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Fishing for Business in   


                         Southern Africa








   With the right business partnerships, even small-fry companies can bite into market opportunities in the seafood industry.


  With many people thinking twice before they consume pastries or hamburgers these days, seafood is a tasty, nutritional power food of choice. 


   U.S. import and export trends reflect seafood’s growing popularity. Sub-Saharan Africa exports $2.7 billion annually in seafood products. The continent imports over $800 million worth of seafood products. The good news is the market is growing especially under AGOA provisions. 


Successful Catch


  Recently a small black-owned South African company secured an export deal to supply lobster tails to the 4th largest seafood wholesaler in the U.S., Atlanta-based Inland Seafood.  


   Umoya Fishing, situated on the rugged West Coast of South Africa, is owned by a new generation of South African business leaders that have emerged since the end of apartheid 10 years ago. 


 “We’re very excited about launching this sales program with Umoya. We will import on a regular basis as much as Umoya can process,” said Bill Demmond, Vice-President and General Manager of Inland Seafood. 


   “The lobster tails were excellent in quality with a rich, bright color shell that showed they’d been bred from top level aquaculture,” Demmond added.


  Although Umoya never loses sight of the bottom line, it also invests in communities that derive their livelihood from fishing.  Umoya sponsors children’s day care centers and a health clinic.


    “Umoya sees this as an opportunity to grow its export abilities and diversify its markets with different product offerings,” said Chris Nissen, Umoya’s CEO.


   SAIBL linked Umoya Fishing with Maryland-based Commerce Africa. Commerce Africa, who acts as Umoya’s U.S. agent and importer, secured the deal with Inland Seafood.


   “The exceptional quality of South African lobster tails has been in high demand in the U.S. for 25 years. Now that opportunity can be extended to black-owned enterprises,” said Sas Mwine, Commerce Africa’s president. (article page 3)


Two-way trade between the U.S. and Southern Africa


South Africa accounts for 26% of 


Continued on page 2


Continued from page 1


total U.S. imports out of Africa, the top products being mackerel, salmon, sardines, and herring. 


  South Africa is also one of the largest importers of fish from the U.S. – 36% of the total African imports. Tanzania accounts for 8% of total U.S. exports to Africa. Southern African countries mostly import crustaceans, tuna and shrimp.


Advantages for U.S. suppliers


   Exporting seafood to Africa is advantageous due to the rapid population growth, low tariffs and existing credit programs. The U.S. also has an abundant supply of cracker, mackerel and herring and U.S products are generally perceived as high quality.


Advantages for African Exporters


   The U.S. market offers opportunities for African products, especially under the provisions of the African Growth and Opportunity Act. Sub-Saharan Africa has an abundant supply of lobster, shrimp and tuna that could be exported to the U.S. 


Challenges


A major challenge is the lack of interest in the African market and the prevailing negative perceptions in the 


U.S. market place about Africa as a high-risk business environment. 


   Challenges that need to be addressed for two-way trade include the high freight costs; the lack of infrastructure; lack of market information and U.S. sanitary and phytosanitary regulations.    


  Financing operations on the continent continues to be a problem. Additionally, business in Southern Africa lacks an export strategy.


SAIBL in this sector


      SAIBL provides a matchmaking service that helps U.S. companies identify business partners in Southern Africa and vice-versa.


   SAIBL also addresses some of the above-mentioned challenges by providing market information, and helping companies to establish an export/import strategy. 


   The program has identified marketing as one of the major barriers to entry into the U.S. market. SAIBL clients are assisted with a marketing strategy and help with their marketing materials.


 Article based on a presentation by Dr. Souleymane Diaby, Foreign Agricultural Service 


E-mail: souleymane.diaby@fas.usda.gov





























3











2





   SAIBL Program manager Nischal Patel never wanted to be profiled in this newsletter, preferring instead to give recognition to other staff members. 


   Nischal passed away on February 28, 2004, after a yearlong battle with colon cancer.  He was 31.


   In honor of Nischal’s legacy, Dirk Dijkerman, director of the South African Mission of the United States Agency for International Development (USAID), proposed to rename SAIBL’s Technical Assistance fund in honor of Nischal Patel. The Nischal Patel Memorial fund will utilize USAID resources to assist emerging businesses across South Africa and in Southern Africa. Through the fund jobs will be created and livelihoods will be enhanced.


  “Nischal was an ardent advocate for small business development in Southern Africa. He was convinced that both the United States and Southern Africa needed one another and both could benefit economically through more active business relationships,” said Stephen Hayes, CCA’s president.


  Ambassador Barbara Masekela from the South African Embassy in Washington D.C. said Nischal’s enthusiasm and commitment for Africa and South Africa were exemplified in his work. 


   “He has made a significant contribution to and impact on the lives of many South Africans, ” the Ambassador said.


   Nischal, a native of Tanzania, leaves a wife, Manjula, an eight-month old daughter Shreya and many friends and admirers in the U.S. and throughout Africa. 
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   Centrally located in the heart of southern Africa, Zambia is one of the most stable countries on the Africa continent. The country’s many assets provide a strong base for economic growth and investment. 


   Zambia has a dual economy with a modern, urban-oriented industrial and commercial sector and a rural agricultural sector.   


   The country’s economic policies are concentrated on private sector development and the development of an enabling business environment. Rapid privatization of state-owned enterprises has opened the doors to trade and investment opportunities. Even more encouraging is the increased initiative taken by small and medium business owners to create job opportunities to stimulate the economy.





Mining & Industry


   Zambia has some of the world’s largest deposits of copper, cobalt, and many other minerals such as zinc lead, coal, emeralds, gold, silver and uranium.   


   The Copperbelt region is home to a majority of the Zambian mines and six percent of the world’s known reserves of copper are located in this region.  





Agriculture


   Zambia possesses an abundance of quality arable land, easily accessible water, an ideal climate and a range of fertile environments. Financial and human resource investment is essential for this potential to be realized.


    


Tourism


   Zambia is home to one of the largest concentrations of game in Africa, and it boasts natural wonders such as Victoria Falls in the south and Kalambo Falls in the north.





Investment Opportunities


   Zambia’s natural and agro mineral resource base presents significant investment potential. The Zambian government is dedicated to facilitating growth in the manufacturing sector by encouraging the modernization and/or privatization of enterprises, and in order to attract investment to the country, the government has removed all consumer subsidies and price controls. Foreign exchange controls have been abolished and foreign exchange and interest rates have been deregulated. 


Zambia holds strong potential for further economic development.    


   This country’s economy has made significant strides in achieving positive economic growth and consolidating macroeconomic stability. The future holds great promise, but increased foreign investment is a key to making the future much brighter.





 ON THE U.S. SHELVES





  Maryland-based Honest Tea, known for its 


delectable natural iced teas, features a sweet 


South African tea in their selection.


  “Haarlem Honeybush” is sourced from a 


subsistence farming community in Haarlem,


South Africa. Ten local farmers, with the 


help of a Cape Town tea company, started the


first commercial honeybush farm on land 


given to them by the local council.


  Honest Tea currently purchases honeybush 


for the tea exclusively from Haarlem and 		


donates a percentage of sales to help these 	     Do you want your Southern African


farmers continue to develop the community            product featured in our new


honeybush project.			  section? E-mail:  ijacobs@africacncl.org


   Working with companies like Honest Tea


 has provided the Haarlem community with the ability to apply for more land and expand its honeybush crop to achieve higher production.


   The Haarlem Honeybush is available in select Whole Food Stores; the Giant Eagle chain in PA; and in the Fred Myer chain.
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	In Memoriam





“Thinking positively is always the best thing to do.  One should never give up no matter what the situation.” 	             Nischal Patel
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10 Years of Freedom





























   The Embassy of South Africa and its various consulates in the U.S. are planning many celebratory activities for the year 2004. 


For further info, contact Tshepo Mazibuko, press secretary, South African Embassy, Washington, D.C. Tel: 202 361 5083. Fax: 202 232 5370. Email:mazibukot@saembassy.org


     � HYPERLINK "http://www.10years.gov.za" ��www.10years.gov.za�

















     BUSINESS FOCUS


Building Business Bridges








“It is an exciting opportunity to bridge the marketing gap for a small black-owned company to a top U.S. distributor,” Sas Mwine, President, Commerce Africa 





   Maryland-based Commerce Africa is opening doors for African enterprises to enter the U.S. market. 


   A small black-owned South African enterprise, Umoya Fishing, recently secured an order for lobster tails from Atlanta-based Inland Seafood, the fourth largest U.S. seafood distributor.   


   Commerce Africa is Umoya's U.S. agent and importer that secured the deal with Inland Seafood. 


   “We turn (African) business opportunities into something tangible and demystify the products in the market place,” said Sas Mwine, president of Commerce Africa.


   The Ugandan expatriate founded Commerce Africa in 2003. Mwine wants this commodity trading consulting firm to be Africa's bridge to international markets. He believes in African business opportunities because the continent “offers excellent quality products.” 


   “I think a large part of the under-development in Africa is due to misperceptions on many levels. Building transactions is really building relationships that debunk those misunderstandings.” 


   “Commerce Africa is marketing suppliers’ products for them in the U.S. using our credentials to create an effective brand for their product,” Mwine said.


   Commerce Africa has successfully marketed Lake Victoria Nile perch from Uganda and now imports 2.5 to six metric tons on a weekly basis. Inland Seafood is also importing 1.5 metric tons of the perch from Commerce Africa on a weekly basis and the product is distributed to wholesalers and retailers. 


   Weekly sales from the consignment to Atlanta, Georgia amount to roughly $10,000 for Commerce Africa's factory suppliers in Uganda.


   The fish is also sold to several wholesale seafood companies in the Washington, D.C., area. The perch on your dinner plate at McCormick and Schmick is most likely the result of Mwine's commitment to quality products from small African enterprises. 


   Weekly sales from the consignment to Washington, D.C., amount to roughly $8,000 to $10, 000 for the suppliers in Uganda. 


   Last year Commerce Africa also finalized a deal to import Lake Victoria Nile perch to a network of wholesalers in Canada. 


   Commerce Africa is always ready to consider a new product if it qualifies under AGOA provisions.


   “We would like to enter into long-term supplier-agent relationships with firms whereby we sell seafood and cut flower products from South Africa and other African countries to buyer networks in the U.S.,” Mwine said. 


   Being an importer and agent gives both the suppliers and the buyers’ additional security to further the relationship. Commerce Africa is able to protect the assets of supplier by taking legal action if necessary. 


   “Commerce Africa has taken on the logistical challenges of communicating U.S. buyers' expectations in a median which African communities can understand and achieve,” Mwine said.
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NEWS HIGHLIGHTS





South African 2004 Budget Announced


   South Africa’s budget for 2004 promises gradual liberalization of exchange controls. Finance Minister Trevor Manuel announced that the pool of companies that could list on SA’s equity and bond markets will be expanded. Also, exchange control rules will now allow inward listings by foreign companies as well as increasing the extent to which foreign firms can borrow in South Africa. They will also be allowed to borrow up to 300% of local shareholders’ capital from local banks or on local markets.


Regional Power Project


   Zambia, Kenya and Tanzania are facilitating a regional power project.    


   The private sector will play a major role in terms of ownership and financing. Zambia has nearly 800 megawatts of excess capacity from its hydropower. 





AGOA Statistics


 During 2003, two-way U.S. trade with Sub-Saharan Africa was just under $33 billion, up 36 % from 2002.  


AGOA exports (SAIBL countries):


Botswana - $13.7 million


Lesotho -  $393 million 


South Africa - $4, 638 billion 


Swaziland - $162 million


Tanzania - $24 million


Zambia –  $12.5 million
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               U.S. – S.A. B2B Linkages 








Business to Business





SAIBL client Artists of Africa, which produces ceramics painted by black artists, has received an order worth R45, 000 from the San Diego zoo. Zoo officials have invited a representative of Artists of Africa to visit San Diego, all costs paid.


Following CCA’s U.S. Africa Business Summit in June and a visit to the U.S. in December 2003, SAIBL client Petite secured the following orders:  


* 20-foot container of               furniture for a client in Trump Towers, New York.


* R700, 000 order from a Mauritius client met at the Summit. �* R1, 000 000 order from a client in Florida. �*  Order for an international    designer who is opening a show room in New York.





SAIBL client Thakameso Technologies is exploring a partnership with Colorado-based GPS Technology Solutions.





SAIBL client Lechoba Medicals won a contract to supply the KwaZulu Natal Provincial Department of Health with retractable syringes. Texas-based Retractable Technologies will supply the products. 





SAIBL client Carol Exclusive Fashions Ltd from Lusaka, Zambia, received an order from Miami-based ABL Unlimited for the manufacturing of hospital scrubs. To date the company has received a trial order valued at $28, 000. 














SAIBL is managed by CCA    


   (www.africacncl.org)


        in partnership with


ECI Africa.


          (www.eciafrica.com)
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