
Importing  

There are two reasons why an entrepreneur would engage in the importing of products. The first 

reason would be to source materials for the manufacturing of his or her intended end product. No 

country on earth produces all the necessary raw materials it requires for its manufacturing industry. 

Therefore countries depend on one another to supply each other with specific raw materials that 

each country has a surplus of. 

The second reason would be for a distribution or retail business. Last week I spoke of how lucrative 

import/export can be and one of the ways entrepreneurs can profit would be through importing 

products for resell in South Africa. 

South Africa is considered a third world country and one of the reasons is because of our lack of 

innovation. Whereas countries like USA, Japan and most parts of Europe are considered first world 

countries due to their innovation in developing products. This can be an opportunity for 

entrepreneurs who have an eye for useful products. They would obviously have to go overseas to 

find a product that they would distribute in South Africa. 

The greatest advantage of this kind of business is the ability to secure the rights to be the sole 

distributor of that product in your country. That means no other company can buy from the original 

manufacturer to resell in your country.  

Take the Sony PlayStation for an example; although Sony has a massive presence in South Africa; 

Sony South Africa does not sell the Sony PlayStation. Those rights belong to Ster-Kinekor, the very 

same Ster-Kinekor that operates the movie theatres. How did that happen you might be wondering? 

Well, Ster-Kinekor approached Sony Japan with a proposal to distribute their PlayStation gaming 

console. Sony Japan agreed; and now even though there is a Sony office in South Africa, Ster-Kinekor 

is the sole distributor of Sony PlayStation in South Africa. 

As shown by the Ster-Kinekor example, distribution rights are air tight and legally binding. You do 

not have to worry about competitors going behind your back in an attempt to persuade the original 

manufacturer to sell to them.  

A word of caution; bringing in a foreign product is a massive financial undertaking that requires a lot 

of upfront investment. The cost of the distribution rights, transporting the products, import duties 

and not to forget the massive marketing budget needed to advertise to consumers; all could leave 

you bankrupt before turning a profit. And be careful of foreign products; just because it was 

successful in Europe, doesn’t mean South Africans will like it. Do your research and remember 

cultures are different and so is the way they receive each product. 
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