
Case Study – Financial Services
Chief Executive Officer, Ghana

To identify a specialist CEO to build and lead a FinTech business for a leading Ghanaian bank with 
international ambitions, under tight time pressures and amid increasing focus on financial inclusion

Business Challenge The Search Challenge Critical Requirements The Search Process The Placed Leader

• FinTech expertise was 
essential, as this capability 
did not exist within the wider 
Group and was considered 
critical to success in 
Ghana’s emerging digital 
financial services sector

• The CEO needed a proven 
track record of building and 
scaling businesses in agile, 
unstructured environments, 
alongside a global outlook 
and strong FinTech product 
leadership capability to drive 
growth and competitive 
advantage

• A critical aspect of the search 
was assessing how 
candidates had achieved 
success and whether their 
approach could deliver 
against the client’s ambitious 
growth plans

• The case study component of 
our assessment process was 
key to evaluating problem-
solving and decision-making 
capability within start-up and 
high-growth environments

• Given compensation 
constraints, aligning 
candidates to the bank’s 
purpose and financial 
inclusion agenda was central 
to securing engagement

• Proven FinTech leader with 
experience building and 
scaling ventures across 
payments, remittances, 
agency banking, and SME 
platforms

• Deep product and ecosystem 
knowledge, with the ability to 
identify market gaps and drive 
financial inclusion

• Entrepreneurial, agile, and 
globally minded, with strong 
partnership capability and 
experience delivering rapid 
impact in dynamic 
environments

• Inspirational leader able to 
foster innovation, shape 
culture, and lead teams

• The Research Team initially 
mapped 142 local and 
international candidates

• Through referrals and 
recommendations, this 
expanded to a total pool of 
170 potential candidates

• Of these, 58 candidates 
were screened and 23 
progressed to full interview 
and assessment with our 
Search Consultants

• Within 4 weeks, a strong 
shortlist of 7 candidates was 
presented, comprising 
individuals from South 
Africa, Kenya, Uganda, 
Senegal, Morocco, Lebanon, 
and India

• A Ugandan national based in 
Kenya with 15 years’ 
experience and a strong 
international outlook gained  
across Africa, the UK, and 
the US

• Previously founded a mobile 
technology business focused 
on providing working capital 
solutions to SMEs

• The offer was accepted 8 
weeks after the shortlist was 
presented, with Board 
approval secured shortly 
thereafter.

• The candidate commenced 
the role 4 weeks later



Case Study – Financial Services
Group Chairman, Pan-Africa

To identify a Francophone African Chairman for the holding company of a pan-African banking group 
to replace the outgoing Chairman who had served his maximum term

Business Challenge The Search Challenge Critical Requirements The Search Process The Placed Leader

• With the recently appointed 
GCEO being an Anglophone 
African, it was critical that 
the new Chairman could 
communicate fluently and 
establish credibility with the 
Central Bank and regulators 
across the Group’s multiple 
Francophone markets 

• A leading global search firm 
had failed to find any 
Francophone Africans of the 
exceptional calibre required 
for this high-profile role, 
creating urgent time 
pressure as the existing 
Chair was due to step down

• In theory, the market should 
have already been fully 
mapped by the previously 
appointed search firm, 
meaning Executives in Africa 
had to dig deep into their 
networks to find new 
potential candidates

• The new Chairman had to 
commit at least 40% of their 
time and have the flexibility 
and energy to travel at short 
notice to meet high-profile 
leaders on behalf of the Bank

• The candidate needed strong 
technical skills and a clear 
slate, free from political bias 
or ‘skeletons’

• A Francophone African, fully 
bilingual

• Strong understanding of the 
African commercial banking 
landscape, ideally with 
extensive contacts

• Exceptional gravitas, able to 
represent the Group and be 
credible with the highest 
level of leaders on the 
continent both in 
government, central banks, 
and with regulators

• Agile with high energy, able 
to offer the required time 
commitment

• The mapping was 
undertaken by the specialist 
FS Consulting team, 
comprising the Co-Founder 
and an experienced 
Executive Search Consultant 
with extensive commercial 
banking experience across 
Africa

• A longlist of 38 potential 
candidates was compiled  in 
just 4 days for client review 
prior to the Board 
Assessments

• Within just 3 weeks, 5 
suitable Francophone 
Africans were presented, and 
3 were interviewed by the 
Board

• Senegalese-American, with a 
Harvard Economics Degree, 
Wharton MBA, fluent in 
French, English, Wolof, and 
Portuguese

• A world class banking career 
gained across USA, Africa, 
Middle East and Eastern 
Europe, thus bringing 
exceptional credibility

• Founding Partner of a leading 
African private equity fund 
management company, with 
the flexibility to commit the 
required time



Case Study – Fintech
B2B Sales Director - West Africa, Senegal 

To identify a highly regarded and well-networked French-speaking Sales Director to support the 
business’s expansion across Africa, initially within West Africa

Business Challenge The Search Challenge Critical Requirements The Search Process The Placed Leader

• The client required a highly 
networked and respected 
individual from within the 
sector

• The existing team lacked the 
strategic direction required 
to rapidly commercialise the 
product offering to 
customers

• Onboarding of new clients 
demanded diplomatic 
finesse, innovative thinking, 
and the ability to manage 
complex negotiations

• Sector experience was 
essential; therefore, the 
mapping parameters meant 
there was a finite number of 
suitable individuals

• First deployment and 
implementation were close 
to being signed off, making it 
a risky opportunity for any 
candidate, as the initial 
‘proof of concept’ had not 
yet been completed

• There was additional risk 
associated with a business 
that still required funding to 
deliver its growth objectives

• Fluent French and English- 
speaking African national

• Proven track record of 
success in selling SaaS and 
complex IT solutions within 
the mobile money or fintech 
sectors 

• Experience working across 
multiple countries and with 
diverse client portfolios   

• Exceptional reputation and  
extensive professional 
networks

• Demonstrated ability to 
thrive in unstructured, fast-
growing business 
environments

• Our in-house Research Team 
identified 95 potential 
candidates

• From the 95 longlisted 
candidates, 19 were fully 
interviewed through our 
bespoke and rigorous 
assessment process

• 7 candidates were 
shortlisted and interviewed, 
and the final offer was 
accepted within 4 weeks

• Senegalese national with 10 
years' experience in B2B 
solutions across the West 
African mobile money and 
MNO enterprise sectors

• Proven track record of 
success in selling SaaS 
solutions to both  corporate 
and SME organisations 

• Well respected, with a strong 
network across French- 
speaking West Africa 
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