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Micro-\Warehousing in Africa:
The Hidden Infrastructure
Behind Online Retall

A strategic look at Africa’s micro-warehousing opportunity, from

demand growth and business models to investment entry and
operational scale.

One Africa Markets Proprietary Research Disclaimer: This content is for
informational purposes only and does not constitute investment advice. oamarkets.com



Micro-Warehousing In Africa & onentrica

Africa’s small businesses are moving online, yet many still store stock at home,
pack orders manually and depend on informal delivery systems.

The investment thesis is clear: build small urban fulfilment hubs that help SMEs
store, pack, track and deliver faster, while monetising storage, pick-and-pack,
packaging, returns and last-mile coordination.

With social commerce expanding, online retail accelerating, and millions of
African MSMEs needing better logistics infrastructure, the window is opening
NOW.

Sector Geography

Logistics & E-commerce West / East / Southern Africa
Risk Rating Growth Scope

Medium High
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Primary Service Applications & onentrica

SME Storage & Inventory Control

Small businesses use micro-warehouses to store stock safely, track
inventory, reduce stock losses and avoid using homes, shops or
informal spaces as storage points.

Pick, Pack & Dispatch

Orders are received, selected, packed, labelled and handed over for
delivery. This helps online sellers process orders faster and reduce
fulfilment errors.

Last-Mile Delivery Coordination

Micro-warehouses act as local fulfiiment hubs, connecting sellers to
riders, courier companies and same-day delivery networks across
dense urban areas

Returns & Reverse Logistics

Returned goods are received, inspected, restocked or flagged as
damaged. This gives SMEs a cleaner system for refunds, exchanges
and customer complaints.

The bigger opportunity is owning the SME fulfilment layer
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Market Opportunity ] Onenrica
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Africa’s online retail market is growing,
but fulfilment remains weak. Many SMEs
still store stock manually, rely on
fragmented delivery, and lack proper
inventory systems.

Micro-warehousing closes this gap by
providing affordable, well-located hubs
for storage, order processing, delivery
coordination and returns, making it a
critical backbone for Africa’s SME
commerce.

USD 23B+

Projected Africa e-commerce revenue in
2026

39./M

Nigeria MSMEs, representing a large
base of potential users
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38%

South Africa online retail annualised
growthin 2025
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Suitable Conditions OneAfrica
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Location and Accessibility

High concentration of SMEs, online sellers and retail customers
Important for faster order processing and delivery efficiency

E. Close to major roads, delivery routes and commercial zones
Reduces last-mile delivery time and logistics cost

Facility Requirements

‘ﬁ‘ 100 sgm to 500 sgm for early-stage operations
Suitable for shelving, packing stations, inventory zones and dispatch areas

, CCTV, access control, inventory software and clear stock records
Important for seller trust, stock accuracy and loss prevention
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Strategic Advantages
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Recurring Revenue Potential

Monthly Storage And Fulfilment Plans
Create Predictable Income.

Data advantage

Inventory and order data help sellers
understand demand and restock
betten

@

High SME Demand

Online Sellers Need Simple Systems
For Storage, Packing And Dispatch.
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Low entry barrier

Operators can start with a small
space before scaling into larger
fulfilment hubs.

[

Operational Value-Add

Inventory Tracking, Packaging And
Dispatch Create Value Beyond Storage.

618

SME aggregation power

Serving many sellers improves
bargaining power with couriers and
suppliers.
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Porter’s Five Forces

Threat of New Entrants: Medium
Easy to start with a small space, but harder to build reliable systems, delivery
partnerships and seller trust.

Bargaining Power of Suppliers: Medium
Landlords, packaging suppliers, software providers and courier partners can
influence operating cost.

Bargaining Power of Buyers: High
SMEs are price-sensitive and can return to home storage or informal dispatch
if costs are too high.

Threat of Substitutes: Moderate to High
Home storage, shop-based packing, informal riders, marketplace fulfiilment and
customer pick-up remain alternatives.

Competitive Rivalry: Medium to High
The market can attract many operators, but only a few will build density, speed,
inventory accuracy and strong margins.
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How to start a Micro-Warehousing Business & Onehtrica

PHASE 1: Market Understanding

Goal

Understand the fulfiiment gap before investing heavily.

Study how online sellers store, pack and deliver products.

|dentify the main users:

+ SMEs

* Instagram vendors
+ Smallimporters

* Marketplace sellers
* WhatsApp sellers

Best starting point:
Start with storage, pick-and-pack and delivery coordination for small online
sellers.

PHASE 2: Supplier Network

Goal: Build a reliable base of paying customers.

|dentify active SMEs with regular monthly orders.

Build relationships with online sellers and small retail brands.
Understand their order volume, storage needs and delivery challenges.
« Agree on basic service terms and monthly fees.

« Create a simple customer database.

Key warning:
Do not onboard too many sellers before your system is stable. Fulfiiment errors
can quickly hurt the business.
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How to start a Micro-Warehousing Business Onehfrica

PHASE 3: Basic Setup

Goal: Put simple fulfilment operations in place.

What you need: What you need
* Business registration. + Inventory tracking system.
+ Small warehouse or storage + Order record system.
space. + Delivery partner arrangement.
+ Shelving and storage bins. » Basic service agreement for sellers.
« CCTV and basic security. + Packaging materials..

Key warning:
Poor inventory control and weak security can damage seller trust quickly.

PHASE 4: Pilot Trading

Goal: Test the business on a small scale

What to do What to do
+ Startwith 3 to 5 active sellers. + Pack and dispatch through delivery
» Receive and label their stock. partners.
+ Track every item stored. » Handle returns and customer
* Process a small number of complaints properly.
orders daily. * Track storage costs, delivery costs

and profit per order.
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How to start a Micro-Warehousing Business Onehtfrica

PHASE 5: Service Test

Goal: Test value-added fulfilment services before scaling.

Whattodo:

Add basic packaging support.

+ Offer inventory updates to sellers.

+ Test same-day delivery in selected areas.
+ Handle simple returns and exchanges.

Key warning:
Extra services can increase revenue, but poor execution can create delays,
complaints and losses.

PHASE 6: Packages and Pricing

Goal: Create simple service packages for SMEs.

Start with:

» Storage-only plan.

Storage plus pick-and-pack.

Storage plus delivery coordination.
Monthly SME fulfilment plan.

Bulk order support for growing sellers.

Keep it Simple

Start with 2 or 3 clear plans and improve them based on seller demand.
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How to start a Micro-Warehousing Business Ve

PHASE 7: Customer Acquisition

Goal: Secure a steady base of repeat users.

Target Customers What to prioritise

* Online sellers. + Safe storage.

* Fashion retailers.
» Beauty brands.
+ Smallimporters.

» Fast fulfilment.
* Transparent pricing.
* Accurate stock records.

+ Reliable dispatch support.
+ Clear seller communication.

* Marketplace merchants.
* Independent retail shops.

Key warning:
Customer trust is the real asset. One missed order, lost item or poor delivery
experience can damage seller confidence quickly.

PHASE 8: Scale and Performance Management

Goal: Move from a small pilot to a reliable fulfilment business.

What to focus on:

* Track order volume.

* Measure delivery speed.

* Monitor fulfilment errors.

* Improve inventory accuracy.

+ Add more sellers gradually.

* Expand to new locations only when
demand is stable.
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Key point:

Scale should follow performance.
A micro-warehouse should only
expand when its systems, sellers
and margins are already
working.
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Risks and Mitigation

Low order volume

High rent costs

Inventory loss or theft

Poor delivery reliability

Cash flow pressure
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Start with a few active
sellers before renting a
larger space.

Choose accessible secondary
locations instead of expensive
prime areas.

Use CCTV, stock records,
access control and regular
inventory checks.

Work with multiple courier
partners and track delivery
performance.

Charge monthly fees upfront
and keep operating costs
lean.
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About Us

One Africa Markets is a leading global financial services firm that bridges Africa’s dynamic and rapidly
growing financial markets with the rest of the world, while seamlessly bringing global markets closer to
Africa. We combine world-class technology, institutional-grade execution, and a client-centric service model
to deliver speed, reliability, and strategic insight across the financial value chain.

Our offerings span global payments, fixed income, commodities, foreign exchange, digital assets, technology
solutions, data, and advisory services providing integrated solutions tailored to our clients’ evolving needs.
Over the past decade, we have built a trusted track record serving a diverse and sophisticated client base,
including governments, multinational corporations, high-net-worth individuals, SMEs, fintechs, global and
local banks, and leading investment institutions.

Rooted in Africa yet globally connected, we position ourselves as a true gateway to the continent. With a
team of experienced professionals across key financial centers worldwide, we bring deep market expertise,
local insight, and global best practices to deliver exceptional value to our clients at every stage of their
journey.

Advisory Commodities Fixed Income Payments Research & Data Technology
S18bn+ 140+ 1000+ 100+

traded infixedincome & teams across our global client coverage global banking

forex markets global offices partnerships
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