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1. Is sales and
marketing
neglected by
processors?
Why?







2. Fallure to appreciate factors for success
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2. Are African
Processors
making
progress?




Are African processors making progress?
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Major progress ; Significant under utilisation of capacity.
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Are African processors making progress?
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3. Why do

processors falil
to find the right
buyers?




WHYDOEXPORTERSILTOFINDTHERIGHBUYERS

1. PROCESSORSRKWITHTHEFIRSBUYERHATCOMER\LONGNITHOUTFOCUSSINGN THE
SUITABILITOFTHATBUYERBROKHERGENT

2. PROCESSOR®NOTRESEARCHHEMARKETTO FINDBUYERSHATMATCHTHEIRNEEDS

3. PROCESSOR®NOTHAVEA MARKEENTRBTRATEGY

4. PROCESSORRITUNTILTHEYHAVESTOCRKOSELIBEFOREALKINGOBUYERS




Lack-of;sales &
marketingskills.




3. Management style and culture

Hierarchical styles mean
that CEOs keep the sales

task.

Sales

Management

Buyer/enquiry driven
approach . Poor knowledge of the

buyers needs and the marke
We do not actually sell we situation

order take.




4. What
problems can
African
processors solve
for buyers?




What prafitems @anfAfteandqurocessarssoivedorrbriyers?

& A sustainable supply chain with long term solutions.

. Traceability and risk mitigation.

- {47 1 Faster, lower cost delivery, fresher kernels.




What prabtems canfAfteanqarecessarssaivedarrbriyers?

U Supply Chain Certification e.g. organic.




INITIATIVE
s LIEFERKETTEN

needs of
buyers

German Supply Chain Act January 2028 in 109 days.

Only origin processed
kernels can meet

the full requirements




5. Are market
trends helping
African
processors?

(even if sometimes they are
not helping themselves)




Global Trend in kernels consumption
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EU +6.8%
USA +5.3%
India 20197 7%
202171 4%
China 6.25%

U 3 of 4 markets highly
dependent on the RCN
trade to Vietnam.

U The other, India, is closed to
iImported kernels.




Big Trends

e 63% D B0

of consumers cons ider

that choosing one’s food has already made
is a civic act that equates a radical change
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47,8 % 31,1 % 71 %*

* percentage of worldwide innovations
Source: ProtinesXTC - 2022 “Offre nnovante olimemnoie” study




Big trends driving consumption

3. Health and wellness of foods67% °
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6. Changing roles importer & supermarket ]




Opportunity in these trends.

Shift from cost efficiency to

resilience & adaptability. Look at sustainability differently.

Sustainable vs Lean




6. What do
cashew
ICINEISRINEIES
want?




1. LEGISLATIVE

e AFLATOXIN LIMITS
e MICRO BIOLOGICAL
e PURITY

e GMO

4. PRICE:
COMPETITIVE
MARKET PRICING

2. PRODUCT

e QUALITY

e SPECIFICATION
e STANDARDS

e CERT. OF ANALYSIS

5. RELIABILITY
&
CONTRACT
FIDELITY

3. PACKAGING
e STANDARD

e HANDLING

e MATERIALS

6. TRACE ABILITY
& 7. QUALITY

PRESERVATION MANAGEMENT
OF IDENTITY SYSTEMS

What do
buyers
want?
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Trends

Food safetv / Processor audit / Need for OQualitv Manaaement Svstems.

. Direct pul
. Relations
. Consolide 1.
. Traceabil 2.
. Importers 3.
. Thefpowe 4

Risks & Problems

Quality problems with Viethamese kernels.

Processor contract default in volatile markets.
Few reliable processors for forward buying contracts.
Buyers quality/food safety terms more difficult to meet.

. International RCN trade loses traceability chain.
. Price volatility.
. Buyerg high dependence on one origin.

Rest supply RCN. “




/. What makes
a buyer more
comfortable
with a new
supplier?




WHATMAKESBUYERBEEIMORECOMFORTABMATHSUPPLIERISR

Recommendation from other buyers.

Food safety system and certification.

Product sheets and quality records.

Professional communication habits from supplier.

Suppliers' knowledge of the market.

Reliability¢ Do not make promises you cannot fulfil.

A good professional website.




AFood Safety Process CertificatipEU Food Law ,
Food Safety Modernisation Act US.

AHACCP, FSSC, BRC.

ACSR Complianedabour, social, environmental e.g.
policy or SEDEX.

ATraceability.
ASupplier Audits. '

ADevelopment of supplier relationships and ,

partnerships P 4
o




On line tools-are keyg website/social media.
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8. What do we mean
when we talk about

building relationships
not just transactions?




WHATBUSINESSREWEIN 7

o OMMODITYIRADING

U Transactional Relationship.
U Compete on price/Price taker.
U Low or no supplier loyalty.

U Customer changes supplier for sm
price difference.

U Higher market risk.

U Usually via importer or broker

all

FOODINGREDIENFSONSUMERXPORT

U Long term relationship.
U Price is the last issue discussed’

U Compete on guality, reliability,
certification

U Long term loyalty.
U Takes longer to develop.

U Importer role is different.




BUYERSREMOREDEMANDINGHE
HIGHERHEYERCEIVEHERISK
HOW ISTHISEXRPRRESSED

03

The higher the risk

01 02

The higher the risk The higher the risk

the less likely good
payment terms.

the lower the the more need for
price. certificates, audits,
proof of quality.




9. How can we
deal with the
price and cost
problem?




Understand Pricing & Risk

1. Supply & Demand.
o A A A

2. Product guality & application.
A S A A S

3.Process or Product certification.

W h at are A AN S A
4. Location e.g. distance to processing plant.
the A S a— A
5. Costs & cost competitiveness .
fa ctors A 4 A S
t h at 6. Buyers/sellers perception of risk.
) A A S A
d Ete rmine 7. Government regulations e.g. export tax.
. > A S 4 A S
Price:

8. Payment terms.
A AN L= A

9. Relative strength of buyer & seller
LT A S A

10. Number of intermediaries.
A A A S




Understand Pricing & Risk

Risk: If a buyer or seller sees more risk in a transaction he will try to negotiate
a better price to manage the risk.

Risk means

* good reputation = higher prices.

quality risk = lower price.

E.g. means that farmers offering small quantities get lower prices
means that products bought in remote areas command lower prices
means that if the buyer thinks he could lose on the deal for any reason
he tries to buy at a lower price.
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Processing & Supply Chain Costs Comparison
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Listen - What problems do buyers face?

S -

Risk of high dependence on a Risk of default
single origin. labour/environment scandal

1
H-0

Transparency for trust. Shorter supply chains. b Agile Supply Chains to
Traceability Nearer Supply chains. withstand shocks

ldentify Competitive Advantages
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Big trends driving consumption

3. Health and wellness of foods — 67%

4, “Ethical trade” : Organic, Fair-trade ,

[

6. Changing roles importer & supermarket J
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10. Can the
sales and
marketing

problem be
fixed?




1. Identify the objectives

A Objectives: To sell all our production

A When we want to.

A On terms that work for us & our
customer.

A Profitably.

A Again, and again reliably and
predictably.




