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ά/ŀƴΩǘ {ŜƭƭΣ ²ƻƴΩǘ {Ŝƭƭ ς
African Cashew Processors 

ŀƴŘ aŀǊƪŜǘƛƴƎέ
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1. Is sales and 
marketing 
neglected by 
processors? 
Why? 
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1. Management

ÅTraders often make poor managers.

ÅManagement lacks trust in staff.

ÅSales task is underestimated.

ÅDifficulty finding & training sales staff.



2. Failure to appreciate factors for success 



WHYDOEXPORTERSFAIL? BASEDON10 YEARSCOACHING

Exports 
who fail 
often

Underestimate the task.

Have unclear goals.

Poor or no market research

Select unsuitable markets or customers.

Poor customer communication.



оΦ ά.ǳƛƭŘ ŀƴŘ ǘƘŜȅ ǿƛƭƭ ŎƻƳŜέ ƛǎ ƴƻǘ ŀ ǇƭŀƴΗ

aŀƴȅ ōǳȅŜǊǎΧΧΧΧ

ü5ƻƴΩǘ ƪƴƻǿΧΧΧΦ

ü5ƻƴΩǘ ōŜƭƛŜǾŜΧΧΦΦ

ü5ƻƴΩǘ ƪƴƻǿ ǘƘŀǘ ǘƘŜȅ 
ŘƻƴΩǘ ƪƴƻǿΧΧΧΧΦ

Why?
1.We do not listen to them.
2.We do not tell them.
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2. Are African 
processors 
making 
progress?
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Are African processors making progress?

Major progress ; Significant under utilisation of capacity.



Are African processors making progress?
European Union 

USA 

Å In 2021 African cashew had a double-digit share of 
ǘƘŜ 9¦ ƳŀǊƪŜǘ ŦƻǊ ǘƘŜ ŦƛǊǎǘ ǘƛƳŜ ǎƛƴŎŜ ǘƘŜ мфтлΩǎΦ

Å African WW320 are up to 35 cents per lb higher than 
Vietnam today.



.ǳǘΧΦ

/ƻǘŜ ŘΩLǾƻƛǊŜ Mozambique

Courtesy IAM

IƛƎƘ ŘŜǇŜƴŘŜƴŎŜ ƻƴ άōƻǊƳŀέ ƪŜǊƴŜƭǎ ǘƻ ±ƛŜǘƴŀƳΤ aƛǎǎŜŘ ǾŀƭǳŜ ŀŘŘƛǘƛƻƴ ƻǇǇƻǊǘǳƴƛǘȅΤ .ȅ ǇǊƻŘǳŎǘǎ ǇǊƻōƭŜƳ ƭŜŦǘ ōŜƘƛƴŘ
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3. Why do 
processors fail 
to find the right 
buyers?



WHYDOEXPORTERSFAILTOFINDTHERIGHTBUYERS?

1. PROCESSORSWORKWITHTHEFIRSTBUYERTHATCOMESALONGWITHOUTFOCUSSINGONTHE

SUITABILITYOFTHATBUYER/BROKER/AGENT.

2. PROCESSORSDONOTRESEARCHTHEMARKETTO FINDBUYERSTHATMATCHTHEIRNEEDS.

3. PROCESSORSDONOTHAVEA MARKETENTRYSTRATEGY.

4. PROCESSORSWAITUNTILTHEYHAVESTOCKTOSELLBEFORETALKINGTOBUYERS.



Lack of awareness of 
need to market.

Lack of sales & 
marketing skills.

Buyer 

Preconceptions.

Poor support, 
training, national 
brand building.

2. Marketing challenges



3. Management style and culture

Hierarchical styles mean 
that CEOs keep the sales 

task. 

Business culture focussed 

on price &

assumption that sales is an 
easy task.

Buyer/enquiry driven 
approach .

We do not actually sell we 
order take.

Poor knowledge of the 
buyers needs and the market 

situation

Sales 
Management
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4. What 
problems can 
African 
processors solve 
for buyers? 



What problems can African processors solve for buyers?

A sustainable supply chain with long term solutions.

Traceability and risk mitigation.

Faster, lower cost delivery, fresher kernels.



Supply Chain Certification e.g. organic.

Alternative option to Vietnam

Be part of our story ςmake a difference, profile end products. 

What problems can African processors solve for buyers?



Changing 
needs of 
buyers

Only origin processed
kernels can meet 
the full requirements  

German Supply Chain Act 1st January 2023 ςin 109 days.
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5. Are market 
trends helping 
African 
processors?
(even if sometimes they are 
not helping themselves)
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Global Trend in kernels consumption 

Region 10 yr. CAGR

EU +6.8%

USA +5.3%

India 2019 ï7%

2021 ï4%

China 6.25%

ü 3 of 4 markets highly 

dependent on the RCN 

trade to Vietnam.

ü The other, India, is closed to 

imported kernels. 



Big Trends
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Big trends driving consumption

1. Food safety

2. Traceability and Transparency 

3. Health and wellness of foods ς67%

пΦ ά9ǘƘƛŎŀƭ ǘǊŀŘŜέ Υ hǊƎŀƴƛŎΣ CŀƛǊ-trade , 

5. Environmentally sustainable trade ς63%

6. Changing roles importer & supermarket



Shift from cost efficiency to                                   
resilience & adaptability.

Look at sustainability differently. 

Sustainable vs Lean

Opportunity in these trends.



16th ACA Annual Cashew Conference || Abuja 2022

6. What do 
cashew 
kernels buyers 
want? 



What do 
buyers 
want?



Trends

1. Food safety / Processor audit / Need for Quality    
Management Systems.
2. Direct purchasing especially in Europe.
3. Relationships and engagement (Europe more than US.)
4. Consolidation ïfewer larger buyers.
5. Traceability, Corporate Social Responsibility.
6. Importers becoming ñsupply chain managersòï

transparency.
7. The ñpoweròof the supermarket on terms & volumes.

Risks & Problems

1. Quality problems with Vietnamese kernels.
2. Processor contract default in volatile markets.
3. Few reliable processors for forward buying contracts.
4. Buyers quality/food safety terms more difficult to meet.
5. International RCN trade loses traceability chain.
6. Price volatility.
7. Buyers ïhigh dependence on one origin.

T
ra

d
e

 

Vietnam growing fast.

India supplies domestic.

Brazil fell due crop problems.

Rest supply RCN.

Im
p

a
c
t

US & EU depend on Vietnam.

RCN trade expands.

Africa's exports increasing 
slowly

Requirements are driven by Cashew Kernels Buyers PerspectiveTrends

1. Food safety / Processor audit / Need for Quality    Management Systems.
2. Direct purchasing especially in Europe.
3. Relationships and engagement (Europe more than US.)
4. Consolidation ïfewer larger buyers.
5. Traceability, Corporate Social Responsibility.
6. Importers becoming ñsupply chain managersòïtransparency.
7. The ñpoweròof the supermarket on terms & volumes.

Risks & Problems

1. Quality problems with Vietnamese kernels.
2. Processor contract default in volatile markets.
3. Few reliable processors for forward buying contracts.
4. Buyers quality/food safety terms more difficult to meet.
5. International RCN trade loses traceability chain.
6. Price volatility.
7. Buyers ïhigh dependence on one origin.
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7. What makes 
a buyer more 
comfortable 
with a new 
supplier?



WHATMAKESBUYERSFEELMORECOMFORTABLEWITHSUPPLIERRISK? 

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 ςDo not make promises you cannot fulfil.                                       

A good professional website.



QMS & 
Certification 
opens doors.

ÅFood Safety Process Certification ςEU Food Law , 
Food Safety Modernisation Act US.

ÅHACCP, FSSC, BRC.

ÅCSR Compliance ςlabour, social, environmental e.g. 
policy or SEDEX.

ÅTraceability.

ÅSupplier Audits.

ÅDevelopment of supplier relationships and 
partnerships.



On line tools are key ςwebsite/social media.

TELLDONΩT SELL
THESTORY.

PERSONALISE
CERTIFICATES.

CUSTOMER

REFERENCES.

TRADEASSOCIATIONS.

SHOWPEOPLE

WORKING.

WORDSςNATURAL, 
QUALITY, RELIABLE, 
SAFE, FREEFROM.

CALLTOACTIONE.G. 
άTALKTOUSέ Σ !SK

άFORA SAMPLEέ
ENGLISHFORBUYERS.
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8. What do we mean 
when we talk about 
building relationships 
not just transactions? 



WHATBUSINESSAREWEIN ?

ά/OMMODITYTRADINGέ FOODINGREDIENTS/ CONSUMEREXPORTVS.

üTransactional Relationship.

üCompete on price/Price taker.

üLow or no supplier loyalty.

üCustomer changes supplier for small 
price difference.

üHigher market risk.

üUsually via importer or broker

üLong term relationship.

üPrice is the last issue discussed.

üCompete on quality, reliability, 
certification 

üLong term loyalty.

üTakes longer to develop.

ü Importer role is different. 



BUYERSAREMOREDEMANDINGTHE

HIGHERTHEYPERCEIVETHERISK.
HOWISTHISEXPRESSED?

The higher the risk 
the lower the 
price.

01
The higher the risk 
the more need for 
certificates, audits, 
proof of quality.

02
The higher the risk 
the less likely good 
payment terms.

03
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9. How can we 
deal with the 
price and cost 
problem? 
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Understand Pricing & Risk
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Understand Pricing & Risk
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Cost Gap and ñbelow costò selling
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Identify Competitive Advantages
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10. Can the 
sales and 
marketing 
problem be 
fixed? 
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1. Identify the objectives

ÅObjectives: To sell all our production

ÅWhen we want to.

ÅOn terms that work for us & our 
customer.

ÅProfitably. 

ÅAgain, and again reliably and 
predictably.


