technological capabilities, existing 

infrastructure, and strategic partnerships, as well as potential market challenges and opportunities. By 

examining these factors, the analysis aims to provide a clear understanding of the laboratory’s strengths 

and weaknesses, identify growth opportunities, and highlight potential threats that need to be managed. 

This strategic evaluation will be instrumental in formulating a robust business plan that ensures the 

sustainability and growth of the AFP laboratory beyond the initial project period. 

Tables 5.1 below present the identified Strengths, Weaknesses, Opportunities and Threats. Each 

argument in the SWOT analysis has included an assumption of its relative significance. Strengths have 

been presented with their possible enhancement mechanism. Weaknesses are discussed with the 

recommended actions to address them Threats and opportunities have been discussed against the 

corresponding strengths and weaknesses where possible; 

5.1. Strengths 

Table 5.1: Strength  

S/N  Strength Description Relative 

Significance 

Possible Enhancement 

measures 

1 Advanced 

capabilities of the 

SEM 

The SEM lab offers high-

resolution imaging and 

detailed surface 

morphology analysis, 

which are critical for 

various mineral 

exploration, research, and 

industrial applications. 

High Continue to invest in the 

latest SEM technology 

and analytical tools to 

maintain a competitive 

edge. 

2 Established 

infrastructure 

The laboratory, set up in 

collaboration with BGR, is 

operational with trained 

personnel and a TESCAN 

TIMA system in place, 

ensuring readiness for 

commercial operations. 

High Regularly update the 

training programs for 

staff to ensure they 

remain proficient with 

new technologies and 

methodologies 
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S/N  Strength Description Relative 

Significance 

Possible Enhancement 

measures 

3 Reputation and 

partnerships 

Collaboration with 

reputable organizations 

like AMGC, BGR, BMZ, 

GIZ, and ICGLR enhances 

credibility and trust in the 

laboratory’s services. 

 

High Foster and expand 

collaborations with other 

international and 

regional institutions to 

strengthen the 

laboratory's reputation 

and service offerings 

4 Geographical 

advantage 

The laboratory is well-

positioned to serve 

countries in two regional 

intergovernmental 

groupings in Africa; 

ICGLR and AMGC. These 

countries constitute a 

significant area for mineral 

resources, offering a 

strategic advantage in 

terms of logistics and 

regional expertise. None 

of these countries has a 

SEM (except the SEM at 

AMGC) 

Very High Leverage this advantage 

by offering expedited 

services to local mining 

operations to reduce 

turnaround times 

5 Tanzania 

advantage 

The lab is located in 

Tanzania, a major mining 

country in Africa. Local 

analysis of rock and 

mineral samples reduces 

costs, turnaround time, 

and processing of export 

permits, giving the lab a 

competitive advantage 

over international 

competitors. 

Medium Promote the cost and 

time efficiency of local 

services to attract more 

clients within the region 
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5.2. Weaknesses 

Table 5.2: Weakness  

S/N Weakness Description and Impact Significance Potential measures to 

address 

1 Limited awareness and 

market penetration 

Potential customers are 

not fully aware of AFP 

technology benefits, 

leading to challenges in 

market penetration and 

customer acquisition. 

High Implement targeted 

marketing campaigns, 

including workshops, 

webinars, and direct 

engagement 

2 Dependence on 

external funding 

Transitioning to a self-

sustaining model could be 

challenging without 

continued financial 

support. 

High Explore additional funding 

opportunities and grants, 

and develop a cost 

management strategy to 

optimize operational 

efficiency 

3 Operational cost Running and maintaining 

advanced analytical 

equipment like the 

TESCAN TIMA system 

can be expensive, 

potentially impacting 

profitability if market 

demand is not high 

enough. 

Medium Addressing: Offer 

bundled service packages 

and introduce 

subscription-based 

pricing to ensure steady 

revenue streams 

4 Operational & Business 

mandate of the 

laboratory 

The lab inherits AMGC's 

business reputation, 

which is not commercial-

oriented affecting the 

laboratory’s  brand 

awareness 

High Strengthen the 

laboratory’s brand identity 

independently while 

continuing to highlight its 

technological capabilities 

and partnerships 
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5.3. Opportunities 

Table 5.3: Opportunities  

S/N Opportunities Description Significance Measures to Leverage 

1 Growing demand for 

mineral verification 

through sustainable 

sourcing 

Increasing global focus 

on responsible 

sourcing and 

transparency in mineral 

supply chains presents 

a significant opportunity 

for AFP technology 

adoption 

High Promote the 

laboratory's role in 

supporting ethical 

practices and 

responsible sourcing 

2 Expansion of 

services 

Beyond AFP, the 

laboratory can offer a 

range of analytical 

services using the 

TESCAN TIMA system, 

attracting a broader 

customer base from 

various industries such 

as universities, 

geological services, 

and private sector 

companies 

High Develop new service 

offerings and 

customized packages 

tailored to the specific 

needs of different 

sectors 

3 Regional market 

potential 

The focus on Tanzania 

and neighbouring 

countries, along with 

ICGLR member states, 

provides substantial 

market potential due to 

the region’s rich 

mineral resources and 

need for advanced 

analytical services 

Medium Establish regional 

outreach programs and 

satellite offices to cater 

to clients in remote 

locations 
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S/N Opportunities Description Significance Measures to Leverage 

4 Formation of 

partnerships and 

collaboration 

Opportunities to 

collaborate with 

international and 

regional institutions can 

enhance service 

offerings and expand 

the customer base 

Medium Form strategic alliances 

with local laboratories 

and research 

institutions to facilitate 

service delivery and 

expand market 

presence 

5.4. Threats 

Table 5.4: Threats  

 Threat Description Significance Potential Mitigation 

measures 

1 Life span of 

the SEM and 

maintenance 

of the 

TESCAN 

TIMA system 

The service contract with 

TESCAN for the SEM will expire 

in 2026, after which some spare 

parts may not be available. 

high Establish a replacement 

and upgrading plan for 

existing equipment to 

ensure continuous 

operation 

2 Competition Other laboratories offering similar 

or alternative analytical services 

could pose a threat, particularly if 

they have established market 

presence or offer more 

competitive pricing. 

Medium Highlight the lab's 

geographical advantage 

and faster turnaround 

times to differentiate 

from competitor 

3 Regulatory 

changes 

Changes in regulations related to 

mineral exploration and 

environmental standards could 

impact the demand for AFP 

services 

Medium Stay abreast of 

regulatory 

developments and 

adjust services to 

comply with new 

standards, potentially 

turning regulatory 

changes into 
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 Threat Description Significance Potential Mitigation 

measures 

opportunities for new 

service offerings 

4 Economic 

instability 

Economic fluctuations in the 

region could affect the ability of 

potential customers to afford 

analytical services, impacting 

market demand. 

Medium Implement flexible 

pricing models and offer 

discounts or payment 

plans to accommodate 

clients during economic 

downturns 

5 Lack of 

adequate 

skilled staff 

The laboratory is currently 

understaffed with only one 

individual running the processing 

on SEM. The laboratory’s failure 

to retain skilled staff creates the 

need to continuously train new 

team members which may 

results in backlogs 

Medium Hold regular trainings 

and hire individuals with 

a non-compete clause 

as well as an obligation 

in the contract to stay at 

the laboratory for a 

number of years once 

training has been 

completed 

6 Technological 

advancements 

Rapid advancements in 

analytical technologies could 

render the current AFP method 

or equipment obsolete, 

necessitating continuous 

investment in technology 

upgrades. 

Medium Regularly invest in the 

latest technologies and 

train staff to ensure the 

lab remains at the 

forefront of analytical 

capabilities 

7 Lack of AMGC 

laboratory 

technical 

certification 

AMC is certified in Quality 

Management (ISO: 9001:2015) 

and has no technical certification 

such as ISO/IEC: 17025:2017. 

Reputable exploration and 

mining companies require 

technical certification of the lab 

Very high AMGC should apply for 

technical certification in 

ISO/IEC: 17025:2017 
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 Threat Description Significance Potential Mitigation 

measures 

8 Bureaucracy 

in decision-

making 

The lab is hosted by AMGC and 

owned by ICGLR. These are two 

regional intergovernmental 

bodies with separate decision-

making systems influenced by 

their member states. This creates 

bureaucracy in decision making 

particularly for commercialisation 

of the laboratory 

Medium Engage decision 

making bodies within 

AMGC and ICGLR to 

streamline 

commercialisation 

decisions for the AFP 

lab 

 

 

Discussion on SWOT results 

The advanced technical capabilities offered by the SEM are the greatest strength because these 

capabilities are not widely available and are a unique selling point of the AFP laboratory. This strength 

could be further built up by continuously identifying new customers for available services with the current 

setup or adding new services by upgrading the existing equipment. 

The laboratory can only perform useful analyses if skilled staff, operational analytical equipment and 

the necessary infrastructure are available. Each of theses three requires expenses of varying amplitude 

and frequency and in particular in case of the analytical equipment one has to take into account a hard-
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to-estimate probability for unscheduled repairs and high depreciation costs. The budget to cover all the 

expenses is quite high and represents the most significant weakness.  

Continuous maintenance is essential to secure the functionality and a long-lasting life span of the SEM. 

Failure to its implementation thus is regarded as the most critical threat. Addressing this threat does not 

only require laboratory management and trained personnel at AMGC to correctly operate the SEM but 

also a budget for regular standard maintenance to be conducted on a continuous basis by service 

technicians authorized by the manufacturer.  
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6. MARKETING AND PRICING STRATEGY 

6.1.  Marketing and Promotional Activities  

6.1.1. Overview 

The AFP laboratory’s marketing strategy for the SEM aims to establish its presence as a leading 

provider of SEM services in the region. This strategy focuses on increasing awareness, fostering 

relationships, and creating value propositions that appeal to diverse sectors. The key components of 

this strategy include targeted marketing campaigns, strategic partnerships, customer engagement, and 

continuous market analysis. 

6.1.2. Targeted Marketing Campaigns 

a. Awareness and Education Campaigns 

• Workshops and Seminars: Conduct regular workshops and seminars to educate 

potential clients about the capabilities and benefits of the SEM. These events should 

highlight case studies and success stories to demonstrate the practical applications 

and advantages of the laboratory’s services. 

• Webinars and Online Courses: Offer webinars and online courses that provide in-depth 

knowledge about SEM. This approach will help reach a broader audience, including 

remote clients and international stakeholders. 

b. Digital Marketing 

• Website and SEO: Optimize the AFP laboratory’s website for search engines to increase 

visibility. The website should include detailed information about services, case studies, 

client testimonials, and a blog featuring articles on the latest advancements in SEM 

technologies. 

• Social Media Campaigns: Utilize social media platforms such as LinkedIn, Twitter, and 

Facebook to share updates, success stories, and educational content. Engage with 

followers through interactive posts, Q&A sessions, and live demonstrations. 

• Email Marketing: Develop a robust email marketing strategy to keep potential and existing 

clients informed about new services, special offers, and upcoming events. Personalized 

email campaigns can help build and maintain relationships with clients. 

c. Content Marketing 

• Case Studies and White Papers: Publishing case studies and white papers that showcase 

the laboratory’s expertise and successful projects would generate potential interest. These 

documents should be available for download on the website and shared through various 

digital channels. 
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• Industry Reports and Newsletters: Regularly produce industry reports and newsletters that 

provide insights into market trends, technological advancements, and the laboratory’s latest 

developments. This content will position the AFP laboratory as a thought leader in the field. 

6.1.3. Strategic Partnerships and Collaborations 

a. Academic Institutions 

• Collaborative Research Projects: Partner with universities and research institutions on 

collaborative projects. These partnerships can lead to co-authored publications, joint 

research initiatives, and increased visibility in the academic community. 

• Student Engagement Programs: Develop programs that engage students and young 

researchers, such as internships, training sessions, and thesis supervision. This will create 

a pipeline of future clients and advocates for the laboratory’s services. 

b. Industry Stakeholders 

• Joint Ventures and Alliances: Forming joint ventures and strategic alliances with key 

industry players, including exploration and mining companies, environmental firms, and 

public health organizations would enable to retain clients over a long period of time through 

the terms of the joint venture partnerships. These partnerships can lead to co-branded 

projects, shared resources, and expanded market reach. 

• Membership in Professional Associations: Join and actively participate in professional 

associations and industry groups. This involvement will provide networking opportunities, 

enhance credibility, and offer platforms for showcasing the laboratory’s capabilities. 

c. Government and Non-Governmental Organizations 

• Government Contracts and Grants: Pursue government contracts and grants for research 

and development projects. Establishing relationships with government agencies can 

provide stable revenue streams and increase the laboratory’s visibility in public sector 

initiatives. 

• NGO Collaborations: Collaborate with non-governmental organizations on projects related 

to environmental management, public health, and community development. These 

collaborations can enhance the laboratory’s social impact and open new funding 

opportunities. 

6.1.4. Customer Engagement and Retention 

a. Customer Relationship Management (CRM) 

• Personalized Service: Implement a CRM system to manage client interactions and ensure 

personalized service. This system will help track client preferences, project histories, and 

communication records, enabling tailored service offerings and improved client satisfaction. 
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• Feedback Mechanisms: Establish feedback mechanisms, such as surveys and follow-up 

calls, to gather client input and continuously improve service quality. Actively address any 

issues or concerns to foster long-term relationships. 

b. Loyalty Programs 

• Membership Plans: Develop membership plans that offer exclusive benefits, such as 

discounts, priority service, and access to special events. These plans can incentivize repeat 

business and enhance customer loyalty. 

• Referral Programs: Create referral programs that reward existing clients for bringing in new 

customers. This approach leverages word-of-mouth marketing and expands the 

laboratory’s client base. 

6.1.5. Continuous Market Analysis 

a. Market Research 

• Competitor Analysis: Conducting a regular competitor analysis to understand the strengths 

and weaknesses of competing laboratories. Use this information to identify opportunities 

for differentiation, pricing strategy and to refine the marketing strategies. 

• Client Needs Assessment: Continuously assess the needs and preferences of existing and 

potential clients. This involves monitoring industry trends, conducting surveys, and holding 

focus groups to gather insights. 

b. Performance Metrics 

• KPIs and Analytics: Establish key performance indicators (KPIs) to measure the 

effectiveness of marketing initiatives. Use analytics tools to track website traffic, social 

media engagement, email open rates, and conversion rates. Regularly review these 

metrics to adjust strategies and improve outcomes. 

By implementing this comprehensive marketing strategy, the AFP laboratory can enhance its visibility, 

build strong client relationships, and achieve sustainable growth in the competitive market of SEM and 

ICPMS services 

6.2.  Pricing Strategy 

6.2.1. Overview 

A well-structured pricing strategy is crucial for the AFP laboratory to remain competitive while ensuring 

profitability and sustainability. The strategy must balance affordability for clients with the need to cover 

operational costs and generate revenue for future investments. Key elements of this pricing strategy 

include market-based pricing, value-based pricing, discount and bundling options, subscription models, 

and regular review mechanisms. 
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6.2.2. Market-Based Pricing 

a. Competitive Benchmarking 

• Competitor Analysis: Regularly analyse the pricing structures of key competitors in the SEM 

services market. This includes understanding their service offerings, price points, and value 

propositions. Use this data to position the AFP laboratory’s pricing competitively while 

highlighting unique advantages. 

• Geographical Considerations: Adjust pricing based on regional market dynamics. Given 

the laboratory’s strategic location, consider local economic conditions, demand levels, and 

cost of living to ensure prices are competitive yet sustainable for the target market. 

b. Tiered Pricing Structure 

• Basic, Standard, and Premium Tiers: Develop a tiered pricing model that offers basic, 

standard, and premium service levels. This allows clients to choose a package that best 

fits their needs and budget. Each tier should delineate the scope of services, turnaround 

times, and additional benefits. 

• Customized Quotes: Provide customized quotes for large or complex projects that may not 

fit within the standard tiers. This flexibility ensures that the laboratory can cater to a wide 

range of client requirements without compromising profitability. 

6.2.3. Value-Based Pricing 

a. Emphasizing Unique Value Propositions 

• Technological Superiority: Highlight the advanced capabilities of the TESCAN TIMA 

system, other state-of-the-art equipment incl. the in-house sample preparation laboratory. 

Emphasize the precision, speed, and reliability of the analyses provided, which justify 

premium pricing for high-quality results. 

• Expertise and Experience: Showcase the expertise and experience of the laboratory staff. 

Position the team’s proficiency and the quality of their work as key differentiators that add 

value beyond just the technical services offered. 

b. Outcome-Oriented Pricing 

• Performance Guarantees: Offer performance-based pricing models where feasible, such 

as guaranteed turnaround times or specific accuracy levels. Clients may be willing to pay 

a premium for assured outcomes that directly impact their operations. 
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6.2.4. Discount and Bundling Options 

a. Volume Discounts 

• Bulk Analysis Discounts: Provide discounts for clients who require large volumes of 

samples to be analysed. This encourages bulk orders and fosters long-term relationships 

with key clients, ensuring steady revenue streams. 

• Loyalty Discounts: Implement loyalty discounts for repeat clients who consistently use the 

laboratory’s services. This can be structured as a percentage discount based on the 

frequency or total value of previous engagements. 

b. Service Bundles 

• Comprehensive Packages: Create bundled service packages that combine multiple 

analyses or complementary services. For example, a bundle could include both SEM, XRD, 

light microscopy and ICPMS elemental analysis at a discounted rate compared to 

purchasing each service separately. 

• Seasonal and Promotional Bundles: Offer seasonal promotions and limited-time bundles 

to attract new clients and boost utilization during slower periods. These bundles can be 

aligned with industry events or cycles, such as exploration seasons in mining. 

6.2.5. Subscription Models 

a. Membership Plans 

• Annual Subscriptions: Introduce annual subscription plans that provide a set number of 

analyses per year at a discounted rate. This model offers clients predictability in budgeting 

while ensuring regular business for the laboratory. 

• Tiered Memberships: Develop tiered membership plans that offer varying levels of service 

access, from basic memberships with limited services to premium memberships with 

priority access and additional benefits. 

b. Retainer Agreements 

• Monthly Retainers: Establish monthly retainer agreements with key clients, especially those 

requiring ongoing analysis. Retainers can cover a certain number of hours or analyses per 

month, providing the laboratory with a stable income stream. 

• On-Demand Services: Include options for on-demand services within retainer agreements, 

allowing clients to request additional analyses as needed at pre-agreed rates. 
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6.2.6. Regular Review and Adjustment  

a. Market Feedback 

• Client Surveys and Feedback: Regularly gather feedback from clients regarding pricing, 

service satisfaction, and perceived value. Use this information to make informed 

adjustments to the pricing strategy and ensure it remains aligned with market expectations 

and customer needs. 

• Competitive Monitoring: Continuously monitor competitor pricing strategies and market 

trends. Adapt the laboratory’s pricing as necessary to maintain competitiveness and 

address any emerging challenges or opportunities. 

b. Financial Analysis 

• Cost Analysis: Conduct detailed cost analyses to ensure that pricing covers all operational 

expenses and provides a healthy margin for profit and reinvestment. This includes direct 

costs like labour and materials as well as indirect costs such as overhead and equipment 

depreciation. 

• Revenue Goals: Set clear revenue goals and track performance against these targets. 

Regularly review pricing structures and strategies to ensure they support the laboratory’s 

financial objectives and long-term sustainability. 

By implementing this comprehensive pricing strategy, the AFP laboratory can attract a diverse clientele, 

ensure consistent revenue streams, and maintain a competitive edge in the market 
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7. CONCLUSIONS AND RECOMMENDATIONS 

7.1. Conclusions 

The comprehensive market study conducted for the AFP laboratory at the African Minerals and 

Geosciences Centre (AMGC) provides crucial insights into the current landscape of SEM services 

demand, competitive dynamics, and potential growth opportunities within the region. This study, 

supported by stakeholder engagement and analysis, reveals a clear picture of both the strengths and 

challenges faced by the AFP laboratory. The conclusions drawn from this study highlight the 

laboratory's strategic advantages, the existing market gaps it can fill, and the necessary steps to 

address internal and external challenges. Understanding these elements is essential for formulating a 

robust strategy to ensure the laboratory’s sustainability and growth in a competitive and evolving 

market. The following are specific recommendations: 

• High Demand for SEM Services: There is significant unmet demand for high-resolution 

imaging and automated mineralogy services among geological surveys, academic 

institutions, and mineral exploration companies. This demand is driven by the need for 

detailed mineralogical analysis, which is not currently available locally. 

• Technical certification: Although AMGC is ISO 9001:2015 certified in Quality Management, 

the lab has no technical certification such as ISO/IEC 17025:2017. Reputable exploration 

and mining companies require technical certification. Without technical certification, AMGC 

cannot attract exploration and mining companies, a key market segment 

• Strategic Location Advantage: The AFP laboratory's location at the African Minerals and 

Geosciences Centre (AMGC) in Tanzania offers a strategic advantage. Its proximity to 

active mining regions in East Africa provides reduced turnaround times and cost savings 

for local mining operations compared to international competitors 

• Advanced Technological Capabilities: The laboratory is equipped with the state-of-the-art 

TESCAN TIMA system, providing a competitive edge in technological offerings. This 

system enables fast, quantitative analysis of various samples, essential for both research 

and industrial applications. 

• Market Awareness and Penetration Challenges: Despite its advanced capabilities, there is 

limited awareness among potential customers about the benefits of the AFP laboratory 

services, resulting in challenges in market penetration and customer acquisition. 

• Lack of Adequate Funding: The current operational model heavily relies on external 

funding. Transitioning to a self-sustaining business model poses a significant challenge 

without continued financial support. 

• Potential for Service Expansion: There is potential to expand the AFP laboratory's services 

to broader sectors, including environmental management, public health studies, and 

structural analysis, which could enhance its market position and revenue streams. 
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7.2. Recommendations 

Based on the findings and conclusions of the market study, a series of strategic recommendations have 

been developed to guide the AFP laboratory towards achieving long-term sustainability and market 

growth. These recommendations focus on leveraging the laboratory's strengths, addressing its 

weaknesses, capitalizing on emerging opportunities, and mitigating potential threats. The proposed 

actions encompass marketing and outreach initiatives, service diversification, financial strategies, 

technological upgrades, and geographical expansion. By implementing these recommendations, the 

AFP laboratory can enhance its market position, attract a broader clientele, and continue to provide 

high-quality analytical services that support the scientific and industrial needs of the region 

Recommendations 

a) Enhanced Marketing and Outreach 

• Awareness Campaigns: Implement targeted marketing campaigns to raise awareness 

about AFP laboratory services. This could include workshops, webinars, and direct 

engagement with potential clients. 

• Partnerships and Collaborations: Strengthen collaborations with academic institutions, 

geological surveys, and industry stakeholders to build long-term relationships and increase 

market penetration. 

b) Diversification of Services 

• New Service Offerings: Expand the range of services to include environmental impact 

assessments, public health studies, and structural analysis. This diversification will cater to 

a broader clientele and create additional revenue streams. 

• Custom Packages: Develop customized service packages tailored to the specific needs of 

different sectors, such as bundled services for comprehensive mineral analysis and 

subscription-based pricing for long-term clients. 

c) Sustained Financial Strategy 

• Funding and Grants: Explore additional funding opportunities and grants to support the 

transition to a self-sustaining business model. This could include seeking support from 

international development agencies and industry partnerships. 

• Cost Management: Implement cost management strategies to optimize operational 

efficiency and reduce dependency on external funding. This could involve streamlining 

processes and leveraging economies of scale. 
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d) Technological Upgrade and Training 

• Continuous Improvement: Regularly upgrade technological capabilities to maintain a 

competitive edge. This includes investing in the latest SEM technology and analytical tools. 

• Staff Training and Development: Provide continuous training and professional development 

opportunities for laboratory staff to ensure high-quality service delivery and technical 

expertise. 

e) Geographical Expansion 

• Regional Outreach: Expand the geographical reach of the AFP laboratory's services to 

cover a broader area within the ICGLR region. This could involve establishing satellite 

offices or mobile labs to cater to clients in remote locations. 

• Strategic Alliances: Form strategic alliances with local laboratories and research institutions 

in neighbouring countries to facilitate service delivery and expand market presence. 

By implementing these recommendations, the AFP laboratory can enhance its market position, 

achieve sustainable growth, and continue to provide high-quality analytical services to support the 

scientific and industrial needs of the region. 
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8. APPENDICES 

APPENDIX A LIST OF POTENTIAL CUSTOMERS 

LIST OF POTENTIAL CUSTOMERS WHO HAVE BEEN CONTACTED AND HAVE REPLIED 

SN COMPANY CONTACT PERSON PHONE NUMBER 

1 University of Dodoma, College of 

Earth Science and Engineering 

Dr. A. Macheyeki 0783939704 

2 University of Dar es Salaam, 

Department of Geosciences 

Dr. Charles Messo 0782847500 

3 Geological Survey of Tanzania 

(GST) 

Mr. Kamana Kalius 0620623913 

4 Tanzania Atomic Energy 

Commission (TAEC) 

Mr. Alphonce Mgina 0755063664 

5 Sokoine University of Agriculture Mr. Stevenson Pelegy Noah 0766181746 

6 Mineral Resources Institute, 

Department of Geology and 

Mineral Exploration  

Mr. Godfrey Mallya 0712018577 

7 Dar es Salaam Institute of 

Technology (DIT) 

Mr. Zakaria Peter Mtunya 0710998010 

8 MANTRA Mr. Minani Ezekia 0787154413 

9 MSALABS Mr. Albert Kamwela 0764506325 

10 Geita Gold Mining (GGM) Dr Shimba Daniel Kwelwa 0754557838 

11 Barrick Gold Mining North Mara Jacqueline Ngowi 0759604363 
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LIST OF POTENTIAL CUSTOMERS WHO HAVE BEEN CONTACTED AND STILL AWAITING FOR 

THEIR REPLY IN TANZANIA 

SN COMPANY CONTACT PERSON PHONE NUMBER 

1 TPDC  Mr Nashoni 0753601256 

2 SGS Omari Ngereza 0764516599 

3 Tanzania Mining Commission Mwarabu 0754824575 

4 Shanta  Mr. Ulimboka Tuntufye 0755371219 

5 Twiga Cement Mr Geoffrey 0748501218 

6 Mbeya Cement Administration 0763765364 

7 Tanga Cement Mr. Ahmed Said 0754244718 

8 Lindi Jumbo  Mr. Rabson Mshana 0757460289 

LIST OF POTENTIAL CUSTOMERS WHO HAVE BEEN CONTACTED AND STILL AWAITING FOR 

THEIR REPLY IN KENYA 

SN COMPANY CONTACT PERSON PHONE NUMBER 

1 Base Titanium Mr. Edwin +254 205130100 

2 University of Nairobi Administration  +254 204910000 

3 Moi University  Career students +254 726847046 

4 Pwani University  Administration +254 725916145 

5 Karatina University Administration +254 202176713 

6 Technical University of Mombasa Administration +254 733955377 

7 Strathmore University Administration +254 703034000 

8 University of Eldoret Administration +254 726847046 

9 Kenya Methodist University Administration +254 734310655 
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LIST OF POTENTIAL CUSTOMERS WHO HAVE BEEN CONTACTED AND STILL AWAITING FOR 

THEIR REPLY IN UGANDA 

SN  COMPANY CONTACT PERSON PHONE NUMBER 

1 Namekera Mine Titus Tsenyeti +256 788176806 

2 Kampala International University Administration +256 703624974 

3 Gold Refinery Uganda Administration +256 704297677 

4 Yudima Miners Limited Administration +256 752003951 

5 Jubilee International Mining 

Company 

Administration +256 784320319 

6 Lux Gold Mining Uganda Administration +256 741236184 

7 Makerere University Administration +256 414542803 
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LIST POTENTIAL CUSTOMERS CONTACTED THROUGH EMAIL 

Sn Company name Place Email 

1 Volt Graphite Tanzania Ltd Dar es salaam info@voltresources.com 

 2 Lindi Jumbo Ltd Dar es salaam  info@lj.co.tz 

3 Ngwena Tanzania Ltd Dar es salaam  info@ngwena.co.tz 

4 Walkabout Resources Ltd Dar es salaam info@lindijumbo.co.tz 

5 Helium One (Njozi) Ltd Dar es salaam njozi@helium-one.com 

6 Helium One (Gogota) Ltd Dar es salaam gogota@helium-one.com 

7 Canaco Tanzania Ltd Vancouver investors@eastafricametals.com  

8 ABG Exploration Limited Laval alexbelo@abgexploration.com 

9 Noble Helium Tanzania Ltd Brisbane info@noblehelium.com.au  

10 Ecograf Company Limited Tanzania  info@ecograf.com.au  

11 Keda (Tanzania) Ceramics Ltd Dar es salaam support@signalhire.com  

12 Cata Mining Tanzania Ltd Mara info@catamining.com  

13 Jacana Resources Tanzania Ltd Seattle info@pitchbook.com  

mailto:investors@eastafricametals.com
mailto:info@noblehelium.com.au
mailto:info@ecograf.com.au
mailto:support@signalhire.com
mailto:info@catamining.com
mailto:info@pitchbook.com
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Sn Company name Place Email 

14 Barrick Gold Mine Shinyanga jacqiengowi@gmail.com 

15 Lindi Jumbo Mtwara rabfong@lj.co.tz  

16 Msalabs Mwanza albert.kamwela@msalabs.com  

17 SGS Tanzania Mwanza omari.ngereza@sgs.com 

18 PRNG Minerals  Dodoma info@peakrareearths.com  

19 Aardvark Exploration Unit C Guelph info@aardvarkdrillinginc.com  

20 Mantra Resources Dar es salaam mantra@uranium1.co.tz  

21 Geita Gold Mines (AngloGold Ashanti) Dar es Salaam, Tanzania  skwelwa750@gmail.com 

22 Tanga Cement Tanga, Tanzania info@simbacement.co.tz 

23 Mbeya Cement Mbeya, Tanzania info@mbeyacement.com/tz-info@lafargeholcim.co.tz  

24 Dangote Cement Mtwara, Tanzania gbenga.akinyombo@dangote.com 

25 Lake Cement Dar es Salaam, Tanzania ipn_p@lakecement.co.tz 

26 Rhino Cement (Now called, Huaxin Cement MLL) Tanga, Tanzania  info@rhinocment.co.tz  

mailto:rabfong@lj.co.tz
mailto:albert.kamwela@msalabs.com
mailto:info@peakrareearths.com
mailto:info@aardvarkdrillinginc.com
mailto:mantra@uranium1.co.tz
mailto:info@mbeyacement.com/tz-info@lafargeholcim.co.tz
mailto:info@rhinocment.co.tz
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Sn Company name Place Email 

27 Twiga Cement Dar es Salaam, Tanzania info@twigacement.com  

28 Buckreef Gold Mine Geita, Tanzania info@bu ckreef . co. tz 

29 Ruvuma coal Ltd Dar es Salaam, Tanzania info@ruvumacoal.tz.co  

30 Stamigold company Ltd Dar es Salaam, Tanzania info@stamigold.co.tz/gm@stamigold.co.tz  

31 Bulyanhulu Gold Minee Dar es Salaam, Tanzania hr@barrick.com  

32 North Mara Gold Mine Mara, Tanzania hr@barrick.com  

33 Busolwa Mining  Geita, Tanzania Barakaezekiel78@gmail.com 

34 Nyanzaga Gold Mine Mwanza, Tanzania williem@sottamining.co.tz 

35 Williamson Diamonds Limited Mwadui, Shinyanga wdl@wdl.co.tz/wdl@raha.com 

36 Shanta Mining Company Ltd Dar es Salaam, Tanzania ulimboka.tuntufye@shantagoldltd.com 

37 Dar es Salaam Institute of Technology (DIT) Dar es Salaam, Tanzania  shija.kazumba@dit.ac.tz  

38 Tembo Nickel Corporation Dar es Salaam, Tanzania  jack@tembonickel.co.tz 

39 Geological Survey of Tanzania Dodoma madini.do@gst.go.tz  

mailto:info@ruvumacoal.tz.co
mailto:info@stamigold.co.tz/gm@stamigold.co.tz
mailto:madini.do@gst.go.tz
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Sn Company name Place Email 

40 Tanzania Mining commission Dodoma ceo@tumemadini.go.tz  

41 Ministry of Minerals Dodoma ps@madini.go.tz  

42 Tanzania Bureau of Standards Dar Es Salaam info@tbs.go.tz  

43 Chief Government Chemist Dodoma gcla@gcla.go.tz  

44 Tanzania Atomic Energy Commission Dodoma dg@taec.go.tz  

45 National Environment Management Council Dodoma dg@nemc.or.tz  

46 State Mining Corporation (STAMICO) Dodoma dodoma@stamico.co.tz  

47 Tanzania Petroleum Development corporation Dodoma info@tpdc.co.tz  

48 National Museum of Tanzania Dar Es Salaam dg@nmt.go.tz  

49 Tanzania Medicine and Medical and Devices Authority Dodoma info@tmda.go.tz  

50 National Development Corporation (NDC) Dar Es Salaam info@ndc.go.tz  

51 Kampala International University Kampala  info@ku.ac.ug 

52 Busitema University Uganda  vc.adm@busitema.ac.ug 

mailto:ceo@tumemadini.go.tz
mailto:ps@madini.go.tz
mailto:info@tbs.go.tz
mailto:gcla@gcla.go.tz
mailto:dg@taec.go.tz
mailto:dg@nemc.or.tz
mailto:dodoma@stamico.co.tz
mailto:info@tpdc.co.tz
mailto:dg@nmt.go.tz
mailto:info@tmda.go.tz
mailto:info@ndc.go.tz
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Sn Company name Place Email 

53 Mountains of the Moon University Uganda  Email: info[at]mmu.ac.ug 

54 Uganda Christian University Uganda  info@ucu.ac.ug admissions@ucu.ac.ug 

55 Islamic University in Uganda Uganda   registrar@iuiu.ac.ug 

56 Apex Africa Resources Limited  Administration info@apexresourcesltd.com  

57 Base Titanium  Administration info@basetitanium.com  

58 East African Pure Gold Ltd  Administration richbarnes794@gmail.com  

59 Karebe Gold Mining Ltd Kisumu-Kenya info@karebemine.com  

60 University of Nairobi Nairobi  pr@uonbi.ac.ke. 

61 Jomo Kenyatta University of Agriculture and Technology Nairobi  director-mombasa@jkuat.ac.ke. 

62 Kenyatta University Nairobi  infonbicbd@jkuat.ac.ke. 

63 Egerton University Kenya  General Inquiry: info@egerton.ac.ke 

64 Maseno University Kisumu  ecampus@ecampus.maseno.ac.ke. 

mailto:info@apexresourcesltd.com
mailto:info@basetitanium.com
mailto:richbarnes794@gmail.com
mailto:info@karebemine.com
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Sn Company name Place Email 

65  Jaramogi Oginga Odinga University of Science and 

Technology 

Bondo :vc@jooust.ac.ke 

66 Dedan Kimathi University of Technology Nairobi  vc@dkut.ac.ke 

67 Pwani University Kilifi info@pu.ac.ke 

68 Strathmore University Nairobi  info@strathmore.edu  

69 Karatina University Karatina info@karu.ac.ke 

70 Mount Kenya University Thika  info@mku.ac.ke 

71 Catholic University of Eastern Africa Eldoret  study@cuea.edu 

72 Kenya Methodist University Mombasa  info@kemu.ac.ke 

73 Machakos University Kenya  info@mksu.ac.ke 

74 Multimedia University of Kenya Nairobi   info@mmu.ac.ke 

75 University of Lubumbashi Democratic of Congo  secretariat.rectorat@unilu.ac.cd 

 



AFP Business Concept 

 

 

 

41 | P a g e   

 

DMT Kai Batla (Pty) Ltd 

9. REFERENCES 

Industry Reports and Market Research 

1. MarketsandMarkets, 2024. Global Mineral Analysis Market – Trends, Forecast, and 

Competitive Analysis. [online] Available at: https://www.marketsandmarkets.com/ [Accessed 

18 July 2024]. 

2. Grand View Research, 2024. Mineral Analysis Laboratory Market Size, Share, and Industry 

Analysis. [online] Available at: https://www.grandviewresearch.com/ [Accessed 18 July 2024]. 

Academic Journals and Articles 

1. Geochemical Society, 2024. Geochemistry: Exploration, Environment, Analysis. [online] 

Available at: https://www.geochemsoc.org/ [Accessed 18 July 2024]. 

2. Royal Society of Chemistry, 2024. Journal of Analytical Atomic Spectrometry. [online] Available 

at: https://www.rsc.org/journals-books-databases/about-journals/journal-of-analytical-atomic-

spectrometry/ [Accessed 18 July 2024]. 

3. Smith, J., 2023. Innovations in Mineral Analysis Technologies. Minerals Engineering, [online] 

Available at: https://www.journals.elsevier.com/minerals-engineering [Accessed 18 July 2024]. 

4. Brown, L., 2023. Automation and Efficiency in Mineral Laboratories. Journal of Mining and 

Metallurgy, [online] Available at: https://www.jmm.com/ [Accessed 18 July 2024]. 

Industry Associations and Organizations 

1. International Association of Geoanalysts (IAG), 2024. [online] Available at: 

https://www.geoanalyst.org/ [Accessed 18 July 2024]. 

2. Society for Mining, Metallurgy & Exploration (SME), 2024. [online] Available at: 

https://www.smenet.org/ [Accessed 18 July 2024]. 

3. American Geosciences Institute (AGI), 2024. [online] Available at: 

https://www.americangeosciences.org/ [Accessed 18 July 2024]. 

4. Society for Mining, Metallurgy & Exploration (SME), 2024. State of the Mineral Analysis 

Industry. [online] Available at: https://www.smenet.org/ [Accessed 18 July 2024]. 

5. American Geosciences Institute (AGI), 2024. Annual Review of Mineral Processing. [online] 

Available at: https://www.americangeosciences.org/ [Accessed 18 July 2024]. 

Government and Regulatory Bodies 

1. U.S. Geological Survey (USGS), 2023. Mineral Commodity Summaries. [online] Available at: 

https://www.usgs.gov/ [Accessed 18 July 2024]. 

2. Environmental Protection Agency (EPA), 2024. Regulations for Mineral Laboratories. [online] 

Available at: https://www.epa.gov/ [Accessed 18 July 2024]. 

https://www.marketsandmarkets.com/
https://www.grandviewresearch.com/
https://www.geochemsoc.org/
https://www.jmm.com/
https://www.geoanalyst.org/
https://www.smenet.org/
https://www.americangeosciences.org/
https://www.smenet.org/
https://www.americangeosciences.org/
https://www.usgs.gov/
https://www.epa.gov/


AFP Business Concept: Market Study 

 

 

  

42 | P a g e  

 

 

DMT Kai Batla (Pty) Ltd 

Technology and Innovation Reports 

1. TechNavio, 2024. Emerging Technologies in Mineral Analysis. [online] Available at: 

https://www.technavio.com/ [Accessed 18 July 2024]. 

2. Gartner, 2024. Impact of AI and Machine Learning on Laboratory Testing. [online] Available at: 

https://www.gartner.com/en [Accessed 18 July 2024]. 

Books and Reference Materials 

1. Monroe, B., 2018. Handbook of Mineral Analysis. New York: Springer. 

2. Skoog, D.A., Holler, F.J. and Crouch, S.R., 2017. Principles of Instrumental Analysis. 7th ed. 

Boston: Cengage Learning. 

3. Scotford, P.W., 2020. Techniques in Mineral Analysis. 2nd ed. London: Elsevier. 

4. World Health Organization (WHO), 2016. Laboratory Quality Management System. Geneva: 

WHO Press. 

Online Databases and Digital Libraries 

1. SGS: https://www.sgs.com/en/services/electron-microprobe-and-sem  

2. IGGLR: https://icglr.org/  

3. World Bank: https://www.worldbank.org/en/topic/extractiveindustries  

4. EITI: https://eiti.org/  

5. Rwanda Development Board: https://rdb.rw/  

6. Google Scholar, 2024. [online] Available at: https://scholar.google.com/ [Accessed 18 July 

2024]. 

7. JSTOR, 2024. [online] Available at: https://www.jstor.org/ [Accessed 18 July 2024]. 

8. ScienceDirect, 2024. [online] Available at: https://www.sciencedirect.com/ [Accessed 18 July 

2024]. 

https://www.technavio.com/
https://www.sgs.com/en/services/electron-microprobe-and-sem
https://icglr.org/
https://www.worldbank.org/en/topic/extractiveindustries
https://eiti.org/
https://rdb.rw/
https://scholar.google.com/
https://www.jstor.org/
https://www.sciencedirect.com/

