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KENYA EXPORT DEVELOPMENT SUPPORT (KEDS) PROJECT
Quarterly Report: October-December 1993

I. EXECUTIVE SUMMARY:

The public sector component reports that in the last quarter of 1993, the Export
Promotion Programmes Office (EPPO) was unable to increase its staffing and as a result,
the pressure on existing staff has increased. The proposed EPPO newsletter has been
postponed and progress on auditing services has been limited. These areas still remain
priority programs as soon as suitable staif can be made available. Ou the other hand,
progress has been made in the area of database management, KEDS is redesigning the
complex EPPO database. The data in the large number of duty/VAT remission forms is
being systematically entered and validated under the new design format.

Progress in foreign exchange liberalisation has continued. The shilling was floated
in October 1993, the official and interbank rates eventually merged @nd the Ksh-USS$
exchange rate has fluctuated within a narrow margin since then. A further relaxation of
controls was announced in December to permit casier repatriation of interim dividends,
offshore borrowing by focal firms and local borrowing by forcign companies. Inflation
was also reduced dramatically over the last 6 months of 1993 (from over 100% to 15%,
antualized) and there has been a steady reduction in interest rates brought about by the
progressive reduction in the Treasury Bill discount rate. Unfortunately, the tariff
reductions announced in June 1993 had to be revised upwards in September to contain a
larger than expected budget deficit,

KEDS planned for the Workshop on Export Finance Policies and Modalities for
February 1994 in Nairobi to be attended by top management representatives of banks
registered in Kenya and of the export insurance companies. The Kenya Export
Competitiveness Study commenced in September and continued through the quarter. The
purpose of the Study was to examine the current competitiveness of Kenya with respect to
a selected group of African countrics.

The private sector continued its work on the Private Sector Survey: Phase 1 Final
Report; the study is designed 1o identify export constraints and develop criteria for the
KEDS firm-lcvel programs.  KEDS also dratted the application, assessment and approval
procedures for the program and began to identify high-potential firms,

KEDS implemented a substantial institutional support program during the quarter
to develop and install market insormation systems, desktop publishing and resource
library management systems in the three client institutions: Kenya Association of
Manufacturers (KAM), Horticultural Crops Development Authority (HCDA) and the
Fresh Produce Exporters Association of Kenya (FPEAK).

We outlined an Export Finance Munual, to be presented to KAM exporters at a
February Workshop.  KEDS promoted and supported the attendance of KAM exporters at
The Uganda Imternational Trade Fair '93. We also planned for HORTEC '94, Nairobi's
horticultural trade show scheduled for March 1994. KEDS assisted FPEAK to draft a
Kenya Fr.sh Produce Declaration which will form the framework for excellence in
horticultural exporting.
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KENYA EXPORT DEVELOPMENT SUPPORT (KEDS) PROJECT
II. PUBLIC SECTOR COMPONENT
A. EPPO Policy Programs:
1. EPPO Iustitutional Development

Staffing and accommodation - KEDS has previously noted that the EPPO had been
given substantial additional administrative responsibilities in the June 1993 Budget Statement
in respect of duty and VAT remission (DVR) programs. We hoped that further staff
resources in line with the provisions in the Recurrent Estimates for 1993/94 would be made
available in the near term, together with suitable office accommodation. For a varicty of
reasons, it has not been possible to make significant progress in these areas to date (apart
from the addition of one clerk) and in consequence the pressure on existing staff has
increased.  Yet, results for the last quarter of 1993 indicate that the volume of DVR
processing work actually ingreased as compared with previous quarters.

As this report goes to press (February 1994), however, several officers have now
been identified for transfer to the EPPO carly in 1994, Two of these are economists but the
EPPQO senior economist has recently resigned. We hope that more of the identified staff will
be re-assigned in coming weeks. Furthermore, the EPPO has been allocated a floor in the
new NSSE building and tendering is now in hand through the Ministry of Public Building &
Works for the requisite partitioning for a staff complement of around 50 in accordance with
the Recurrent Estimates. If progress can be made as planned, it is anticipated that the EPPO
will be able to receive and accommodate some more of its new officers in carly 1994.

Institutional Development Work Program - Because of the lack to date of additional
staff, it has not been possible to carry out much of the work program relating to institutional
development which was envisaged and which was predicated on the availability of such staff
and accommodation,

In particular, little progress has been made in the publicity area, and publication of
the proposed EPPO newsletter has had to be postponed. This is particularly regrettable as
the operation of the new regulations is not always fully understood by the cxporling
community. Progress on the improvement of auditing services has also been limited, both
by staff and transportation problems and by the difficulties encountered in finding suiiably
qualified technical assistance for the revision of the Mannal of Audit Operating Procedures.
These arcas still remain priority programs as soon as suitable staff can be made available.

On the other hand, some progress has been made in the area of database management.
KEDS has used short-term iechnical assistance 1o redesign the complex EPPO database
derived from the 9 forms covering the various application/transfer/reconciliation provisions
of the duty/ VAT remission facility. The redesign program started in October 1993 and
should be completed early in 1994, At the same time, the data in the large number of
application/reconciliation forms approved since the commencement of the duty/ VAT
remission facility in 1990 is being systematically entered and validated under the new design



format. About 50% of the data from the C56 application forms have now been validated and
entered and data entry work will commence soon on the C57 reconciliation forms and on the
remaining 7 forms gencrated by the extension of the duty/VAT remission facility.

2. Export Policy Reform

Progress in foreign exchange liberalisation has continued. The shilling was floated
in October 1993 with the eventual merging of the official and interbank rates and the
exchange rate against the US dollar has fluctuated within a narrow margin since then. A
further relaxation of controls was announced in December, following the resumption of donor
assistance, to permit the easier repatriation of interim dividends, offshore borrowing by local
firms and local borrowing by foreign companies.

Inflation was also reduced dramatically over the last 6 months of 1993, from 100%
to [5%, and there has been a steady reduction in interest rates brought about by the
prog-essive reduction in the Treasury Bill discount rate (interest rate down 1o high 20's).

Unfortunately, the tariff reductions announced in the last Budget Statement in June
had to be revised upwards in September to contain a larger than expected budget deficit. It
is anticipated that further reductions will be introduced when fiscal circumstances permit.

The KEDS/EPA has contributed to various ongoing policy discussions within the
Treasury. particularly in the arca of donor support and the improved administration of the
duty/ VAT remission, manufacturing under bond and export processing zone facilitics,
together with other export-related programs.  He has participated in the preparation of the
relevant sections of the 1994-1996 Development Plan and the forthcoming Sessional Paper.

Outside the Treasury, the KEDS/EPA has collaborated extensively with the Export
Promotion Council (EPC) in various export policy arcas, particularly in relation to
horticultural development and banking, and has participated directly in the work of some of
the EPC sectoral pancls.  He has also had a series of discussions with Kenya Airfreight
Handling Ltd. and with Kenya Airways in order to facilitate improvements to the presently
inadequate coolstore facilities at the Jomo Kenyatta Airport. It is hoped that Kenya Airways
will be able to fund the necessary repairs once its operational relationship to the Kenya
Airports Authority has been finalised.

3. Seminars/Workshop:

National Conference on Investment and Export - The Conference has been scheduled
for March 9-10, 1994. (As this report is written in February 1994, the Conference is
rumored to be postponed.) The EPA attended several meetings of the conference secetariat
and secured a decision to include in the agenda a presentation of the main findings of the
Kenya Export Competitiveness Study (Sce below) in summary form.

4. Studies

The Kenya Export Competitiveness Study - This major study, which commenced in
September, completed its field research during the quarter. A draft report has been produced
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for comments and input next quarter by both the Ministry of Finance and the Ministry of
Commerce & Industry, as well as by USAID. The final version incorporating such inputs
will be ready by the end of March 1994 and the Executive Summary will then be circulated
widely.

The purpose of the Study was to examine the current competitiveness of Kenya with
respect to a selected group of African countries. The countries included in the analysis were:
Uganda, Tanzania, Zimbabwe, South Africa, Botswana, Mauritius, Ghana and Tunisia.
These particular countries were selected to provide a cross section of established and
emerging non-traditional export and export investment locations in Africa. In addition to the
major potential competitors in East and Southern Africa, Ghana and Tunisia were studied to
provide examples from other sub-regions.

The Study examined export competitiveness from three perspectives, namely:

° The policy environment relevant to the export sector;
L Institutions implementing the policies and supporting the export sector; and
. Basic cconomic factors important to export performance.

The Study team undertook field research directly in five of the eipht comparator
countries; in the remainder the team relied on specially commissioned rescarch reports by
local firms and their recent contractor experience in those countries,  The scope of the
comparative research was not intended to be exhaustive and strictly paratlel in each country,
but rather to draw from cach country's experience to highlight the current position of Kenya
and 1o provide examples for cither emulition or avoidance.

Nevertheless, the Study is extremely complex, comprising 4 volumes and some 250
pages in all. The main findings in the preliminary draft are:

o Kenya has a good (though not exceptional) mix of policies on paper but they
are not being implemented as effectively, consistently and transparently as in
some other countries so that there is a major crisis of business confidence;

° Kenya presently compares well on most factor cost counts but its expor
finance is both high cost and comparatively undeveloped and severe
difficulties are encountered in the transportation sector;

L Kenya's present development advantage over some (but not all) countries is
not likely to last beyond two or three years unless forthright action is taken
in the immediate future to address implementation deficiencies in the
administration of current policies, both through fine tuning of the regulations,
more efficient and less corrupt administration and the reorganisation and
demonopolisation of the relevant institutions.

If the findings of the Study are accepted, they will constitute the basis for the work
of the Public Sector Component for the remainder of the KEDS project.
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KENYA EXPORT DEVELOPMENT SUPPORT (KEDS) PROJECT
1. PRIVATE SECTOR COMPONENT
A. PEMU & Firm-Level Programs:
1. Private Sector Survey Phase II:
ackground;

The PEMU Baseline Survey of export firms consisted of two phases. Phase I was
a self-administered, quantitative questionnaire providing data on Kenyan exporters drawn
primarily from KAM and FPEAK membership. Implementation of that phase was completed
in February 1993, and a final report was released in May.  However, we continue to request
that new business contacts complete this questionnaire for addition to our database and will
do so throughout the Project’s life. To date we have received 175 responses.

b, Phase It:

The purpose of Phase 11 was to assist KEDS to: develop eligibility criteria for firm-
level support: identify potential candidate firms; and develop specific types of KEDS support
programs. The questionnaire was administered among a sub-set of targeted exporters gleaned
from Phase ! respondents. It requested qualitative and detailed quantitative information and
was conducted via personal interviews at the exporters” facilities.  Between May and July
1993, atotal of 55 firms were interviewed in Nairobi, Mombasa, Naivasha, Nakuru, Kisumu
and Koru. Analysis of the data has been completed and the report is being finalized.

¢, Results:

Phase I1 results confirmed the findings of Phase | regarding priority sectors, products,
export markets and main constraints to exporting as follows:

Priority Sectors - Horticulture is underscored as a key priority area for KEDS due
to its strong employment and foreign exchange growth potential coupled with an existing
export orientation. Medium-sized manufacturing firms are a second priority area. There is
tremendous diversity in this sector, and no specific industrics emerged as stronger potential
exporters than others; therefore a strategic sectoral approach cannot be utilized.

Priority Firms - The Survey analysis reconfirmed the following attributes of firms
demonstrating (based on performance data) the greatest potential to expand exports:

] Revenue - Total sales of at least $500 thousand (Ksh 32 million based on current
exchange rate of ksh 68) and/or minimum export sales of $220,000 (Ksh 15 million).

° Employment - Priority will be given to medium-sized firms,

® Export Experience - Priority firms are those already actively engaged in exporting,
followed by domestically strong firms committed 1o developing sustainable exports.



L Export Production - Firm export ratio is 50-60% of total annual production and have
exhibited year-to-year growth,

U Raw Material Input - Firms import less than 50% of raw material requirements.

o Ownership - Prio-ity are wholly-owned local private firms and mixed local/foreign
private firms,

Key Constraints to Exporting - The Survey identified a need and justification for
KEDS programs in the following areas: marketing; technical, particularly quality control and
production management; management training; GOK incentives and assistance schemes:
transportation and cargo handling facilities. The latter two will be addressed by the pubiic
sector component of KEDS.  The private sector component will provide consultancy
assistance support in the other export-oriented areas.

2. Firm-Level Criteria:

KEDS developed the Export Development Fund (EDF) firm-level criteria, application,
assessment and approval procedures which are detailed in three separate yet complementary
documents,  The documents are summarized below: complete versions are included in an
Annex.

. Document 1;

This is the comprehensive eligibility criteria that will be released to inquiring firms,
participants in the Baseline Survey, registered export members of FPEAK and KAM as
appropriate. - A condensed one-page version will be available as an insert to the existing
KEDS promotional brochure. It a firm receives the condensed version and is interested in
applying for assistance, they will first be given the comprehensive version to ensure that they
understand all the criteria and qualify,

b, Document 2;

Document 2 details the general regulations that govern the operation and
administration of the EDE. Firms that meet the eligibility requirements and request specific
assistance will be given Document 2 and an application form requesting eritical information
i.¢. employment, export volume/revenue/markets, and brief description of assistance sought.

¢. Document 3;

Once a firm has completed the initial application and is considered a candidate, they
will be required to submit a proper business plan (a standardized format will be provided by
KEDS). Document 3 details the specific factors/methodology upon which KEDS will base
its assessment of the final application and business proposals to determine approval of an
activity.



3. IESC Memorandum of Understanding:

A letter of understanding regarding administration of the DAI-KEDS sub-contract with
IESC has been drafted.  The memorandum will govern the $250,000 technical support
consultancy budget under which 1ESC will provide firm-level assistance primarily in the
areas of production, quality control/assurance, manufacturing, ctc..

B. KAM, HCDA, and FPEAK Institutional Support Activities:

KEDS implemented a substantial institutional support program during the quarter, principally
assisted by a short-term visiting consultant from Fintrac Inc. and a local consulting team
from Deloitte and Touche, to help develop and install market information systems, desktop
publishing and resource library management systems in the three client institutions: Kenya
Assoctation of Manufacturers (KAM), Horticultural Crops Development Authority (HCDA)
and the Fresh Produce Exporters Association of Kenya (FPEAK),

1. KAM:

. Institutional Development:

° KAM now has in-house Newsletter capability using desktop publishing to produce a
more concise newsletter than in the past,

o Computer software obtained from FAO called CDS/ISIS has been installed and KAM
personnel trained to manage the KAM resource library.

. KEDS installed a similar CDS/ISIS database to manage the export opportunity offers
and enquiries which KAM identifies abroad,

) An Ixport Finance Manual, 10 be presented to KAM exporters in February, was
outlined.

b, Trade Fairs;

. KEDS promoted and supported the attendance of KAM exporters at The Uganda
International Trade Fair '93 at the Lugogo Show Ground in Kampala from October
29 through November 9, 1993, KEDS contributed management advice during the
organization work prior to the trade fair, working with KAM (KEDS supported the
KAM booth and staff, and general Pavilion support), and the Kenyan Government
(which leased the premises) to establish the Kenya Pavilion,

The Kenya Pavilion in Kampala housed 16 exhibiting firms who reportedly negotiated
over UST million in sales during the show with more orders being placed weekly.
KEDS also supported the KAM Information Center manned by KAM staffers, which
distributed KAM promotional literature and handled logistical support for exhibitors
in the Pavilion.



2. HCDA:

1, Institutional Development:

1et)

o KEDS has provided HCDA with in-house Newsletter capability using desktop
publishing software (PageMaker); a modern newsletter is expected in March 1994,

L KEDS is providing continued assistance to develop a computer-based system to enter
and process horticultural export data. The export database will allow for prompt
analysis and reporting.

L KEDS has installed computer software and trained HCDA personnel to manage the
HCDA resource library,

o A KEDS® consultant provided assistance to HCDA to produce a final draft of the
HCDA Export Crop Manual including editing, layout, and production planning. The
draft is now being vetted by local and international authorities for accuracy and
completencss.

Trade Fairs:

o KEDS has supported and assisted Events and Conference Organizers Ltd. (ECO) in
the planning for an international horticultural trade show, HORTEC '94, to be held
in Nairobi March 16-19, 1994, The show will attract: suppliers of materials and
equipment to the Kenyan horticultural industry, exporters of fresh and processed
produce; and international buyers of fresh produce. KEDS began planning to support
HCDA participation in /IORTEC '94.

3. FPEAK:

a.Institutional Development:

L FPEAK now has strengthened in-house Newsletter capability to produce a more
claborate and attractive newsletter,  During the quarter, KEDS assisted FPEAK to
produce October, November and December issues.

L KEDS installed software on the FPEAK computer system which accesses the
UNCTAD/GATT Market News Service (MNS) database in Geneva weekly. MNS
downloads data to FPEAK for distribution to members. Market reports include price
data for Kenyan produce which importers received from sales to wholesalers in seven
European and four Middle Eastern capitals.

o KEDS has installed computer software and trained FPEAK personnel to manage the
FPEAK resource library.

o KEDS worked with FPEAK on the recruitment of a Chief Executive, narrowing a
field of candidates to a short-list of six who were interviewed.,



. Work on FPEAK's proposed Code of Practice continued. A Kenva Fresh Produce
Decluration was drafted which will serve as a first step toward a more elaborate

Code.

b, Trade Fairs;

. KEDS has spent time supporting and assisting ECO (Events & Conference
Organizers) in the planning for an international horticultural trade show to be held in
Nairobi March 16-19, 1994. The show will attract: suppliers of materials and
equipment to the Kenyan horticultural industry, FPEAK members (exporters of fresh
produce); and international buyers of fresh produce. KEDS is working with FPEAK
to define FPEAK's role in HORTEC '94.



IV. KEDS WORK PLAN FOR THE FIRST QUARTER OI 1994

A. PUBLIC SECTOR

The Public Sector Component activities planned for next quarter include:

Routine preparatory work for the next Budget Statement (some of which may
reflect the findings of the Kenya Export Competitiveness Study and the
recommendations of the Workshop on Export Finance Policies and
Modalities);

The induction and technical training of the substantial numbers of additional
staff;

If adequale staff are indeed assigned, efforts will be made to resume the
institutional development programs in the publicity and auditing arcas and
more sophisticated usc of the database systems will be introduced. The Budget
preparations should provide an opportunity for the training of economic staff
at least in policy analysis and advocacy.

In any event, the existing program of data entry and validation in accordance
with the new database design will continue until completion, with the
assistance of KEDS consultancy input where necessary.

In accordance with the Government's general desire to privatise its operations
where possible, exploratory studies will be undertaken to assess the feasibility,
cost and advantages of privatising many of the present auditing functions of
the EPPO, perhaps through the use of Pre-Shipment Inspection Companics.

Workshap on_Export Finance Policies and Modalities - This Workshop was
originally planned for March 1993 but the temporary reversal of the exchange
control and other financial policies at that time foreed its postponement to the
first quarter of 1994 (February). Participants will include top management
representatives of most of the banks registered in Kenya and most of the (few)
export insurance companies. The Workshop will: a) Present findings of the
KEDS-funded and just completed Kenya Export Competitiveness Study in
respect of export finance: b) Review refevant Acts and other regulations and
make recommendations to the Government for appropriate amendments; and
¢) To encourage more banks and insurance companies to become actively
involved in the promotion of exports.

National Conference on Investment and Export - The Conference has been
scheduled for March 9-10, 1994, (As this report is written in February 1994,
the Conference is rumored to be postponed.) The EPA has attended several
mectings of the conference secetariat committee and secured a decision 1o
include in the agenda a presentation of the main findings of the Kenya Export
Competitiveness Study in summary form.,
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At lcast one other seminar is likely to be organised during this quarter to
publicise the findings and to moderate and actuate the recommendations of the
Kenya Export Competitiveness Study in the area of institutional development
and reorganisation,
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B. PRIYATE SECTOR

The Private Sector Component activities planned for next quarter include:

Firm-level:

Publication of the Phase II Private Sector Study Report;

EDFE Criteria
L Finalize USAID approval of the three Documents upon clarification of

some policy issucs,

Send cligibility criteria, accompanied by an introductory letter, to
firms inviting them to apply for assistance if they qualify.

Complete identification of strong potential firm candidates based on
careful assessment of Baseline Survey Phase 1 and Il questionnaires
vis-a-vis EDF criteria.  Target market KEDS EDE consultancy
assistance 1o those firms as a supplemental effort to the regular
mailing.

Procice one-page insert of abbreviated firm criteria for KEDS
atotional brochure,

2. Inst uitonal Support:

a. FPEAK & HCDA:

Participation in the COLEACP meetings in Dar es Salam to discuss
horticultural exports from ACP countries to the EEC and assistance programs
10 exporting associations;

Final editing preliminary to publication of the HCDA Export Crop Manual

International Horticultural Trade Show - HORTEC *94: Support for FPEAK
and HICDA participation in the show, including booths and Show workshops;

Distribution of Volume I (Technical support documents) of the Qualiry
Assurance Manual for horticultural exports from the UK's Natural Resource
Institute; and

Technical workshop on Trade Show Pariicipation at January 1994 FPEAK
Luncheon,



KAM;

KAM will receive KEDS assistance to manage and use the newly installed
Trade Information Network (TINET) being provided by UNCTAD/GATT
through UNDP support to the PTA Secretariat (TINET is an extensive
database tracking PTA export-import transactions);

Budgetary support to KAM to facilitate representatives participation in
USAID/Uganda two-day workshop on PTA trade; and

KAM Seminar on Export Finance and production of the Export Finance
Manual for Manufacturers (lo be presented at the Seminar).
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HORTICULTURAL EXPORT
QUALITY MANUAL

A workshop ‘Validating procedures
Manual for Horticultural Export Quality
Assurance' was held at Duduville, Nairobi
on September 27, 1993. The seminar
attracted 37 participants. The manual is
designed to assist exporters in developing
countries to establish systems which will
enable maintenance of proper quality
assurance in order to meet the increasing
customer demands and legislative
requirements of the European market,

The Manual is being prepared in two
parts. Part 1 is the preparation of a
company’s manual and other actions that
must be taken to achieve the necessary
quality and legislative requirements. A
separate volume, Part 2, will contain
sources of information and factual
summaries relating to Part 1,

The Manual introduces the Philosophy of
Total Quality Management (TQM) in all
businesses and operations. It presents a
package of process and procedures to
enable exporters to establish a quality
assurance system that is tailor-made to fit
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their own specific needs without losing
sight of the dynamic demands especially in
existing markets,

The Workshop discussed the content of the
manual’'s Part | and provided an
opportunity for general discussion on the
approach and implications of the E.E.C.
regulations,

The key points covered included:
Maximum Residue Levels; Hygiene
Practices within the Field, Packhouse etc.;
Cool Chain; and Packaging,.

H.C.D.A was disappointed that only 37
exporters participated in such a critical
Seminar out of 50 invited.

WORKSHOP ON CUTFLOWERS

There is a Workshop " Promoting Export
of Cuts Flowers from Kenya to the
Japanese Market® on October 28, 1993 at
the Intercontinental Hotel sponsored by
Japan External Trade Organization
(JETRO) in collaboration with KEDS,
HCDA and FPEAK. By invitation,

FPEAK, P.O. Box 22840 Nairobi; Tel. 448297/445795; Mpaka Plaza, 4th Floor, Mpaka Road, Westlands;
Office Hours: Monday-Friday 8:00-1:00 & 2:00-5:00. Ms. Lorna Laboso, FPEAX Executive Officer.



‘SMART’ SHIPPING THAT KEEPS
PRODUCE FRESH FOR WEEKS

Succulent Georgia peaches can boost a
soldier's morale but at great expense: The
U.S. military has long flown fresh fruit
and vegetables to remote bases, since the
goods would rot during cheaper ocean

voyages.

Not any more. American President Lines
in Oaktand California in collaboration with
researchers at the University of California
at Davis, has developed microprocessor-
controlled, refrigerated shipping containers
that precisely regulate levels of oxygen,
nitrogen, and other atmospheric gases to
maintain a mix that keeps produce fresh
for weeks. The containers can also scrub
the air of the cthylene given off by apples
and other produce that can, for example,
leave spots on lettuce and make carrots
bitter.

In January, the U.S Defense Dept. began
shipping produce via American President
to Guam. Next, it plans sea shipments to
Japan, Korea, and Okinawa - for an annual
saving of $6 million to $8 Million.

Meanwhile, American President s
working with researchers to develop
containers that keep oxygen levels low
enough to suffocate insects without
damaging produce.

{Source: Business week Sept. 6, 1983)

UNIT SET UP FOR CREDIT
REFERENCE

The following is an abstract from the
Daily Nation of August 11, 1993:

An association to act as a credit reference
facility for small and medium enterprises
has been formed. The Small Enterprises
Credit Association (SECA) will seek to set
standards for credit delivery systems to the

small-scale business sector. [t will also
share technical and training advice with
members. The Association is a joint
initative by the UN Development
Programme, the Kenya Management
Assistance Programme and Local Financial
Institutions. (More information is
available at the FPEAK office)

PRODUCE MARKETING
ASSOCIATION INTERNATIONAL
TRADE FAIR U.S.A,

The S9th Annual Produce Marketing
Association (PMA) International Trade
Seminar takes place October 22-23 at the
USDA Administration Building and the
Washington, D.C. Convention Centre.
Lisa Varney of Development Alternatives
Incorporated will attend on behalf of
KEDS and FPEAK and report on the
Seminar. We shall be able to make a
comprehensive report on this when we
hear from Lisa.

AIR CARGO CHARTERS

Appended herebelow is a reply to a letter
of enquiry from HCDA to Air Cargo
Charters Pnivate Ltd., P.O. Box 2554
Harare, Zimbabwe. Tel. (263)(4)702606/7
Fax. (263)(4)729284; Telex 24386

"We can secure B707/DC8 Cargo
Aircraft to operate Kenya/Europe on
full or split Charter Basis during your
export period. Full Aircraft Charter
prices can be negotiated between US
$ 50,000/56,000 depending on
capacity of aircraft and length of
contract.

SIGNED, L.W. CARDWEL"

Please contact them directly at the above
address if you are interested, after which
they can formulate a definite proposal and
costing for your consideration.

FPEAK, P.O. Box 22840 Nairobi; Tel. 448297/445795; Mpaka Plaza, 4th Floor, Mpaka Road, Westlands;
Office Hours: Monday-Friday 8:00-1:00 & 2:00-5:00, Ms. Lomna Laboso, FPEAK T recutive Officer.



HORTICULTURAL SEMINAR &
EXHIBITION AT NORFOLK HOTEL
28TH - 30 SEPTEMBER 1993

A very successful seminar & exhibition
Opportunities For Growth in Horticulture
in East Africa was held at the Norfolk
Hotel September 2830 1993,  The
Seminar was sponsored by The Tropical
Africa Advisory Group in conjunction with
the Natural Resources Institute (NRI) and
the British High Commission.

The Seminar was opened by the Minister
for Agriculture Livestock Development &
Marketing, Hon. Simeon Nyachae and
attracted over 160 participants.  The
following papers were presented and
discussed (copies are available at the
FPEAK Library):

®) Keeping shead in Internationa] Produce
Dr.A.P.Leggo, Mack Multiples Division

b)
Systern - F.Proctor, NRI

jcujtu

I ted Oualj in H ltua]
Export Systems Mr. J. Love, J. & J. M. Love

d) Precooling Technologies Mr. 1. White,
Horticold Lid.

¢) Packaging Machinecy Mr. M. J. Keay,
Process and Packaging Machinery Association.

c)

f) ve s i i taj
Technology Mr. J. Hatton & Mr. E. Slotbom

g) Tec ical Deve nts ip Airfreighti
Perishables Mr. G. Bunsell, British Airways

b} New Technologies in Crop production Prof. H.

G. Jones, Horticulure Research International

i) Precision Plapting for profit Ms. J. Bumbfrey,
Tildenet Ltd.

» onogical rvest use of Agrochemicals
~Mr. N.Njeru, Twiga Chemical Ltd.

k) Arthropods Pest Control in Vegetahle Crops
Dr. R. Greatrex, Runting Biological Control

Lud.

1) Intemnationa] Development Finance Institwtiops
View of Investment in Hopiculture Mr.D.
Burndred, CDC.

m) Assisting Private Sector Developments in the
ica tu firy Mr.Kamau,
DFCK. o

At the conclusion of the Seminar the
following challenges and key needs were:

CHALLENGES:
1. Can East Africa maintain and increase
her market share in the E.E.C?

2, What role is there for the U.K in
enabling these opportunities and
challenges to be taken up?

3. Is there a role for more coordinated
efforts in East Africa taking advantage
of agro-ecological range transport by
bulking up of produce?

KEY NEEDS:
1. Investment,

2. Medium and long-term strategy.
3. A strong technological base.

4. Regarding the flow of information and
training in human resource
development; there is a need for the
U.K. and Kenyan private sectors to
continue to work together,

5. Commercial companies must offer
turn-key systems for exporters.

6. New agencies in East Africa should act
as agents for suppliers of equipment.

The Asscciation is doing everything
possible to follow up this very important
and worthwhile Seminar. Expect more
news on developments in your November
FPEAK Newsletter,

FPEAK, P.O. Box 22840 Nairobi; Tel. 448297/445795; Mpaka Plaza, 4th Floor, Mpaka Road, Westlands;
Office Hours: Monday-Friday 8:00-1:00 & 2:00-5:00. Ms. Lorna Loboso, FPEAK Executive Officer.



GENERAL INFORMATION
UPCOMING SEMINARS/WORKSHOPS:

"Potential in Export Marketing”
Oct. 7-8th, 1993 at Silver Springs Hotel
Fee Kshs. 5000/-.

"Export Costing and Pricing”
Oct. 23, 1992 _at Silver Sorings Hotel.
Fees Kshs 2500/-

"Opportunities and Options in a
Liberalised Economy® 27-2%th Oct, 1993
at Safari Park Hotel Fecs Kshs. 10500/-

"Export Procedures and Documentation”
Nov. 3rd - 5th 1993 at Safari Park Hote!
Fees Kshs. 9000/-

"Export Potential in the PTA"
8-10th Nov. 1993 at Safari Park Hotel
Fees Kshs. 10500/-

"EC Single Market Entry Requirements”
Nov. 25th - 1st Dec. 1993 at Safari Park
Hotel

Fees Kshs. 10500/-

For the above please contact Export
Development Services.
Tel. 222932; Fax. 225089 Nairobi.

"Export Costing and Pricing and.

Preparation of quotations™ 12 - 13
Nov.1993. at Sagret Hotel.
Fees Kshs. 3600/-

"Selling to the EC Single Market Sclected
Tropical Fruits® 19th - 20th November
1993 at Sagret Hotel Fees Kshs. 3600/-

or the above, please contact Southeast
Export and Import Promotion
Consultancy 1td. Tel. 227543, Nairobi.

INTRODUCTIONS
We wish to introduce the following:

Southeast Export and Import Promotion
Consultancy Limited visited our offices rocently
and informed us they Meal im: Market
Research, Provision of ‘Market Information,
Development of Programmes for Export
Oricated Organizations and Conducting of
Scminars and Workshops. Tbeir Address is:
Southeast Export and Import Promotion
Consultancy Lid. Chaka Rosd Hurlinghars,
P.O. Box 57988, NAIROBI Tel. 723427/1

Seven Fourteen Limited - This firm deals in:
Refrigeration, Airconditioning and Electric
Motor rewinding. Their address is Seven
Fourteen Limited P. O. Box 57002, NAIROBI
Tel. 790639

Export Development Services - Thoy promots
trade in the Eastern and Southern Africa sub-
region through training and trade information
and dissemination. They also carry out market
research and provide consultancy on arcas of
export marketing., Their address is: Export
Development Services P.O. Box 41577 Nairobi
Tel. 222932 Fax. 225089.

Please note that these companies have not
been recommended or endorsed by the
FPEAK Board. Any dealings with them is
entircly at your own risk and discretion.

NEW FPEAK OFFICER

The FPEAK Board is pleased to announce
the hiring of Ms. Loma Laboso as
Executive Officer. Members are invited to
meet her personally at the FPEAK offices.
Ms. Laboso brings to FPEAK previous
experience in Kenya Tea Growers
Association. Welcome her aboard!

FPEAK, P.O. Box 22840 Nairobi; Tel. 448297/445795; Mpaka Plaza, 4th Floor, Mpaka Road, Westiands;
Office Hours: Monday-Friday 8:00-1:00 & 2:00-5:00. Ms. Lorna Labosa, FPEAK Executive Officer.



Fresh Produce .

Exporter

A Monthly Newsletter of the Fresh Produce Exporters’ Association of Kenya

November 1993

Air France Strike

On Octoter 12th, Air France workens in Panis went on stnke,
dealing a big blow to Kenyan horticulturd exporters. FPEAK
nuested assistance and representation from COLEACP in Panss,
Asaresult, there was an Air Frince Cargo flight from Narobi to
BruselsonOvtober 22nd. FPEAK s wrote to the Frue Trade
Commission Counsellor protesting the stnke and asking hum to
nuke knowntothe French Govemment the repercussions the stnke
would have on Kenyan exporters. . This was reported by the
newspupens and the World News.,

Meanwtile, COLEACP mfonmed FPEAK that it should punue
clums forallshipments which were refusad by importers due to late
ornon-delivery by A France since October 13th, FPEAK Board
Member Mr. J. Chiephwony is puntiag the question of chiims on
behatlf of the Association and further detals wall be commusicated
1o members,

Airfreight Rates Increased by Kenya Airways

During October, Kenya Ainways issued a aarcular mereising
freight rates for fruits, vegetables and flowers and also
introducing a surcharge of $0.10/kg for all consignments
shipped from Kenya, The FPEAK Board nret on October 7th
and strongly protested this increase. The Charmuan was asked
to use every available resource to rejeet this move by Kenya
Airways including calling a meeting of all exporters.

Subscequently, a nxeting was called for all airlines, Board of
Aitlines representatives, the Civil Aviation Board, the
Horticultural Crops Development Authonty (HCDA), and
representatives of exporters, The meeting agreed that Kenya
Arrways should withdraw the circular covering horticultural
produce and allow exporters to negotiate rates hased on last
scason's freight rates.

FPEAK would welcome members' comments on this matter.

Workshop on Cut Flowers

A JETRO-sponsored  workshop was held on October 28th
entitled *Promoting Export of Cut Flowers from Kenya to the
Japanese Market.™ Mr. Susumu Sugiyama, Chairman of the
Japan Cutflower Importers Association and Guest Speaker for
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the day, challenged Kenyans to explore the possibilities of
trading in Japian. He informed the participants that countnes
such as Colombia are the same distance as Kenya from Japan
and have no direct flights, yet still export over 13 million
stemsa year tothe Japanese nurket. He amused the participants
when he said Kenyan Flowers get to Japan by “aceident™ via
Holland and wondered why Kenya cannot tap the money by
doing direct business with Japan. A brief overview of the
Japanese cut flower marketis given below Page 2. Additional
information on the Japanese market is available in FPEAK s
resouree centre, including copies of workshop presentations
by FPEAK Charrman K. Mulwa and KEDS Chief of Party P
Guenette.

FPEAK a5 very keen to follow up on this very important
seminar, Therefore, cut flower exporters be on the lookout
-- FPEAK will soon be holding a follow-up seminar to discuss
taking advantage of Japanese market opportunitics.

FPEAK Launching Weekly Market
Price Reporting Service for Members

FPEAK, asit continuesto expandservices tomembers,
is lnunching & weekly fax service on wholesale prices
recelved for Kenyan frults, vegetables nnd cut flowers
in key European and Middle Eastern markets, 1t is
hoped that the service will provide Kenyan exporters
withameans to monitor prices actually received In the
marketplace for thelr produce, and any varintlons
between markets.

The reports are derived from data provided by the
International Trude Centre's Market News Service,
to which FPEAK has recently acquired direct dectronic
uccess. Additional Information on other markets and
key competitor prices will bemadeavailuble at FPEAK
offices.

Al FPEAK members will recelve a one month’s trial
subcription via facsimile transmission, To remaln on
the distrihution list after this period, contact FPEAK
offices for subscription rates. Comments and
sugpestions on format and content of the reports are
welcome,


http:esk.i.ny

Ttie Japanese Cut Flower Market at a'Glance:

Domestic Production

19,000 hextares (7,500 ha covered, 11,500 open air)
Estinuted 75,000 growers s
6 hillion stens annually: chrysanthemum (36 %), carnations (14%), roses (8 %), statice (3%), bulb flowers
(10%).
Import Supply
Iimport market estimated at around USS140 million.
Top Ten Suppliers (by value): Holland, Thailand, Singapore, New Zealand, USA, Taiwan, Australia,
Colombia, Mauntius, South Afnica,
Largest Import Vaneties (based on number of stems): orchids, ferns, chrysanthemums, bear grass, carnations,

roses.

Market Prospects

Imiports have more than tnpled since 1985.

1992 muuket fower due to recession, weather and over supply.

Japan has fourth highest per capita consumption of cut flowers after aly, Norway and Switzerland making it
one of the Largest cut flower markets i the world.

Room for new supphiers to the market if they meet stingent quahity grades and standards, impost regulations,

K and are competitively priced.

The Multiples Hold the Lion Share

A recent article noted that three food retlers: Tesco PLC, J.
Samnsbury PLC and Sateway, a umt of Argyll Group PLC,
control about 60% of the U.K Market, The three supermarket
chains lost their court challenye o Costeo Wholesule
Corporation, a Seattle discounter about to open a discount
wirchouse store in the U K. The Bntish retailers had argued
that Costeo should be classified as a retmler rather than as a
wholesaler for zoning purposes,

(Wall Street Journal Europe)

Israel Avocado Exports Increase

Agrexco Lid., a major Israchi exporter of fresh produce,
announced that it plans to market 40,000 tons of avocadaos this
season, up from 27,000 tons last year.  Agrexco plans to
increase sales of pre-ripened (“ready to eat™) avocados after
good trials last year in a number of French supermarket
chains. (Eurofruit)

Constantia International Increases
Purchases of Kenyan Fresh Produce

The October issue of Eurofruit reports that Constantia
International Ltd., a major UK. importer of fresh produce,
has expanded ity purchases from Kenya,  Constantia s
purchasing from contracted growers nosth of Nairoby, where
new packhouse and coohing facilibies are expected to further

expand purchases of high-value pre-packed mangetout, sugar
snaps, and baby vepetables. Constantis, whose purchases are
prmanly comprised of green beans, expeets to see a larger
proportion of new products in their import mix. (Eurofrait)

European Consumer Survey on Fresh
Produce

According to a recent article in Fresh Produce Journal
European consumers are now demanding more whenshopping
for fresh produce. The survey reports that consumers expect
awider range of produce sin stores, a pood presentationand are
iterested in receving product information (i.e. recipes,
nutritional advice, and details on how to ripen/prepare). The
consumers also express interest in country of origimand some
would like 1o see more orgameally grown produce.

(Fresh Produce Journal)

Spanish Experimenting with Growing
Lychees

The Municipal Board of Subtropical Cultivation in
Aleumenecar, Spain has planted 2,000 square metres in
lychees according to the Fresh Produce Journal. Although
not at a commercial level as of yet, early trials went well this
year,  The Fresh Produce Journal estimates European
consumption at between 1,000 to 2,000 tons per year, with
ment current demand being niet by Afrnica,

(Fresh Produce Journal)
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FPEAK Board Member Visits Overseas
Trade Shows

Mr. David Gray, a member of the FPEAK Board recently

visited several overseas trade shows (Plantex in Germany,
Aftex in London, and Hong Kong and Thatland Exhibions).
Anyone wishing addinonal information should vontact him
his office at Brooke Bond Kenya Lid., Norfolk Towers,
Nairobi (Tel. 229951).

HORTEC '94 at Kenyatta Conference
Centre, Nairobi (16th-19th March)

Events and Conference Organisers in collaboration with
Fresh Produce Exporters Association of Kenya will hold an
Exhibition of Suppliers to the Horticultural and Floricultural
Industry. Alongside this, FPEAK intends to have a produce
show where members can exhibit their produce to buyers
invited to the show. FPEAK would appreaiate any comments
and expressions of interestinexhibiting by individual exporters.
Special rates will be available for FPEAK exhibitors.,

Local Firm Provides Services to the
Horticultural Sector

Danck (K) Ltd. is a multi-discipline service firm with a
missionof providing quality consultaney and advisory services.,
The Company's head offices are in Kenindia Assurance
Building oft Enterprise Road, Industrial Area, Nairobr. The
Company has two services groups:

Water and Agro-Serviees providing a comprehensive
range of arrigatton engineenng services o chents i the
horticulture sub-sector, including drip irngation for flowers,
vegetables and tree crops.

Management Consultancy  providing advisory
services in the form of project development, preparation of
feasibility studies, preparation of business plans, market
rescarch, and computer systems analyss, desipgns and
development.

For further information please contact Danek (K) Ltd. at P.O.
Box 7823, Nairobs, Tel. 542323, Fax. 545860.

Installation of Pre-Cooling Facility by
Mt. Kenya Producers and Processors

Mt. Kenya Producers and Processors plans to install a Pre-
cooling facility at Katheri Muarket. This facility 1s expected
to improve the quality of french beans coming from Meru, and
further to have an overall effect onthe European market which
is very quality conscious with regards to fresh produce. For
further information contact H. Mugambi MWerena, General
Manager, at . O. Box 339500, Nairohi (Fax: 218715).
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South African Horticultural Specialist
Seeks Employment

FPEAK has received a letter of application for employment
froma Mr. Cristo Du Preezof Private Bag, X 401 SKUKIZA
1350, Republic of South Afnica. Mr. Cnisto, whole holds a
Bachelors degree 1n Agnculture, is especially interested in
horticultural activities in Lake Naivasha area,  He has
commercial expenience on a farm in South Africa and as a
techmical advisor on an irngation research scheme.

September Exports Down 2 Perceni,
Year-to-Date Exports Up 8 Percent

Kenyan exports of fresh hortlcultural crops for the
fint nine months of 1993 increased to 43,681 metric
tons, up 8 % from levels for the same perfod in 1992,
uccording to statistics released by the Horticultural
Crups Development Authority (HCDA). Thisls despite
1 2% decline in exports for the month of September
1993 from September 1992 levels.

Cut flower exports showed the most growth for the
first nine months, jumping over 20% to 14,950 MTs,
Expaorts in September, however, where down 8.5%
from 1992 levels,

Fresh fruit exports increased nearly 6% in the finst
nine months, with melon, pincapple, passionfrult,
wangoes and avocadosall posting Inereases during the
perlod. Exports of strawberries, lemons/limes, and
miscellancous fruits witnessed sharp declines, For the
monthof September, total fruit exports Increased 5%,

Despitea decline of nearly 9% on french bean exports
during the period January-September, total vegetable
exports managed to Increwse just over one percent
thunks largely to Increases in exports of okru,
aubergines, and miscellaneous vegetables. September
exports of fresh vegetables increased by less than 1%,

The United Kingdom continues to ranain the top
export market with a 30% export share, helped by 2
moderate 8 pereent increase In exports for the perlod.
Kenyan exports to Holland Increased nearly 30% In
1993, making it the second largest export market with
128% shire, while France has fallen to third position
(18% export share) as Its imports of Kenyan produce
dropped 16 percent. See Table A on Paged for export
share und growth rate for leading markets,

Detailed statistics on Kenyan horticultural export
performance for the September and year-to-date
periods are available at the FPEAK office.
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TABLE A
KMAP'S Programme

Medium level executives with esperience in the formal sector Kenyan Export Markets - Growth Rates & Market Share
will fromeeatly next year benefit froma training imtiative that Jun-Sept 1992/93, hased on weight
will equip them with adequate skills for business
development. The progect is beiny introduced through the Export 1992 1993
Kenya Mamagement Training Programme (KMAP) with Growth Export Export
financial and technical support from the British Overseas Rate Share Share
Development Administration (ODA).
U.K 71.9% 30.5% 30.4%
The instiative, to be known as the Business Growth Training Holland 29.5% 229% 27.5%
Unit (BGTU), has a spectal component for female managers France -16.1% 23.8% 18.5%
tadored to increase number and perfornunce of women Germany 22.8% 8.0% 9.1%
managing and owning small businesses. Other objectives of Switzerland 83.7% 2.2% 19%
the inttiative include raising job opportunitics and inconies in Belgium -36.9% 4.4% 2.6%
the formal small scale sector and increasing the number of Saudi Arabia  -23.4% 1.3% 0.9%
medinn scale ventures with § 1o 50 employees. Dybouti 22.3% 0.0% 0.6%
Sweden -14.0% 0.2% 0.1%
Others 12.0% 6.1% 6.3%

The programme is a package of five core courses relevant to
the Kenyan situation, which will be provided in hiaison with
a major U.K. business school during 12 clissroom days
spread over six months. The lectures will dwell on business
start-up, survival, growth, internationalisation and women’s
access tioning., (Economic Review)

R e L

pcomir

4 U g Overseas Trade Shows’
United Fresh Froit & Vegetable Association (Feb 12-15,1994, San Diepo, Califorma, U S A)- United's annual show attricts
over 6,000 prowers retalers, shippers, brohers and wholesalers from the commercial fresh fantand vegetable industry. Their
mternational trade forum emphasizes global pohcy trends and impacts on the trade. Throughont the show, UFFVA offers

workshops on quakits control, production, marketing and regnlitory procedures to members and non-members.

ROKA - Food and Beverage Show (Feb 20-23, 1994, Utrecht, Holland) - Featured are a vanety of presentations, attractions,
events and meetings, all orgamzed by the Trade Fair tocther with market partners. Visitors include those from the food retail
and wholesale trade, foodindustries, and the hotel, restanrant and catenng imdustiy. The focus is not only on food and drink but
also on non-food products and reenling systems

IKOFA - International Trade Fair for the Food Industry, Specialties, Shapfitting and Equipment (March 1994, Stuttgart,
Gernmany) - This brenntal event focuses on foodstufls and senn-luxines, beverages, superior food and drink, delicacies and
delhicatessen products, fresh fish, seafood, crustaceons, fruit and vegetables, exotic foods, meat and confectionary, dietary and
health foods, wine, spirits, alcohalic and non-alcohulic bes erages, frozen foods and ready meals, modern room decor and the latest

operating technologies

Food and Drink EXPO '94 (March 2-23, 1994, London, England) - A new biannual food trade fair, International Food and Drink
Expois expected tobe launched i 1994, and will combine four fairs. the Food and Drink Fair, the Catering Fair; Fresh Produce
Fair; and the Food Senvices Fair. This EXPO will provide a commercial forum where exhibitors and visitors from both calering

and retail can network; over 800 international exhibtors and 30,000 attendees are expected. )
Eresh Produce Exporter is a monthly publication of the Fresh Produce Exporters’ Association

of Kenya (FPEAK). Subscriptions are free of charge to FPEAK members. Non-members
should contact the FPEAK offices for susheription rates, '

FPEAK, P.O. Box 22840, Nairobi, Kenya : -
Mpaka Plaza, 4th Floor, Mpaka Road, Westlands =~
Tel:448297 ® Fax:445795 =~ -
Office Hours: Monday-Friday 8:00-1:00 & 2:00-5:00
Ms. Loma Laboso, FPEAK Executive Officer

/A
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An Explanation of FPEAK Market Price
Reports

What types of data are given and how is the data organized?

The price data is presented in three columns: current week,
previous week, and change from previous week (1n percentage
terms).

The prices as reported in the FPEAK narket service nre given
in unweighted averages and have been converted to a umit value
in U.S. dollars per stem in the case of cut flowers; per kilogram
(unless otherwise stated) in the case of fresh frunts and veg-
etables. The exchange rate for the week is also given for each
country.

The price is that received by the tmporter from the wholesaler.
Tins is nof the price received by the exporter in Kenya. To get
hack to this price, the exporter should deduct any intermediate
charges, i.¢ importer mark-ups, transportation, handling,
commissions, elc.

What kind of information do the price reports provide the
Kenyan exporter?

The reports highlight price differentials between markets,
varicties and sizes. For instance: What are the price differen-
tials for extra-fine beans in the Netherlands and Germany? What
premium is received for prepacked extra-fine beans?

The reponts alsoprovide price trends week -to-week and monthly
(the latter will be a repular feature of Fresh Produce Exporter).
As our pnce database grows, FPEAK will also be able 1o
analyses price fluctuations depending on seasonality of supply
to hetter identify marketing windows.

Subscribers to the price reports also have access to the full
Market News Service reports in the FPEAK Resource Centre.
FPEAK staff will assist members 1in reviewing this reports,
which, amongst other things, will show price differennials
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received by different competitor countries, Products, other
than those included in the weekly facsimile service, will also
be available in the reports on file in the resource centre.

How can I get more infonnation?

Contact FPEAK offices in order to receive a complimentary
facstnule transmussion of cither an Europe/Middle East Fruit
and Vegetable Report or a European Cut Flower Report. After
viewing your free copy, you may subscribe at Jow introduc-
tory subscription rates.

HORTEC ‘94 is explained elsewhere in this publication.
Ths feature, which will run monthly from now until the
show takes place, is to assist those firms exhibiting with
preparation.  If your firm is to successfully exhibit at
HORTEC *94, you must decide pow if you are going to
exhibit so that you can begin planning before the holidays.
Your prionties this month should be:

®  Make the decision to exhibit or not; the decision
to exhibit means you have to plan on a provisional
hudget for the show including approximate stand costs,
promotional materials and personnel.

®  Bepin keeping a journal to track your planning for
the show; begin 1o store relevant documents, including
the HORTEC ‘94 brochure and floor plan,

®  Draft a document on your company including
product information; provide this to show management
for inctusion 1n the show directory.

®  Reserve your space in the exhibition, taking into
consideration its location, ncarby exbibitors and any
special utility access your exhibit will require.

®  Schedule the exhibition into your calendar to
ensure the availability of appropriate managers from
your company in the weeks immediately pnor 1o and
duning the show.

Coming in the January Issue: Pre-registration list,
seminars, booth design, promotions.

'HORTEC '94 Preparation
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Major Horticultural
Exhibition Scheduled
for March 1994

Kenya's horticultural industry is set to receive a nassive boost
from an exhibition scheduled for March next year.

Hortec ‘94 will bring together suppliers, producers and buyers
in a two part exhibition which has the backing of the Horticul-
tural Crop Development Authonty and the active involvement
of Fresh Produce Exporters Association of Kenya (FPEAK).
The Kenya Export Development Support (KEDS), a USAID
backed project which provides assistance to FPEAK and HCDA
is also backing the exhibition.

Initially concerved as a forum for suppliers to the industry to
exhibit to the assembled horticultural producers of Kenya,
Hortec quickly expanded to become a two part exhibition
featuring growers and producers as exhibitors as well. Exhibi-
tion director, Charles Campbell Clause of Natrobi-based Event
& Conference Orgamsers uncovered huge enthusiasm from
buyersand importers of horticultural produce overseas to see the
finest Kenya has to offer.

Says Campbell Clause, “1 recently returned from Aalsmeer 1n
Holland, the world centre of the cut flower business. Aside from
meetiny very many supphiers of everything from greenhouses,
trnigation and refrigeration systems and so on, who are cager to
come, | abo found great interest from buvers. These buyers
clearly feel that this would be anideal opportunity to appraise
themselves of the range and quahity of products now available
from Kenya.

“What also became clear to me s that, 1n view of the fact that
Kenya supplies over 25% of Holland's imported cut flowers, 1t
1s imperative that Kenyan growers start to seek out new markets
from themselves. Hortee will provide them with an opportunity
to do just that™

The factors which have nude Kenya a mujor player on the world
horticultural stage are1deal growing conditions, lower produc-
tion costs, top quality output ete. are also enjoyed to a preater
or lesser degree by other Afnican countnies. Uganda, Tanzania,
Ethiopia, Zambia, Zimbabwe and others have expanding horti-
culture industries, and will also be able to henefit from Hortec's
opportunities.

Already the third biggest foreign exchange earner for the
country, Kenyan horticulture continues to expand and 1s
acknowledged as the producer of some of the finest frun,
vegetables and cut flowers in the world.

The Government has, in recent months, developed vanous
inhatives, such as foreign exchange retention, which show its
commitment to this vital industry.  These same hberalisation
policies are encouraging more investment into the whole horti-
cultural industry.

(%]

HCDA's Export Crop Manual

HCDA with the assistance of the KEDS Project has produced
a prototype EXPORT CROP MANUAL for use by horticul-
tural farmers, extension workers, exporters and importers.
The Manual has three components:

i) The Production Manual covers select export fruit, cut
flowers/cut fohage and vegetables and is targeted primarily at
growers and extension workers. :

i) The Postharvest Handling and Marketing Manual
covers postharvest lechnology and export marketing and is
especially targete. to extension workers, gizders, exporters
and inspectors.

1) The Promotion Manual is to help exporters, Kenyan
embassies and foreign embassies in Kenya to market and sell
Kenyan horticulture produce to overseas markets, This manual
includesa horticultural produce seasonality (availability) chart.

The prototype nunual is being circulated to the Minstry of
Agriculture, KARI and other interested parties for comments
0 as 1o improve the overall quality and acceptability of the
manuals. HCDA will take into account comments and contri-
butions recerved before finalising the production of the 1st
Edition of the manuals early in 1994,

One copy of the prototype manual will soon be at the FPEAK
Library. FPEAK members, are requested to study relevant
parts of the manuals concerning their operations and make their
comments/contributions to help in the production of better
quahity and useful manuals for use by the horticulture industry
in Kenya.

Cameroon Comes Direct

The First direct shipping line from Cameroon, shipping ba-
nanas into the UK has been established with Newhaven and

Dover handling the first arrivals,

Nigel Law, of Compaignie Fruitiere (UK) Ltd. whose com-
pany has strong links with Cameroon, behieves that this move
offers great potential for the future. He commented: "this new
regular facility recogmises the very favourable response to date
from our customers 1o these high quality bananas and we look
forward to the continuing expansion of this part of our
bustiness. ™ Compagnie Fruttiere Group grows and exports over
90,000 tonnes of Cameroon bananas as well as producing
pineapples in the lvory Coast. It has recently opened 2 U.K.
subsidiary.

Dole Fresh Fruit Company owns 37 percent of the group
holding company and the majonty of the Cameroon fruit is

packed under the Dole brand.
(Fresh Produce Journal)

Fresh Produce Eaporter @ Deceniber 1993
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Commodity Export Policies and Strategies
in African Countries in a process of
Structural Adjustment:

Cotton, Tea and Horticultural Products

The Chairman Kasanga Mulwa attended a Workshop in Dar-es-
salam on 23-27th November. The theme of the workshop was
=Commodity Export Policies and Strategies in Afnican Coun-
trics in a process of Structural Adjustment: cotton, tea and
horticultural products™.  The Workshop was orgamsed by
United Nations Conference on Trade and Development
(UNCTAD),

The Workshop discussed:-

1) The formulation and implementation of Government
policies in a deregulated framework,

2) The roles and responsibilities of the Government and
the Private Sector in restructuring of policies and strategies for
production and expert marketing of the commodities.

3 The need for pohicies and tasks affecting a commodity
sector which are best undertaken through partnership between
the Government and the Commuodity Sector.

4) Whether there should be a distinction between the
support provided by the Government to traditional and non-
traditional sectors.

The workshop wus attended by representatives from Ethiopra,
Kenya Uganda, Tanzania, Malawi and Zimbabwe.

Besides the papers presented by the Resource persons who were
from Israel, Coleacp, UNCTAD, ITC, FAO and UNDP ecach
representative presented a paper onhis arhercountry's position,
For FPEAK, the Chairman presented a paper outhining the role
the Association has played in the past and is playing 1n Kenya
Horticultural Industry.

The Resolutions adopted by the Workshop will be circulated to
the governments and participants by UNCTAD and we shall
inform you when we have get these.

Austria Introduces the Green Dot

The Green Dot on packaging became obligatory in Austria from
October 1, 1993. Packaging incirculation on the market has to
be taken back (from where the product, which itcontained, was
purchased) and processedrrecycled, just as s the regulation 1n
France and Germany. Companies are allowed to subcontract the
processing to third parties. In Austnia'’s case, this 1s Alistoff
Recyching Austna AG which, following Germany's DSD and
France's Eco-Emballages, also works with the Green Dot
system.

Source CBI News Bulletin

Fresh Produce Exporter ® December 1993

KAHL Handling Charges & VAT on Produce

Please note that the Kenya Airfresght Handling Limited charge
USS 0.01 per Kg for all produce. KAHL and Agents Fees arc
not subject to V.A.T.

E.C.-Morocco Free Trade Agreement in the
Works

The European Community and Morocco, despite opposition
from Southern European countries, is progressing in their
negotiations for a free trade agreement which will further open
EC marketsto Moroccan fresh produce. Morocco is a major and
growing supplier to the EC of fresh fruits, vegetables, and cut
flowers.

{Fresh Produce Journal)

EC Pepino Market Expected to Expand

The Fresh Produce Journal reports that Dutch growers are
entering into the Market for the small speciality Pepino melon.
The melon has gained populanity 1n Europe over the past several
years, with most imports entering from Chile, New Zealand,
Isracl and Columbia. U.K. growers in Guernsey have com-
pleted production tnials of the melon, while French growers in
Bnittany are currently conducting production trials under glass.

(Fresh Produce Journal)

Air France Strike Claims (continued)

In the November issue of Fresh Produce Exporter it was
reported that FPEAK, through Mr. Chepkwony was pursuing
the question of claims resulting from produce not cleared due to
the strike by Air France personnel.

Members whose produce were not cleared because of the strike
should, as soon as possible channe! thesr claims through their
agents to write to Cargo Manger, Air France, Nairobi, copied
to the Regional Manager of Air France. copies of the following
should be supplied.

Airway Bill
C.D. 3 Forms
Copies of Invoices

FPEAK Membership Directory

FPEAK s in the process of producing its first membership
directory, which will be distributed to members and at overseas
trade fairs. The manual will be produced using high quality desk
top publishing software, and include information of FPEAK,
Kenyan Produce availability, and company information (name,
address, telephone,facsimile, and products). If you have not
received a call from the Association venfying your contact
information and obtaining a hist of specific horticultural prod-
ucts, contact Lorna Laboso immediately to do so.



FPEAK has distributed three free samples of its weekly price
information service to those fruit/vegetable and cut flower
exporters with facsimile machines. In the process we have
noticed that many of the fax numbers which we have on file for
members are either not fax numbers or are out of service. If you
have not received a sample pnce report (and have a fax
machine), contact FPEAK immediately. In future, price reports
will be distributed in the evenings or on weekends so as to reduce
the time required 1o fax the reports because of busy lines.

The weekly price reports are being offered at the following low
annual subscription rate,

Fruit and Vegetable - Europe/Middle East Kshs.4,800
Cut Flowers - Europe Kshs.3,800

Subscribers to the service will also have unlimited access to
additional ITC Market News Service price reports available in
the FPEAK Resource Centre. The FPEAK price information
service will only continue if sufficient interest is shown by
members.  Members without Facsimile machines can contact
FPEAK to make alternative distribution meihods.

New Organization to help Small Enterprises

Luncheon, Luncheon, Luncheons v e e e oo eeec e

At the Serena Hotel Nawrobr on Thursday 20th January 1994
Shides to be shown and Report from the Produce Marketing
Association International Trade Fair held in Washington D.C. in
October 1993, Members interested should contact Loraa Laboso
for the cost of the luncheon.

The Small Enterprises Professional Services is a new NGC
geared to help small and medium size businesses to achieve
profitability, sustainability and growth. It also provide
managenal and technical assistance. For further informatior
contact ‘

The General Manager
SEPSO Ltd.

P. O. Box 50684
NAIROBI

Tel. 448576/357/444463

RO ABAGLG D ABAB QB VGUBABHF GG

Merry Christmas
and a
Prosperous New Year
Jrom
The Chairman,
Board of Directors &
Staff of FPEAK.

BOXS OB SR BB SRS KBS ARG

UPCOMING 'OVERQEAS EXHIBITIONS FOR 1994

Grower Expo'94, Rosemont, Illinois, USA Jan 8-11th, 1994
Exiflo Moroceo'94, Marrakech Morocco Jan 14-16, 1994

British Growers Look Ahead Birmingham U.K. Jan 19-20,
1994

Tropical Plant Industry Exhibition 20-22 Jan Ft. Lauderdale,
Flonda, USA

NTV, Rpi-Amstcrdum, The Netherlands Jan 25-28, 1994

Hotmatac et Paysage, Lyson, France Feb 3-5, 1994

Agriflor '94 Mexico City Mexico Feb, 16-18,1994
IPM Essen, Germary Feb.18-20,1994

Aviv '94 Expo Feb.21-26,1994 Aviv Packing House
Hadera, Israel

Florasur' 94, March 3-6,1994 Chipiona, Spain
Florex, March 13-17,1994 Brussels, Belgium

Florantalya 29 March -3 April, 1994 Antalya, Turkey

Fresh Produce Exporter is a monthly publication of the Fresh Produce Exporters’ Association of Kenya (FPEAK).
Subscriptions are free of charge to FPEAK members. Non-members should contact the FPEAK offices for 1uhscnpnon rates.
FPEAK, 4th Flour, Mpaka Plaza, Mpaka Road, Westlands, Tel 348297 Fux, 448295 P.O. Box 22840

Office Hours: Monday - Friday 8.00 - .00 & 2,00 - 5,00, Ms Lorna Laboso, FPEAK Exccutive Officer.

4 Fresh Produce Exporter @ December 199)

Fresh Produce Exporter ® December 199)
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Serving the Horticuilyrgl Industry

HCDA Completes Production and Posthg, v st Manuals for Key Export
Crops

HCDA, with support from the USAID-funded Kenya Export Development Support (KEDS), recent!s completed
prototype copies of production and postharyest manuald on mayjor frrt yegetable, herb and cut fiower export
commodities 'l'hcm;uumls:uclnrgc(cd;uhomcuhm:\lcxporl f;mncrs,c.\lcnsmnuﬂ'xccrs,c.\‘porlcrs,mldhonicullurnl
associations

The prototype versionisundergoing alimited ciculstion, durmy November "3 1o January W4, o allow as many people
workmg within the Kenvan horticultural industiy to provude comments and insights, prior to publication and a more

widespread circulation This newsletter will regularly publish excerpts from the manuals,

HORTEC ’94 a Showcase of declmeinyields, pod malformation and decline inshel (ife.
Suppliers to the Horticultural !-'urs;nowpc:ls|l‘isbuc;mscnﬁnadcqmlccrgpprolcclion
Industr measures resubting to black spot,characterised by small
n y circular spots on the pods which later wmn black, The

i Finfected podsbccomcunmnrl.clnblmluclothspols.'H\c
HORTEC ")4,ancxhibnionofsupplicrs tothehorncul- | recommended control measures are the use of clean
turallindustry, is scheduled for Mareh 16-19, 1994 atthe seed, astrict fungicidal spray regime and proper cultural
Kenyatta International Conference Centre in Natrobi practicesep staking, removal of debris of old crop and
The organizers, Event and Conference Orpanisers Lid | croprotation

expectexhibitors dealing with fertilizers, inance, irnga-
tionequipment, freight forwarding and cleanig, refnper-
ated Slorcs,compulcrsoﬁ\\'arc,n\\xdcrm\gcoflmrlxcul-
tural mputs, production, packhouse and storage equip-
ment. Horticultural Crops Development Authonty will

2

Spot News

2,

participate. PY The quality of green beans raise major con
cernin France. Exporters/growers are urgently

Quality Deterioration of requested 1o acquire clean seeds from repuiable
sources otherwise we may lose our share of the

Green Beans and S-ow Peas. market
' @ The condition of cartons on arrival in the
Therehas beenamaiked detenorationofquality of green |
beans and snowpeas. For greenbeans, tis 1satnbutable |
touse ofthe poor quality seeds, mainly from farmers'crop
for more than one season by growers with consequent

mai! etsas deplorable Please watch the
strength of your cartons and replace wet
cartons before shipment.

The Horncultueal Newy Decomine 1973

1
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CONVERGENCE OF OFFICIAL AND HARKET FOREIGH EXCHANGE RATES

Following the appreciatfon of the Kenya shilllng in the interbank
varket over the lant few weeks, the offfcial and market exchange
rates have virtually converged. As of 15th October, 1993 the official

mean exchange rates for Kshe. to the US dollar was Shs.67.32 against

"5ho.69.16 in the {nterbank market. Ao & consequence of this pooitive

dé¢velopaoent, the Central Bank of Kenya, affective 19th October, 1993

will be applying market rates to determina the official exchange rates.

This dcvclopbunt {s a clear indication of the stabligation of Kenya

currency and a polnter to a brighter future.

This nove will encourage exporters as they will be pald at market ratcs

for the 50% of the retention funds that io surrendered to the Central

Bank. Exporters will thercfore cffectively be receiving 1007 of thair
\

export proceeds at market rates from 19ch October, 1993,
The present arrangements on retention account will remain unchanged.
May I take this opportunity to urge all our preaent and potential

exporters to accelerate their export drive in order to take advantagye

of this improved exchange rate lncentive,

Hon. W. Musalia Mudavadi
MINISTER FOR FINANCE

/A


http:Sho.69.16
http:ShB.67.32
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FRESH PRODUCE EXPORTERS 10, gos 2280
ASSOCIATION OF KENYA. NAIROBI

Kenya
Tel: 4457957448297

DATE:
OUR REF: KEDS/1/93 21 December 1993

YOUR REF:

Mr. Paul Guenette
The Chicf of Party
The KEDS Project
P. O. Box 40312
NAIROBI

Dear Paul,

TRAINING: NEWSLETTER PUBLISHING, RESOURCE LIBRARY, WHOLESALE
PRICE INFORMATION, USE OF CD-ROM AND MARKET SURVEY
[ have just completed a months training in the subjects highlighted above,

I wish to thank the KEDS project on my own behalf as a participant and on behalf of the
Association which will greatly benefit as a result of the training.

a) We have now comperterised the FPEAK Library and coded it in the CDS/ISIS
Programme so that anyone requiring information need only specify the subject matter
and we can carry out a computer search for the relevant publication,

b) We now produce the Newsletter using the Pagemaker Programme which makes the
publication both easier and more attractive.

c) With the Installation of the Market News Service Programme we can obtain up to
date weekly wholesale prices of Horticultural Produce in Europe and the Middle East

and disseminate this to our members.

d) We arc also able to do a Market survey of our produce.

) )')
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I wish to reiterate the invaluable assistance the Association has received from KEDS not to
mention your personal interest in the Association's development.

We look forward to continued support from the KEDS Project.

Yours faithfully,
for FRESH PRODUCE EXPORTERS ASSOCIATION

T _,"_/:;/
LORNA LABOSO
EXECUTIVE OFFICER

c.c. K. Mulwa - Chairman FPEAK
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THE KENYA ASSOCIATION OF MANUFACTURERS

(A company limited by Guarantee)
Chai
LYRIFFROND OROW P.O. Box 30228
Chie! Executive NAIROBI

J.W. KURIA BA.MA, RIMXTTONY 746021/2

Grams: FEDAG
Telex: 25715 XAM KE

Fax: 746028

9th December 1993

Kenya Export Development Support,
P.O. Box 40312,
NATIROBI.

Attention: Mr. Paul Guenette

Dear Sir,

KENYAN MANUFACTURERS PARTICIPATION
AT UGANDA INTERNATIONAL TRADE FAIR

I refer to our geveral digcussions on the performance of the
Kenyan exhibitors at the recent Uganda Trade Fair.

Through the financlal help from KEDS, the Assoclation was
able to get together manufacturers to go and exhibit at the first
ever Uganda International Trade Falir and hasten to add that over
USS 1 million of orders were negotiated and over USS 100 million
are under serious negotiations. By this time I am sure some more
deals have gone through.

The actual participation of KAM with an Information Centre
was regarded by all the exhibitors as very important by itmpacting
a sense of togetherness and as an interested party to the welfare
of membership.

The Assoclation was given a very prominent role not only by
the exhibitors as the leader of the delegation but also by the
Kenya Government, the Uganda Government, the Trade Fair
Organizers and Heads of State who visited the pavilion. The
Ugandan business community was very impressed by the range of
products on display and the ready information avallable on the
total Kenyan industry. We expect a turn-round on our trade with
PTA countries.

We have compiled a short report on the 1impact of our
participation, while giving a background of Ugandan economy for
Government conslderation. General recommendations and
conclusions on the future role of KAM, Private Sector and
Government are also appended.

TELEPHONE XIMEZLITRIY  746005/7

N
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A general circular has been sent out giving the report
outline and also requesting suggegtions on which trade fairs are
important to Kenyan manufacturers.

I will be in a position to discuss details after you have
gone through the report.

Yours faithfully,
A N\ ‘\\J Coe

"I\"'vV
20T,
\

KIARIE KAMANU
SENIOR EXECUTIVE OFFICER

c.c: Mr. H., S, Sagoo
Chairman
KAM Export Development Sector
NATROBI

1 Mr. K. Kang'au
Vice Chailrman
KAM Export Development Sector
NAIROBI

s
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JAPAN EXTERNAL TRADE ORGANIZATION

JETRO, Nalrobl

20 BOX 53735 Harob KENTA
Teicphones 22678 337022 338678
Teinr 225%

Cabies "JETRO® KAIRDBI

Far 334842

8th November 1993

Mr Paul Guenette

Keny Export Development Support (KEDS)
P.0.Box 40312

Nairobi

Dear Mr Guenctte,
JETRO would like to extend it's gratitude to you and your
organization for your participation in our cut-flower workshop

held at the Hotel Inter-continental on 28th October 1003,

Your presentation was very offcecetive and we are sure that the
r] . .. .' .
participants benefitted from it greatly,

We trust that the workshop increased the awarcness of the public

on the Japanese market and provided a forum for the producers
and exporters to express their views and opinitons of the trade,

Thanking you again,

Yours sincerely,

4

s

JXdCUT VE /D IC’IOR
;" NATROBI

JEPU
TR

Head Ofcs; Toigpe JAPAN
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JAPAN EXTERNAL TRADE ORGANIZATION

JETRO, Hairobl

P O BOL 53739 Narob KEHYA
Telephones 226741 337622 338578
Telex 22570

Cbles "JETRO® NA'ROBI!

Iax 334842

11th January 1994
Mr Paul Guennette
KEDS Project

P.0.Box 40312
Nairobi

Dear Sir,

RE: REPORT ON THE 1993 CUT FLOWER WORKSHOP

We are pleasced to enclose the final report of the aforementioned
workshop held on 28th October 1993 for promoting Kenyan cut-{lower
Lo the Japanese market,

The response we have received so far has been very enthuisiastic,
and we are presently working on plans for this year's events.

Once again we would like to thank you for your contribution
to the workshop and look forward to future communication.

Yours sincerely,

e

;7
S /’tl.
Y04

U 2 k X
)I;‘DU'I"Y/{{X ECUTIVE DIRECTOR
LJETRO: NATROBI

o 7

4
L 2
Ao

Head Office” Tokyo JAPAN
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ANNNVERSARY TOWERS 9TH FLOOR SOUTH TOWER (PEVERSITY WAY POBOY 40247 WA 308 FENTA PHONE « 254 0 2035347225535 FAX < 254 2 113013

M £ XPORT
MR PROMOTION
COUNCIL

Ref No. EPC/1 December 28, 1993

Mr. Paul Guenette

Chief of Party

Kenya Export Development Support (KEDS)
P. O. Box 40312

NAIROBI

A,,

Dear L s L

This is a personal note to thank you for your valuable contribution to the
work of the Council.

During the year, the Council working closely with other export promotion
bodies in private and public sectors, helped to focus national export and
investment drive; and assisted in creating a more conducive environment {or
exports and investment. It provided the needed dialogue and consultation
between the two sectors in solving problems related to production for
exports and attracting both domestic and foreign investors.

Most importantly, through its scctoral panels, the Council was able to
identify the major bottlenecks facing exporters and producers of export
goods and services and suggest ways of removing these constramts. The
Council is pleased to be associated with the on-going economic reform
measures instituted by the Government, ali of which are moves in the right
direction in the promotion of exports and private investment.

The Council Secretariat looks forward to your continued contribution to the
operations of the Council in 1994 and beyond. 1 wish you a happy and
prosperous New Year,

Accept the assurance of our highest considerations.

Yours sincerely
.

Al

. . i e -
L -

PETER W. MUTHOKA
SECRETARY/CHIEF EXECUTIVE

L
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STANDARD ON SUNDAY, November 21,1933

;T . - ) bt gl o VT TP WY inahalit s AU N LT3 S N
e KENYA EXPORT
‘ "DEVELOPMENT SUPPORT:-
: (A Project Funded By USAID) )
.’-i\{"; R LI TR Y 1- ) *>
o " The KE[_')'_j‘S'"Projec_:t
t Supports FPEAK.and HCDA
1 e

L Ty e o . PASEN .,
! The Kenya Export Development Support (KEDS) Project,
- funded by the United . States: Agency.for” Intemational
i Development (USAID),"if fimly comimitted to increasing
! Kenya's : fresh honicultural/gxborts,.;KEDS supports
 FPEAK, HCDA and allsexportersithrough market
' information systems, .neéwsletter” publishing, technical
- workshops and management assistance. '
S R - = R e Eie ol R ‘ '
The tonnage of fresh produce exports increased 15%
last year to over 57,000 metric.tons:' FPEAK and KEDS"
envision another 10% increase this year to over 62,000 -
metric tons. L otmmeme L
P AR THLTE s T
‘KEDS promotes high -:value{exports,.»increasing"iquality
to gamer premium pi ices,’pr’elpacking, and an integrated
-quality system to produce " products which meet the
- requirements of export markets.

Export More,in'941

Co s F <
THE KEDS Project, P.0. Box 40312 NAIROB|

. %@ L ITER

Annex S

72J .. .NTONYIRI HORTICULTURA
Import/Export™-" . " =*. .. .. EXPORTERS .
e b P 8. Box 70807 - Growcrs‘,-Packcrs, Exportérs ;
Nawrobl, Telephone: 217657, 217698 R o .
Fox: 331758 : Importers, Specialists in fruits -
vegcetables,

mangocs,

c.g. Passion fru

Mugaciku Wholesalers okra, kalecha, fre

established 1979

Exporters of Horticulture.

Specialised in: Mangoes - :
. Erench Beans

beans, dudhi and mangctout ¢

We also contract as suppliers.

Pineapples and o ' ;
-+ '+ Avocadoes'' -*~'Our brand name still remains
‘Other. friits and vegetables, en-- : :

quiries are welcome but orders
under 1 ton are not.welcome.

Current Account:No.* 2160186 at
Barclays, Quecnsway House,
Nairobi -

DEL-FRESH
Mercantile House,
.K'oinangc Street,

.. 1st Floor

.- Tel: 214708-214696
cel ciemens Fax+s 214A0K
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KEDS 1994 PLAN FOR

THE KENYA ASSOCIATION OF MANUFACTURERS (KAM)

The purpose of this plan is to set out the KEDS program goals for 1994 and
to clarify the role and responsibilities of the KEDS Project in regards to our
integrated support program for KAM. The following has been agreed upon
by KEDS and the KAM executives following an exchange of views.

KAM Export Scctor:  Henceforth, Mr. Guenette will attend KAM Export Sector
meetings. KEDS should be considered a non-voting supporter and observer.

Newsletter; KEDS will continue to provide topical materials which may be of interest
10 KAM Information Bulletin readers.

Resource Center: KEDS will continue to work with KAM staff to implement the
CDS/ISIS Resource Center management system, We also continue our availability to discuss
the procurement of desired reference materials when those materials are requested by KAM.

Trade Shows: KEDS will assist KAM's participation (strategy, booth design,
advertising/hand outs, seminars) at the following international trade shows in 1994:

KENTEX 94 (Nairobi, June 1994): and
The Dar es Salaam International Trade Fair (Tanzania, July 1994),

Market Information: KEDS continues to work with KAM to develop and put in place
an appropriate Market Information System. On a trial basis, the UNDP-funded Trade
Information Network (TINET) will be evaluated. If TINET is satisfactory, the KEDS
program will support TINET. If not, KEDS will assist KAM 1o search for an alternate.

Technical Workshops: KAM executives will determine in collaboration with the
KEDS Representative the priority areas in which KAM members require technical training,
KAM will participate in the design of the workshops, selection of trainers and management
of workshops.
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KEDS 1994 PLAN FOR

THE FRESH PRODUCE EXPORTERS ASSOCIATION OF KENYA (FPEAK)

The purpose of this plan is to set out the KEDS program goals for 1994 and
to clarify the role and responsibilities of the KEDS Project in regards to our
integrated support program for FPEAK. The following has been agreed upon
by KEDS and the FPEAK Board following an exchange of views.

Board Meetings: Henceforth, Mr. Guenette will attend FPEAK Board mectings at
the invitation of the Board. When participating in FPEAK Board meeting, KEDS should be
considered a non-voting supporter and observer.

Representation/Liaison;  The KEDS Project will henceforth be represented by its

Chicf of Party, Paul Guenette, at FPEAK meetings and functions. Mr. Guenette will be the
sole representative of the KEEDS Project at FPEAK Board mectings.

Newsletter; KEDS will continue to provide topical materials which may be of interest
to Fresh Produce Exporter readers.  The KEDS office in Norfolk Towers will assist in
resolving any technicai problems which may arise in the running of the FPEAK office by
FPEAK staff,

Resource Center; KEDS will continue to work with FPEAK staff to implement the
CDS/ISIS Resource Center management system.  We also contirue our availability to discuss
the procurement of desired reference materials when those materials are requested by
FPEAK.

Code of Practice; Mr. Guenette will continue his involvement in work on the Code
of Practice. ‘The Kenya Fresh Produce Declaration is now in draft form. Mr. Guenette will
continue to work on this matter with FPEAK's Marketing & Development Committee.

Trade Shows: KEDS will assist FPEAK's participation at HORTEC *94 (strategy,
booth design, advertising/hand outs, seminars). lan Morrell is the FPEAK liaison in this
function. Future trade shows to which KEDS will support FPEAK's participation include
SIAL (Paris, October 1994) and the Dubai Food Show (Dubai, January 1995).

Market Information; KEDS continues to work developing with FPEAK an appropriale
Market Information System. In addition to the ITC/UNCTAD Market News Service {MNS),
we will subscribe on FPEAK's behalf to COLEACP market news service so thal the
COLEACP information may be evaluated alongside the MNS. KEDS/FPEAK will then
develop an appropriate system and enhance its delivery mechanisins.

Technical Workshops: The FPEAK Board will determine in collaboration with the
KEDS Representative the priority arcas in which FPEAK members require technical training.
The FPEAK Board and staff will participate in the design of the workshops, selection of
trainers and management of workshops.
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KEDS 1994 PLAN FOR

THE HORTICULTURAL CROPS DEVELOPMENT AUTHORITY (IICDA)

The purpose of this plan is to set out the KEDS program goals for 1994 and
to clarify the role and responsibilities of the KEDS Project in regards to our
integrated support program for HCDA. The following has been agreed upon
by KEDS and the HCDA management following an exchange of views.

Representation/Ligison; The KEDS Project will henceforth be represented by its
Chief of Party, Paul Guenctie, at HHICDA meetings and functions.

Newsletter; KEDS will continue to provide topical materials which may be of interest
o The Horticultural News readers.

Resource Center;  KEDS will continue to work with HCDA staff to implement the
CDS/ISIS Resource Center management system.  We also continue our availability to discuss
the procurement of desired reference materials when those materials are requested by
FPEAK.

Export Crop Manual: KEDS will continue to work with the HCDA Task Force to
complete text-vetting ¢ nd solicitation of appropriate artwork.  DAI's home office will then
offer editorial services to produce a finished final copy.

Trade Shows: KEDS will assist HCDA's participation (strategy, booth design,
advertising/hand outs, seminars) at the following international trade shows in 1994:

HORTEC '94 in Nairobi;
SIAL (Paris, October 1994): and
The Dubai International Food Show (Dubai, January 1995).

Market Information; KEDS continues to work developing with HCDA an appropriale
Horticultural Export Data Information System.

Technical Workshops: The HCDA management will determine in collaboration with
the KEDS Representative the priority areas in which HCDA requires technical training. The
HCDA staff staff will participate in the design of the workshops, selection of trainers and
management of workshops.
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DOCUMENT | - FOR PUBLIC RELEASE

THE KEDS PROJECT PEMU EXPORT DEVELOPMENT FUND
ELIGIBILITY CRITERIA FOR FIRM LEVEL ASSISTANCE

1. OWNERSHIP & TYPE OF EXPORTS

Kenyan firms with privaic ownership and management actively engaged in or
commilied to the export of non-traditional products and scrvices and providing
significant added value. Priority will be given to firms already actively engaged in
exporting on a regular basis.

2. FIRM SIZE

Growth/expansion oriented Kenyan firms with at least total annual sales of US$
500,000 and/or export annual sales of $220,000 (Ksh 34 million and Ksh 15
million based on current exchange rate of Ksh68). Priority will be given to small
and medium sized firms,

3. PRIORITY INDUSTRIES - Priority will be given to the following industry scclors:
a) Horticulture

Ergsh - cut flowers, pre-packed fresh fruits and vegetables, high value bulk fruits
and vegetables representing new product entrants and/or new market entrants
consisient with strategic opportunities summanzed in the KEDS Export Market
Studies Serics.

Processed - fruit juices, IQF (individually quick frozen) vegetables, other high
quality processed products consistent with strategic opportunities summarized in
the KEDS Export Market Studies Series,

b) Manufacturing - medium-sized growth oriented firms providing significant
added value to products and utilizing less than 50% raw material imports.

4. ° ORGANIZATION & MANAGEMENT

Kenyan firms with a stable and sound organizational structure; capable and
qualified management; committed to the development and growth of exporting, in
both the near and long term ; prepared to develop and implement a
busincss/marketing plan designed 1o achieve cxpont success and consistent with
KEDS Project objectives of increasing employment and Kenya's foreign exchange
earnings.

S. FINANCE

Financially sound and viable Kenyan firms with adequatc company
resources/capacity to finance 100% of the upfront project cost requirements.



6. ASSISTANCE LEVELS
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a) Individual Firm Assistance - Financial assistance from the Expon
Development Fund will be on a 50% cost-sharing reimbursement basis at a
maximum level of USS 25,000 per intervention not to exceed USS 50.000
per firm duning the life-time of the KEDS Project.

b) Multiple Firm Assistance - KEDS will strongly encourage funding support
on a secloral and/or functional basis for several firms identifying a
commonly required activity/skill/consultancy in acceptable areas - i.c.
technical assistance in the development of sea transportation for mango
exporiers - providing that each participant is able to meel the cligibility
requirements,

7. ELIGIBLE AREAS OF ASSISTANCE

Export-oriented areas eligible to receive assistance may include:

. Marketing/Sales/Promotion - visits lo export market destinations;
participation at relevant international trade shows; markel
rescarch/surveys/feasibility studies; consultation on promotion,
merchandising , PR, adventising developrment arcas;

. Technical - technical product development, quality improvement, line
cxlension; packaging design/redesign; development of quality control,
assurance, maintcnance systems; technical training in other production

related areas.

. Management - training, recorganization, expon business/marketing plan
development.

8. AREAS NOT ELIGIBLE FOR ASSISTANCE

In accordance with U.S.A. legislation and USAID policy, the KEDS Project is
restricted from providing dircect assistance as follows:

Industries:

- Textiles, leather, sugar, citrus, patm oil, petroleum products; traditional
agricultural commodities (i.c. tea, coffee, elc.); EPZ and MUB firms:
parastatals.

Types of assistance:

- No financial loans, guarantees, credits, refinancing, vanture capital equity
funding;

- Ongoing capital development and/or recurrent business cxpenditures,
These eligibility requirements may be amended from time to time as the Project

progresses and as agreed 1o by KEDS and USAID.

K.A. Pouter, Export Development Advisor, KEDS
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DOCUMENT 2 - FOR PUBLIC RELEASE

KEDS FIRM LEVEL ASSISTANCE

EXPORT DEVELOPMENT FUND - GENERAL MANAGEMENT REGULATIONS

1.

ASSISTANCE LIMIT

Panticipation in the Export Development Fund is on a 50% reimbursable cost-sharing
basis with KEDS assistance not to cxceed maximum USS 25,000 per intervention and
USS 50,000 total to any one firm during the life of the KEDS Projec:.

APPLICATIONS FOR FUNDING

Applications for assistance from the Fund shall be made in writing in advance for a
specific export relaled activity.  Applicants will be required to complete a standard
business plan including, inter alia, a clear statement of objectives, strategics and
tactical plans including the program cost and estimated impact on cmployment, cxport
sales and revenue levels.,

In order to finalisc appraisal of applications for funding, KEDS may require
applicants to submit more information regarding their firms. In such cases, applicants
arc obliged to provide the information to facilitate carly assessment and completion
of the application,

Retrospective applications will not be cligible.
SUCCESSFUL APPLICATIONS

Following reccipt of properly complcied application, the KEDS Project will respond
within 30 days as to the application status and the need for additional information, if
any. Oncc an application has been approved, the firm must confirm its acceptance
to KEDS within 14 days of reccipt of notification,

KEDS reserves the right to scek references from sources it deems necessary regarding
the operation of the applicant firm before awarding financial assistance under this
program. Applicants arc strongly advised that giving false information/facts will lcad
KEDS to immediatcly suspend consideration of the offending firm's application or to
withold payment of funds for programs approved and/or completed.

DISBURSEMENT CONDITIONS

The specific terms and conditions of the project funding will be detailed in a signed
letter of agreement between the beneficiary firm and the KEDS Project and
considered binding. Any deviation from the approved activity to another MUST be
approved in advance and in writing by KOS, Disbursements shall be on a S0% cost-
shared reimbursement basis with the beneficiary firm producing bonafide evidence,
including original invoice submissions, confirming that the object of the application
has been fulfilled.
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KEDS reserves the right to verify costs incurred by the beneficiary firms cither itself
or through a qualified third party.

If the firm's legal (including declaration of bankrupicy, liquidation,
reccivership), ownership, management status changes during or following
conclusion of the agrecment, the firm is responsible for imimedialely nolifying
KEDS: failure 1o do so will result in termination of the agreement. Under
those circumstances, program funding/disbursement may be subject to
reappraisal at the sole discretion of the KEDS Project.

Financial assistance under this program is offered at the sole discretion of the KEDS
Project and is subject 1o the availability of Project funds. The bencficiary firm is
responsible for claiming payment. If claims are not made within the specified period,
funds may be reallocated.

UNIT OF CURRENCY/PAYMENT

Disbursements of funds will be made in Kenya Shillings. The CBK mean rate of
cxchange operating at the time of the procurement will be applicd.

MONITORING

To cnable the KEDS Project to monitor the impact and cffectiveness of support on
cxport sales, forex carnings and employment, the beneficiary firm will semi-annually
submil statistics for export sales, forex carnings and employment. This information
will continuc to be provided for 3 years following completion of the funded project.

The beneficiary firm will also, from time to time and as appropriate, agree 1o
consultative visits/mectings with KEDS officials to review cxpart progress vis-a-vis
objectives.

CONFIDENTIALITY

KEDS assurcs all potential candidate firms that the information they provide, both to
support their applications and to fulfill the monitoring requirements, will be used
solely for thosc purposes. KEDS reserves the right to verify such information
through a bonafide third party approved by KEDS when necessary and approprniale,

Apant from the circumstances stated above, KEDS will NOT divulge the information
to any third partics without the consent of the ccacerned firms.

K A POTTER, KEDS Export Development Advisor
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KEDS BASELINE SURVEY
EXPORT FIRM ASSISTANCE - SELECTION CRITERIA

ASSESSMENT OF COMPANIES

Mcthodology - The companies will be cvalualed on ten major cnitera. Each crilcrion contains
several specific faclors on which the company's level of performance/capability will be rated
according to the following scale: 0 = no/none, | = low, 2 = medium, 3 = high. Based on a
summation of the ratings for cach factor, an overall rating for the major critcnion is derived,
Companics must: achicve at least a 2 overall rating 1o be accepled for KEDS assistance.
Obviously, the factor rating for the arca requiring KEDS assistance may be lower than 2, but
the other factors should be rated at least 2.

Selection criteria - Following is a description of the ten major criteria and the specific factors
which comprise cach:

1. Product - The overall product rating is based on the absolute level and compelilivencss,
relative to the export market, for:

a)

b)

c)

d)

e)

Product quality - This includes the ability to provide and maintain quality control
to consistently achieve an acceptable level of product performance and intcgrity.

Packaging - This includes the ability to provide an acceptable package "form" and
level of quality that will meet the standards of the indusiry and consumer/uscr,

Pricing - This is the ability to price the total product at a level commensuraie with
the quality and performance benefits it offers vis a vis the competition. For
¢xample, a product which is superior in quality or which provides a performance
advantage vis a vis the competition can command a higher price contingent on
marketing objcctives and stralegics.

Product_scleclion/diversity of product line - This is the ability to provide a
sclection or "product linc™ that meets or anticipates the market demand and is
compctilive with the competition's product range.

Research and Developmeni - This includes:

The ability to improve the product's competitiveness through enhancement
of the quality, performance, etc. of the product itself and/or of the
packaging.

The ability to rescarch and develop new products in response lo markeling
opponunities,

\
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Production Capability - This rating is based on the ability 1o produce and dcliver
sufficicnt product to supply the market demand. The specific factors considered are:

a) Product Supply

The ability to producce or obtain consistent and adequate raw matcrial 1o
mect production needs,

Sufficient manufacturing capacity to meet volume projections; and the

willingness, ability and flexibility to respond 1o market changes. For

cxample, the ability to expand production capacity to meet increased
. demand through the addition of work shifts, production lincs, contract
" packing, or if warranied, the construction of a new plant.

b) Cost Control - The ability to maintain/control raw material, labor, production,
ctc. costs to deliver the product to the market at a competitive price,

c) Inventory control - The ability to monitor, maintain and control product inventory
levels (inputs and finished goods) in linc with volume projections and make
adjustments as required.

d) Slorage contro| - The ability to properly warchouse inputs and finished product
to specific standards i.c. temperature control levels.

¢) Transpont - The ability to deliver the product to the market within an acceptable
timeframe and at a compctitive cost; and o fulfill any special transport
requirements i.c. cold chambers.

Appropriate Technology: - This rating is based on access to the appropnalc cquipment
and technology required to produce a final product (product and package) of acceptable
quality to the standards of the export market. Obviously those standards will be different
for each cxpont market and region. For cxample, it is assumed that the regional African
cxport market will have less stringent and rigid requirements than industrialized overseas
markets. Therefore companics exporting only within the region would probably require
less sophisticated technology to satisfy the export market standards.

Appropriate Trained Labor - This rating is bascd on the existence of or access 10 a
labor force which is appropriately trained in the technical skills required to produce and
deliver a product that mects or exceeds the quality standards of the market. This rating
is relative to the overall level of technological sophistication that exists in the sector. For
cxample, garment manufacturing for export to the EEC would requirc a higher level of
skilled labor than a company manufacturing soap for regional export.

Financial Capacity - This raling summarizes the overall financial stability, soundness
and long term viability of the company. It is based on an assessment of the following
factors.

o



a)

b)

9]

Profilability Annex 7

. Performance trend - This is based on past, present and projected future
performance i.c. profit or loss over a four-year time frame.

Ratc of return - This is based on the ratio of net profit to total asscls
which is a classic measurement of the company’s financial soundness and

managem.cenl.
Debt Status
. A ratio of tota) debts 1o lotal assets will be requested 1o determine again

the financial soundness of each company, its ability to burtow and to
support its debt obligation,

. The ratio of short-term debt to total debt will also be considered as an
indication of the firm's financial capacity to borrow and lo provide
working capital to finance continuing operations.

Access 1o financing

As an indication of a firm's financial strength/weakness and ability to borrow,
firms will be asked to indicate the sources of both long and short-term financing
and the percentage of the total cach source represents. Firms will also be asked

whether or not it is difficult to obtain credit; if so, the rcasons why: and whether
or not they have abandonned projects duc to lack of capital.

Management Capacity - This rating is based on an asscssment of the following factors:

a)

b)

c)

d)

Expenience and relevant expertise of scnior management

Stability of management based on experience. business acumen, commitment,
length of time the business has been operating.

Infrastructure - The type and ievel of sophistication of the organizational
structure.

Ambitiousness - Whether or not the management is actively interesied in
developing and expanding the business.

Marketing Capability - This assessment is based on the existence of:

a)

b)

Expenicnce and the knowledge of marketing.

A person designaled with responsibility for marketing within the existing
organizational structure.
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An cstablished marketing plan for the company. Annex 7

8. Export Expcricnce - This assessment is based on the existence of previous cxport
experience; the type of expericnce; and the depth and breadth of expenence.

9. Export Potential - This assessment is based on the following:

a)

b)

c)

The existence and level of market demand for this product sector in regional,
other Afnican or overscas markets. This assessment is based on general
information or knowledge of the potential export arcas cither alrcady known to
the consultants or provided by the firms themseives as a result of direct
experience or contacts.

NQTE: An in depth marketing study and evaluation of specific export markets
should be completed prior to development and implementation of an cxpon
program. The study should include a statistical analysis of market data and on-site
visits lo the candidate export markets to assess firsthand critical issues that cannot
be evaluated through desk research.

The competitive viability of the product itself assuming that an cxport market
potential (for the product sector) exists. Again, it is essential to the success of the
cxport program that desk and on-site analyses be conducted beforchand.

An organizational structure that is capable of supporting product cxportation or
that can be readily adapted to it.

10.  Commitment to Export - This is an assessment of the company's long-term commitment
lo an export program as an intcgral and important part of their total business. It includes
a commitment to providing the necessary management, functional, and financial support
and invesiment 1o insure success.

K.A.Potter

KEDS, Export Development Advisor
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