
ChinaConnect247 MARKET INTELLIGENCE

+ THE OPPORTUNITY
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CHINA TO SOUTH AFRICA

Fast charging.
Fair pricing.
A disciplined pilot.
Understand the buyer, the competition and the
economics before committing. Full market analysis,
source links and practical next questions.

Anker Nano 30 W charger, official-brand image. US-plug category example only, not the proposed
South African Type-N OEM device, evidence of local approval or the quoted price scenario.

https://www.anker.com/products/a2147
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+ YOUR DECISION GATE

Go / No-Go.
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BEFORE YOU MAKE THE COMMITMENT

GO ONLY WHEN THESE CONDITIONS ARE MET

Commit to a full container only when the NRCS LoA is approved or has
a written approval date, the verified duty rate keeps landed cost below
R135 per unit, and the test batch sells through at least 70% within 60
days at the target retail price.

NO-GO: If a required condition is unproven or missed, hold the commitment described above. Resolve it before proceeding.

A planned approval date is not permission to sell. Obtain the required actual approval before supply.
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+ COST SCENARIOS

What could one unit cost you?
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BEST / LOW ZAR 69.00

MID / BASE ZAR 101.00

WORST / HIGH ZAR 157.00

Read this chart: Best is the lower-cost assumption; Mid is the planning case; Worst is the higher-cost assumption. These are not probabilities or guaranteed limits.

From left to right: FOB China unit price, Ocean freight (LCL, per unit), Customs duty, VAT (15%, non-recoverable portion), Clearing, port and documentation, Inland transport to warehouse, Certification amortisation
(NRCS LoA, SANS testing), Packaging and retail-ready labelling, Warranty and returns provision.

ZAR per charger: sea-freight scenario only. Air freight is an alternative, not an additional leg. Base components total ZAR 101 including a ZAR 10 VAT cash allowance; the report says recoverable VAT is not a permanent
cost. Confirm the tax base and actual recovery before budgeting.
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+ READ THE SIGNALS

Demand. Competition. Evidence.
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Start with a controlled pilot, not a large untested
order. The scores help you compare the
opportunity and its obstacles; they do not predict
sales or approve a supplier.

5 /10

Detailed assessment. The
market overview is 7/10. Keep
both in perspective: neither is a
guarantee.

Market demand 7/10

Growth 6/10

Competition 4/10

Regulatory difficulty 3/10

Margin potential 5/10

Import complexity 5/10

Local partner availability 6/10

Speed to market 4/10

Evidence confidence 3/10
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+ ILLUSTRATIVE ECONOMICS

Know the numbers.

South Africa / Wall chargers & power accessories / 7 October 2026 ILLUSTRATIVE ECONOMICS / 05

Pilot planning targets. Not manufacturer quotations, actual transaction prices or guaranteed margins.

PLANNED RETAIL PRICE

ZAR 249-399
Estimated planning scenario

TARGET DELIVERED COST

ZAR 95-135
Estimated planning scenario

IMPORTER GROSS MARGIN TARGET

35-50%
Estimated planning scenario

INITIAL CASH BUDGET

ZAR 450k-750k
Estimated planning scenario
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+ VALIDATION PATH

Three gates. One clear next move.
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01

Prove the product
Check the exact configuration, intended user,
performance and model-specific safety
documents.

02

Prove the cost
Replace estimated product, freight, duty and
testing inputs with written quotations.

03

Prove the demand
Use a paid pilot to measure willingness to
pay, sell-through, returns and support costs.

Regulatory, tariff and safety statements in the source have not been independently verified for the exact SKU. Qualified advice and current documents are required before a commitment.
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+ 90-DAY ROADMAP

Validate. Build. Measure.
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01

Days 0-30

Confirm classification and approval
requirements, compare factory quotes and
check actual local prices.

02

Days 31-60

Evaluate samples and testing documents;
secure a qualified local importer and
measure lawful pilot demand.

03

Days 61-90

Commit only when actual approvals, duty,
delivered cost and the required
sell-through evidence are in place.

A conditional action plan, not a guaranteed 90-day launch. The decision estimates 4-7 months to first retail sale; the broader strategy gives 3-6 months. Regulatory approval and channel readiness
determine the actual schedule.
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+ CLARITY BEFORE CAPITAL

Read the differences before committing.
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01
The local evidence is limited
Overview: 7/10; detailed assessment: 5/10. Market size and growth refer to global or Africa-wide research, not a measured South African sales opportunity.

02
Use one shipping option at a time
The source lists sea and air freight. The ZAR 101 base uses sea freight only. Replacing ZAR 7 sea freight with ZAR 28 air freight gives ZAR 122, all other assumptions
unchanged.

03
Budget and tax treatment need reconciliation
Decision budget: ZAR 450k-750k; detailed setup: ZAR 680k-915k. The table includes VAT cash allowances while describing VAT as recoverable. Separate cash needed
from permanent unit cost.

04
Approval is more than a scheduled date
The source gate allows approval or a written approval date. A scheduled date is not approval or permission to sell. Confirm actual local requirements and exact-model
documents before importing or supplying stock.
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+ HOW TO USE THIS REPORT

Your research, organised for action.
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01

Choose the opportunity

Review who is likely to buy, competing offers,
channels and the product configuration before
spending on samples.

02

Check the economics

Use the early chart for orientation, then the full
cost table. Separate price targets, gross
margin, fees and cash requirements.

03

Close the evidence gaps

Use the supplier questions and verification
checklist to obtain quotes, applicable test
reports and channel commitments.

What you have: a structured market assessment, proposed product brief, channel prospects, planning economics and a prioritised action plan. What remains: supplier-specific
verification, current quotations, applicable approvals and evidence of actual sales.
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+ WHAT YOU ARE ACTUALLY SOURCING

Keep the product brief precise.
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Charging performance
20-30 W USB-C Power Delivery; confirm supported voltage profiles and device
compatibility.

South African configuration
The target is a compliant Type-N plug or appropriately certified adapter, not the US
plug shown.

Evidence and service
Accredited safety reports, applicable local approval, branded packaging and a written
replacement policy.

Anker Nano 30 W charger, official-brand image. US-plug category example only, not the proposed South African Type-N OEM device, evidence of local approval or the quoted price scenario. Image source:
https://www.anker.com/products/a2147

https://www.anker.com/products/a2147
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+ YOUR ROUTE TO MARKET

Follow the route from factory to customer.
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01

China supplier

Model, price, test reports and
packaging.

>

02

Local importer

Documents, applicable approvals,
freight and tax cash flow.

>

03

Channel partner

Listing terms, payment terms and
sales support.

>

04

Customer

Performance, fair price, warranty
and a local contact.

Your first channel to investigate: A local electronics distributor or accessory wholesaler, with an online channel such as Takealot to test sales.

A recommended operating sequence, not a confirmed supplier, distributor agreement or order. Allocate responsibility for every document, cost and customer-support obligation before launch.
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+ UNDERSTAND THE ECONOMICS

Margin is not money in the bank.
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PLANNING SELLING PRICE: ZAR 150

Delivered cost: ZAR 101.00 Gross contribution: ZAR 49.00

At the low-end distributor price of ZAR 150 and the ZAR 101 sea-freight planning cost, the arithmetic leaves ZAR 49 (32.7%). At
ZAR 180 it leaves ZAR 79 (43.9%). The source rounds contribution to ZAR 50-80 and targets gross margin of 35-50%.

Calculation: gross margin = (selling price - delivered cost) / selling price. It is not net profit. Confirm the channel price, VAT basis, fees, credit terms and warranty obligations before
relying on the result.
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+ SUPPLIER MEETING CHECKLIST

Leave the meeting with evidence.
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Exact product Model number, complete configuration, dimensions, performance and intended use.

Written quotation Currency, quantity, shipping terms, price validity, packaging and lead time.

Model-specific documents Applicable test reports and approval evidence; verify numbers, scope and the issuing body.

Service and quality Sample review, inspection rights, defect handling, spare parts and written warranty.

Channel commitment Who will buy, at what price, with what payment terms and launch responsibilities?

Use this as a meeting worksheet. Blank boxes are deliberate: this report does not mean these checks have already been completed.
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+ QUICK REFERENCE

Plain English for the key terms.
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Delivered / landed cost
Product cost plus the specified shipping, import and local-handling costs. Always check
what the model includes and excludes.

FOB
A quoted shipping term, not the total import cost. Confirm the named port and
responsibilities; do not treat EXW and FOB as identical.

Amortised testing cost
A testing or approval budget divided across an assumed quantity. A smaller order means
a higher allocation per unit.

Gross margin
Selling price minus the modelled unit cost, divided by selling price. It excludes overheads
unless explicitly included.

Working capital
Cash tied up in inventory, import tax timing and customer credit before payment arrives.

CAGR
An average annual growth rate over a stated period. A category forecast is not a forecast
of your business sales.
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+ CLICKABLE REPORT GUIDE

Find the detail you need.

South Africa / Wall chargers & power accessories / 7 October 2026 CLICKABLE REPORT GUIDE / 15

01 Your market at a glance
02 The opportunity in plain English
03 Your one-minute decision brief
04 How attractive is the opportunity?
05 How large is the wider market?
06 What is creating demand?
07 What is changing now?
08 Seasonality
09 Who buys, and what matters to them?
10 Where to sell first
11 Who you compete with - and how to stand out
12 Price positioning and margin pressure
13 Documents and approvals to check
14 Getting the product into the market
15 What your buyers will expect
16 What could undermine the plan?
17 Where you could build an advantage

18 A practical route into the market
19 Make your supplier meetings count
20 Your next actions
21 The points that matter most
22 The full unit-cost breakdown
23 Cash required and the route to payback
24 The product brief to send a supplier
25 Ask these questions before paying
26 Potential channels and contacts to investigate
27 Which customer segments fit best?
28 When this opportunity may not suit you
29 What to confirm before placing an order
30 Evidence, assumptions and unanswered questions
31 How much confidence should you place in the evidence?
32 Your first 90 days
33 Other markets worth comparing
34 Research references and useful links

The first pages give your decision, cost scenarios and practical worksheets. Click a section above to jump to the complete research detail.
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+ 01 / YOUR MARKET AT A GLANCE

Your market at a glance
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South Africa · Wall Chargers & Power
Accessories
Report date:

7 October 2026.

Opportunity score
7/10 out of 10

Assessment
Solid Market overall

Market value and growth
Global wall charger market estimated at USD 1.918 billion in 2024; South
Africa-specific value not disclosed in available sources. growing 6.22%
CAGR (global wall charger market, 2025-2035)



ChinaConnect247 MARKET INTELLIGENCE

+ 02 / THE OPPORTUNITY IN PLAIN ENGLISH

The opportunity in plain English
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South Africa is a leading African market for wall chargers and power
accessories, supported by high smartphone penetration, expanding
e-commerce, and growing demand for fast-charging solutions. The global
wall charger market is projected to grow at 6.22% CAGR to USD 3.72
billion by 2035, with South Africa highlighted as a key regional driver.
However, the market is price-sensitive, and regulatory compliance (NRCS
LoA, SANS standards) is mandatory, creating barriers for non-compliant
imports. Opportunities exist in certified, fast-charging, and multi-port
accessories, particularly through e-commerce and electrical wholesale
channels. Success requires navigating certification costs and leveraging
South Africa's 0% duty on many electrical accessories.

Opportunity assessment - Solid Market South Africa offers a growing,
digitally-driven market for wall chargers with favorable import duties and
rising demand for fast-charging solutions. However, price sensitivity and
mandatory NRCS certification require careful planning and compliance
investment.
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+ 03 / YOUR ONE-MINUTE DECISION BRIEF

Your one-minute decision brief
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The figures below are planning estimates, not a quotation from a supplier.
Confirm assumptions and actual costs before committing.

TEST South Africa's large smartphone base, e-commerce growth and
NRCS-mandated compliance create a real but narrow opening for a
certified, locally-held-LoA wall charger importer, while price sensitivity and
load-shedding cap premium upside.

Best customer
South African consumer-electronics distributor or specialist
phone-accessory wholesaler supplying independent retail and online sellers

Best product
NRCS LoA-certified 20W-30W USB-C PD wall charger with Type-N plug,
single or dual port, SANS/IEC 62368 compliant

Best channel
Local distributor to independent cellular retail, Takealot marketplace and
specialist accessory chains
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+ 03 / YOUR ONE-MINUTE DECISION BRIEF / MORE DETAIL

Your one-minute decision brief
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Target retail price
R249-R399 per unit (single 20W-30W PD charger)

Target landed cost
R95-R135 per unit at 5,000-10,000 unit order

Expected gross margin
35-50% at importer level before overheads

Entry budget
R450,000-R750,000 for first container, certification, compliance and
working capital

Time to market
4-7 months from supplier selection to first retail sale

Biggest obstacle
NRCS Letter of Authority must be held by a local importer and requires
local sample testing; without it the product cannot be legally sold
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+ 03 / YOUR ONE-MINUTE DECISION BRIEF / MORE DETAIL

Your one-minute decision brief
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Confidence in this call
Medium
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+ 04 / HOW ATTRACTIVE IS THE OPPORTUNITY?

How attractive is the opportunity?
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5/10 Market demand
Score: 7/10

Why: Large and growing smartphone base, high multi-device ownership
and replacement-cycle demand for chargers; South Africa named as a
leading African market in wall-charger research.

Growth
Score: 6/10

Why: Global wall-charger CAGR around 6.2% and USB charger around
6.5%; Africa is a smaller but fast-growing region, though no South
Africa-specific forecast was found.

Competition
Score: 4/10

Why: Crowded with global brands, grey imports and ultra-budget product;
local firms compete on affordability, squeezing margins for new entrants.
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+ 04 / HOW ATTRACTIVE IS THE OPPORTUNITY? / MORE DETAIL

How attractive is the opportunity?
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Regulatory difficulty
Score: 3/10

Why: NRCS LoA is mandatory, must be held locally, requires
SANS/IEC-compliant testing and a Type-N plug; non-compliant stock is
unsellable and can be seized.

Margin potential
Score: 5/10

Why: Import duty on chargers is reportedly 0%, but 15% VAT, freight,
certification amortisation and price-sensitive retail compress realistic
importer gross margin to roughly 35-50%.

Import complexity
Score: 5/10

Why: Established China-South Africa sea and air routes, but Durban
customs is described as stringent and documentation errors are costly.

Local partner availability
Score: 6/10

Why: Electrical wholesalers, accessory distributors and sourcing agents
operate in South Africa; a local importer is legally required to hold the LoA.
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How attractive is the opportunity?
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Speed to market
Score: 4/10

Why: Certification, shipping (22-30 days sea) and retail listing cycles mean
4-7 months before first sale; air freight can shorten but raises landed cost.

Evidence confidence
Score: 3/10

Why: No South Africa-specific pricing, distribution, import-volume or
tariff-line data was found; most market sizing is global or Africa-regional.

A workable but compliance-gated opportunity. The verdict is TEST rather
than GO because pricing, channel margins and the exact HS duty line are
unverified; it is not AVOID because demand and a legal route to market
both exist.



ChinaConnect247 MARKET INTELLIGENCE

+ MARKET SIZING

A proxy, not a precise market size.

South Africa / Wall chargers & power accessories / 7 October 2026 MARKET SIZING / 24

USD

1.918bn

2024 global wall-charger estimate

USD

3.724bn

2035 global wall-charger forecast

6.22%
CAGR

Global wall-charger figures, not the South African market. The research does not establish a local market size or a local growth forecast. Use these only as wider category context.
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+ 05 / HOW LARGE IS THE WIDER MARKET?

How large is the wider market?
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Market value (2024)
Global wall charger market estimated at USD 1.918 billion in 2024; South
Africa-specific value not disclosed in available sources.

Growth rate
6.22% CAGR (global wall charger market, 2025-2035)

Forecast (2035)
USD 3.724 billion by 2035 (global wall charger market)

Confidence
LOW



ChinaConnect247 MARKET INTELLIGENCE

+ 05 / HOW LARGE IS THE WIDER MARKET? / MORE DETAIL

How large is the wider market?
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Basis
Global figures from Market Research Future; South Africa identified as a
leading market but no country-level value provided. Estimate based on
regional share not available.
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+ 06 / WHAT IS CREATING DEMAND?

What is creating demand?
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1 Rising smartphone adoption and multi-device ownership High Increasing
smartphone penetration and ownership of multiple devices drive demand
for wall chargers and power accessories.

2 Expansion of e-commerce platforms High Growth in online shopping for
electronics accessories, including wall chargers, as consumers shift to
digital channels.

3 Demand for fast-charging solutions Medium Fast charging solutions are
projected to account for over 50% of total wall charger sales by 2026,
driven by consumer demand for quicker charging.

4 Government investment in digital infrastructure Medium Initiatives to
improve digital infrastructure in South Africa support market expansion for
charging accessories.
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+ 07 / WHAT IS CHANGING NOW?

What is changing now?
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1 Fast charging adoption Accelerating Consumers increasingly seek
high-capacity wall chargers that deliver rapid power, with fast charging
expected to dominate sales by 2026. Signal: Market analysis indicates fast
charging solutions projected to exceed 50% of wall charger sales by 2026.

2 Magnetic and wireless charging Steady Magnetic wall chargers and
wireless charging pads are gaining traction in Africa, including South Africa,
driven by convenience and premium device adoption. Signal: IndexBox
report highlights magnetic wall charger market in Africa; South Africa
wireless charging market influenced by premium electronics.

3 Sustainability focus Steady Manufacturers are prioritizing eco-friendly
materials and energy-efficient designs in response to consumer demand for
environmentally responsible products. Signal: USB charger market report
notes growing focus on sustainability.

4 E-commerce expansion Accelerating Online sales of electronics
accessories are surging, with consumers more inclined to purchase wall
chargers through digital channels. Signal: E-commerce sales in electronics
sector have surged, with notable increase in wall charger demand.
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+ 08 / SEASONALITY

Seasonality
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Planning note No seasonality data found in available sources.
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+ 09 / WHO BUYS, AND WHAT MATTERS TO THEM?

Who buys, and what matters to them?
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Typical buyer
Urban consumers, including professionals and students, purchasing
chargers for smartphones, tablets, and other devices; also businesses
procuring for offices.

Demographics
Tech-savvy individuals aged 18-45, with higher disposable income in urban
areas; price-sensitive mass market also significant.

Price sensitivity
High

Sensitivity note
African markets are price-sensitive, with demand concentrated in budget to
mid-tier segments; premium chargers have a niche but growing following.
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+ 09 / WHO BUYS, AND WHAT MATTERS TO THEM? / MORE DETAIL

Who buys, and what matters to them?
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What they value
Affordability, Reliability, Fast charging capability, Brand trust, Compatibility
with multiple devices

Where they buy
E-commerce platforms (e.g., Takealot, Amazon), Electrical wholesalers,
Retail chains, Mobile network operators

Purchase drivers
Replacement of faulty or lost chargers, Upgrade to faster charging, New
device purchase, Convenience of multi-port chargers
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+ 10 / WHERE TO SELL FIRST

Where to sell first
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E-commerce
Fit: Strong

Margin: 20-30%

Notes: Growing online sales of electronics accessories; consumers
increasingly purchase wall chargers digitally. List on major platforms like
Takealot, Amazon, or local marketplaces; ensure NRCS compliance.

Electrical wholesalers
Fit: Strong

Margin: 15-25%

Notes: Wholesalers like ARB and Electric Wholesalers supply to
contractors and retailers; they require SABS-compliant products. Partner
with established wholesalers; provide certified products with necessary
documentation.
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+ 10 / WHERE TO SELL FIRST / MORE DETAIL

Where to sell first
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Retail chains
Fit: Moderate

Margin: 25-40%

Notes: Retailers such as Game, Makro, and mobile operators stock
chargers; shelf space is competitive. Approach category buyers with
competitive pricing and marketing support; ensure compliance.

Direct import/B2B
Fit: Moderate

Margin: 30-50%

Notes: Businesses import directly from manufacturers, especially from
China; requires customs and certification handling. Source from certified
Chinese suppliers; handle NRCS LoA and logistics.
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+ 11 / WHO YOU COMPETE WITH - AND HOW TO STAND OUT

Who you compete with - and how to stand out
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Sony Corporation
Position: Key player in global wall charger market, vying for market share in
South Africa.

Strength: Brand reputation, extensive technical and financial resources.

Belkin International Inc.
Position: Global wall charger market participant, likely present in South
Africa through distributors.

Strength: Strong brand in accessories, innovation in charging technology.

Local manufacturers
Position: Focus on affordability and accessibility, competing with
international brands.

Strength: Local market knowledge, cost advantages, potential BEE
credentials.

China
Low-cost manufacturing, large-scale production, OEM/ODM capabilities.
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+ 11 / WHO YOU COMPETE WITH - AND HOW TO STAND OUT / MORE DETAIL

Who you compete with - and how to stand out
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International brands (e.g., Samsung,
Apple)
Brand loyalty, premium positioning, ecosystem integration.

Local assemblers/importers
Agility, understanding of local market needs, distribution networks.

Your possible point of difference
Differentiate through certified fast-charging and multi-port products,
competitive pricing, and strong e-commerce presence.

Mandatory NRCS certification (LoA) and
SANS compliance
Severity: High

How to overcome: Engage accredited labs, budget for certification costs,
and ensure local importer holds approval.
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+ 11 / WHO YOU COMPETE WITH - AND HOW TO STAND OUT / MORE DETAIL

Who you compete with - and how to stand out
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Price sensitivity and competition from
low-cost imports
Severity: Medium

How to overcome: Optimize supply chain, offer value-added features, and
target niche segments.

Infrastructure challenges (electricity
reliability)
Severity: Medium

How to overcome: Design products with surge protection and voltage
fluctuation tolerance; market reliability.

Possible gaps to test with buyers
Limited availability of high-quality, certified fast chargers at affordable
prices.

Underdeveloped distribution in rural areas.

Lack of consumer awareness about certified vs. uncertified products.
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+ 12 / PRICE POSITIONING AND MARGIN PRESSURE

Price positioning and margin pressure
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The figures below are planning estimates, not a quotation from a supplier.
Confirm assumptions and actual costs before committing. Retail price range

No specific retail price data found; likely ranges from ZAR 100 for basic
chargers to ZAR 800+ for premium fast chargers.

Wholesale expectation
Wholesale prices typically 30-50% below retail, depending on volume and
certification.

Landed cost target
Target landed cost (including duty, VAT, certification) at 40-50% of retail
price to maintain margins.

Margin pressure
High
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+ 12 / PRICE POSITIONING AND MARGIN PRESSURE / MORE DETAIL

Price positioning and margin pressure
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Notes
Pricing data not directly sourced; ranges are indicative based on market
context. Certification costs add USD 0.30-0.80 per unit at factory gate for
Qi/MFi.

Budget
Range: ZAR 50-150

Note: Basic 5W-12W chargers, often uncertified or low-brand; high price
sensitivity.

Mid-range
Range: ZAR 150-400

Note: Fast chargers (18W-30W), certified, from known brands; growing
segment.

Premium
Range: ZAR 400-1000+

Note: Multi-port, GaN, wireless/magnetic chargers; niche but expanding.
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+ 13 / DOCUMENTS AND APPROVALS TO CHECK

Documents and approvals to check
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Confirm the exact model
The requirements below are issues identified in the research, not a
completed legal assessment or approval. Check current rules, product
classification and exact-model documents with the destination authority or a
qualified adviser.

The following preserves the source report's regulatory analysis, which has
not been independently validated for this exact product. Requirements
depend on classification, intended use and current rules. Confirm
applicability with the destination authority or a qualified adviser.

NRCS Letter of Authority (LoA)
Status: Mandatory

Authority: National Regulator for Compulsory Specifications (NRCS)

Detail: Required for electrical products; approval legally held by local
importer, not overseas factory.
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Documents and approvals to check
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SANS compliance (South African National
Standards)
Status: Mandatory

Authority: SABS / NRCS

Detail: Products must meet relevant SANS and/or IEC standards; SABS
Mark optional but recommended.

ICASA EMC standards
Status: Mandatory

Authority: ICASA

Detail: Many compulsory specifications include ICASA's EMC standards;
compliance needed for electronic products.
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+ 13 / DOCUMENTS AND APPROVALS TO CHECK / MORE DETAIL

Documents and approvals to check
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SABS Mark certification
Status: Recommended

Authority: South African Bureau of Standards (SABS)

Detail: Voluntary certification that enhances credibility; includes factory
audits and testing.
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Confirm the exact model
The requirements below are issues identified in the research, not a
completed legal assessment or approval. Check current rules, product
classification and exact-model documents with the destination authority or a
qualified adviser.

Estimated tariff
0% duty on many electrical accessories; 15% VAT applies. Verify HS code
for specific product.

Suggested HS code
8504.40 (static converters) or 8504.40.90 for other; confirm with SARS tariff
book.

Trade agreements
SACU common external tariff, SADC, EU-EPA
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Typical lead time
Sea freight: 22-30 days to Durban/Cape Town; air freight: 4-6 days;
express: 9-14 days.

Top source countries
China

Shipping notes
Customs procedures stringent, especially at Durban Port. LCL shipments
36-48 days. FCL rates: 20ft $2,450-$5,250; 40ft $3,750-$7,450 (June
2026).
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Certified and compliant products NRCS
LoA and SANS compliance are legally
required; buyers avoid uncertified products.
Must-have

Fast charging capability Consumers
increasingly expect fast charging,
especially for smartphones.
Must-have

Affordable pricing Price sensitivity is high;
competitive pricing is crucial.
Must-have

Durability and reliability Consumers value
products that withstand power fluctuations
and daily use.
Nice to have
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1 Regulatory non-compliance leading to customs seizure or fines High
Ensure NRCS LoA and SANS compliance before shipment; work with local
importer for approval.

2 Price competition from low-cost uncertified imports High Differentiate with
certified quality, warranty, and brand trust; target mid-tier segments.

3 Infrastructure challenges (load-shedding, voltage fluctuations) Medium
Design products with surge protection; market reliability features.

4 Currency volatility affecting landed costs Medium Hedge currency or
adjust pricing dynamically; maintain buffer in margins.
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1 Fast-charging wall chargers Fast charging projected to exceed 50% of
sales by 2026; growing consumer demand. How to capture: Source
certified fast chargers (18W+), obtain NRCS LoA, and market through
e-commerce and retail.

2 Multi-port and GaN chargers Multi-device ownership drives demand for
chargers that can power multiple devices simultaneously. How to capture:
Introduce compact multi-port chargers with high power output; target
tech-savvy consumers.

3 E-commerce distribution Online sales of electronics accessories are
surging; lower barriers for new entrants. How to capture: List products on
major platforms like Takealot; optimize for search and competitive pricing.

4 B2B supply to electrical wholesalers Wholesalers seek certified products;
steady demand from contractors and businesses. How to capture: Partner
with wholesalers like ARB; provide competitive wholesale pricing and
marketing support.
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Recommended approach
Enter via e-commerce and electrical wholesale channels with certified
fast-charging products; prioritize NRCS compliance and competitive pricing.

Timeline
3-6 months for certification and initial launch.

Estimated investment
USD 10,000-30,000 for certification, initial inventory, and marketing.

First steps
Identify certified Chinese suppliers with NRCS-ready products.

Engage accredited lab for NRCS LoA and SANS testing.

Establish local importer entity or partner for certification holding.

List products on major e-commerce platforms and approach wholesalers.
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Attend Canton Fair or Global Sources in Hong Kong - Meet certified
suppliers, negotiate pricing, and verify product quality.

Visit local trade shows like Africa Tech Festival - Network with distributors,
retailers, and understand market trends.

Prepare compliance documentation in advance - Suppliers and buyers
prioritize certified products; having NRCS LoA ready speeds deals.
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Do now Verify HS code and duty rate for specific wall charger products
Owner: Procurement

This week Contact NRCS-accredited labs for certification requirements and
costs Owner: Compliance

This month Identify and vet potential Chinese suppliers with NRCS
experience Owner: Sourcing

This month Develop e-commerce listing strategy for Takealot and other
platforms Owner: Marketing
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1 South Africa is a leading African market for wall chargers, driven by
smartphone adoption and e-commerce growth.

2 Fast charging and multi-port chargers represent the strongest growth
segments.

3 Mandatory NRCS certification is a critical barrier and cost factor for
importers.

4 Price sensitivity is high; competitive pricing and value-added features are
essential.

5 E-commerce and electrical wholesale channels offer the best routes to
market.
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BEST / LOW ZAR 69.00

MID / BASE ZAR 101.00

WORST / HIGH ZAR 157.00

Read this chart: Best is the lower-cost assumption; Mid is the planning case; Worst is the higher-cost assumption. These are not probabilities or guaranteed limits.

From left to right: FOB China unit price, Ocean freight (LCL, per unit), Customs duty, VAT (15%, non-recoverable portion), Clearing, port and documentation, Inland transport to warehouse, Certification amortisation
(NRCS LoA, SANS testing), Packaging and retail-ready labelling, Warranty and returns provision.

ZAR per charger: sea-freight scenario only. Air freight is an alternative, not an additional leg. Base components total ZAR 101 including a ZAR 10 VAT cash allowance; the report says recoverable VAT is not a permanent
cost. Confirm the tax base and actual recovery before budgeting.
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The figures below are planning estimates, not a quotation from a supplier.
Confirm assumptions and actual costs before committing.

Currency: ZAR. Per unit: one 20W-30W USB-C PD wall charger with South
African Type-N plug, retail-ready packaging.

FOB China unit price
Best: R45

Base: R60

Worst: R80

Note: Assumption: USD 2.50-4.50 at roughly R18/USD; no South
Africa-specific FOB evidence found.
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Ocean freight (LCL, per unit)
Best: R4

Base: R7

Worst: R12

Note: Derived from LCL rate of about USD 220/cbm; charger cartons are
dense so per-unit cost is low.

Air freight (per unit, if used)
Best: R18

Base: R28

Worst: R40

Note: Derived from air rate of about USD 5.7/kg; only economic for urgent
or high-value SKUs.
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Customs duty
Best: R0

Base: R0

Worst: R8

Note: One sourcing source states 0% duty for chargers; exact 8-digit SARS
tariff line not verified, so worst case assumes a low ad valorem rate.

VAT (15%, non-recoverable portion)
Best: R7

Base: R10

Worst: R14

Note: VAT is recoverable for VAT-registered importers; treated here as a
working-capital cost, not a permanent cost.
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Clearing, port and documentation
Best: R3

Base: R5

Worst: R9

Note: Assumption based on typical South African clearing fees; no direct
quote found.

Inland transport to warehouse
Best: R2

Base: R4

Worst: R7

Note: Durban or Cape Town port to Gauteng or coastal warehouse.
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Certification amortisation (NRCS LoA,
SANS testing)
Best: R3

Base: R6

Worst: R12

Note: Assumption: R30,000-R120,000 per product family spread over
5,000-10,000 units.

Packaging and retail-ready labelling
Best: R3

Base: R5

Worst: R8

Note: Assumption; localised packaging and compliance labelling add cost.
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Warranty and returns provision
Best: R2

Base: R4

Worst: R7

Note: Assumption: 2-5% defect and return rate typical for consumer
electronics accessories.

Estimated delivered cost - base case
ZAR 101 per unit (base case, sea freight, duty at 0%, certification
amortised)

Distributor sale price
Planning estimate: R150-R180 per unit to retail

Retail price
Planning estimate: R249-R399 per unit
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Distributor margin
Planning estimate: 25-35%

Importer gross margin
Planning estimate: 35-50% before overheads

Contribution per unit
Planning estimate: R50-R80 per unit at base case
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Assumptions behind these figures
Exchange rate assumed at approximately R18 per USD; a weaker rand
raises landed cost proportionally.

Order size assumed 5,000-10,000 units; smaller orders raise per-unit
freight and certification amortisation.

Duty assumed 0% based on one sourcing source; the exact SARS 8-digit
tariff line must be verified before ordering.

VAT treated as recoverable for a VAT-registered importer; non-registered
importers should add 15% to true cost.

No South Africa-specific retail price evidence was found; retail price is
inferred from global accessory price ladders and local price sensitivity.

Certification cost assumed R30,000-R120,000 per product family; actual
NRCS and laboratory quotes were not found.
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Cash needed is not the same as
break-even
Inventory and working capital are cash requirements, not all fixed costs.
These provisional payback figures compare launch cash with unit
contribution; rebuild a formal break-even model with fixed costs, variable
costs, stock turnover, channel fees and tax treatment before investing.

First order inventory
Budget: ZAR 505,000: 5,000 units at base delivered cost

Approval and testing
Budget: ZAR 30,000-120,000 per product family for NRCS LoA and
SANS/IEC testing

Local setup, compliance and labels
Budget: ZAR 25,000-60,000
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Warehousing, listing fees and launch
marketing
Budget: ZAR 40,000-80,000

Working-capital buffer
Budget: ZAR 80,000-150,000: freight, VAT timing and returns

Total initial cash requirement
Model range: ZAR 680,000-915,000

Unit contribution
Estimate: ZAR 50-80
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Indicative payback volume
Model result: Approximately 8,500-18,000 units, depending on contribution
and certification cost

Indicative monthly sales
Assumption: 1,500-3,000 units through distributor and online channels

Indicative payback time
Model result: 6-12 months after first sale, assuming steady sell-through
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Assumptions
Contribution per unit is after landed cost but before importer overheads
such as salaries, warehousing and marketing.

Sales volume assumes one distributor relationship plus one online
marketplace listing; no confirmed order book exists.

Certification cost is treated as a one-off per product family, not per unit.

Break-even excludes the cost of capital and any retailer listing or
promotional fees.

A weaker rand, higher freight or a positive duty finding would extend
break-even.
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Source this Source a 20W-30W USB-C PD wall charger with South African
Type-N plug, NRCS LoA-ready documentation and SANS/IEC 62368 test
reports.

Plug type
Requirement: South African Type-N (three round pin) or Type-C with
certified Type-N adapter

Why it matters: SANS-compliant plug is required for legal sale and
consumer use.

Power output
Requirement: 20W-30W USB-C Power Delivery, backward compatible with
5V/2A

Why it matters: Matches fast-charging demand while staying in the
price-sensitive sweet spot.

Ports
Requirement: One USB-C PD plus optional one USB-A

Why it matters: Dual-port units command slightly higher retail without large
cost increase.
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Safety standard
Requirement: IEC/SANS 62368-1 test report from accredited laboratory

Why it matters: Core evidence for NRCS LoA application.

EMC
Requirement: ICASA-aligned EMC test report

Why it matters: NRCS compulsory specifications often include ICASA EMC
standards.

Certification
Requirement: NRCS Letter of Authority held by the local importer

Why it matters: Legally required; overseas factory cannot hold it.

Packaging
Requirement: Retail-ready box with English compliance labelling, importer
name and LoA number

Why it matters: Retailers and customs both check labelling.
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Warranty
Requirement: 12-month replacement warranty

Why it matters: Standard expectation for consumer electronics accessories
in South Africa.

MOQ
Requirement: 3,000-5,000 units per SKU

Why it matters: Balances certification amortisation against inventory risk.

Target FOB
Requirement: USD 2.50-4.50 per unit

Why it matters: Keeps landed cost within the R95-R135 range needed for
competitive retail pricing.

Target FOB price
Requirement: USD 2.50-4.50 per unit
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Target MOQ
Requirement: 3,000-5,000 units per SKU

Deal breakers
No IEC/SANS 62368 test report available

Supplier cannot support NRCS LoA documentation

Non-South-African plug type without certified adapter

No warranty or after-sales support commitment

FOB price above USD 5.00 for a 20W unit
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1
Can you provide a current IEC/SANS 62368-1 test report from an
accredited laboratory? Why: This is the core document for the NRCS LoA
application. Good answer: Yes, report issued within the last 12 months by a
recognised lab such as TÜV, SGS or Intertek.

2
Have you supplied products that obtained a South African NRCS Letter of
Authority before? Why: Prior LoA experience signals the supplier
understands local compliance. Good answer: Yes, with reference LoA
numbers and a named South African importer contact.

3
What is your FOB price at 3,000, 5,000 and 10,000 units? Why: Volume
pricing determines whether the landed cost model works. Good answer:
Clear tiered pricing with no hidden tooling or packaging charges.

4
Can you produce the charger with a South African Type-N plug? Why: A
non-compliant plug makes the product unsellable in South Africa. Good
answer: Yes, with existing tooling and sample available.
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5
What is your defect rate and warranty policy? Why: Returns and warranty
claims directly affect contribution per unit. Good answer: Defect rate below
2% with a written replacement policy.

6 Can you support ICASA-aligned EMC testing? Why: EMC evidence is
often part of the NRCS compulsory specification. Good answer: Yes, EMC
report available or can be arranged at buyer cost.

What is your production lead time and shipping port? Why: Lead time drives
time to market and working capital cycle. Good answer: 30-45 days
production, shipment from Shenzhen or Ningbo.

8
Can you provide retail-ready packaging with our brand and compliance
labels? Why: Retailers require compliant, branded packaging. Good
answer: Yes, with artwork approval process and no excessive MOQ per
design.



ChinaConnect247 MARKET INTELLIGENCE

+ 25 / ASK THESE QUESTIONS BEFORE PAYING / MORE DETAIL

Ask these questions before paying

South Africa / Wall chargers & power accessories / 7 October 2026 25 / ASK THESE QUESTIONS BEFORE PAYING / 70

9
Will you allow a third-party pre-shipment inspection? Why: Protects against
quality and compliance surprises before shipment. Good answer: Yes,
inspection welcome at buyer cost.

10
What certifications do you already hold for other markets? Why: Existing
CE, UL or G-Mark reports reduce testing cost and time. Good answer: CE
and at least one other recognised safety mark with reports available.
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These are prospects or comparison companies named in the source report,
not confirmed partners, authorised distributors or endorsements. Verify
their current scope before contacting them.

Takealot https://www.takealot.com
Type: Online marketplace and retailer

Why they fit: Largest South African e-commerce platform for consumer
electronics accessories; evidence notes e-commerce growth as a demand
driver.

Who to ask for: Category manager, electronics accessories

Priority: A

https://www.takealot.com
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ARB Electrical Wholesalers
https://arb.co.za
Type: Electrical wholesaler

Why they fit: One of Southern Africa's largest electrical wholesalers with
established trade distribution.

Who to ask for: Procurement or category buyer

Priority: A

Electric Wholesalers
https://www.electricwholesalers.co.za
Type: Electrical wholesaler

Why they fit: Retail and wholesale electrical distributor with stated focus on
SABS-compliant products.

Who to ask for: Purchasing manager

Priority: B

https://arb.co.za
https://www.electricwholesalers.co.za
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Afrimart https://afrimart.co.za
Type: Sourcing and procurement services

Why they fit: Positions itself as a South African product sourcing and
supplier vetting firm for importers.

Who to ask for: Sourcing director

Priority: B

Change Sourcing
https://change-sourcing.com
Type: Sourcing agent

Why they fit: Operates China-South Africa sourcing with stated knowledge
of SARS duty rates and NRCS requirements for chargers.

Who to ask for: Founder or sourcing lead

Priority: B

https://afrimart.co.za
https://change-sourcing.com
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Alibaba South Africa power adapter
suppliers https://www.alibaba.com/south-af
rica-power-adapter-suppliers.html
Type: B2B sourcing platform

Why they fit: Evidence shows 140 South Africa power adapter suppliers
and active B2B sourcing of certified electronics.

Who to ask for: Verified supplier account managers

Priority: C

https://www.alibaba.com/south-africa-power-adapter-suppliers.html
https://www.alibaba.com/south-africa-power-adapter-suppliers.html
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Independent cellular retail
Their need: Affordable, reliable replacement chargers for walk-in customers

Fit: Strong

Price sensitivity: High

Sales difficulty: Medium

Online marketplace shoppers
Their need: Fast-charging USB-C chargers at competitive prices with
delivery

Fit: Strong

Price sensitivity: High

Sales difficulty: Medium
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Corporate and SME procurement
Their need: Bulk compliant chargers for staff devices and office use

Fit: Moderate

Price sensitivity: Medium

Sales difficulty: Medium

Premium brand loyalists
Their need: Branded fast chargers with warranty and retail presence

Fit: Weak

Price sensitivity: Low

Sales difficulty: High

Load-shedding backup buyers
Their need: Chargers that work with inverters and power stations

Fit: Moderate

Price sensitivity: Medium

Sales difficulty: Medium
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First-time importer with less than R300,000
in working capital
Certification, inventory and compliance costs exceed this budget before any
revenue is earned.

Seller planning to import uncertified or
grey-market chargers
NRCS LoA is mandatory; uncertified electrical products can be refused
entry, seized or forced off retail shelves.

Premium-only brand expecting Apple-level
pricing
South African charger buyers are described as price-sensitive; premium
pricing is difficult without brand pull and retail support.

Investor seeking fast, high-multiple returns
Certification and shipping timelines push first revenue to 4-7 months and
break-even to 6-12 months after that.
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n Exact SARS 8-digit tariff line and duty rate for USB wall chargers How:
Request a written tariff determination or use a licensed customs broker to
classify the product before ordering. Why: Duty changes the landed cost
and break-even directly.

n Actual NRCS LoA cost and timeline for this product family How: Obtain
quotes from accredited South African laboratories and the NRCS directly.
Why: Certification is the gating item for legal sale and a major setup cost.

n Realistic retail and wholesale price points in South Africa How:
Mystery-shop Takealot, independent cellular stores and electrical
wholesalers for comparable 20W-30W chargers. Why: Pricing determines
whether the margin model holds.

n Distributor and retailer margin expectations How: Interview at least three
distributors and two retailers about margin, listing fees and payment terms.
Why: Channel margin can consume most of the importer's gross margin.
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n Actual sell-through velocity for a new charger brand How: Run a small
air-freighted test order on one online marketplace before committing to a
container. Why: Validates demand and pricing before large inventory
commitment.
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Statements supported in the research -
exact applicability still needs checking
NRCS LoA is mandatory and must be held by a local importer

South Africa applies 15% VAT on imports

Sea freight from China takes 22-30 days to Durban or Cape Town

South African consumers are price-sensitive in charger accessories

E-commerce is a growing channel for electronics accessories

Working assumptions - not yet confirmed
Customs duty on USB wall chargers is low or zero

Distributor margins in South Africa are 25-35%

Retail price for a 20W-30W charger sits between R249 and R399

Certification cost per product family is between R30,000 and R120,000

Load-shedding affects charger demand patterns but not core replacement
demand
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Questions still unanswered
Exact SARS 8-digit tariff line and duty rate

Actual NRCS LoA cost and processing time

Real sell-through velocity for a new charger brand

Competitive response from established brands on price

Whether localisation requirements will affect this category

Evidence to obtain before a commitment
Written tariff determination from SARS or a licensed customs broker

Quotes from accredited laboratories for SANS/IEC 62368 testing

Current retail prices on Takealot and in independent cellular stores

Distributor margin and payment terms from at least three South African
distributors

Supplier NRCS LoA track record and reference importers
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A government or regulator · B industry body · C research firm · D trade
observation · E estimate or inference

Overall evidence grade: C Regulatory and logistics claims are reasonably
well sourced; market sizing is global or Africa-regional and no South
Africa-specific pricing, distribution or import-volume data was found. The
landed cost model is largely calculated from assumptions.

NRCS Letter of Authority is required for
electrical products including chargers in
South Africa
Grade: A

Basis: NRCS and TÜV SÜD guidance plus industry certification guides.

South Africa applies 15% VAT on imports
and uses an 8-digit HS tariff system
Grade: A

Basis: SARS tariff guidance and South African customs sources.

Chargers may attract 0% customs duty
Grade: D

Basis: One sourcing company statement; not confirmed against the SARS
tariff book.
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Sea freight from China to South Africa
averages 22-30 days and LCL around USD
220/cbm
Grade: C

Basis: Freight forwarder published rates, October 2026.

Global wall charger market grows at
around 6.2% CAGR to 2035
Grade: C

Basis: Market Research Future report; global scope, not South
Africa-specific.
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South Africa is a leading African market for
wall chargers, supported by e-commerce
growth
Grade: C

Basis: Market Research Future regional commentary; no South
Africa-specific sizing.

African charger markets are price-sensitive
and infrastructure gaps constrain
high-power charger demand
Grade: C

Basis: IndexBox Africa magnetic wall charger market commentary.
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Certification costs for Qi and MFi add USD
0.30-0.80 per unit at factory gate
Grade: C

Basis: IndexBox Africa report; applies to magnetic and wireless chargers,
not standard USB wall chargers.
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Validate. Build. Measure.
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01

Days 0-30

Confirm classification and approval
requirements, compare factory quotes and
check actual local prices.

02

Days 31-60

Evaluate samples and testing documents;
secure a qualified local importer and
measure lawful pilot demand.

03

Days 61-90

Commit only when actual approvals, duty,
delivered cost and the required
sell-through evidence are in place.

A conditional action plan, not a guaranteed 90-day launch. The decision estimates 4-7 months to first retail sale; the broader strategy gives 3-6 months. Regulatory approval and channel readiness
determine the actual schedule.
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0-30 days Validate compliance and pricing

Obtain a written tariff classification and duty rate for the charger HS code
from a licensed customs broker.

Request quotes from two accredited laboratories for SANS/IEC 62368 and
EMC testing.

Mystery-shop Takealot, independent cellular stores and electrical
wholesalers for comparable 20W-30W charger prices.

Shortlist three China-based suppliers with existing IEC test reports and
Type-N plug capability.

Interview two South African distributors about margin, listing fees and
payment terms.

31-60 days Certify and test the market
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Place a small air-freighted sample order of 200-500 units for quality and
compliance review.

Submit samples and documentation for NRCS LoA application through the
local importer entity.

List the test batch on one online marketplace to measure sell-through and
price elasticity.

Negotiate indicative pricing and terms with one distributor and one online
retailer.

Finalise packaging artwork with compliance labelling and importer details.
61-90 days Commit to first container

Confirm NRCS LoA approval or a clear timeline before placing the bulk
order.

Place a 5,000-unit sea-freight order with the selected supplier.
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Arrange customs clearing, warehousing and inland transport.

Launch with one distributor and one online marketplace listing.

Track weekly sell-through and defect rates against the break-even model.

Go / No-Go trigger Commit to a full container only when the NRCS LoA is
approved or has a written approval date, the verified duty rate keeps landed
cost below R135 per unit, and the test batch sells through at least 70%
within 60 days at the target retail price.
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Namibia
Why consider it: Part of SACU with the same external tariff and no
additional customs duty between member states; smaller but less
competitive charger market.

Versus this market: Easier

Botswana
Why consider it: SACU member with identical external tariff; growing urban
smartphone adoption and less crowded retail.

Versus this market: Easier

Kenya
Why consider it: Large East African smartphone market with growing
e-commerce, but different regulatory regime and plug type.

Versus this market: Harder

United Arab Emirates
Why consider it: Higher premium demand for chargers and strong re-export
hub, but different certification and higher competition.

Versus this market: Similar
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Wall Charger Market Size, Share Report
and Trends 2035
https://www.marketresearchfuture.com/reports/wall-charger-market-24141

Magnetic Wall Charger Market in Africa |
Report - IndexBox
https://www.indexbox.io/store/africa-kw-magnetic-wall-charger-840-market-
analysis-forecast-size-trends-and-insights/

South Africa Wireless Charging Market:
Consumer Convenience Trends
https://vocal.media/futurism/south-africa-wireless-charging-market-consum
er-convenience-trends-ev-integration-and-growth-outlook

USB Charger Market Size, Growth,
Forecast Report 2035
https://www.marketresearchfuture.com/reports/usb-charger-market-34692

https://www.marketresearchfuture.com/reports/wall-charger-market-24141
https://www.indexbox.io/store/africa-kw-magnetic-wall-charger-840-market-analysis-forecast-size-trends-and-insights/
https://www.indexbox.io/store/africa-kw-magnetic-wall-charger-840-market-analysis-forecast-size-trends-and-insights/
https://vocal.media/futurism/south-africa-wireless-charging-market-consumer-convenience-trends-ev-integration-and-growth-outlook
https://vocal.media/futurism/south-africa-wireless-charging-market-consumer-convenience-trends-ev-integration-and-growth-outlook
https://www.marketresearchfuture.com/reports/usb-charger-market-34692
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Guide: Regulation Of Electrical Products -
Safehouse
https://safehousesa.co.za/guide-regulation-of-electrical-products/

South Africa - Import Tariffs
https://www.trade.gov/country-commercial-guides/south-africa-import-tariffs

Best Products to Import from China to
South Africa in 2026
https://change-sourcing.com/best-products-to-import-from-china-to-south-af
rica/

Shipping from China to South Africa -
October 2026 Rates
https://www.sino-shipping.com/freight-china-south-africa/

https://safehousesa.co.za/guide-regulation-of-electrical-products/
https://www.trade.gov/country-commercial-guides/south-africa-import-tariffs
https://change-sourcing.com/best-products-to-import-from-china-to-south-africa/
https://change-sourcing.com/best-products-to-import-from-china-to-south-africa/
https://www.sino-shipping.com/freight-china-south-africa/
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Power Adapter & Charger Certification
Guide by Market - PaiYi Power
https://www.paiyipower.com/power-adapter-certification-guide/

South Africa - Market Challenges
https://www.trade.gov/country-commercial-guides/south-africa-market-chall
enges

Use this report as a decision aid
Market estimates and forecasts can change. This is information for
business planning, not a quotation, supplier approval, legal advice or a
guarantee of commercial results. Obtain current model-specific documents
and professional advice before committing.

https://www.paiyipower.com/power-adapter-certification-guide/
https://www.trade.gov/country-commercial-guides/south-africa-market-challenges
https://www.trade.gov/country-commercial-guides/south-africa-market-challenges
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From a report to a real next step.
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1

Understand
My Fair organizes supplier intelligence, products
and public-source evidence. AI supports analysis
and language understanding; it does not certify a
supplier.

2

Coordinate
Ask about supplier follow-up, factory visits,
quotations, OEM/ODM, packaging and document
coordination. Scope, qualified partners, fees and
timelines are agreed individually.

3

Build your own
Need this workflow for your business?
StructuredLayer can discuss a custom
AI-assisted system built around your team and
requirements.

ChinaConnect247 is operated by StructuredLayer.

inquiry@chinaconnect247.com | WhatsApp +971 52 577 8897 | WeChat chinaconnect247

Instagram @structuredlayer • www.chinaconnect247.com • Alipay, crypto, bank transfer, PayPal and Skrill. WhatsApp or WeChat us for payment details.

mailto:inquiry@chinaconnect247.com
https://wa.me/971525778897
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