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ACRONYMS AND ABBREVIATIONS

ACRONYMS AND
ABBREVIATIONS

AGOA
Africa Growth and Opportunity Act
ARC
Agricultural Research Council
BAF 		
Bunker adjustment factor
BFAP
Bureau for Food and Agricultural Policy
BRC 		
British Retail Consortium
CAF 		
Currency adjustment factor
CBI 		
Centre for the Promotion of Imports from
		Developing Countries
CCP 		
Critical control points
CFR 		
Cost and freight
CIF 		
Cost, insurance and freight
CIP 		
Carriage and insurance paid to
CPT 		
Carriage paid to
DAFF
Department of Agriculture, Forestry and
		Fisheries
DAP 		
Delivered at place
DAT 		
Delivered at terminal
DDP 		
Delivered duty paid
DFTS
Dried Fruit Technical Services
DoH 		
Department of Health
EAN 		
European Article Number
EFTA 		
European Free Trade Area
EMIA 		
Export Marketing & Investment Assistance
EU 		
European Union
EXW 		
Ex works
FAS 		
Free alongside ship
FBO 		
Food Business Operator
FCA 		
Free carrier
FCL 		
Full container load
FDA 		
Food & Drug Administration in the USA
FDI 		
Foreign Direct Investment
FLT 		
Full liner terms
FOB 		
Free on board
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GSP 		
Generalised System of Preferences
HACCP
Hazard Analysis and Critical Control Points
HS 		
Harmonised System.
IATA 		
International Air Transport Association
ICC 		
International Chamber of Commerce
IDC 		
Industrial Development Corporation
IPPC 		
International Plant Protection Convention
ISO 		
International Standards Organisation
ISPM 15 International Standard on
		Phytosanitary Measures
ISPS 		
International Security Port Surcharge
JETRO
Japanese External Trade Organisation
LCL 		
Less than a full container load
MRA 		
Mutual recognition agreement
NEF 		
National Employment Fund
NPPO
National Plant Protection Organisation
PMR 		
Primary Market Research
PPECB
Perishable Products Export Control Board
SABS
South African Bureau of Standards
SACU
Southern African Customs Union
SADC
Southern Africa Development Community
SAFJA
South African Fruit Juice Association
SAFVCA South African Fruit and Vegetable Canners Association
SAFVCEC South African Fruit and Vegetable Canners Export Council
SAMAC
South African Macadamia Growers Association
SANAS
South African National Accreditation System
SARS
South African Revenue Service
SEDA
Small Enterprise Development Agency
SEFA
Small Enterprise Finance Agency
SGS 		
Société Générale de Surveillance
TDCA
Trade, Development and Co-operation Agreement
The dti
Department of Trade and Industry
TISA 		
Trade & Investment South Africa
UPC 		
Universal Product Code
USDA
United States Department of Agriculture
VAT 		
Value added tax
WHO
World Health Organisation
III

INTRODUCTION

Why have we produced this manual?

INTRODUCTION

Producers of processed fruits, vegetables and nuts frequently approach DAFF’s
Directorate: International Trade for information regarding the export of their products
to foreign markets. Producers and traders are anxious to know how to export,
where they can export to and where to find details about the requirements and
standards of various importing countries around the world.
This manual aims to provide the answer to most of these questions and to guide
potential exporters towards more detailed information regarding the export of
processed (canned/dried/frozen) fruits, vegetables and nuts.
HOW TO USE THIS MANUAL
This manual should be used as a reference. It covers regulations governing the
export of processed fruit, vegetables and nuts from South Africa, requirements
and standards for these products to be imported into major foreign markets, and
procedures to ensure that the products enjoy a favourable rate of import duty into
those foreign markets with which South Africa has a trade agreement.
We have given as much detailed information as possible in a manual of this sort.
However, regulations and procedures vary from product to product and we have
therefore included references to the sources of precise information for different types
of processed fruits, vegetables and nuts. Users of the manual should take care to
follow these references and familiarise themselves with the specific information for
their products.
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Structure of the manual

9.

The manual is structured in a way that takes the potential exporter stage by stage
through the procedure to export processed fruits, vegetables and nuts.
Chapter one gives an overview of the whole procedure to assist readers to
understand the more detailed explanations that follow and how each stage fits into
the total picture.
Chapter two provides guidance on how to register for production and inspection
with the Department of Agriculture, Forestry and Fisheries.
Chapter three has information on traceability, packaging, labelling and packing of
the product.
Chapter four provides information about quality control, specifically Hazard Analysis
and Critical Control Points (HACCP).

Chapter ten is a guide to where potential exporters can find help. It covers industry
associations and export councils that can assist with information on how markets
operate, as well as some of the organisations that can provide training and coaching to
potential exporters.
Chapter eleven is a guide to various sources and types of financial support, both in the
government and private sector, that are available for exporters.
Chapter twelve is a checklist that potential exporters can use to check if they are ready
to export their products.
Chapter thirteen gives some basic guidelines on international marketing and some
of the databases that can be used when identifying potential markets and investigating
how competitors are doing business.

Chapter five outlines the standards that are required in foreign markets by
government departments, private companies or individual retailers. These standards
include British Retail Consortium Global Standards (BRC), Hazard Analysis and
Critical Control Points (HACCP) and International Standards Organisation (ISO) and
ISO 22000 series on food management.
Chapter six provides information on how to register with the South African Revenue
Service as an exporter.
Chapter seven explains the documentary requirements for exporting processed
fruits, vegetables and nuts.
Chapter eight covers delivery terms (Incoterms®) used in international contracts
and modes of transport that can be used when exporting.
Chapter nine indicates the cost breakdown of a shipment, showing percentages
of money spent in different stages of a value chain.
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OVERVIEW OF EXPORT PROCEDURE

Exporting any product is complex; exporting food products, such as processed
fruits, vegetables and nuts, is especially complex because health and food safety
requirements must be considered in addition to the foreign marketing, distribution,
logistics and, of course, payment issues. With regard to health and food safety
requirements, the exporter has first to ensure that the production facilities comply
with South African legislation governing what may be marketed locally.

1.
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Next there are regulations governing exports from South Africa, which are usually
the result of agreements between South Africa and other countries.
There are then regulations governing imports into foreign countries. In addition,
buyers in foreign markets may have their own requirements.
As referred to above, linking threads running through these complexities are
logistics requirements to move the goods to the destination market and banking
requirements to ensure that payment is received in South Africa.
The following is a short summary of the export process for canned fruit and
vegetables, canned mushrooms, canned pastas, frozen fruit and vegetables, dried
fruit, jams, jellies and marmalades, Honeybush, Rooibos and apricot and peach
kernels:
1. Register for the necessary Food Business Operator (FBO) codes with DAFF’s
Directorate Food Safety and Quality Assurance.
2. Consult Department of Health food safety requirements.
3. Consult the Export Standards and Requirements for the product concerned
- Minimum/Maximum quality requirements for the grades concerned		
- Prescribed packing and marking requirements
4. Consult the Export Regulations for the product concerned which will provide the
following information:
-

									

Prohibition applicable 									
Application for approval of export							
Presentation for inspection								
Procedure at inspection									
Approvals and rejections								
Appeals
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5. Check the import requirements of the foreign market.
6. Arrange for inspection of the consignment concerned with the appointed
assignee, namely the Perishable Products Export Control Board (PPECB).
7. For certain products, analysis of samples is required.
8. If the consignment is approved for export, an export certificate is issued by the
PPECB.
The following diagram briefly explains the full process for the export of processed
fruits, vegetables and nuts regulated by DAFF.
Establish and comply
with export standards
and requirements
(DAFF and DoH)

Producer/exporter

Register with DAFF

Register as exporter
with SARS

HACCP
traceability

Establish and
comply with export
regulations
(DAFF)

Inspection by DAFF
assignee (PPECB)

Documents to allow
for export of product

Transport
arrangements

Document
requirements for
importing country

Foreign market
requirements

Payment
arrangements
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REGISTRATION WITH DAFF

The Departments of Agriculture, Forestry and Fisheries and of Trade and Industry
(the dti) have entered into agreements with other countries in order to facilitate
the flow of goods, especially food products, by ensuring that basic regulations
concerning food safety are implemented.
2.1 Registration as an FBO
All processors of fruit, vegetable and nuts destined for sale on export markets must
be registered with DAFF as a Food Business Operator (FBO). This basic registration
can be done with DAFF’s Directorate: Food Safety and Quality Assurance (FSQA)
by e-mail, fax or online registration. Registration forms and further details can
be found at www.daff.gov.za > Agricultural Production, Health and Food Safety
branch > Food Safety and Quality Assurance Food Business Operator Codes.
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2.2 Regulation of specific processed fruits and vegetables for export
The following specific processed fruits and vegetables for export are subject to
DAFF regulation:
•
Apricot and peach kernels
•
Frozen fruit and vegetables
•
Dried fruit
•
Canned vegetables
•
Canned fruit
•
Canned mushrooms
•
Rooibos and rooibos mixtures
•
Jam, jelly and marmalade
•
Canned pasta products
•
Honeybush and green honeybush
The regulations are designed to ensure that these products going into foreign
markets meet basic food safety and quality standards; they cover aspects such
as:
•
Quality and food safety standards, including grading
•
Requirements for containers
•
Packing requirements
•
Marking requirements
•
Sampling procedures
•
Methods of inspection
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The overall approach of these regulations is similar for each group of products,
although there are specific details for individual items. For example, the standards
and requirements for the export of dried fruit give specific standards for dried
deciduous fruit, dried subtropical fruit, raisins and currants, and other dried fruit.

Both of these standards regulations (DAFF and DoH) relate specifically to compliance
with a Hazard Analysis and Critical Control Points (HACCP) system, which is covered
under Chapter 5. Compliance with the regulations is checked through inspections and
certification carried out by authorised bodies.

These standards can be downloaded from www.daff.gov.za > Agricultural
Production, Health and Food Safety branch > Food Safety and Quality Assurance >
Export Standards > Processed Products.

2.5 Registrations/regulations not applicable
Note that, unlike the export of fresh fruit, vegetables and nuts, processed plant products
are not required to undergo phytosanitary inspection unless specified by the importing
country. Furthermore, other members of the distribution chain such as transport
operators, pack houses, wholesale warehouses and the like are not bound by the food
safety standards referred to under 2.4 above and in Chapter 5. They are, however,
bound by traceability issues, covered in Chapter 3.

2.3 Regulation of processed nuts for export
Nuts are divided into two types: groundnuts (peanuts) and tree nuts. The standards
for groundnuts can be downloaded from www.daff.gov.za > Agricultural Production,
Health and Food Safety branch > Food Safety and Quality Assurance > Export
Standards > Agronomy.
Currently tree nuts are not subject to the South African Agricultural Standards
Act. Exporters of tree nuts should ensure that they comply with the international
standards laid down by the International Nut and Dried Fruit Council Foundation
(information is available at www.nutfruit.org) and should also check if their target
market countries impose any additional standards.

2.
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2.4 Compliance with food safety standards
In addition to the above specific standards, exporters of these regulated processed
fruits, vegetables and nuts must adhere to the Agricultural Product Standards Act
of 1990 (Act No. 119 of 1990) regarding food safety and food suitability, available at
www.daff.gov.za > Agricultural Production, Health and Food Safety branch > Food
Safety and Quality Assurance > Food Safety and see items under heading “1. Food
Safety”.
They must also comply with Department of Health (DoH) standards as set out in
Notice R.908 of 27 June 2003, available at www.DoH.gov.za > Health Topics >
Food Control > Legislation and click on “ACT”.
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3.1 Traceability
A vital element in ensuring safety, quality and sanitary handling throughout the
processing and distribution chain is traceability. This means that a specific item
purchased by a consumer can, if necessary, be traced back through the transport
route to the processing plant and finally to the farm where the fruit, vegetable or
nuts were grown. This is a requirement not only in South Africa, but also in all major
foreign markets.

3

TRACEABILITY,
PACKAGING,
LABELLING AND
PACKING

The purpose of traceability legislation, here and abroad, is to ensure that, in the
event of any danger alert regarding a product, the product can be identified back to
its source throughout the supply chain. It is therefore necessary for each company
in the supply chain to keep precise records about products that are received,
processed and despatched while the products are under its control.
The importance of precise record-keeping in any quality management system
cannot be over-estimated. Record-keeping is at the core of a traceability system
as well as Hazard Analysis and Critical Control Points (HACCP) compliance. Ideally,
export producers should implement a total quality management system that covers
traceability and HACCP as a continuous process.
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Typically, a traceability system requires the following information:

			Traceability information
Who?			Company/branch/department
			Responsible person
When?		 Date/time
			Shift
What?		

Product item(s)/logistics item/quality factors

Where?		
Locations
			
Company/area/containers used for storage
			
Locations of input material (fruit or vegetables
			and other ingredients)
			
Location to which processed products are sent
			
Other relevant locations, if any
How?			
Processing details: temperature, treatments, 		
			special requirements, warnings
How much?
Total number/total mass
			Batch/run

In order for a specific item to be traced the unit sold needs to be identifiable. A batch
or lot number may be allocated to a traceable item, linking it to a specific process.
Typically, all products in a batch would be of the same type and have undergone the
same treatment at the same time.
Operating guidelines for traceability can be downloaded from: www.daff.gov.za >
Agricultural Production, Health and Food Safety branch > Food Safety and Quality Assurance
> Food Safety and go to item 3 Audit policy and download “Operating guidelines for
traceability of regulated agricultural products of plant origin that are destined for export”.
Further information on traceability and other food safety issues can be obtained from
the International Standards Organisation (ISO), which has produced a ‘family’ of food
safety standards: see www.iso.org/iso/home/standards/management-standards/
iso22000.htm.
3.2 Inspection and auditing
It is the responsibility of the exporter to request an inspection by the Perishable Products
Export Control Board (PPECB) before loading of the consignment and application of the
export certificate, before any consignment of the regulated processed product of plant
origin may be exported. PPECB, as the appointed assignee by DAFF, inspects the final
product to ensure that it conforms to export quality requirements, for which a typical
process will be as follows:
1. When the processed fruits/vegetables or groundnuts are in their final form, PPECB is
to be contacted for inspection of the product. Depending on DAFF regulations, samples
will either be inspected at the exporter’s premises or taken to an authorised laboratory
for further testing. The quantity samples per batch or weight are regulated by DAFF. The
inspection request application form and inspection facility requirements are available on
the PPECB website: www.ppecb.com.
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2. Once the product has passed inspection, an export certificate is issued by
PPECB. Where a sample is analysed by the laboratory, a certificate of analysis is
issued, upon which the export certificate is also issued.
3. Upon receipt of the export certificate, the exporter can arrange for export customs
clearance and for shipment to the foreign country in accordance with the terms and
conditions of the contract of sale between the seller and the buyer.
A list of these regulated products is available on PPECB’s website: www.ppecb.com
Contact details:
Tel: +27 21 930 1134
Fax: +27 21 939 6868
E-mail: ho@ppecb.com

3.3 DAFF packaging and labelling requirements
The packaging and labelling requirements for processed fruits, vegetables and nuts
that are regulated for export (refer to the list under Chapter 2, sections 2.2 and 2.3)
are set out in the Export Standards and Requirements referred to for each type of
product. The requirements refer to containers (packaging) and marking (labelling)
and give specific details of what is required and acceptable.
In general, containers must be suitable for the product (e.g. suitable quality cans/
jars in good condition and lined where appropriate for the contents, or bags in the
case of nuts) and capable of being sealed to preserve the contents.
Marking (labelling) must, amongst other things, state the type of product, the grade,
name and contact details of the producer including the FBO code, and date of
manufacture. A true description of the contents must be given, and the net and
drained mass. Country of origin (South Africa) must be stated.
Exporters of regulated processed fruits, vegetables and nuts, should refer to the
specific standards for each type of product, as referred to in Chapter 2 (www.daff.
gov.za > Agricultural Production, Health and Food Safety branch > Food Safety
and Quality Assurance > Export Standards > Processed Products and www.daff.
gov.za > Agricultural Production, Health and Food Safety branch > Food Safety
and Quality Assurance > Export Standards > Agronomy).

3.4 Foreign market packaging and labelling requirements
It is possible that the foreign buyer may want the products to be exported from South
Africa in unmarked containers (cans/jars); in this case, the DAFF regulations require
all the necessary marking information to be included on the outer container and the
export certificate accompanying the consignment. More commonly, legal requirements
governing the labelling of food products in the foreign market may require information to
be expressed in a certain way or position on the label or in a certain language.
Approval to deviate shall be applied for with the executive officer of the Agricultural
Product Standards Act (Act No. 119 of 1990). This is an important element of foreign
market research and some indications are given in Chapter 5.
3.5 Packing for export
Packing for export refers to placing the individual cans, jars or packets of processed
product into cartons (also known as the shipper/outer carton), which are then palletised.
Note that the regulations governing exports of regulated processed fruits, vegetables
and nuts contain guidelines on palletising. It would be normal for palletised cargo to then
be containerised. To ensure the safe transit and handling of the products, the exporter
must mark each shipper and the packed pallet correctly and completely.
The symbols for package handling instructions are internationally standardised in ISO 780
and in DIN 55 402. These symbols must never be omitted as they are self-explanatory
and so overcome language problems in international transport operations. Handling
symbols can be applied using templates, stamps, embossing or branding.
Pallets used are either made of wood or plastic. All regulated wood packaging (e.g.
wooden pallets) must be debarked, treated with methyl bromide or heat treated and
bear the relevant International Plant Protection Convention (IPPC) mark to indicate that
it complies with ISPM 15 (International Standards for Phytosanitary Measures No. 15).
The IPPC mark should be legible, permanent and not transferable, placed in a visible
location, preferably on at least two opposite sides of the pallet.
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HAZARD ANALYSIS
AND CRITICAL
CONTROL
POINTS
(HACCP)

As already mentioned in Chapter 2, both DAFF and the DoH require food processors,
including producers/exporters of processed fruits, vegetables and nuts, to be
compliant with the system known internationally as HACCP. It is also a minimum
food safety standard set by foreign markets.
The HACCP system calls for the operations of the processor to be analysed and
evaluated in order to identify key points at which controls should be imposed
to prevent or eliminate a food safety hazard or reduce it to an acceptable level.
These key points are known as Critical Control Points (CCPs). The seven principles
involved in HACCP are:
1. Conduct a hazard analysis.
2. Determine the Critical Control Points.
3. Establish critical limits.
4. Establish a system to monitor control of the Critical Control Points.
5. Establish the corrective action to be taken when monitoring indicates that a
particular Critical Control Point is not under control.
6. Establish procedures for verification to confirm that the HACCP system is
working effectively.
7. Establish documentation concerning all procedures and records appropriate to
these principles and their application.
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On the basis of these principles the sequence to be followed to apply a HACCP
system is:

Assemble HACCP team
Describe product
Identify intended use

The diagram on the left has been taken from Department of Health standards as set
out in Notice R.908 of 27 June 2003, available at www.DoH.gov.za > Health Topics >
Food Control > Legislation and click on “ACT”. The Notice contains full details of each
step and gives the following example of a “decision tree” to help identify critical control
points.
Example of a ‘decision tree’ to identify CCPs
1 Do control preventative measure(s) exist?
Yes 		
No		
				

Construct flow diagram
On-site confirmation of flow diagram
List all potential hazards associated
with each step, conduct a hazard
analysis and consider any measures to
control identified hazards
Determine critical control points
Establish critical limits for each critical
control points
	Establish a monitoring system for
each critical control point
Establish corrective actions
Establish verification procedures
Establish documentation and record
keeping

Modify step, 			
process or product

Is control at this step
necessary for safety?
		

No

Yes

Not a CCP	

Stop

2 Is the step specifically designed to eliminate or reduce
the likely occurrence of a hazard to an acceptable level?

No						

Yes

3 Could contamination with identified hazard(s) occur
in excess of acceptable level(s) or could it increase to
unacceptable levels?

Yes

No		

Not a CCP	

Stop

4 Will a subsequent step eliminate identified hazard (s) or
reduce likely occurrence to an acceptable level?
Yes

No			

Not a CCP		

Critical Control Point

Stop
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It is essential that the design of a HACCP system is done under supervision or with
the assistance of specialists conversant with the system. It is also essential that key
personnel in the operation are trained in the HACCP system.
Once a HACCP system has been developed and compliance has been verified/
certified by an accepted inspection body (Perishable Products Export Control
Board – PPECB), regular audits are conducted, initially possibly every three to six
months and later annually (it depends upon the nature of the processing operation).
Regulatory authorities and buyers require up-to-date HACCP compliance certificates
to be produced. Exporters should, however, note Chapter 5, which has information
about the common standards required in major foreign markets.
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In many countries, especially in highly developed economies such as the European
Union (EU) and the United States of America (USA), food products must meet
specific legislated standards. For processed fruits, vegetables and nuts that are
subject to DAFF regulation when exported from South Africa, the DAFF regulations
usually ensure that the products meet EU and USA legislated requirements.

5
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Food products derived from plant material and not subject to DAFF regulation may
have to be tested against the legislated standards of the foreign market. This can
usually be done in South Africa.
Most food products exported to the USA have to be tested by the US Food and
Drug Administration; the exceptions are products such as confectionery, dairy
products, eggs and egg products, meats, fruits, nuts and vegetables, which are
subject to the requirements of the Department of Agriculture (USDA). DAFF has
strong working relationships with the USDA.
In addition, all suppliers of food products (including processed fruits, vegetables
and nuts) must register with the US Food and Drug Administration in terms of the
Federal Food, Drug and Cosmetic Act, as amended in terms of the bioterrorism
act.
Japan imposes regulations and controls on imported food products, including
processed fruits, vegetables and nuts. The website of the Japanese External Trade
Organisation (JETRO) gives details of the relevant Acts and provides manuals on
import regulations; see www.jetro.go.jp > Reports and Statistics > Standards and
Regulations.
In addition to the legislated standards, the private sectors in many countries have
introduced their own standards with which suppliers in developing countries, such
as South Africa, have to comply.
Should the foreign buyer request to deviate from the labelling requirements of DAFF,
the exporter is required to apply for approval from DAFF by submitting legal/official
legislation from the importing country to the executive officer of the Agricultural
Product Standards Act, 1990 (Act No. 119 of 1990).
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5.1 HACCP system
Although HACCP has been discussed in Chapter 4 it is important to note that,
although a requirement of the South African DAFF/Department of Health for food
products, it is not necessarily a legal requirement in EU countries. However, it is the
minimum standard required in the retail trade in these countries.

5.3

The EU comprises 28 member countries : Austria, Belgium,
Bulgaria, Croatia, Cyprus, Czech Republic, Denmark, Estonia,
Finland, France, Germany, Greece, Hungary, Ireland, Italy, Latvia,
Lithuania, Luxemburg, Malta, Poland, Portugal, Romania, Slovakia,
Slovenia, Spain, Sweden, The Netherlands and the United Kingdom.

ISO is composed of member bodies from many countries. The member body and the
national standards marking body for South Africa is the South African Bureau of Standards
(SABS). ISO’s work covers all areas except those related to electrical and electronic
engineering. The ISO 22000 family of international standards addresses different
aspects of food safety management; ISO 22000:2005 contains the overall guidelines
for food safety management. Information is available at www.iso.org > standards >
management-standards > iso22000.

5.

Food standards
required in
5.2 British Retail Consortium Global Standards (BRC)
foreign a suite ofkets
The BRC Global Standards aremar
four industry-leading technical standards

During the last 15 years or so ’consumer health and safety‘ has become an
increasingly important issue in international trade, and for major retail chains
in Europe HACCP is no longer regarded as the required standard.

International Standards Organisation (ISO) and ISO 22000 series on 		
food management
The International Standards Organisation (ISO) was founded in 1946 to promote the
development of international standards and related activities, including conformity
assessment, in order to facilitate the exchange of goods and services worldwide.

ISO 22000 has been designed to align with the ISO 9000 series on quality management
(see below) and can be aligned or integrated with existing related management system
requirements. It includes the principles of HACCP and application steps developed by
the Codex Alimentarius Commission.

that specify requirements to be met by an organisation to enable the production,
packaging, storage and distribution of safe food and consumer products. Originally
developed in response to the needs of UK members of the British Retail Consortium,
the standards have gained usage worldwide and are specified by growing numbers
of retailers and branded manufacturers in the EU, North America and further afield.
Information on BRC is available at: www.brcglobalstandards.com > Standards >
Food, and browse the various information options.

The Codex Alimentarius, a joint initiative of the Food and Agricultural
Organisation (FAO) and the World Health Organisation (WHO), is
an intergovernmental organisation comprising representatives of
more than 167 countries and observers, including representatives of
international organisations, the business community and consumer
organisations.

Training in BRC standards is available in South Africa – refer to Chapter 10 where
information about training organisations is given.

As its principal purpose is the protection of consumer health, the main
task of the Codex Alimentarius is the development of internationally
accepted uniform standards that promote food safety.
Allied to ISO 22000 is the FSSC 22000 certification scheme developed by the
Foundation for Food Safety Certification.
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5.4 ISO 9000 quality management series
ISO developed the ISO 9000 standard series, covering different aspects of quality
assurance management to meet differing sector needs, not only the processed food
sector. ISO 9000 is a guidance document and ISO 9001, 9002 and 9003 describe
distinct quality system models of varying stringency for use in different applications.
ISO 9000 does not itself set specific standards for products, nor is it limited to
processed fruits, vegetables and nuts; it is designed to ensure that producers have in
place a management system that will enable them to maintain any product standard
they choose to implement. ISO 9000 is not required by government legislation;
however, more and more buyers internationally are demanding that suppliers are
ISO 9000 compliant.

5.

5.5 Accreditation and certification
A certificate of compliance to a certain standard is a requirement of many importers
in foreign countries. This certificate must be issued by an accredited international
certification body that must validate systems, products and personnel against
the required standards. In South Africa, the South African National Accreditation
System (SANAS) is recognised as the single national accreditation authority and
has established mutual recognition arrangements (MRAs) with South Africa’s
major trading partners. This means that certificates issued by SANAS-accredited
certification companies are recognised and accepted in those countries with which
SANAS has an MRA in place. Chapter 10 gives details of training organisations that
specialise in HACCP, BRC, ISO 22000 and ISO 9000 training and certify compliance.

Food standards
required in
foreign markets
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REGISTRATION AS AN EXPORTER WITH SARS

There are two aspects to registration as an exporter with SARS:
The first is that every exporter of any product out of South Africa has to be
registered with the Customs and Excise division of SARS. The second is that
exporters to countries with whom South Africa has trade agreements usually need
to be registered specifically in terms of those agreements in order to enjoy the
foreign market import duty concessions – usually this means duty-free entry for the
product concerned.

6

REGISTRATION AS
AN EXPORTER WITH
SOUTH AFRICAN
REVENUE SERVICE
(SARS)

6.1 Registration as an exporter
Registration is required of any person, company, or other entity wishing to export any
goods out of South Africa. The basic registration requires the following application
forms to be completed:
• DA 185 Application form: registration/licensing of Customs and Excise clients
• DA 185.4A2 Registration client type 4A2 – exporter.
Forms are available from Customs and Excise offices and may also be downloaded
from www.sars.gov.za > Client Segments > Customs and Excise > Processing
> Pre-assessment > Registration > Local exporter.
Completed forms, together with all required supporting documents should be
submitted to the nearest Customs and Excise branch. There is no charge for
registration and the validity period is indefinite. Registration usually takes about 10
working days from date of submission.
6.2 Registration as an exporter under preferential trade arrangements
South Africa has several trade agreements with other countries or groups of
countries that give South African products preferential duty entry into the countries
concerned. The Trade, Development and Co-operation Agreement (TDCA)
between South Africa and the European Union (EU) allows for duty-free entry of a
wide range of South African goods into EU member countries (Austria, Belgium,
Bulgaria, Croatia, Cyprus, Czech Republic, Denmark, Estonia, Finland, France,
Germany, Greece, Hungary, Ireland, Italy, Latvia, Lithuania, Luxembourg, Malta,
the Netherlands, Poland, Portugal, Romania, Slovak Republic, Slovenia, Spain,
Sweden and the United Kingdom).
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The Free Trade Agreement of the Southern African Development Community
(SADC) gives a wide range of South African products duty-free entry into 10 of
the 15 SADC members (Botswana, Lesotho, Malawi, Mauritius, Mozambique,
Namibia, Swaziland, Tanzania, Zambia and Zimbabwe), who, with South Africa,
have implemented the FTA.

In practice, exporters usually apply for all registrations to ensure that they can exercise
all suitable market selection options. All the forms may be downloaded from: www.sars.
gov.za > Client Segments > Customs and Excise > Processing > Pre-assessment >
Registration > Local exporter. Completed forms, with required supporting documentation,
should be submitted to the nearest Customs and Excise office.

The Southern African Customs Union (SACU), which links South Africa, Botswana,
Lesotho, Namibia and Swaziland, has a Free Trade Agreement with the European
Free Trade Area (EFTA) comprising Norway, Liechtenstein, Iceland and Switzerland.

6.2.1 Rules of Origin
All trade agreements stipulate Rules of Origin that need to be complied with in order to
qualify for preferential import duty rates. The exporter is responsible for establishing the
Rules of Origin as well as for proving to customs (upon request) that the product does
indeed comply. If the product does comply the exporter can register for the applicable
trade agreement. This registration will allow for access to the relevant Certificate of Origin
document.

5.

Some developed countries grant the Generalised System of Preferences (GSP)
status to South Africa, specifically EU members, Norway, Russia and Turkey. The
United States also grants GSP to South Africa and in addition extends to South
Africa and other sub-Saharan African countries a wide range of duty preferences
under the African Growth and Opportunity Act (AGOA).

Food standards
in country to be sure that the products entering
In orderrequired
for the relevant importing
the market are eligible for the preferential duties provided by these arrangements,
mar
additional foreign
registration by South
African kets
exporters with SARS is required. These
requirements are in addition to registration as an exporter (DA 185 and DA 185.4A.2)
and are outlined below.
SADC/TDCA/SACU-EFTA
• DA 185.4A7 Registration Client Type 4A7 - Producer
AGOA
• DA 185.4A4 Registration Client Type 4A4 - Manufacturer
GSP
• DA 46A2.01 Exporter’s Application for Registration for the purposes of the GSP
• DA 46A2.02 Producer’s Application for Registration for the purposes of the GSP
APPROVED EXPORTER –TDCA & SACU-EFTA
• DA 49A.02 Application for approved exporter status

SARS Customs defines the four basic principles of rules of origin as being:
• The first is wholly produced. In the case of these rules, products are regarded as
originating in a specific territory if all the materials used in producing the product are
from that territory or if the product is wholly obtained. For example, wheat flour made
exclusively from wheat that was grown in a country and milled in that country would
be regarded as wholly produced.
• The second is the principle of value added in the manufacturing of a product. If this
principle is applied, the product is normally considered to have originated in a specific
country if a specified percentage of the product value has been added there.
• The third type of rule determines origin on the basis of a change in tariff classification.
By using this system, the origin of a product is determined in the country where, as a
result of processing, its tariff classification changes.
• The fourth is the specific process test/principle, e.g. manufacturing from yarn.
More detailed information on Rules of Origin can be obtained from SARS – Customs
Division. Refer to Chapter 7 for further discussion on the various Certificates of Origin.
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Exporting requires an enormous amount of thought and attention to detail,
especially to documentation. If documents are missing or wrongly completed
the transaction could be void. The documents required depend on the type of
product being exported, the South African documentary requirements for export
from South Africa, as well as the regulations set out by the importing country. An
exporter should therefore research and map the documentation process applicable
in South Africa for the specific product and then request the potential importer to
provide details of the importing country requirements. The exporter then needs to
establish if it is indeed possible to meet the import requirements.
7.1 Checklist of basic export documents
On the next page is a list of basic export documents. The documentation may
be required by both the importing country’s customs and the industry to allow for
successful importation and use of the product.

7
Documentary
requirements for
exporting
processed fruits,
vegetables
and nuts

7.1.1 Commercial documents
Proforma Invoice: The Proforma Invoice is a common and important document in
international trade. It is meant to mirror the commercial invoice but is sent beforehand
by the exporter. In some cases it might be used as the first legally binding offer, in
other cases it might be used by the exporter to confirm the importer’s purchase
order. The Proforma Invoice specifies the basic terms of sale, including the price,
delivery and payment terms.
Commercial Invoice: The commercial invoice is prepared by the exporter and
can reflect some the following information:
• Names and addresses of buyer and seller
• Invoice number and date
• Complete description of goods
• Unit prices where applicable and final prices as per the agreed Incoterm®
• Terms of payment
• Transport mark and number
• Weight and quantity of goods
• Name of vessel if known and applicable
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Document			

Road Freight

Air Freight		

Sea Freight

Quotation 		

X			X			X

Pro Forma Invoice

X			X			X

Order Confirmation/
acknowledgement

X			X			X

Commercial Invoice

X			X			X

Consular Invoice

X			X			X

Packing List

X			X			X

5.

Export certificate
Food
standards
X			X			X
Specification Sheet/
required inX			X			X
Certificate of Analysis
7.
X			X			X
foreign
Certificate
of Origin
mar
kets
Phytosanitary Certificate 				

Upon request

Documentary
a) Incoterm® dependent b) as well as 		
requirements
per agreement between
seller and buyer
for
exporting
			X			
Air Waybill		
processed
						X
Bill of Lading
fruits,
X						
vegetables
Road Waybill
SAD and
500
nuts X			X			X
Marine Insurance
Certificate 			
		
			

Certified invoices in most cases require that the commercial invoice be certified by an
authority, such as a Chamber of Commerce or the importing country’s embassy/high
commission or consulate in South Africa, certifying that:
- the goods are in accordance with a specific contract or pro forma,
- the goods are, or are not, of a specific country of origin
- and certifying any statement the buyer requires from the seller.
Packing List: A packing list itemises the goods shipped in each individual package,
such as a box, crate, drum or carton. Also included will be the number, weight and
measurement of the consignment.
7.1.2 Official documents
Export Certificate: Products regulated by the DAFF are to be inspected by PPECB.
Once the product has passed inspection an Export Certificate is issued. This document
is required by SA Customs to authorise exportation of the shipment.
Refer to Chapter 3 for a detailed discussion on this process.
Phytosanitary Certificate: A document that shows the origin of the shipment and
confirms inspection in the source country by the member of the importing country’s
National Plant Protection Organisation (NPPO).
Should the importing country require a phytosanitary certificate, the exporter should
establish the phytosanitary conditions of the importing country. The exporter may
obtain the import conditions from the importer or his/her agent in the importing country
or from the NPPO of South Africa. In order to adhere to these conditions it might be that
further analysis of the product is required in order to issue the phytosanitary certificate
as per import requirements.
The NPPO of SA liaises with the NPPO of importing countries to establish
phytosanitary export programmes. In conjunction with the NPPO of South Africa, the
exporter establishes whether or not it is possible to comply with the import conditions
of the importing country. The agent or importer in the importing country must apply for
an import permit from the NPPO of the importing country. If the import conditions can
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be complied with, the exporter may proceed to apply for a phytosanitary certificate
from the NPPO of South Africa.

7.1.4 Transport documents
Air Waybill: This is a non-negotiable shipping document used by airlines for airfreight.

Website: http://www.nda.agric.za/docs/npposa/page_e.htm.

Bill of Lading: Used for seafreight, this is a legal contract between the owner of the
consignment and the shipping line or agent to transport consignments. It states all details
of cargo loaded onto a vessel.

Certificate of Origin: The certificate of origin certifies the country in which the goods
originated. This document is especially required when goods are being imported
into the country of destination under a trade agreement between South Africa and
the country concerned. The preferential import duty rate allowed for under the trade
agreement will apply only if the correct certificate of origin is presented.

5.

Types of certificates of origin administered by SARS – Customs:
• EUR1 Movement certificate EUR1
• FORM A Generalised System of Preferences Certificate of Origin
• SADC Certificate of Origin
Refer to Chapter 6 for guidelines on registering for the various trade agreements.
The Chamber of Commerce also administers a Certificate of Origin, for exporters
to benefit under the General System of Preferences for countries such as Japan
and Canada.

Food standards
required in
7.
foreign markets

Road Waybill: The Road Waybill serves as evidence of contract of carriage and as a
receipt for consignments of goods.
7.1.5 Financial and financing documents: The method of payment (Pre-Payment,
Open Account, Bill for Collection or Letter of Credit) agreed upon by the seller and
buyer will dictate which financial document applies to a given transaction. Inexperienced
exporters should contact the international division/branch of their bank for advice.

Customs Declaration Form SAD 500: In order to obtain approval to export goods
from South Africa this document need to be submitted to the customs and excise
division of South African Revenue Service (SARS).

Documentary
requirements for
7.1.3 Insurance documents
exporting
Insurance certificate:
Under Incoterm® CIP/CIF the seller (exporter) is responsible
for procuring marine insurance for the shipment and the Insurance Certificate is
processed proof thereof. ,
then issued by the insurance company in fruits
vegetables
and nuts
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8

Delivery Terms
(Incoterms®) and
International
Transport Modes

8.1 Incoterms®
Incoterms® are standard international trade terms developed by the International
Chamber of Commerce and are recognised by abbreviations such as “FOB” and
“CIF”. These terms are essential elements of a properly drafted international contract
of sale, as they notify the buyer what is “included” in the sales price. Incoterms®
allocate the following key contract elements between the seller and buyer:
•
•
•
•
•

transport cost
risk of loss or damage to the goods
export and import customs clearance and payment of duties
insurance responsibilities
responsibilities between seller and buyer

Incoterms are divided into two distinct classes: those for all modes of transport
(road, air, rail, sea) and those for sea and inland waterway.
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Rules for all modes of transport (road, air, rail, sea)

EXW		

FCA		

Ex-Works

Free Carrier

The seller’s responsibility is to make the
goods available, packed and ready for
collection, either at its own premises or
another named warehouse or factory.
The buyer bears all cost and risk of
transport. This term carries the minimum
obligation for the seller.
The seller is responsible for delivering the
goods to the transport carrier or another
person (such as a freight forwarder)
nominated by the buyer. The responsibility
for, and the risk of damage to or loss of,
the goods are transferred from the seller
to the buyer at this point.

Food standards
required in
foreign markets

DAT		
Delivered At 			
		Terminal

NOTE: A terminal can refer to any place
whether covered or not, such as a quay,
warehouse, container yard, road, rail or air
cargo terminal.
DAP		

Delivered At Place

It is required of the seller to customs clear
the goods for export.

CPT		

Carriage Paid To

The seller delivers the goods to the carrier
and contracts for and pays the cost of
carriage to named place of destination.
It is required of the seller to custom clear
the goods for export.

CIP 		
		

Carriage and 		
Insurance Paid To

In addition to the obligations under CPT,
the seller also procures insurance cover
against the buyer’s risk of loss of or
damage to the goods during carriage.

The seller is responsible for making the
goods available to the buyer at a named
terminal at the named port or place of
destination. The seller is responsible for
unloading of the goods but not for import
customs clearance.

DDP		
Delivered Duty
		Paid

The seller is responsible for delivering
the goods to a named place/point of
destination. The buyer is responsible for
unloading the goods from the transport
vehicle as well as import customs
clearance.
The seller is responsible to deliver the
goods, not unloaded from the transport
vehicle, to the named place/point of
destination and to clear the goods through
customs for import. This term represents
the maximum obligation for the seller but
is not recommended if unable to obtain
import clearance.
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Rules for sea and inland waterway (when point of delivery and the
place to which goods are carried are both ports)
FAS		
Free Alongside 		
		Ship

FOB		

5.

Free On Board

The seller is responsible for delivering
the goods, customs cleared, alongside
(quay or barge) the ship at the nominated
loading point at the port of dispatch. The
buyer must bear all cost and risk from that
point onward. This term applies best to
bulk and breakbulk cargo.
The seller is responsible for delivering the
goods, cleared for export, on board the
vessel at the named port of shipment. The
risk of damage to or loss of, the goods
pass from the seller to the buyer when
the goods are on board the vessel, and
the buyer bears all cost and risk from that
moment onwards.

• Nature of the product (for example frozen vegetables need to be shipped in a
temperature regulated container whereas this is not a requirement for groundnuts).
• Place of destination (does the destination port/airport/depot etc., have the
necessary equipment to handle and off-load the cargo).
• The time-frame within which the buyer wants the goods vs. the transit time and
route for a selected transport mode.
• The frequency with which the transport service is offered to a destination as well as
the reliability of such service.
• The most cost-effective transport method, taking the quantity ordered and the
infrastructure at the place of destination into account.
• Security issues, both on the transport route and in the country of destination.

costs and freight necessary to bring the
goods to the named port of destination.
The risk of loss or damage to the goods
passes when the goods are on board the
vessel.

8.2.1 Containers
There are various types of ISO containers available to accommodate the international
shipment of products. For example, most products are exported in a general purpose
container (GP) whereas products that require a regulated temperature for shipment
would make use of a reefer container. When making use of a reefer container (example
the shipment of deep frozen vegetables) PPECB needs to be contacted in order to
manage and regulate the correct temperature setting for product, for shipment.

In addition to obligations under CFR, the
seller also contracts for insurance up to
the named port of destination.

8.2.2 Sea Freight
The majority of products relating to processed vegetables, fruit and nuts will be shipped
in containers via sea. Making use of seafreight leaves the exporter with two options:

Food standards
required in
The seller delivers the goods on board
CFR		
Cost and Freight
foreign
mar
kets
the vessel and contract for and pays the

CIF		
Cost Insurance
		and Freight

8.2 International Transport Modes
Freight options for the exporter of processed fruit, vegetables and nuts are road freight,
airfreight, sea or rail or a combination of these methods. This is obviously dependent on
various factors such as:

This summary only serves as an awareness of the importance of Incoterms®
when engaging in international transactions. It is recommended that potential
exporters attend an Incoterms® workshop at their local Chamber of Commerce
or refer to other training institutions noted in Chapter 10.

• Full Container Load (FCL): Full Container Load (FCL) refers to when the exporter has
sufficient cargo to utilise a whole container.
• Less Container Load (LCL): With a LCL shipment the exporter delivers the goods to a
container depot (or a groupage operator’s warehouse), where the goods are packed
together with other consignments in order to fill up a container.
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8.2.3 Air Freight
Airfreight allows for fast delivery of goods but is expensive and will substantially
increase the price of the product in the foreign market. Exporters must
also take into consideration limitations such as weight, volume and cargo
restrictions.
8.2.4 Road Freight
Road transport is often the most effective mode of transport for freight in
Southern African countries, especially when exporting to land-locked
countries such as Zambia, Zimbabwe and Malawi. Other countries that are
also serviced by road are Namibia, Angola, Democratic Republic of the Congo
(DRC), Botswana, Lesotho, some parts of Mozambique and Tanzania.

5.

Food standards
required in
foreign
mar
kets
For services
offered visit website:
www.spoornet.co.za.

8.2.5 Rail
For South Africa, Transnet’s Freight Rail division offers rail services and
maintains an extensive rail network across South Africa that connects with
other rail networks in the sub-Saharan region.
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9

Cost
breakdown
of shipments

The international environment introduces exporters to logistical scenarios and
payment challenges that are not part of their domestic environment.
In the market research phase, the exporter should have obtained some idea of
the price the market will bear for the product. The next phase then is to establish
whether the product will compete in the selected market segment. Many exporters
make the mistake of using the price they sell the product for in the local market
and adding the additional export-related costs. The first step should therefore be
to reinvestigate production costs and deduct any costs that do not form part of
the export process.
9.1

Factors to take into account when calculating export prices

9.1.1 Export and import process
• The exporter’s own logistical environment and needs.
• Packing requirements for the specific product.
• Product specific requirements (example: label and inspection fees).
• Incoterms®.
• Exchange rate fluctuations (and the management thereof).
• Methods of payments (advantages and disadvantages).
• Transport methods available (advantages and disadvantages) – both in South
Africa and in the importing country.
• Customs processes and requirements for both South Africa and the importing
country.
• Services offered by various service providers to assist exporters.
9.1.2 Complexity of distribution channels in the foreign market
Often more than one intermediary is involved but for food the channel is mostly
manufacturer-wholesaler-retailer.
In the USA for example, the exporter can:
• Sell to an importer who in return sells the product to a distributor.
• Sell direct to the distributor who sells to the retailer.
• Work with a broker to sell to a distributor or retailer.
In the EU the distribution channel could include:
• An agent, who provides the link between the foreign supplier and the importer.
• Importers, who source products from abroad and supply wholesalers or direct
to the large retail group.
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The large retail groups in the EU generally buy through an agent or importer, although
in some cases they may have direct contact with a foreign supplier. Channels of
distribution for food ingredients or intermediary food products, such as fruit juice
concentrate or even dried fruit, are somewhat different.

9.

Due to the vast number of products under the processed fruit, vegetable and nuts
category as well as the various grades within which most of these products can
be sold and possible niche markets, it is difficult to provide a standard percentage
that needs to be added to a costing structure for overseas markets. The exporter
needs to do proper research on all factors named to establish individual applicable
percentages. Exporters should make contact with their industry body (if one is
available) to assist with various cost breakdowns and market price indicators.

5.

Food standards
required in
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Some indications for the EU market on pricing and percentages can be found
on www.cbi.eu website. CBI is a Dutch government agency established to assist
producers/exporters in developing countries to market their goods in the EU.

9.2

Possible export costs to consider

Labelling and packaging cost
(In addition to DAFF Standards
and Requirements)

Labelling requirements for overseas
markets differ from those in South Africa
and often from country to country.
Exporters should consider how this will
impact on their pricing strategy

Packing for exports
(In addition to DAFF Standards
and Requirements)

Cartons: Strong cartons are required in
order to limit possible damage to goods.
Palletisation: Loose cartons should be
palletised (10 pallets can fit into a 20ft
container)

Inspection Cost

For example, PPECB’s fee to inspect
regulated products for exports and issue
the export certificate

Documentation

Issuance cost of various documents
needed for export and import such as
a Certificate of Origin or a Phytosanitary
Certificate

Inland Transport

Cost will depend on the selected mode
of international transport and area where
supplier is situated

Method of Payment

Bank charges are applicable to each
selected method of payment

STANDARD PRICE BREAKDOWN INDICATOR (EU)

SHIPPING 10%
PRODUCTION 25%
RETAIL 40%
IMPORT & PACKAGING
PROCESSING 25%

Shipping costs may vary depending on type of shipment (air or sea) and inland
transportation. Import costs may vary due to seasonality, weather conditions and
offered volumes.
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9.

Freight Forwarder & Clearing
Agent

SEA FREIGHT
A freight forwarder is a service provider
appointed by either the seller or buyer
to arrange the necessary logistics and
customs clearance for export; a clearing
agent is a service provider appointed to
arrange the same for import

Credit Insurance

Insurance premium payable to over risk of
non-payment by buyer

Courier Fee

Cost to courier documents as per the
agreed method of payment

Marine Insurance

The premium payable to procure insurance
for a shipment

Import Duty & VAT

The Customs authorities in the importing
country require import duty and import
VAT to be paid, before cargo will be
released to the buyer

Cost of inland transport
to final destination

Cargo Dues

Port levy payable for use of port facilities

Terminal handling charges

Collected by terminal authorities at each
port against handling equipment and
maintenance

Container Rate ‘Box Rate’
(FCL Shipment)

A ‘box rate’ is charged for an FCL,
regardless of its contents. Ocean freight
rates are normally quoted on the basis of
‘full liner terms’ (FLT); that is, the loading
and off-loading costs are included in the
freight rate.
Rates are quoted in US dollars and
converted into rands at the bank’s selling
rate on a date nominated by the shipping
line

Surcharges

These are additional fees that can be
applied by shipping lines to absorb
increases in costs. Examples: BAF
(Bunker Adjustment Factor); CAF
(Currency Adjustment Factor); Port
Congestion; ISPS (International Security
Port Surcharge), etc.

Less than Container Load (LCL)

LCL shipments, bulk and break bulk cargo
are charged on the basis of 1000 kg/1 m³

The charges payable normally relate to
transport via rail and/or road
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AIR FREIGHT

9.

Freight Rate

Airfreight rates are based on whichever is
the higher of:

Note that this list is only a guide to possible export costs and is not
all-inclusive. More charges can apply depending on the product,
international transporter and the rules and regulations of the country
of import.

Actual weight vs. Volumetric weight
Volumetric weight calculation:

5.

Length (cm) x Height (cm) x Width (cm)
		

[divide by] 6 000

War and Security Surcharge
Surcharges also apply to
Food
standards
airfreight
required in
ROAD FREIGHT
foreign markets
Transport Rate

Some road haulers charge a fixed rate
per truck load while others charge per
freight ton of cargo. While for airfreight
the volumetric calculation is standard
for all airlines, as shown above, for
road freight, this calculation can differ.
It is therefore important that exporters
establish the volume/weight ratio of a
‘freight ton’, when quoted per kilogram

RAIL
Contact Spoornet for freight rates www.spoornet.co.za
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This chapter is a guide to industry associations and the export councils that
represent the interests of members and can provide some training, coaching and
guidance to prospective exporters of processed fruit, vegetables and nuts.

10.

Where to
find help
(guidance,
training,
coaching)

10.1 South African Fruit and Vegetable Canners Association (SAFVCA)
The association describes itself as a voluntary grouping of fruit and vegetable
canning industry members and its mission is to protect and promote their interests.
SAFVCA covers canned fruit and vegetables, concentrates, juices, jams and
sauces. Its head office is situated in Paarl, Western Cape. For further details and
contacts go to www.safvca.co.za.
10.2 South African Fruit and Vegetable Canners’ Export Council (SAFVCEC)
Linked to SAFVCA, this export council liaises with DAFF and with the Department
of Trade and Industry on international trade issues such as market access, tariffs
and non-tariff barriers. It helps members to participate in selected international
trade fairs and trade missions and represents members where required.
It addresses technical matters concerning exports such as product quality food
safety, regulations concerning packaging, labelling and grading, as well as can/
tin plate specifications and the like. SAFVCEC also coordinates export studies
and market related research. For further information or to contact the council follow
the link through SAFVCA’s website at www.safvca.co.za.
10.3 South African Fruit Juice Association (SAFJA)
This voluntary body represents companies that process, convert and package fruit
juices, concentrates and cordials for the local and export markets. Much of its work
concerns regulation of the industry and the establishment of norms and standards
to engender consumer confidence both here and abroad in South African fruit
juices. SAFJA has associations with similar organisations in Australia and Europe.
For further information go to www.safja.co.za.
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10.4 Dried Fruit Technical Services
The DFTS was established to keep the local dried fruit industry abreast of the need
for agricultural research, strategic information on volumes and quality to meet all
sanitary and phytosanitary requirement for local and export marketing to serve the
best interest of the industry as the need arises and keep the National Agricultural
Marketing Council (NAMC) and Minister of Agriculture, Forestry and Fisheries
informed on strategic issues. It is authorised to receive and manage the statutory
levy applied on South African dried fruit. It has introduced the Dried Fruit Production
Protocol, which is essentially a HACCP-type quality control system. The DFTS can
be contacted at: retha@hortgro.co.za.

5.

10.5 Agricultural Research Council (ARC)
ARC was established in 1990 and is the principal agricultural research institution
in South Africa. Among the many services that it renders to the agricultural and
agro-business sectors are certain training programmes for producers. For the
sector that this export manual is intended for, the relevant training programmes
are in fruit processing, sub-tropical fruit processing and vegetable processing. A
typical programme for fruit processing covers fruit juice extraction, clarification
and preservation, jam making, and packaging. For further information on ARC’s
services and training programmes visit www.arc.agric.za.
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10.6 SA Olive Industry Association
This association represents the common interests of olive growers, olive oil
producers, table olive producers, tree nurseries and olive importers. Since June
2012, SA Olive membership has become compulsory due to the implementation of
the Statutory Measure Memorandum whereby a legislated levy is applied to olives.
The Statutory Measure is applicable to growers, table olive processors, olive oil
processors and table and olive oil importers. For information about this association
go to www.saolive.co.za.

10.7 The South African Macadamia Grower’s Association (SAMAC)
SAMAC comprises macadamia nut growers, processors and marketers that work
together in sustaining and developing the industry. SAMAC has introduced certain
standards for the handling and packing of raw macadamia nuts guided by the quality
specifications proposed by the International Nut and Dried Fruit Council (INC). More
information is available at www.samac.org.za > Standards. The INC describes itself as
the international source for information on nuts and dried fruits for health, nutrition, food
safety, statistics, government standards and government regulations regarding trade
barriers and trade quality standards. Information is available at www.nutfruit.org.
10.8 Grain SA
Grain SA is the industry body under which groundnuts (peanuts) fall. Part of its function
is to stimulate research into issues of importance to its members, including groundnut
producers. A report compiled by the Bureau for Food and Agricultural Policy (BFAP)
on the South African groundnut industry was published in May 2012: it is available at
www.grainsa.co.za and enter ‘groundnuts’ into the search facility.
10.9 The Bureau for Food and Agricultural Policy (BFAP)
BFAP is a virtual network linking individuals with multi-disciplinary backgrounds to a
coordinated research system that informs decision making within the food system.
BFAP produced a report on the sustainability of the South African groundnut industry
in February 2012, which is available at www.bfap.co.za > Research Projects > BFAP
Reports > Evaluating the Sustainability of the South African Groundnut Industry.
10.10 Perishable Products Export Control Board (PPECB)
The PPECB is a recognised inspection body responsible for implementing DAFF
regulations regarding the export of both fresh and much processed produce from
South Africa. In addition to its inspection services, the PPECB also provides training
programmes for producers/exporters; relevant training programmes for users of this
manual are those covering product quality, cold chain management and food safety.
Training programmes can be developed to meet individual needs. For further information
on training specifically go to www.ppecb.com > training-academy.

30

Where to find help

10.11 SA Agri Academy
The Agri Academy provides a wide range of training programmes developed
specifically for the agricultural sector, including producers and exporters. Training in
various aspects of accreditation and certification is given, covering the requirements
of EurepGap, British Retail Consortium (BRC), HACCP and Fair Trade certification.
The academy also runs the Market Access Development Programme to assist
SMEs to gain market access through local, regional, Fair Trade and conventional
routes and an export readiness programme. More information can be obtained
from www.agriacademy.co.za > training overview.

5.

10.12 Other training organisations specialising in food safety
The PPECB and the SA Agri Academy are two organisations that specialise in
training for the agricultural sector, including producers and exporters of processed
fruit, vegetable and nuts. However, there are a number of other training institutions,
some specialising in food safety certification.

Food standards
in (SABS)
10.12.1required
SA Bureau of Standards
SABS is South Africa’s official standards authority and regulatory body and represents
foreign
mar
kets
South Africa
on the International
Standards
Organisation (ISO). In addition to

developing standards and norms for products and services in South Africa, SABS
also offers testing and accreditation, auditing and certification and training; the
Design Institute also falls within SABS’ ambit. Training programmes cover a range
of sectors and subjects, including ISO 9000 quality management series and ISO
22000 food safety management. The training brochure can be downloaded from
www.sabs.co.za > training > training brochure.
10.12.2 Swift Silliker
Swift Silliker offers training courses aimed at all levels of employees in the food,
beverage, hospitality, cosmetics, and pharmaceutical industries; the company is a
FoodBev SETA accredited training provider. Programmes cover traceability, HACCP,
BRC requirements and ISO 22000. Further information on the training calendar can
be obtained from www.swift.co.za > training. The company also provides consulting
services on food labelling as well as microbiology testing and nutritional analysis.

10.12.3 SGS
SGS in South Africa is part of the international Swiss-based Société Générale de
Surveillance, which is one of the world’s leading inspection and standards compliance
organisations. It offers services covering auditing, certification, testing, inspection,
verification, consulting and training. Training programmes cover all major international
standards regimes, such as HACCP, ISO 22000 and BRC. Full details and contact
information can be obtained from www.sgs.co.za > what we do > training.
10.12.4 HACCP Academy
HACCP Academy is a private sector food safety consulting company providing services
in the fields of training and development, food safety systems development, auditing
services and food technology. Training programmes include HACCP, ISO 22000 and
BRC; further information can be obtained from www.haccpacademy.co.za > training
and development.
10.13 Other training organisations specialising in export training
There are several institutions and companies offering training in various aspects of
exporting. Note that these are not specific to exporters of processed fruit, vegetables
and nuts; nonetheless, whatever the product being exported, fundamental principles are
the same.
10.13.1 Small Enterprise Development Agency (SEDA)
SEDA is an agency of the national Department of Trade and Industry. In addition to the
wide range of entrepreneurial development services the agency offers, it also manages
four Trade Points in South Africa (in Johannesburg, Port Elizabeth, Durban and Nelspruit).
To learn about the Trade Points go to www.seda.org > seda business grow > trade point
programmes. Export training is also provided through SEDA branches; for information go
to www.seda.org.za > contact us and click on the relevant province to find the branch
nearest to you.
10.13.2 Regional investment agencies
There are regional investment organisations in all provinces, and many of these provide
guidance and assistance programmes to enterprises.

31

Where to find help

Western Cape Investment and Trade Promotion Agency (Wesgro): In the
Western Cape, Wesgro is an agency supported jointly by the Province and the
City of Cape Town; it provides export development, tourism promotion and inward
investment services. Export development programmes include export training at
various levels, foreign trade fair participation and outgoing trade missions.
For information go to: www.wesgro.co.za > export.
Other regional investment agencies
Eastern Cape Development Corporation: www.ecdc.co.za
Free State Development Corporation: www.fdc.co.za
Gauteng Growth and Development Agency: www.ggda.co.za
Invest North West: www.inw.org.za
Mpumalanga Economic Growth Agency: www.mega.gov.za
Northern Cape Economic Development Agency: www.nceda.co.za
Trade and Investment KwaZulu-Natal: www.tikzn.co.za
Trade and Investment Limpopo: www.til.co.za

5.
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10.13.6 Logtrain International
Logtrain International offers skills training, e-learning, courses and workshops in supply
chain management, international freight, transport and shipping, and Incoterms®. More
information is available at www.logtrain.co.za > courses.
10.13.7 Chambers of Commerce and Industry
Chambers of Commerce and Industry in major centres frequently offer export assistance
and training.
Note that educational institutions, such as Universities, the IMM Graduate School of
Marketing (IMM GSM) and the International Trade Institute of Southern Africa (Itrisa) offer
long-term diploma or degree programmes in international trade or related subjects. IMM
GSM and Itrisa also offer short training programmes from time to time.

courses online. Included is an import export management course, which covers all
basic aspects of international trade. For information go to www.getsmarter.co.za
and scroll down the left hand column to “import and export”.
10.13.4 Freight Training (Pty) Ltd
Freight Training specialises in training in export and freight/logistics related matters.
In-company training tailored to specific problem areas is also offered. For details
visit www.freighttraining.co.za > course schedule.

10.13.5 School of Shipping
School of Shipping offers courses in import, export, customs clearing and freight
forwarding, which are accredited by the South African Transport Education and
Training Authority (TETA). Information is available from www.schoolofshipping.co.za
> courses.
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When the exporter has drawn up the export plan and is ready to export, possibly
the next step on the export road is to give consideration to how the enterprise will
finance its exports. Exporting is a complicated and expensive process. It requires
time, considerable planning, extensive research (much of it overseas), highly skilled
staff, product adaptations, international travel, expensive international promotions
and management involvement. At the same time, profit margins are often low and
payment terms may mean that the exporter receives payment only in 30, 60 or 90
days. Together, this translates into high expenses and slow income. Cash-flow is
often a major problem facing the small exporter.
11.1 When is finance needed?
Financing is required almost from the moment the enterprise decides to get into
exports. Financing requirements can be divided into four stages (the first three are
the pre-contract phases, while the last stage is the post-contract phase).

11
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11.1.1 Financing to carry out research on the internet and spend some
time on planning and cost benefit analysis
Expenses at this stage are related more to the time needed to put into the planning
and preparation process than to actual outlays on travel, research and promotion.
The enterprise should be able to cover these financing outlays itself.
11.1.2 Financing for export market research efforts
This stage requires time and effort to be spent in selecting target countries and then
gaining a better understanding of the targeted markets. In this stage, expenses will
probably be related to a fairly extensive desk research effort (which may involve
purchasing market research reports online and accessing other information for
which there may be a charge). In addition, there should be at least one visit to
the target market to obtain information from industry associations, chambers of
commerce, potential buyers; if possible, a visit to a trade fair or two should be
included. If the research is carefully planned, it may be possible to achieve all
in-market research goals in one visit. A second visit may, however, be desirable.
Larger potential exporters may want to acquire the services of professional research
agencies, which would push up the cost considerably. At this point the company
may already need to consider finding financing for this research (the dti provides
assistance to exporters for their in-market research efforts: se paragraph 11.4).
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11.1.3 Financing to implement the export plan
Based on the research completed, the enterprise will refine its initial planning and
will now need to implement its export plan. This is another expensive step in the
export process, because it can involve promoting the product over the internet, via
direct mail, through advertising in trade magazines, taking part in one or more trade
fairs and visiting potential buyers. It is highly unlikely that an enterprise will be able
to achieve its objectives without visiting the market in question. Indeed, it is possible
that at least two or three visits to the market will be necessary before the marketing
drive has any effect.
Financing 5.
to help

11.1.4
the exporter achieve contractual obligations
Assuming that the marketing effort has paid off and the enterprise has secured a
contract, the next step is to produce the goods, package and label them, ship them
off to the customer, provide the agreed upon service and wait for payment. This is
perhaps the costliest part of the whole process and is very difficult to estimate. This
will be the stage where financing needs are the most acute. It is also likely that this
will take place only two years or so from the initial export development steps and
already thousands of rands have been spent to secure this first order.

Food standards
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11.2 Types of financing and financial support available to the exporter
Sources of pre-shipment finance are:
•
bank overdrafts
•
loans from financial institutions.
Sources of post-shipment finance are:
•
bank overdrafts
•
loans from financial institutions
•
factoring facilities
•
discounting of bills of exchange/drafts.
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11.2.1 Banks
One of the most common ways of financing exports is by obtaining credit from commercial
banks (much domestic activities are financed). This credit may be in the form of an
overdraft negotiated with the bank or it may be a loan for a specific project. However,
banks prefer not to finance individual orders as they prefer to establish an on-going
business relationship with customers. Banks are the key source of finance around the
world and they take care in considering and analysing the requests for financing received
from prospective exporters. In doing this, they do take many factors into consideration.
11.2.2 Factoring
Factoring services are designed to take the payment risks inherent in export sales
away from the manufacturers or producers. A company might approach a factor where
it requires cash to finance further production and development. The factor buys the
exporter’s ‘book’, either advancing up to 90% of the value as soon as the ‘book’ is
received with the balance on collection of debts, or paying certain amounts on specific
dates as agreed with the exporter. The factor takes a commission of between 0,75%
and 2%, depending on the nature of the business, sales volumes, invoice value and
client spread, and credit terms. As the new ‘owner’ of the debt, the factor assumes
responsibility for collection of the debt when it falls due. Collections are carried out in the
importing countries via correspondent factors or branch offices.
11.2.3 Discounting of bills of exchange/drafts
When payment is by a letter of credit, a bill of exchange is often stipulated and required
to be drawn on the nominated negotiating bank. Once this bank accepts the bill, it
becomes liable under it. An exporter holding such an accepted bill of exchange can use
it to raise finance by ‘selling’ it to a bank on a discounted basis. A major advantage of
discounting a bill of exchange is that an exporter receives payment in SA rands as soon
as he negotiates the bill, and thus is freed of any further risk of exchange loss. However,
before adopting this method of finance, exporters should discuss this option with the
foreign or international branch/division of their banks.
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11.3 Small Enterprise Development Agency (SEDA)
The Small Enterprise Development Agency (SEDA) is the Department of Trade and
Industry’s agency for supporting small business in South Africa. SEDA offers the
following services: Business registration (close corporation, cooperatives, patents);
business planning and management; marketing research and planning; facilitating
access to finance; assistance with access to markets; trade exhibitions; technology
access such as product testing, development and certifications; business training.
For more information on SEDA visit its website: www.seda.org.za.

5.

11.4	Export Incentives
11.4.1 Export Marketing and Investment Assistance (EMIA) scheme
The purpose of assistance under the EMIA scheme is to give partial compensation
to exporters for costs incurred in developing export markets for South African
products and services and to recruit new foreign direct investment into South Africa.

Food standards
EMIA is broadly divided into two types – individual participation schemes and group
required in
schemes:
11.
•
Individual Participation Schemes:
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- Individual Exhibitions and In-Store Promotions
•

- Primary Market Research (PMR) and Foreign Direct Investment (FDI)
- Individual Inward-Bound Missions
Group Participation Incentive Schemes:
- Group Inward Buying Trade Missions
- Group Investment Missions
- National Pavilions
- Outward Selling Trade Missions and Outward Investment Missions
- Sector-Specific Assistance

Financial support
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For more information contact:
Director: EMIA
		
Tel: +27 12 394 1716 | Tel: +27 12 394 1961
		
Fax: +27 12 394 2716 | Tel: +27 12 394 0114/7
e-mail:
DMabusela@thedti.gov.za		
e-mail:
EMoagi@thedti.gov.za
Also visit the dti website: www.thedti.gov.za for other business assistance incentive
schemes available to enterprises.
11.4.2 Development Finance Institutions
Small Enterprise Finance Agency (SEFA)
SEFA was established in 2012 as a result of the merger of South Africa Micro Apex
Fund, Khula Enterprise Finance Ltd and the small business activities of the Industrial
Development Corporation (IDC). Loan facilities to enterprises include:
• Bridging loan is a short-term loan to an enterprise to finance working capital needs
(i.e. stock and/or operating overheads)
• Term loan is a loan for a specific amount, which has a specified repayment schedule
and a floating or fixed interest rate. Term loan is used to finance assets that have
a medium- to long-term lifespan, such as machinery, fixtures and fittings, vehicles,
office equipment; it can also be used for start-ups, expansions and acquisitions of
businesses.
• Structured finance is used to finance businesses that require funding but fall outside
the parameters of term and bridge loan facilities. The support is provided by way
of a debt facility but mainly tailored around the requirements of the project (tailored
finance).
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Wholesale lending (debt/equity) is offered to intermediaries, joint ventures,
partnerships and other collaborative relationships with the target market and funding
gap being:
• Survivalists and microenterprises – loans between R500 and R50 000
• Small enterprises – loans being between R50 000 and R1 million
• Medium enterprises – loans being between R1 million and R5 million

priority sectors; and taking up higher-risk funding projects.
Various development funds are available of which the Agro-Processing Competitiveness
Fund is one. For more information on this fund, the qualifying criteria and the application
process, visit the website: www.idc.co.za; call centre: 0860 693 888; e-mail: callcentre@
idc.co.za.

For more information on SEFA visit the website:
www.sefa.org.za; call centre: 086 000 7332; e-mail: helpline@sefa.org.za.

5.

National Empowerment Fund (NEF)
Established by the National Empowerment Fund Act No 105 of 1998 (NEF Act),
the National Empowerment Fund (NEF) promotes and facilitates black economic
participation by providing financial and non-financial support to black empowered
businesses, and by promoting a culture of saving and investment among black
people. The NEF implements its mandate in providing asset management, fund
management as well as strategic projects funding.

Food standards
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Funding is currently obtainable from four funds, namely the iMbewu Fund, uMMnotho

Fund, Rural and Community Development Fund and the Strategic Projects Fund.
For further information on the qualifying criteria and services offered as well as the
contact details for the NEF provincial offices visit the website:
www.nefcorp.co.za;
call centre: 0861 843 633;
e-mail: applications@nefcorp.co.za (funding);
info@nefcorp.co.za (enquiries).
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Industrial Development Corporation (IDC)
The IDC is a self-financing, state-owned development finance institution whose
primary objectives are to contribute to the creation of balanced sustainable economic
growth in Southern Africa and to further the economic empowerment of the South
African population, thereby promoting the economic prosperity for all citizens.
The IDC provides finance for industrial development projects by proactively identifying
and funding high-impact and labour-intensive projects; leading the creation of viable
new industries; using South Africa’s diverse industry expertise to drive growth in
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Many enterprises fail in their early attempts to export because they under-estimate
what is involved in exporting and do not have sufficient resources. Resources
include money, materials, equipment and labour, as well as management, technical
and administrative skills. Export readiness is therefore dependent not only on the
product but also the enterprise, its finances and infrastructure.

12

Export
readiness
checklist

There are various export readiness questionnaires available on the Internet, but
the following should provide a good indication on how ready the enterprise and its
product is to begin exporting and, more important, which areas should be improved
in order to raise the chances of success.

Mission and business planning			

Yes

No

Is the legal structure appropriate for your enterprise?
(Is your company registered as a CC, Pty/Ltd,
Partnership, etc.?)
Do you have a written business/marketing plan
covering 12 to 24 months? (Not an export plan, but an
overall business plan)

Food standards
Is your plan being implemented and monitored
required
in weekly or monthly reports
properly? (Are there proper
on production/sales/business development?)
foreign markets
Do you understand the importance of doing it right
first time and a commitment to this? (Have there been
repeated problems with planning, delivery, etc.?)
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Financial management					
Do you have a recent audited or certified financial
report for your business? (including balance and profit/
loss statements & explanatory notes)
Do you have an efficient internal accounting system
producing monthly financial performance reports and
cash flow overviews?
Do you prepare a budget annually?
Did your turnover grow last year?
Food
standards
Did you have a net profit?
required
in
foreign markets

Yes

No

Production							

Yes

No

Are your production facilities reasonably up-to-date
and functioning smoothly?
Is your production consistent in volume and quality?
Could you increase your production by about 30% or
more at short notice?
Do you maintain detailed records of your suppliers, of
your internal processes and of your buyers in order to
maintain a traceability system?
Do you meet all DoH food safety standards?
Are you at least HACCP compliant and are you audited
regularly?
If your product is regulated by DAFF, can you meet the
specific DAFF requirements, regulations and standards
for export?
If yes to the above question, do you have an account
with PPECB?
Is your company registered as an FBO with DAFF?
Do you have an accurate product costing system
based on a bill of materials?
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Human resources and
organisational structure			

Yes

No

Does your company have the resources and experience
to handle administrative matters efficiently?

Do you have a person responsible for marketing?

No

Do you have any export experience?
Do any employees have recent export administration
experience?

Do you have clear and up-to-date job descriptions for
your employees?

Do you have a marketing strategy/marketing plan for
your local market which consistently incorporates the
main marketing aspects (i.e. product, price, distribution
and promotion)?

Yes

Have you achieved any exports?

Do you have efficient communications systems
(telephone, fax, e-mail) and do you respond quickly to
enquiries, complaints, etc.?

Are your workers trained for their jobs?
Food
standards
required in
Marketing							
foreign markets

Exporting							

Yes

No

If the enterprise cannot answer ‘yes’ to at least two-thirds of these questions,
then it should take a serious look at what corrections/improvements need to be
made before attempting to export. Of especial importance are the questions
relating to production, because without an exportable product produced in
a viable operating plant, exports cannot take place. However, any business
activities need to be set in the framework of a well-thought through plan and,
if the enterprise still has a way to go before it is likely to be export-ready,
planning to achieve export-readiness is an essential first step.
An enterprise that can answer ‘yes’ to most of the questions, and especially
to those concerning production, could well develop an export plan and then
begin to explore export possibilities and undertake preliminary export market
research, while it makes the necessary improvements in other areas.

Have you analysed which market segments are the
most attractive (i.e. which buyers yield the most profit
consistently?)
Do you regularly develop new products and do you
have a recorded procedure for product development?
Do you have a realistic pricing policy based on an
accurate product costing system?
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Information
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13.1 Niche marketing/market segmentation
Before considering where to find information about foreign markets, the potential
exporter should understand one of the most important principles of export
marketing – the concept of niche markets or market segmentation (the two terms
have the same meaning).
The aim of every marketer is to be a preferred supplier to the chosen markets.
The challenge for small companies is to achieve such a position even though they
may be competing against much larger firms. The small company can do this by
identifying in the overall market small niches or segments whose specific needs it
can meet and by tailoring its marketing efforts to those niches.
For food products, including processed fruits, vegetables and nuts, the following
are examples of some niche or market segments:
• Income levels: products might offer exclusivity to the very rich or exceptional
value for money for the less affluent.
• Pack sizes: small packs might be offered to consumers who cannot afford to
buy large ones, or who do not have the space to store large ones (e.g. dwellings
in the Far East are often very much smaller than those found in the West). On
the other hand, bulk packs could be offered to institutions (schools, universities,
hospitals, prisons, hotels and so forth).
• Health consciousness: products with natural ingredients might be preferred
by the health-conscious, who might be reached through membership of health
and sports clubs.
- The concept might extend to residents of old age homes, or perhaps to
exclusive nursing homes and recuperation centres.
- Age-related products: there are any number of products that appeal to
people of a specific age group. Older, more conservative people have 		
different tastes in food to younger people.
- Cultural and /or religious differences create a demand for certain food 		
products, such as Kosher and Halaal certification.
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Readers of this manual should already have a good idea of many of the essential
issues that have to be taken into account when exporting and therefore have to be
researched. The following is a summary of necessary market research issues.

13.

• Different cultures, languages, business customs and laws: Some of
the factors that can affect business negotiations across cultures are: decisionmaking time; thought patterns; social behaviour; attitude to material possessions;
family relationships; risk avoidance; competitiveness; and short- and long-term
planning.

5.

Language differences clearly affect how an exporter communicates with potential
business partners and how easily agreement can be reached. Language
differences mean that labels will need to be translated, and possibly that the
exporter’s brand name will not be acceptable: consumers may find it too difficult
to pronounce or it may have an inappropriate meaning. Cultural differences may
also influence whether or not the product will be acceptable, especially if it is a
consumer product.

•

Food standards
required in
Banking and foreign exchange: Not only will exporters need to understand
ketscontrol regulations; they will also
foreignforeign
currencies and Southmar
Africa’s exchange

need to understand something of the banking practice in the target market and
should seek advice from the foreign or international branch/division of their bank.
• More complex product standards and specifications: This can be one of the
most challenging differences between market requirements in South Africa
and those in target export markets. DAFF’s export regulations on certain
processed fruits, vegetables and nuts are designed to meet many foreign market
requirements. Nonetheless, this is one of the first areas you will need to research.
13.3 Where can information be found?
There is no central source of information covering all the issues of all possible target
markets. Some sources, such as the World Trade Organisation, cover certain
specific issues for most countries. Others, such as the CIA World Factbook, cover
a wide range of aspects of most countries, but only at a macro level, not at a
specific marketing level.
The following is a guide to information sources:

• HS code: The Harmonised System numerical code by which goods are classified
in international trade. The full classification of the product in target markets must
be checked to be sure of obtaining the correct import duty information. Help from a
freight forwarder.
• Country Information:
− South Africa’s trade representatives/embassies abroad (www.dirco.gov.za > 		
Websites of SA missions, then click on target country);
− CIA World Factbook at: www.cia.gov > Library > Publications, then click on
The World Factbook;
− CBI (Centre for the Promotion of Imports from Developing Countries, The 		
Netherlands) at website www.cbi.eu (see further comments under 13.4);
− International Trade Centre (ITC), Geneva, at website: www.intracen.org > 		
exporters, and select information type;
− EU information at website: http://europa.eu.int; business directories e.g. www.		
kompass.com and www.europages.com; Euromonitor at www.euromonitor.com;
− Country profiles from local banks; general news media and trade journals in target
market.
• Banking infrastructure in target markets: Exporter’s bank for basic information.
• Transport/communications infrastructure: Freight forwarder.
• Market access:
− Freight forwarder;
− Foreign country’s embassy/consulate in South Africa;
− SARS website at www.sars.gove.za >Client Segments > Customs and Excise >
Processing > Pre-assessment > Registration > Local exporter;
− Department of Trade and Industry (the dti) at www.thedti.gov.za > Trade, Exports
& Investment > Market Access > Trade Agreements;
− South Africa’s trade representatives/embassies abroad at www.dirco.gov.za > 		
Websites of SA missions, then click on target country.
• Import licensing and import tariff system: Foreign country’s embassy/consulate
in South Africa; freight forwarder; for US, including AGOA, http://dataweb.usitc.gov.
Special customs provisions, such as advance rulings on Customs classifications
and entry regulations and procedures: Freight forwarder; information should be
checked with Customs officials during a market visit.
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• Technical, food, health and safety standards: DAFF for regulated processed
fruits, vegetables and nuts; foreign country standards body (info from SABS); for
EU countries consult the CBI website: www.cbi.eu.
• Packaging and labelling regulations: Foreign country’s standards body or
trade regulatory body; for EU countries consult the CBI website: www.cbi.eu.
• Documentary requirements: Freight forwarder should assist. The buyer/agent
should inform the exporter of foreign market requirements.

13.

5.

13.4 CBI Services
CBI – the Centre for the Promotion of Imports from Developing Countries – is
probably the most comprehensive information source for companies wishing to
export products to EU countries. All information is provided free of charge and
covers general manuals on exporting, exhibiting at foreign trade fairs, and similar
issues, as well as specific reports on individual product groups.

Food standards
required visit the CBI website and register, which is a onceReaders of this manual should in
off simple process. They should then go to www.cbi.eu > market intelligence
foreign mar
ketsand edible nuts from the drop
platform, and select processed
fruits, vegetables
down menu. A range of issues will then be available concerning different aspects of
exporting this range of products to EU countries:
•
•
•
•
•
•
•
•
•

Trendmapping: insights and foresights on key European market dynamics
Market competitiveness.
Channels and segments.
Tradewatch, covering trade statistics
Buyer’s black box: What is on the mind of a European buyer.
Business landscape.
Product factsheets.
Buyer requirements.
Database of specific market reports.
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Appendix 1
Packaging checklist for exporters of food products (Source: Food Export
Programme manual, Wesgro, 2008)

Protection of health and safety

APPENDIX 1:
PACKAGING
CHECKLIST

• Do all packaging materials used 		
(including items such as printing inks, 		
adhesives, and so forth) conform to existing
laws and are they approved, if applicable, for
direct contact with food?
• Is this certified by the package supplier
in accordance, for example, with the
internationally recognised regulations of the
FDA or the EU?
• Have such regulations been checked and
certificates issued in respect of the particular
nature of the packed product?
• Have specific regulations for packaging
and mandatory labelling to prevent misuse
been checked for such products as dietary
products, aerosols containing food, and so
forth?
• Are there any requirements for childproof
closures of the packs?
• When perishable foods such as vegetables,
meat, fish, seafood, poultry, eggs, dairy
products, and so on, are packed, are there
any regulations on sanitary certification,
prescribed packaging materials, use-by-date
or other markings in the target markets?
• Are there any specific hygiene regulations
for machinery or personnel carrying out the
packing operation?
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Labelling

• Does the product’s name properly describe
the product without being misleading as to its
nature or origin?
•
Does the product name and quality
grade conform to international or national
standardised nomenclature?
• When a picture of the product in use is
shown on the package, can this be considered
misleading as to the contents of the pack or
as to the actual size of the product packed?
•
Are any special claims, such as ‘new
formula’, ‘economy size’, ‘weight reducing’
claims for dietary products, and so forth,
that might be printed on a package, clearly
substantiated and allowed by existing
regulations?

Food standards
5.
required in
• Is the average declared weight/volume or
allowance
for slack fill within the tolerances of
foreign mar
kets
existing regulations?

•
Does the text on the package include
possible mandatory information on:
Country of origin?
Name and address of producer/		
packer/importer?
Weight/volume/count of content 		
expressed as drained/net/gross 		
values in prescribed metric and/or 		
imperial units?
List of main or all ingredients and 		
additives in the correct way 		
and sequence?
Warnings against potential dangers
to the consumers’ health through 		
misuse, overdosing or incorrect 		
handling of the package?

Labelling - continued

•
Is the text printed in the prescribed
language/languages?
•
Does the size of the various elements
of the text conform to existing legal 		
specifications?
•
Are the text elements positioned in
the prescribed places on the package 		
or the label?
•
Is the information about the product
and its use given in conformity with 		
recommendations issued by local 			
consumer organisations?
•
Should mandatory or voluntary 		
information be included, for example,
on:
The nutritional value of foods?
The mineral, vitamin, and so on, 		
content of the foods?
Number and size of servings?
Date of production or latest 		
recommended date of consumption?
The unit price of the product?
•
Must the label carry barcode
markings of the Universal Product Code
(UPC – 9 digits) system or the European
Article Numbering (EAN – 13 digits) system?

44

PACKAGING CHECKLIST

13.

Environmental aspects

•
Is the type of package, such as
non-returnable, easy-opening can closures,
aerosol propellants, and so on, allowed
by environmental legislation in the target
markets?
•
Are there any specific regulations
for packaging materials of vegetable origin
such as wood, straw, hay, or for used textile
sacks, shredded waste paper, and so forth?
If applicable, have the necessary fumigation
or sterilisation certificates for such materials
been obtained?

Food standards
5.
required in • Does the construction, dimensions,
Standards
size, capacity and material specifications of
foreign mar
kets
the package
conform to possible standards
•
Are there any fiscal duties to be paid
in the target markets, for example, on nonreturnable packages?

or recommendations issued, for example,
by:
- ISO or other international bodies?
- EC or other regional organisations?
- National standards institutions in the 		
respective target markets?
- Voluntary industry agreements?
- IATA or other international transport 		
conventions?
- National road or rail carriers?
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