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NEWSLETTER 1
28 April 2005
On a personal note…
I am delighted to have recently joined the South African Agricultural Processors Association (the “Association”). I am well aware of the challenging task ahead of us in making this initiative work for you and to add value to your business.  I am confident however, that with a bit of patience and lots of hard work we will be able to build a relationship of trust and work towards addressing trade issues and concerns of real importance to you.   Much of the success of the Association depends on effective communication and mutual co-operation between members and the Association. 

Lambert Botha has been appointed as International Trade Advisor at the Association as from 1 March 2005.  
A bit of background …

The need for an association which specifically addresses international trade concerns of the agricultural processing industry led to the establishment of the Association in January this year. It builds upon the valuable work done within the National Chamber of Milling in the area of international trade policy.

Global and regional developments in international trade demand constant awareness from all players in the market place. Your companies’ interaction with other partners and competitors within the global markets, including the domestic market, are directly affected by the rules of international trade law. Although the framework within which you are allowed to trade and conduct business is formally determined by governments, it is to a large extent shaped by the interests of global business. Apart from procurement, governments really do not trade. It is companies such as yourselves that stand to benefit or loose from the way the regulatory landscape for international trade is designed.
Where the Association fits in …

Having said this, it is of great importance that you are kept well-informed about developments in international trade law and policy and the manner in which they impact on your business. Of equal importance is your ability to formulate and communicate a position on a particular trade issue to Government and to do so timeously. This is where we as an Association see the opportunity to add value to your business.
1. 
Identifying and classifying your products

To do so, we are in the process of compiling a database of all products currently being produced by members of the Association. The scope of tariff headings (on a 4-digit level only) covered by the products of the current membership of the Association could extend to almost 103 - roughly calculated. To allow us to conduct any meaningful analyses and comparisons between your products and that of your competitors on issues such as tariffs, we require detailed technical descriptions of your products. This will enable us to establish the correct tariff code – up to the 8-digit level - for a particular product.
2.
 Targeting certain imports for liberalisation 

We need to establish from which countries you source your input material. This will allow us to identify imports from targeted countries in order to work towards the lowering/elimination of South African import duties and the elimination of unnecessary import barriers.
3.
 Targeting certain export markets for liberalisation 
We need to know to which countries you sell your products i.e. what your main export markets are. This will enable us to impress upon the South African Government the need to engage with targeted export market governments with the aim to lowering or even eliminate import duties payable on your products. The same applies with respect to non-tariff barriers that you encounter in your export markets.
4. 
Keeping an eye on your competitors

We need to work towards identifying your major competitors, both in the domestic market (i.e. imports against which you compete for market share) and in your major export markets. This will allow us to monitor developments in international trade such as the conclusion of free trade and other preferential arrangements which benefit your competitors. The impact these developments may have on your business, for example, trade diversion effects and market share erosion, can then be investigated.
5. 
Being proactive – securing favourable market access conditions in promising markets

We can supply members with information regarding markets and trade rules applicable, which may assist you in formulating an export strategy for your company.
These are in broad terms what we anticipate our initial tasks at the Association will entail. This will ensure a firm platform, which we believe, will allow us to work together for the good of your industry as well as the country as a whole.

Where you as Members fit in …
We will require the active participation by and inputs of appropriate personnel from within your companies to assist us in completing the initial tasks as set out above. This holds especially true with regard to the correct description of your products for purposes of tariff classification.

We will be contacting you shortly to set up appointments with the relevant staff members within your organisations.  It would be very helpful if you could submit the names and contact details of those individuals which deal specifically with the technical aspects of your products i.e. fat content, percentage of starch per weight, etc. to our office. You can send these via email to lambert@grainmilling.org.za.    

You are welcome to contact Lambert Botha in connection with any trade concerns or issues which you would like us to pursue. Lambert can be contacted at the telephone number indicated above or at the following email address: lambert@grainmilling.org.za.   
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