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INTRODUCTION 

Connect Integrated Company (UK) Ltd (CICL-UK) is an international investment 
consultancy founded in April 2023 by Mary Njonjo, an entrepreneur passionate about 
bridging investment opportunities between the United Kingdom and Kenya. The company 
was established in response to the growing need for credible cross-border investment 
facilitation, particularly between Europe and Africa. During her employment days by a 
reknowned  Kenyan Real Estate  firm , her expertise in selling Kenyan properties to the 
Diaspora from her base in London has given her over 12 years of experience in dealing 
with cross border investments and understands how to navigate this waters, in addition , 
having expanded from Kenya to setting up a presence in UK gave her experience of 
business set up and operations  in a foreign country . 

The company’s mission is to build sustainable investment partnerships  & collaboration 
that drive economic development and trade integration between the two nations. CICL-
UK aims to close the information and trust gap that often limits foreign investment in Africa 
. Its operations are guided by principles of transparency, sustainability, and shared 
prosperity. 

 

Section 1 – Overview of the Business Idea 

CICL-UK’s business idea focuses on connecting credible investors with authentic 
business opportunities across Kenya and the wider East African region. The company’s 
model integrates strategic consultancy, event-based networking, and digital facilitation 
into a cohesive investment support system. 

The three pillars of the CICL-UK business model include: 

1. Strategic Investment Consultancy – providing tailored market research, risk analysis, 
and feasibility studies for investors. 

2. Event Organization and Trade Forums – hosting trade missions and investment 
summits to facilitate networking. 

3. Partnership Facilitation – bridging investors with verified local businesses for long-term 
partnerships. 
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SECTION 2 

 

LEGAL FORMAT AND MANAGEMENT STRUCTURE 

CICL-UK is registered as a Private Limited Company under the UK Companies Act 
(2006). This legal structure provides limited liability, credibility, and access to investment 
partnerships. Headquartered in Canary Wharf, London, the company is strategically 
positioned within a global financial hub with representation in Nairobi, Kenya. 

Management Structure: 

• Founder & Business Development Director – Mary Njonjo: Oversees strategy and 
partnerships. 

• Operations & Events Coordinator: Manages logistics and trade missions. 

• Investment Consultant: Provides financial advisory services. 

• Marketing & Media Manager: Leads digital and promotional strategy. 

• Administrative Assistant: Supports daily communication and coordination. 
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SECTION 3: 

PESTEL ANALYSIS 

Pestel analyses the macro‑environmental factors influencing CICL UK, highlighting 
opportunities, threats, and obligations across political, economic, social, technological, 
environmental, and legal domains. 

Factors are outlined below. 

 

POLITICAL FACTORS 

1.Government infrastructure investment 

The UK government’s strategic funding of infrastructure, regeneration, and smart city 
development offers CICL UK access to public sector contracts in smart building, 
integrated systems, and facilities management. 

2.Brexit and Trade Regulations 

After the UK’s exit from the EU, import duties, border checks, and reduced freedom of 
movement for labour may increase procurement costs and restrict access to skilled 
workers from EU countries. 

ECONOMIC FACTORS 

1.inflation and interest rates 

Elevated inflation and rising interest rates increase costs for raw materials, energy, 
equipment, and financing. These pressures may compress margins and require more  

2.Cyclicality of Development & Maintenance Demand 

Economic downturns can reduce capital expenditure in real estate and infrastructure, 
whereas upturns drive new projects. CICL UK must balance capital‑project work with 
stable maintenance, service, or retrofit contracts to smooth revenue volatility. 

SOCIAL FACTORS 

1.Sustainability & ESG Expectations 

Clients and stakeholders increasingly expect contractors to deliver environmentally 
responsible projects, with lower carbon footprints, circular practices, and sustainable 
materials. 

2.Evolving workplace Norms 

The rise of hybrid working and demand for flexible office space drives opportunities in 
smart infrastructure, adaptive floorplans, energy‑efficient systems, and digital building 
controls. 

TECHNOLOGICAL FACTORS 
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1.Digital Transformation & Automation 

Technologies like Building Information Modelling (BIM), Internet of Things (IoT) sensors, 
predictive analytics, and AI-driven maintenance improve efficiency and service 
differentiation. 

2.Cybersecurity & Data Protection 

As operations depend more on connected systems (cloud, IoT, remote monitoring), 
safeguarding data, preventing breaches, and ensuring system resilience become 
essential to protect reputation and avoid regulatory penalties. 

ENVIROMENTAL FACTORS 

1.Net Zero /Carbon Reduction Mandate 

The UK has enshrined a legally binding commitment to reach net zero greenhouse gas 
emissions by 2050 (gov.uk, 2021). This commitment forces stricter carbon reporting, 
emission caps, incentives for clean energy, and pressure on all sectors, including 
construction and services, to decarbonise. 

2.Regulation on Energy Efficiency & Waste Management 

Stronger laws on energy performance of buildings, waste disposal, recycling, and green 
procurement require that CICL UK adopt efficient designs, renewable integration, and 
sustainable construction methods. 

LEGAL FACTORS 

1.Health & Safety Compliance / CDM Regulations 

The UK’s Construction (Design and Management) Regulations 2015 (CDM 2015) impose 
duties on clients, contractors, and designers to manage risks throughout construction, 
refurbishment, and maintenance projects (HSE, 2021). 

2.Data Protection & Contractual law 

The UK GDPR and Data Protection Act 2018 regulate handling of employee and client 
personal data. Proper contracts, data security, and audit trails are required to avoid fines 
and litigation. 

STRATEGIC IMPLICATIONS FOR CICL -UK 

CICL UK operates in a sector heavily shaped by regulation, sustainability imperatives, 
and rapid technological change. Success depends on agility: aligning with carbon 
reduction goals, adopting advanced digital systems, securing compliance in safety and 
data law, and managing exposure to macroeconomic cycles. The company should 
emphasise stable service contracts, invest in sustainable innovation, develop strong 
compliance frameworks, and position itself as a trusted, forward‑thinking integrated 
solutions provider. 
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Section 4 – Target Market and Marketing Strategies 

 

Market Segmentation 

Market segmentation refers to the process of dividing a broad market into smaller, more 
manageable groups of consumers with shared characteristics, needs, or behaviors 
(Kotler & Keller, 2016). It enables a company to tailor its strategies and marketing 
messages to suit each group’s preferences, improving communication efficiency and 
overall market reach. 

CICL-UK applies a three-dimensional segmentation approach, focusing on demographic, 
geographic, and behavioral factors: 

1. Demographic Segmentation: 

Investors: High-net-worth individuals (HNWIs), institutional investors, and venture 
capitalists based in the UK who are seeking emerging market opportunities. 

Businesses: Small and medium-sized enterprises (SMEs) and established companies in 
Kenya aiming to attract UK investment or develop partnerships. 

Diaspora Professionals: Kenyan professionals residing in the UK who are financially 
stable and have an emotional and cultural connection to their home country. 

2. Geographic Segmentation: 

Primary Focus Areas: United Kingdom (notably London, Birmingham, and Manchester) 
and Kenya (specifically Nairobi, Mombasa, and Kisumu). 

Expansion Regions: Other East African Community (EAC) countries such as Uganda, 
Tanzania, and Rwanda to support regional economic integration. 

3. Behavioral Segmentation: 

Investor Behavior: Individuals and firms interested in sustainable, transparent, and ethical 
investments within Africa’s high-growth sectors. 

Engagement Preferences: Clients who prefer structured consultancy, data-driven 
decision-making, and vetted local partnerships that minimize investment risk. 

This segmentation enables CICL-UK to craft specialized marketing messages for each 
audience, ensuring higher engagement and conversion rates (Kotler & Keller, 2016). 

 

Targeting 

From the segmented market, CICL-UK primarily targets UK-based investors and Kenyan 
diaspora professionals. These groups are strategically selected because they offer both 
the financial capacity and strong motivation to invest in Kenya’s growth sectors. UK 
investors are often looking for diversification and high-return opportunities in emerging 
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markets, while the Kenyan diaspora has both a financial and emotional incentive to 
contribute to sustainable economic development in their home country. 

This dual-targeting approach ensures a balance between financial capability and social 
impact orientation, creating a more stable and purpose-driven investor base (Johnson & 
Scholes, 2017). The secondary target market includes Kenyan SMEs seeking 
international partnerships, who benefit from access to UK capital and expertise facilitated 
by CICL-UK. 

Positioning 

CICL-UK positions itself as a trusted bridge for ethical, sustainable, and transparent 
cross-border investments between the UK and Kenya. Its unique value proposition (UVP) 
lies in combining local market expertise with global investment standards, thereby 
reducing information asymmetry and fostering investor confidence. 

While other consultancies may provide general advisory services, CICL-UK’s niche lies 
in its dual-market intelligence — a deep understanding of both the UK’s financial 
environment and Kenya’s investment ecosystem. This unique positioning allows the firm 
to offer bespoke investment solutions that are both socially responsible and financially 
rewarding (Johnson & Scholes, 2017). 

Reaching the Audience – Channels and Tactics 

To effectively reach its target audience, CICL-UK employs a multi-channel marketing 
approach combining both digital and traditional methods: 

Digital Channels: LinkedIn and Twitter (X): Used for professional networking, sharing 
investment insights, and engaging with potential investors. 

Company Website and SEO: Enhances visibility for individuals searching for UK–Kenya 
investment opportunities. 

Email Campaigns and Webinars: Provide updates on trade forums, investment 
opportunities, and market reports to nurture potential leads. 

Traditional Channels: 

Trade Forums and Summits: CICL-UK hosts the UK–Kenya Investment Summit and 
business networking events to facilitate direct investor–business interactions. 

Partnerships: Collaborations with institutions such as KenInvest, UK–Kenya Chamber of 
Commerce, and various business councils to expand visibility and build credibility. 

 

This combination of channels ensures that both professional investors and diaspora 
groups are reached through platforms they trust and engage with most frequently. 
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Promotion Strategy 

 

CICL-UK’s promotional strategy emphasizes credibility, expertise, and long-term 
relationship building. The promotion mix includes: 

Content Marketing: Publishing white papers, blogs, and case studies on investment 
trends to establish thought leadership and enhance brand authority. 

Event Marketing: Hosting summits, trade missions, and panel discussions to showcase 
successful investment collaborations and emerging opportunities. 

Public Relations (PR): Utilizing press releases, media interviews, and strategic 
partnerships to boost brand reputation and visibility. 

Referral and Partnership Programs: Encouraging satisfied investors to refer new clients 
through incentive-based programs and exclusive access opportunities. 

These strategies align with CICL-UK’s broader mission to build sustainable investment 
relationships based on trust and mutual growth. The company’s promotional activities are 
designed not only to attract investors but also to educate and inspire confidence in cross-
border partnerships (Kotler & Keller, 2016). 
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SECTION 5: Funding Requirements & Allocation 

 
   
STARTUP COSTS  
Category Amount (£)  
Office Setup & Administration 3000  
Marketing & Events 3000  
Staffing & Training 6000  
Technology & CRM Systems 3000  
International Expansion & Trade 
Missions 3000  
TOTAL STARTUP COST 18000  

 

 

Fixed COSTS (Monthly) 
Description Jan Feb Mar Apr May June 
Rent 1000 1000 1000 1000 1000 1000 
Salary 1200 1200 1200 1200 1200 1200 
Equipment 300 300 300 300 300 300 
Subscriptions 50 50 50 50 50 50 
Total  2550 2550 2550 2550 2550 2550 
15300       

 

VARIABLE COSTS (Monthly) 
Description Jan Feb Mar Apr May June 
Veh Maintenance 50 300 150 500 1000 1000 
Utilities 100 100 250 250 600 1200 
Advertising 50 150 500 250 400 800 
Total 200 550 900 1000 2000 3000 
7650       
       
CASH FLOW FORECAST (6 Months)      
Description Jan Feb Mar Apr May June 
Fixed (£) 2550 2550 2550 2550 2550 2550 
Variable (£) 200 550 900 850 650 750 
Total Cost 2750 3100 3450 4400 5200 6600 
Revenue (£) 3500 3800 4000 4400 5000 6000 
Profit/Loss -750 -700 -550 0 200 600 
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Total startup cost  18000      
total operating cost -revenue to break up 
point  9,800      
FUNDING REQUIRED 27800      
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