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FOREWORD
The Mandate of the Ministry of Tourism, Wildlife and Antiquities is to formulate and implement
policies, strategies, plans and programmes that promote tourism, wildlife and cultural heritage
conservation for the socio-economic development and transformation of the country.
Handicrafts form part of tangible cultural heritage which plays a key role in tourism
development. Uganda has embraced the handicrafts as new products to symbolize her diverse
cultural heritage and potential to contribute to Uganda's economic development. The
development of this Export Manual for Handicrafts, is in line with the mandate of this Ministry,
and National Planning Frameworks.
Uganda's Third National Development Plan 2020/21 — 2024/25 (NDP Ill) identifies arts and
crafts for development, and seeks to strengthen the value chains for Local Economic
Development, through the facilitation of the formation of tourism groups within target
communities. It focuses on supporting Small and Medium Enterprises (SMEs) to access export
markets. It builds on the success stories of Ugandan exports in the foreign markets including,
USA, Canada, UK and Germany. It also draws from Lessons from less successful attempts to
penetrate these markets.
The Export Manual for Handicrafts is therefore a strategic tool that will inspire and smoothen
the way for handicraft producers and exporters to sell their products in African and international
markets. It emphasizes the necessity for proper management, market research, and business
systems to support export activities and competitiveness in the foreign markets,
The Manual draws on the successful exporters, technical expertise of the public and private
sectors, and best practices that take into account a highly practical overview of what it takes to
get products ready for export. This manual will therefore strategically position craft producers
and potential exporters, to access critical and vital information relevant to the different regional
and internal handicrafts markets.
I wish to deeply appreciate, the Enhanced Integrated Framework (FAF) under the World Trade
Organization (WTO) for the financial support towards the Handicrafts and Souvenir
Development Project in the development of handicrafts manual, among other interventions,
geared towards developing the competitiveness of the Handicrafts sub-sector. I recognize the
dedicated staff of the Ministry of Tourism Wildlife and Antiquities (M EIWA), various Ministries,
Departments and Agencies (MDAs), the Project Coordinator of Handicraft and Souvenir
Development Project at MTWA and her team, who selflessly collaborated with the lead
Consultant to come up with this well intentioned manual.
I trust that you will find this manual an invaluable resource as you pursue your journey of building
sustainable e port enterprises.

Tom R. Butime MP

Minister of Tourism, Wildlife and Antiquities
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ACRONYM
AGOA

Africa Growth Opportunity Act

CBI

Centre for Promotion of Imports from Developing Countries

ITC

International Trade Centre

MAAIF

Ministry of Agriculture, Animal industry & Fisheries

MTIC

Ministry of Trade Industry & Cooperatives

MTWA

Ministry of Wildlife and Antiquities

NACCAU

National Arts and Cultural Crafts Association of Uganda

NAWOU

National Organisation of Women Association

PSFU

Private Sector Foundation Uganda

SACCOs

Savings and Credit Cooperatives Organizations

SEATINI

Southern

and

Eastern

Africa

Trade

information

and

Negotiations Institute
SWOT

Strength Weakness Opportunities Threats

UEPB

Uganda Export Promotion Board

UIA

Uganda Investment Authority

UIRI

Uganda Industrial Research Institute

UNBS

Uganda

UNCC&I

Uganda National Chamber of Commerce & Industry

URA

Uganda Revenue Authority

URSB

Uganda Registration Services Bureau

USAID

United States of Agency for International Development

USSIA

Uganda Small Scale Industries Association

UTA

Uganda Tourism Association

UTB

Uganda Tourism Board

WTO

World Trade Organization

National Bureau of Standards
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1.0 PREAMBLE
This Export Manual is prepared for potential exporters and producers in the handicrafts industry
in Uganda. Its purpose is to help the handicraft producers to clearly understand the basic steps
of getting involved in the export business.
The manual involves all the necessary information that is essential for export business. However,
the information contained here is not cast in stone, as Users of this Manual are highly
encouraged to consult as well as research for more information especially from business support
institutions.
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2.0 THE EXPORT MANUAL
The Manual provides information on the different aspects of international trade to potential and
actual producers and exporters of handicrafts, which include; basketry and mats, beads,
ceramics and pottery, prints, textiles and woven product, toys, jewellery and fashion accessories,
bags, leather products, batiks, paintings, cow horn products musical instruments, recycled paper
products and wood carvings among others.
The Manual is therefore, aimed at assisting potential Exporters understand the procedures and
processes involved in exporting handicrafts both at national and international levels.
What is Export? The selling of goods from one country to another. For example, company A in
Uganda sells baskets to Company B based in the United States of America (USA) is considered
as an export.
2.2 Benefits of exporting handicrafts
Export business increases sales and revenues: When handicrafts export business is well
understood and done professionally, it can be profitable, earn forex, spread the risk and reduce
dependency on the local market.
Acquire new ideas: Exporting exposes firms to new ideas notably; on management practices,
marketing techniques, and ways of competing that they would not have experienced by selling
domestically. All this considerably improves the ability to compete in the domestic market as
well.
Increased efficiency: Expanding business abroad propels the company to become more efficient
and increase productivity. Exporting companies have better growth prospects, highly skilled,
highly productive staff and tend to adapt technology and best practice techniques faster. With
increase in e-commerce internationally, small companies can venture into export business
without increasing costs. Research reveals that a quarter of new exporters are born global; start
by exporting.
Opportunity for vulnerable communities to sell abroad: In Uganda??? Rural poor communities in
Uganda have successfully ventured into exports of handicrafts particularly baskets, wood
carvings, mats to fair trade shops under the fair-trade movement.
Competitiveness: Exporting enhances a company’s competitive advantage. Companies benefit
from exposure to new technologies, methods and process.
Employment creation: More revenues for the company through exports means more capacity
to make orders from producers, which also increases their business, hence creation of more
jobs especially in rural areas.

Uganda Export Manual For Handicrafts, 2020

8

Fig 1. Summary Step by step process on how to start exporting handicrafts
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3.0 STARTING THE PROCESS OF EXPORT
It is always important to know whether there is a market for your product and therefore
identifying a market is paramount. Once the primary market has been identified, it is also
important to find out whom to contact in the foreign market and who is interested in your
product. After getting the contacts, the necessary preparations to take into consideration
include the following;
Have a strategic vision

Clear export objectives and commitments
Consistent and acceptable quality

Sufficient production
Storage space for materials and finished
products
Good financial and office systems and
equipment
Knowledge on where to get information
and advice

Business experience and an understanding
of business practices
Access to extra working capital
Register the company
export/trade license

and

have

Fig. 2 Business Plan
What’s a business plan? A document that summarizes the operational and financial objectives
of a business and contains the detailed plans and budgets. It shows how the objectives are to
be realized. This is a road map to success.
Getting into the export market takes time and resources, so it is important to think it through
carefully with the big picture of your business in mind. It is important that all Exporters, small
or big ones develop business plans. Please note that business plans should not be left to
consultants alone, but entrepreneurs should participate and contribute to its development and
own it.
The business plan should include the following;
•

Executive summary

•

Management and operational plans

•

Mission statement

•

Management summary

•

Sector background

•

Marketing plan

•

Competition analysis

•

Production plan

•

SWOT analysis

•

Product/service offering

•

Financial plan
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4.0 IDENTIFYING EXPORT MARKET
Identify the foreign markets that are most
likely to respond to your potential type of
handicrafts.

Evaluate the export potential of a company

Understanding which product to offer and
the preference of the market to export to.
Evaluate
your
company’s
“export
readiness”. Further planning for export
should be done only, if the company’s
assets are good enough for export.
Examine the success of a product in the
domestic market. It is believed that if the
product has survived in the domestic
market, there is a good chance that it will
also be successful in international market, at
least those where similar conditions exist

4.1 Export strategy
This is simply defining your export aims and matching your resources to those aims. Your export
strategy will help you manage the market sectors you have identified as your core business.
Fig. 3 Export Strategy checklist









Define well your business to stand out
among many in the handicrafts
industry.
Export strategy should help you deal
well with your bankers, financial
advisers and government agencies. It
ensures that you grow within your
capability.
Understand well your potential
buyers.
Make sure your domestic and
international marketing activities are
well aligned.
Recognize your competitive strength
and provide for weaknesses.



Create your export
quantifiable objectives.



Develop basic scenarios to test how your
company will respond to change.




Keep it brief- but keep it current.
Seek out others to review your strategy.



Find out what competitors think about
your business. Are they a threat?



Develop that confidence to negotiate with
your buyers from a position of strength.

strategy

with

4.2 Export Planning
This is a guideline for the development of your international business. It consists of identification
of markets, goals, activities, and proposed ways of achieving objectives, required resources and
expected results.
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4.2.1 Know what is involved in developing export plan
Conducting market research- equip yourself with the information you need to make informed
business decisions about start up, innovation, growth and the 4 Ps (product, price, place and
promotion). You will improve your handicrafts products according to the findings of what your
customer really wants or needs.
Deciding on market entry – There are various ways Uganda handicrafts firms can enter into the
international market. Here we shall mention the most appropriate.
•

Direct exporting:–You directly sell to the market you have chosen using your own resources.

•

Partnering: This is necessary when entering the foreign markets. Partnering can come inform
of co-marketing arrangements to sophisticated strategic alliance manufacturing. Partnering
is particularly a useful strategy in those markets where the culture, both business and social
is substantively different from yours.

Joint ventures. You particularly for a partnership that involves the creation of a third
independent managed company. Two companies agree to work together in a particular
consignment. Risks and profits are normally shared.
Fig. 4. Questions answered by export plan
Where do you want to export?
Who do you want to export to?
What do you want to export?
How much business you expect to do in what period of time? How are you going to go about
exporting?

4.4 Product Planning
Export product planning involves determining which products to introduce into which countries;
 What modifications to make in the products?
 What new products to add;
 What brand names to use?
 What package designs to use?
 What guarantees and warranties to give?
 What after-sales services to offer?
 When to enter the market?
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All these questions are crucial decisions requiring a variety of informational inputs. It’s important
to consider the following;
• Idea generation- Handicraft exporters/entrepreneurs should source new ideas by combining
creativity within and views from customers. The management should listen to suggestions
from employees and may use social media as a tool to source for more views.
• Product design- This is a process of imagination, creativity, and introduction of products
that solve users’ problems and address specific needs in a given market. Handicrafts
exporters need understand what their customers’ needs are.
• Detailed technical knowhow- This is all recorded and unrecorded information and know how
relating to the design, development or production of a product including, but not limited to
specific application of the knowledge gained from experiencing the design, development, or
production of an article that is necessary or helpful interpreting, apply or interrelating
technical data, computer software, or other intellectual property relating to the product.
• Market research- This a systematic design, collection, recording, analysis, interpretation and
reporting of information pertinent to a particular marketing decision facing a company
operating internationally.
• Market analysis- This activity of gathering information about conditions that affect a market
place.
4.5 Product selection
Ugandan handicrafts exporters should understand the need to have sufficient knowledge on
the products to be exported, which must be in demand in the country where it is to be exported.
Before making any selection, one should also consider the various government policies
associated with the export of a particular product.
4.6 Factors that can help you select a product for the market
• Supplies: The Company should have consistent supplies of good quality products that
matches the specification of your customer in the international market.
• Price: The price of the exported product should not fluctuate very often as it will threaten
profitability to the export business.
• Export regulations: Ensure that you understand properly the export regulations of the
destination country. For example, handicrafts that are made out of animal products like hides
and skins, and those made out of vegetable materials must have clearance from the relevant
government ministries and agencies.
• Export incentives: Try to understand various government incentive schemes such as zero tax
on export of handicrafts, VAT refund and preferential markets under the different trade
regimes (Appendix iv - Preferential markets.)
Packaging: Understanding packaging and labelling requirements for delicate products is vital.
For example, small handicrafts products that can easily drop during transpiration, or
handicrafts that can lose colour during the transit. (more information on page 23)
• Handling: Special measures are required for transportation of certain products, which may be
bulky, fragile, hazardous, or perishable.
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4.7 Product development
Product development is key to sustainably of the handicrafts sector. Each product has a life
cycle. There will come a time where the demand for a product will decline. In order to stay in
business, producers have to continuously develop new products.
4.7.1 Sources of new ideas for product development
The exporter may get ideas from;
•
•
•
•
•
•
•

Distribution agents in the export market.
Inquiries from the overseas customer on what exactly he/she wants.
Exhibitors at international trade fair.
Publication on innovation ideas.
Environment.
Material culture.
Found and discarded objects.

4.9 Guidelines for product development
i)
ii)
iii)
iv)
v)
vi)
vii)
viii)

Collecting design ideas.
Developing your product idea.
Mock up stage.
Prototype stage.
Developing a product line or product family.
Calculating the cost of product development.
Development of production systems for each product.
Avoid copyright infringement or plagiarism.
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5.0 BUILDING PRODUCTION /SUPPLY CAPABILITIES TO SUSTAIN EXPORT MARKET
Production capabilities include all those activities/value additions in the supply chain that will
enhance quality and sustainable delivery of handicrafts exports to your customer.
Some of the biggest challenges in the export of handicrafts sector in Uganda include;
Supply of poor quality handicrafts.
Unsustainable supply of raw materials for making handicrafts to sustain the market.
Lack of capacity to produce uniform standard products in require quantities.
Unethical exporters that fail to honour their orders.

•
•
•

5.1 How Uganda handicrafts exporters can mobilize sustainable supplies
•
•
•
•
•
•
•
•

Mobilize and organize producers into identifiable groups/ associations for training and
capacity building.
Lobby government and development partners to support and fund the establishment of
Handicrafts Production Centres (HPC).
Provide affordable seed capital to sustain the producers as they wait return on investment.
Seek market information from Trade Promotion agencies such as the Ministry of Trade,
Industry and Cooperatives and the Uganda Export Promotion Board among others.
Develop brochures and prepare samples.
Join the sector umbrella association for lobbying purposes.
Use SACCOs to mobilize funding.
Employ digital marketing tools.

5.2 Key production capabilities for the handicrafts exports to consider include
•
•
•
•

Quantities
Cost
Time
Quality

i)

Quantities:

Producing for an international market needs a special preparation since many market factors
are difficult to identify. It’s important that handicrafts exporters understand their customers
and try to win their heart for a long lasting business relationship and the following points are
critical.
•
•
•
•

Identify the specific factors that must be considered when producing for an international
market.
Adjust production to suit market specific needs.
Learn how to modify your company’s operations, production processes and facilities in order
to handle an increased demand for your product.
Discover methods in which your organization can become more competitive.
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ii) Cost:
•
•
•
ii)

Explore affordable ways of financing the export process. Since most handicrafts firms are
SMEs, its recommended that they finance from a friendly facility e.g. export financing
schemes, SACCOs, development finance and trust funds among others
One may form partnerships or joint ventures to share resources and risk. Some of Ugandan
exporters consolidate handicrafts exports with Kenyan firms to fill a 40 feet container.
Improve management skills to attain efficiency.
Quality:

Request the customer to send proper product requirements including the standards and quality.
Uganda exporters can approach Uganda National Bureau of Standards (UNBS) to certify the
standards of the products at a fee. Raw materials or inputs and packaging should be of the
required standards.
vi) Produce on time:
Ensure that all materials and inputs are available to facilitate timely production of the specified
order.

Handicrafts at the Rubona Basket weaver‘s Assosiation production centre
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Handicrafts at the KAFRED-office, Bigodi.
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6.0 FINDING A CUSTOMER/BUYER AND DISTRIBUTION
In the World market, handicrafts are only a part of the range of artifacts. Thus, hand-crafted,
semi hand-crafted, machine-crafted goods compete with each other for customer attention in
a broad market described as gifts and decorative. In the recent past USA, Germany, UK, France,
Italy, Netherlands, Japan, Switzerland and Canada have been the principal importers in the
world, estimated to account for 80% or more of the trade values in gifts and decorative. Markets
such as China are emerging in Asia as well.
All the above mentioned are possible export markets but before you approach a potential
customer in any of the above markets, you must plan the type of offer you are going to make
as a result of your analysis of your situation and the information you are able to get about the
market into which you are offering your products. Doing an in depth online market research is
a good way of increasing your knowledge of the market, trends, design inspiration, consumer
needs and market requirements.
During market research one should look out for Gift stores which comprise of the largest
independent retail outlet category for home accessories, the stores stock gift items, furniture,
table top items, among other products. This channel presents opportunities for
exporters/producers because the retailers’ hold usual product mix and smaller unit quantities.
Additionally, one should check out for Alternative Trade Organizations (ATOs) and fair-trade
retailers. These purchase primarily from artisans or organized groups, fair trade exporters,
charitable organizations, and other ATOs. In addition, certain specialty shops, while not
dedicated fair trade retailers, may be interested in a particular culture or cause and purchase
small amounts of fairly traded handicrafts as a way to support artisans and raise consumer
awareness. In the United States, and Canada, Ten Thousand Villages is perhaps the most widely
recognized ATO, with more than 160 retail locations.
Fig. 5 Highlights in finding customers


Start with a good and in-depth online research



Invest in brand awareness



Your customer takes the first priority



Bet familiar with the market needs



Get information from Embassies and TPOs
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Handicrafts production centre
6.1 Trade fairs participation
Importers consider trade fairs to be their main show room for getting customers and
introducing new products. They participate in most of the well-known trade fairs namely;








Ambiete Trade Fair- Messe Frankfurt –Germany.
Maison et Objet Trade Fair- Paris, France.
Tendence Trade Fair- Frankfurt, Germany.
Heintextil- Mumbai –India.
Christmas World – International trade Fair – Frankfurt –Germany.
Grahamstown national Arts festival- South Africa.
Design indaba Export- South Africa.

You can attend trade fairs either as a trade visitor or as an exhibitor. It is advisable to go as a
trade visitor first, as exhibiting is usually expensive. Advantages of going as a trade visitor are
that you get a feel for the event, spend time talking with buyers and exhibitors without the
stress of running your own stand. Find out which halls attract most traffic.
Find out whether the Trade fair may be suitable to your products. Set clear marketing
objectives for the event. Prepare well and when the fair is over, take time to ensure effective
follow-up as most of your trade fair business will develop after the fair; and not most likely
during the event.
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Fig. 6. Checklist on how to prepare for an international trade fair

•
•
•
•

Trade shows are powerful sources of prospective customers and can enable you build your
brand awareness quickly.
What you need to do 6-8 months before the fair:
• Set your budget
Research on upcoming trade show that are related to your industry.
Register for the show and reserve your space
4- 6 months.
Start planning your stand design.
Include something novel or something of value not directly related to your product.
• Get your marketing materials ready\prepare your products
1-4 months.
• Let people know you are exhibiting.
• Contact attendees.
• Decide who from your team will be at your booth

Pottery products such as pots, jars, flower vases and animal status – Byentaro Ceramics Uganda
Limited
6.2 Searching trade fair databases to find potential buyer
Data base: All well-known trade fairs have free, online exhibitor’s databases. A quick way of
finding new contacts is to search these databases. Some trade fair organizers offer special
online tools for this purpose.
Web shops: Search the web shops of online retailers. Large retailers, retail chains and
department stores all have web shops as part of their sales strategy. In their web shops, they
usually display products on offer, often in full detail. In many cases, suppliers or brands will be
mentioned, and those could be your targets. To find prospects, try the following.
Visit to the supplier’s website: Check out whether this company would be interested in
importing your products;
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6.3 Use matching services
A most cost-effective way of finding an appropriate buyer for your products is through a
matchmaking service. Make sure you register your business with any organizations operating
in the sector, for example, the Uganda Export Promotion Board (UEPB) and Uganda National
Chamber of Commerce and Industry (UNCC&I). Buyers in search of a specific product often
contact these organizations. They have databases of potential buyers segmented into
categories for example; interior designers. You will then need to follow up by researching online
for more information on these firms and marketing your product to them.
6.4 Join a trade mission
The best way to identify potential buyers in foreign markets is to visit the countries you are
targeting by registering with public and private institutions which organize trade missions
namely; UEPB, Uganda Investment Authority (UIA), Uganda Tourism Board UTB), Ministry of
Foreign Affairs (MoFA) and the Uganda National Chamber of Commerce & Industry (UNCC&I).
6.5 Make sure buyers can find you
It is important to have a good quality and easily accessible website for your company. In
addition, investigate the services of online marketing platforms such as Alibaba, or Itopua an
online market place for African handmade products.

Assorted Ugandan Handicrafts
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7.0 MARKETING AND PROMOTING YOUR COMPANY AND PRODUCTS
Marketing is the process of talking to your market. It helps in establishing what your customers
want, which enables you to develop, produce, promote and distribute the right products to the
right place at the right time. Marketing involves the process of understanding both your current
and potential markets. For the established small business seeking to export, marketing is a
highly strategic activity which enables the firm to formulate research about customers, product,
competition and market. Knowing your product in the market is very key as typical marketing
questions around product include; thinking through what the customer wants from the
product, what it looks like, what it’s called, how it’s branded and how it differs from your
competitors.
7.1 Establish your target market and market segment
Defining and understanding which market segment you are selling to, or are hoping to sell to,
is crucial. This will direct everything you do within the whole marketing mix, from what products
you develop, at what price, to when and how you promote and where you sell them. It will give
focus to your export development and help you to use your limited resources in the most
efficient way.
7.2 Promote your products
Promotion is about the different ways and times you communicate with your target market
about your product. Using a direct communication could be your most effective way to find
buyers. Promoting an export business is challenging because you are far from the market and
it is very competitive, therefore, you need to be smart with your time, your money and your
promotional activities.
On the other hand, the world is becoming smaller and more informed thanks to modern
technology and you can use this to your advantage. By using appropriate platforms like
Facebook, Pinterest or Twitter, you can spread the word. Going viral and amassing followers is
part of the way businesses are promoting themselves. Participation in trade fairs provides an
opportunity for small businesses to promote or advertise and exhibit their products to new as
well as specific markets.
For an exporter, it is an important venue for meeting prospective buyers, to introduce new
products, to get customers’ feedback on export products, to understand market trends, to view
competitors’ products, and to take orders. Remember the degree of success of a Trade Fair is
determined largely by the follow up activities.
Whatever promotion method you choose, be sure to know your unique selling point (USP). A
USP is a factor that differentiates a product from its competitors, such as the lowest cost, the
highest quality materials, or the first-ever product of its kind. A USP could be thought of as
‘what you have that competitors don’t or what makes you different or better’. For example,
the Pearl of Africa identity of your product can be its USP, or the fact that it is made out of
wholly recycled materials.
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Assorted Ugandan Baskets
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8.0 UNDERSTANDING INTERNATIONAL COMMERCIAL TERMS (INCOTERMS)
The Incoterms are the world’s essential terms of trade for the sale of goods. Published by the
International Chamber of Commerce (ICC) since 1936 as a common set of rules and guidelines
to facilitate international trade. For the purpose on packaging and labelling a shipment for
freight transport, or preparing a certificate of origin and invoice, the Incoterms rules are there
to guide the exporter.
While the Incoterms 2020 is the most current version of the trade terms, Incoterms 2010 is
still in effect today.
‘Incoterms’ are part of sales contracts worldwide and are used in making quotations and
invoices. The terms set out who pays and who bears the risk of loss or damage to the goods
while in transit and while being delivered. They designate responsibilities between the two
parties.
As a seller/exporter, it is important to understand what your costs, risks and responsibilities
are.
Obviously, whatever Incoterm you use will affect the overall price of your products. There are
eleven (11) terms in the current Incoterm 2020 revision. However, for this guide, the focus
will be on the four commonly used; Ex-Works, Free Carrier, Free on Board and Cost Insurance
and Freight. More details on the rest of the Incoterms can be accessed under the ICC website:
https://iccwbo.org
8.1 EXW – ExWorks
The safest Incoterm for the small supplier is Ex-Works (EXW) as it carries the minimum
obligation for the supplier.
Responsibility of the exporter
•
•
•
•

Supply of the product as per agreement with the buyer.
Packing the goods correctly for the selected mode of transport and what is accepted in the
trade.
Performing quality checks before supply.
Providing the buyer with information needed to arrange the shipment.

Cost: Cost includes product, packing and quality check.
Risk: Once you make the goods available to the buyer, the risk of loss or damage transfers to
the
buyer. Note that you are obliged to advise the buyer within a reasonable time when the goods
will be made available to him/her. For example; “On Monday, I advise the buyer via email that
his order for 20 ceramic bowls will be ready for collection on Thursday.” Thus from Thursday
the goods are made available to the buyer and the risk of loss or damage passes to him (even
if cargo has not been collected).
When using EXW you still have an obligation to assist the buyer with the export process.
Remember you need to make ordering from you as easy as possible for the buyer.
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The named place after (or before) the Incoterm is usually your address or the place where the
buyer will arrange collection of the order.
8.2 FCA – Free Carrier
This term can be used for all modes of transport including airfreight and sea freight (especially
when dealing with containers).

Responsibility of the exporter:
•
•
•
•
•

Supply of the goods as per agreement.
Packing and quality check.
Customs clearance of the goods for export.
Delivering the goods to the carrier (transporter) selected by the buyer or loading the goods
if the carrier pick-up is at your premises.
Providing the buyer with information needed to arrange the shipment.

Cost: Cost relating to fulfilling your responsibilities.
Risk: Risk passes to the buyer once the goods have been handed over to the carrier, an agent
of the carrier, or a person nominated by the buyer. Therefore, in some instances the risk can
transfer at your premises.
8.3 FOB – Free on Board
Under the FOB terms the seller delivers the goods on board the vessel or the aircraft
nominated by the buyer at the named port of shipment for instance FOB Mombasa or Entebbe.
The buyer bears all costs from that moment onwards. The general understanding of this term
is that it does not include freight cost.
8.4 CIF – Cost Freight and Insurance
Cost, Insurance and Freight means the seller will deliver the goods on board the vessel. When
the goods are on board the ship, the possibility of loss or damage to the goods passes to the
buyer. The seller must enter into the carriage contract and bear the costs and freight necessary
to carry the goods to the destination port named by the buyer.
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9.0 UNDERSTANDING STANDARDS AND QUALITY
A Standard or technical specification is the minimum requirement according to which a
producer or service provider makes and delivers the product and service to the customer.
The handicraft value chain encompasses many diverse sectors, such as leatherwork, textiles,
ceramics, wooden articles, metalwork, baskets, woven products and jewellery among others.
While technical requirements are important for handicraft exporters, they are not the most
serious export constraint for the handicrafts value chain. The following factors should be taken
into consideration while setting the specification limits:
•
•
•
•
i)

Buyer expectations;
Requirements relating to product safety and health hazards provided for in the statutory
and regulatory requirements;
Requirements provided for in national and/or international standards.
Though many technical specifications are not applicable to the handicraft value chain, there
are some that are very important for the following sectors;
Wooden Home Décor

This is an area with strong market potential. Uganda has a great deal of experience in wood
carvings but skills need to be developed to move from carvings and statues to creating home
décor collections. The biggest constraint for the wood producer is the environmental
regulations governing the sourcing of wood and this is coupled with the consumers’ keen
interest in environmental issues.
Food safety regulations impact the finishing of wood products, and furniture must comply with
safety regulations. Though not a legal requirement, the drying of wood is another technical
constraint, as improperly dried wood can lead to substantial mould accumulation in transport
and cracking or warping in destination climates.
ii) Basketry
Table 1: Types of Baskets
Types
Utilitarian

Usage
These types of
baskets
will
have to be food
safe
as it is possible
food will be
stored in them.

Gift
Baskets

Market trends
Research
indicates
that
the
largest
category
of
baskets sold is
utilitarian and
they must be
durable
to
withstand
usage. Storage
is a fast growing
category.

Must be food
safe and sturdy
as
foodstuffs
are packed in
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Remarks
As much as possible
baskets should be
made to be stackable
or nesting. This will
greatly reduce
because
end-price
many more will fit in a
container
and
transport costs will be
reduced.
Gift baskets are a
significant
niche
market for domestic &
export markets
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them as a gift
collection
Decorative
Baskets

Table top
Mats

iii)

Though for no
specific
use,
should be food
safe just in case.
Definitely must
be food Safe
If the mats are
for dining table
use, must be
food safe

The value of these
baskets is derived
from the quality and
shape of the design
Flat baskets are used
as runners and trivets.
Uganda’s tradition of
plaited
palm
and
woven baskets lends
itself to floor mats, as
well as placemats and
runners.

Fashion Accessories

Several factors determine the quality of accessories from the perspective of consumers,
including performance, reliability and durability. For accessories, quality is determined in terms
of the quality and standard of the material, colour-fastness, surface designs and final finish.
iv) Minimum Quality standards: Most countries and regions have specific minimum standards
for products sold in their markets. These may cover material, process, and usage, for example;
a requirement for fumigation certificate aimed at minimizing the entry of living organisms. For
items with any part of a once-living organism, e.g. Feathers, or skins from endangered animals
like crocodiles one may require a CITES permit. If you are interested in exporting to a particular
country or region, you must check if there are any certification or other standards you need to
comply with. You would do well to research this beforehand, as some issues may not be
resolvable when you are at the point of shipping or port of entry Australia is very strict with
natural fibres and wood.
9.1 Create product specifications
It is useful to have a product specifications document that details everything about the
individual product. This includes materials, dimensions, legislative issues, design details,
finishes, etc., as well as an attached image/swatch. The product specifications document should
be created as an internal tool and quality assurance measure by which finished products are
checked, but also as an agreement with the customer in terms of what will be supplied.
9.2 ISO 9000
ISO 9000 is a series of generic quality management system standards that can apply to any
company/organization. Compliance with ISO 9000 standards is becoming more important for
success in foreign markets as customers worldwide are becoming more quality conscious. ISO
9000 formalises systems, policies, procedures, as well as contracts with each person. It is a
very good management tool. ISO 9000 doesn’t determine the quality; it assures that whatever
quality you want to achieve is achieved consistently. If something goes wrong, it takes you to
the root of the problem and you can take corrective measures. ISO 9000 documents how to
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manage your business, so that even if you are out of the picture, there is a very clear record of
the different systems that make up the business. Note, however, that it can be expensive and
it’s not really worth implementing in a very small business, although some of the principles
could be mimicked.
9.3 Voluntary Standards - Fair Trade
Fair trade is a worldwide movement that aims to help producers in less economically developed
countries achieve better trading conditions through greater transparency, equity and fair
prices. Products sold under this arrangement carry fair trade label.
Fair trade standards comprise both minimum social, economic and environmental requirements
that encourage the continuous improvement of producers’/exporters organization.
The World Fair Trade Organization (WFTO) issues Fair Trade marks for companies that have
complied with its 10 Principles for Fair Trade. Obtaining voluntary quality marks can serve as
a competitive advantage. On the other hand, certification is costly for a producer and many
standards are limited in their validity to certain countries or regions.

For example, getting a product certified might enable you to ask for a higher price as consumers
might be willing to pay more in order to benefit the producers.
Fig 7. Fair trade opportunities
WFTO: 10 Principles of Fair Trade.

1.

Creating
opportunities for
economically disadvantaged producers.

2.

Transparency and accountability.

3.

Fair trading principles.

4.

Payment of a fair price to producers.

5.

Ensuring to use no child of forced labour.

6.

Commitment to non-discrimination, gender
equity, women's economic empowerment and
freedom of association.

7.

Ensuring good working conditions.

8.

How to obtain fair trade certificate
1.Contact the far trade International and Inform
them that you are interested in getting certified
according to their standards.

2.

The organization will provide you with the
list of criteria that you need to fulfil in order to
receive the label.
3. Next, arrange with the label issuing
organization to find inspectors that they accept.
4. Get your process tested or audited for
issuance of fair trade label.

Providing capacity building.

9.
10.

Promoting fair trade.
Respect for the environment.

Before entering into export business, you should check with the buyer of your goods whether
you require any certified standards or other certificates, in order to pass customs and access
distribution channels.
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Fig 8. Quality Control Check List
Materials: Are the quality of the raw materials identical to the samples? Is the quality consistent in all
the products produced for the purchase order?
Product development and design: Are you using trained, skilled artisans and appropriate tools and
technology to deliver a quality product.
Colour: Do the colours match the colours requested for in the order? Do they match the sample? Do
the dyes fast fade?
Odours: Does the product smell of stain, paint, fumigants, textile ink, soil, repellents, mould or smoke?
Chances are that your buyers will notice these odours and raise complaints which might lead to delayed
payment or worst still cancellation of future orders. Be sure to aerate the products adequately before
packing.
Size and dimensions: Are the products the same size as the original samples or order request? Are the
samples adequately duplicated in production? Is the weight of the finished product the same as the
original sample?
Finishing: Has the requested finishing been added, such as linings, closures, hooks, stands etc? Are they
exactly like those on the sample and the purchased order?
Storage: Is the temperature in the storage room controlled? Is there mould? Insects? Is the moisture
level adequate?
Labelling: Is the quality of the label, tags etc. as requested?
Rush orders: If you are working against a deadline, has the rash compromised the quality of the product?
Packing: Are the packing materials in good condition? Are the boxes strong enough to withstand shock?
Are the contents safe from the effects of water?
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10.0 COSTING AND PRICING OF PRODUCTS
The price of your products involves considering your costing, as well as what customers will be
prepared to pay. Pricing the product remains one of the most important issues for exporters,
though it is advisable that product quality and other benefits be also stressed in negotiating a
selling price. In calculating your price only include expenses that are applicable to the exported
product, such as raw materials costs, labelling, packing and packaging costs.
Many exporters commence negotiations to market their product by limiting their discussions
to pricing issues often neglecting to highlight the benefits to be derived from using the product,
as well as, quality assurance and timely delivery schedules. Before entering into negotiations,
it is important to do your assessment on customers’ preferences, market demand for the
product, and the level of competition that your product among other factors.
Furthermore, do not be rigid in your negotiations, be flexible and be in a position to provide a
counterproposal when bargaining. Your counter-proposal should be informed by information
on the costs of production, freight, packing and other related expenses.
Table 2. Export Costing Structure
Ex-factory costs
+Profit Margin (10-25% of a)
=Ex-factory/works Price (named place for example
Kampala)
FOB (Free on Board)
Ex-factory cost
+ Transport Carrier (for example airport)
+ Export documentation costs
+ Customs clearance
+ Bank Charges
+ Additional packaging
+Profit margin (10% - 25% of (a+c+d+e+f+g)
= Free on Board (FOB) named place for example
Entebbe

A
B
XX
A
C
D
E
F
g
H
XXX

The above highlights the need to maintain records, which form a basis for costing and pricing
for export.
Therefore, when pricing your product consider the following;
•
•
•
•
•

Take all costs you would have incurred in producing and exporting the product
Ensure that your price is at least equal to your costs
Attach a suitable mark-up or profit margin
Set this mark-up at a point at which you think you can commence negotiations, do not be
tempted to set it too high because this may make your product uncompetitive
Ensure your price is competitive with those of your competitors

It is important to remember the three factors that influence the buying decision. They are
product, price and performance. Normally, buyers have in mind a combination of the following
factors while making any buying decision; timeliness, defect – free and user friendly.
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11.0 BUSINESS CONTRACT
The terms and conditions set out in the business contract will guide both the exporters and
importers to know their rights and obligations. The contract will also define international
commercial terms (incoterms) that will be used. For example, the Contract will specify who is
responsible for which expenses involved in shipment of goods at any particular time. Generally,
the contract will include the following elements:
Name and address of both the importer and exporter
Product, standards and specifications: For example, the contract must specify the size/
measurement or radius of basket, design and color. This information is usually obtained from
the importer who will determine the type of product he needs.
Quantity: Quantity should be specified both in terms of figures and words and for handicrafts,
it is usually in terms of numbers of items and volume.
Value of the contract: The total value of the contact in both words and figures specifying the
currency preferably USD, Euro or Pound sterling which are easily convertible in Uganda.
Terms of delivery: The terms of delivery (under Incoterms 2010) should be incorporated in the
contract. Annex 1 shows the incoterms commonly used.
Period of delivery/shipment: etc. This will include place and date of dispatch and delivery.
Inspection: Although pre-shipment inspection is no longer required, some importers may insist
on having it carried out. These services can be obtained from SGS (U) Limited.
Taxes, Duties and Charges: The terms of delivery which is the price quoted by the
seller/exporter is inclusive of all the charges related to export of goods such as duties, sales
taxes and any charges related to export of handicrafts. At the moment, there are no taxes on
exports and any VAT that may have been paid on any input used in making handicraft can be
refunded provided you provide evidence
Shipment: The contract should specify the port of shipment and whether the consignment will
be delivered in parts, whole or if it is under consolidation of cargo.
Packaging Labelling and Marketing: Packaging, labelling and marketing requirements should be
stated in the contract. Packaging and labelling will vary from one handicraft product to the
other.
Terms of payment, amount and currency: The exporter should specify whether prices are based
on the current exchange rate if the quotation is in Uganda shillings.
Licenses and Permits: Both parties should state if the transaction will require an import or
export permit and who will meet the costs.
Insurance: The contract should cover insurance of goods against theft, fire, damage or loss
during transportation.
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Required documents: The commonly used documents include bill of exchange; commercial
invoice; bill of landing; insurance policy; letter of credit; certificate of origin and health or
fumigation certificates.
Non-performance of contract: Parties should include a provision in the contract defining
circumstances under which would relieve them of their liability for non- performance of the
contract.
Delay in delivery: The contract should define the damages due to the buyer in case of late
delivery of goods owing to reasons other than “force majeure”
Guarantee: The length of the period of guarantee should be fixed.
Remedies: Specific remedies are included in the event of defaults of contractual obligations by
any of the parties.
Arbitration: Arbitration clause is included in the contract to facilitate a quick and amicable
settlement of disputes that may arise between both parties.
Applicable law: The contract will be in the law of the country that will govern the contract.
Signature of the parties:
Witness:
A binding contract- Binding contract protects the seller from fraud. However, the seller can
also insure the consignment against fraud although this may be costly to SMEs. To avoid
disagreement between the buyer and seller especially on the issue of quality of goods, the
exporter should look for a certificate of quality before shipment. Exporters should find out
whether the importer is a member of a private sector organization with powers to arbitrate in
case of any dispute. To avoid disputes, the exporter should ensure that all the necessary
documents that accompany the goods are obtained from the relevant authorities.
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12.0 FINANCING AND GETTING PAID
Most exporters use own savings or family funds. However, some use savings and credit
societies where they are members. Financing can be long term or short term and conditions
vary from one institution to the other. Several banks have specialized schemes for women
owned enterprises and other SMEs. The exporter must have a good relationship with the
financial institutions to qualify for credit. If the exporter needs to borrow, the financial
institution will require a feasibility study/business plan of the export transaction It will also
show the capital expenditure, current expenditure, and forecast revenues.
Depending on the type of credit, the exporter may be required to provide security whether
fixed assets such as land, vehicle, stock, treasury bills or bonds whichever is acceptable to the
financial institution.
Where the exporter does not have a well -established relationship with the bank, the following
documents may be requested for:
(i)
(ii)
(iii)
(iv)
(v)
(vi)

A profile about the exporting firm.
Brochure about the firm.
Financial statements including audited annual accounts.
Company registration, trade license, tax identification number.
Cash flow.
Description of the proposed transaction (vii) (vii) Feasibility study or business plan.

Appendix – shows the institutions that provide export financing
12.1 Getting paid
There are several ways exporters can be paid. This depends on what both parties agree to as
the best terms of payment. When deciding on the terms of payment to use, the exporter will
establish at what time the goods will change hands, determining when the buyer decides to
accept delivery. Below are the different payment modalities:
Open account: Payment is done after delivery of goods without use of security. This is
the most popular method used though it should be on mutual trust between the exporter
and importer.
(ii) Payment against documents: Payment against document is where the supplier presents
documents such as the bill of lading, airway bill, certificate of origin, invoice, parking list,
inspection certificate to the bank with the instruction to send them to the customer for
collection of payment. Where letters of credit have been issued, the seller will be paid
against presenting those documents in the bank.
(iii) Export credit: This is a loan that is extended to an importer by the bank in the country of
the exporter in order to finance an export operation.
(iv) Advance payment: This is a common system for handicraft exporters but depends entirely
on the trust between the buyer and the seller. The buyer pays partial payment before
delivery of goods. This system gives security to the seller of goods and provides the much
needed working capital. This system is commonly used once the buyer and seller have
been in business for some time.

(i)
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13.0 PACKAGING AND LABELLING
Different handicrafts products need different modes of packaging. Good quality packaging is
required to physically protect the goods and maintain the quality, store and provide product
information, and instructions. There are several factors to consider when selecting the best
type of packaging for handicrafts. These include but not limited to size, weight, fragility, value,
durability, susceptibility to moisture, resistance to abrasion. For both sea and air shipment, the
freight forwarding companies can provide more information. Sometimes, the importer will
specify the type of packaging required and this should be specified in the contract. Extra
protection for vulnerable parts of products i.e. protrusion and corners of the furniture items.
The packaging should be strong enough to protect the handicrafts against thefts. Looping the
cargo with plastic or metal straps can strengthen the packages. Goods should be shipped using
the most direct route. The consignment must be marked and where the goods are fragile, it
should be clearly indicated on the packaging to avoid damage during transportation.
Apart from cardboard, plastic or wooden boxes, consignments can be packed on a single load
using pallets or containers. The exporter should compare quotations from several suppliers of
packaging materials. Use acceptable packing materials to the importing country.
13.1 Packing: Pack to minimize damage
•
•
•
•

If you drop your parcel from a height of 1.2 meters and the contents that remain
undamaged, then it’s a good packing.
For high value handicrafts, you can consider double walled box provides for extra
protection.
Use paper or bubble wrap to fill in the small gaps between products is very important.
For large orders, consider palletizing and shrink-wrapping your outer cartons.

Appendix shows a list of manufacturers of packaging materials.
Fig. 9 Packing and packaging checklist




Give the product the ability to withstand drop, vibration, shock and compression.
Protect the product from erratic temperature conditions, moisture, light,
oxidation.



Protect a quality image for the product.



Provide product information regarding weight, contents, shelf-life, seller,
importer, country of origin, instructions for use and any safety warnings.



Provide the necessary information for the freight forwarders and customs.



Facilitate easy handling, emptying and opening, and be disposable in an
environmentally friendly manner.



Make the product easy to store, palletize, and stack.
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13.2 Labelling
Labelling is used to ensure proper handling of the consignment and help the receiver to identify
the goods. Countries have different rules and regulations regarding labelling and therefore the
details must be agreed upon by the importer and exporter at the time of negotiation. Freight
forwarders can provide guidance on the different international symbols used in labelling. The
general information required include: Shipper, importer, destination and port of entry, country
of origin, order number, port of shipment and place of dispatch, gross and net weight, cubic
measurement, number of packages and size of cases, handling instructions where special
precaution is needed.
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14.0 PROCESSING EXPORT DOCUMENTATION
There are several documents that are required before any firm can decide on undertaking any
export business. These include:
14.1 Processing Export Documentation
There are several documents that are required before any firm can decide on undertaking any
export business. These include:
(i)

(ii)

(iii)
(iv)

(v)

(vi)
(vii)

Business name registration and incorporation: The exporter has to reserve a business
name and to do this, he/she requires a Memorandum and articles of Association which
can be obtained from Uganda Registration Services Bureau (URSB)
https//www.ursb.go.ug. Other documents required include a certificate of registration
business name (business name); certificate of incorporation (local company); trading
license (local authority). There are fees paid for assessment, business name reservation,
business registration and stamp duty).
Tax Identification Number (TIN No.) Although handicrafts are tax exempt, a tax
identification number is required to facilitate customs administration processes i.e.
customs declaration and issuance of preferential certificates of origin and it can be
obtained from URA. More information can be obtained from https://www.ura.go.ug
Fumigation certificate: Handicrafts products made out of plant material have to be
fumigated to eliminate chances of transporting insects and pests.
Airway Bill: This document accompanies goods shipped by an international courier,
which allow for tracking. It serves as a receipt of goods by an airline as well as a contract
of carriage between the shipper and the carrier. It is a legal agreement that is enforced
by law. The clearing agent handling the consignment handles this document.
Bill of lading: This is a document that lists all goods that are being carried in the
shipment. The document contains important information such as addresses where
shipment will be picked up, size and weights, specifications for each product and
contact information for the sender and recipient. The clearing agent handling the
consignment handles this document.
Packing list and invoice: This is required by the importer for assessment of import taxes
purposes.
Certificate of Origin: There are regional, bilateral agreements providing duty free quota
free market access to 52 preference giving countries.

Annex shows the list of preferential agreements for Uganda.
The International Affairs Desk in URA through the Electronic Single Window is
responsible for processing EAC and COMESA Certificates of Origin.
(viii)

European Union: The EU uses the Registered Exports (REX) for certifying goods of
origin. In case of General System of Preferences, exporters are required to register on
the system to enable verification in the EU at the time of export,
https://www.conformance.customs.ec.europa.eu/rex-pa-ut.
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(ix)

AGOA Textiles: Visa is a certificate issued by the Ministry of Trade, Industry and
Cooperatives (MTIC) for textile goods intended for export to the US under the AGOA
preferential arrangement. The exporter will be issued with the certificate by MTIC after
verification that the products originate from Uganda.
The exporter must submit the following documents:

(i)
(ii)

An AGOA Visa certificate application form duly filled in which can be obtained from
the Ministry.
An invoice with details of the exporter, importer, product quantities and values;
An AGOA certificate will be issued within 3 days. In case of changes in the invoice, the
exporter will have to apply for a new certificate.

14.2 Harmonized System (HS) Codes
The Harmonized Commodity Description and Coding System, generally referred to as
Harmonized System’ or simply ‘HS’, is an international standardized system of names and
numbers to classify traded products. This system is therefore used as the basis to determine
customs tariffs and as such the exporter needs to find out the HS code for the product.
Example;
HS Code Product Description
46021911 Baskets made directly to shape from plaiting materials e.g raffia
Appendix shows samples of the documents listed above.
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15.0 TRANSPORT
The agreement on the mode of transport agreed upon will determine the overall price that will
be quoted for the product. For example; if both parties agree that the exporter will take care
of shipment of the consignment of handicrafts, then the price quoted will be higher than the
price consignment where the importer is responsible for shipment. The mode of transport
depends on the product, exporters’ needs and the needs of the importers, price delivery
deadlines.
15.1 Air transport
Air transport tends to be fast, secure and effective, however it’s the most expensive mode of
transport. It is usually suitable for low volume and high value consignments that need to be
delivered faster. Sometimes, consignments can be sent through courier services such DHL and
EMS. The cargo sent by air will go through Entebbe International Airport
15.2 Maritime transport
Maritime transport is suitable for big consignment of high volumes and low value products. An
exporter needs to plan and consolidate the cargo in good time since goods take long to reach
the destination. Uganda being a landlocked country, the consignment will be transported by
road or rail to Mombasa or Dar-es-salaam.
15.3 Road Transport
For handicrafts consignment destined to the East African region, the best option would be road
transportation. In such a case, the consignment would be transported directly to the buyer’s
warehouses after the necessary taxes have been paid. Road transport is also cheaper than air.
15.4 Rail transportation
Although rail transportation may be affordable, safe and secure it requires larger quantities and
it often requires large quantities and certain number of containers before shipping. This method
is commonly used for bulky products.
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16.0 AFTER ORDER
Its ethical to evaluate your customers on what they think about your products. The feedback
you get on your product will help you do better on product development, marketing, pricing
and shipping.
Do the following steps to understand your customers?
i)

Evaluation

•
•
•
•

Where did things go wrong
What needs to be improved or avoided in future orders
What worked well and should be incorporated in all future orders.
Motivate your workers for good work. Consider pay rise or bonus.

ii)

Finances.

•
•
•

Pay your loans to reduce interest to minimum
Review your expenses and critically determine your actual profit margin.
Review your prices and adjust if necessary.

iii) Follow up with your buyer
•
•
•
•
•
•

Has the shipment arrived
Are the products in good condition?
Is the buyer happy with the quality of the products?
How are the products selling?
Can they offer any other useful feedback?
In this case you are building trust and confidence with your buyer

Claims
•
•

Offer to replace damaged products for which you are responsible
Avoid offering cash refunds or deductions from your final payment.
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APPENDICES
Appendix i: List of some of the institutions that provide Short and long term financing for Small
and Medium Sized Enterprises (SMEs)*
Centenary Bank
Mapeera House, Plot 44-46 Kampala Road
and Plot 2 Burton Street
Tel: +256-317-202315,
+256-417-202002
Toll Free: 0800-200555
www.centenarybank.co.ug
Centenary Bank and Africa Guarantee
Scheme for affordable finance for SMEs;
Superwoman program

Development Finance Company of
Uganda (DFCU Bank)
26 Kyaddondo Road, Nakasero Hill
P.O. Box 70, Kampala
Tel: +256-414-351000
Toll Free:0800-222000
Email: customercare@dfcugroup.com
www.dfcugrop.com
DFCU and French Development
Finance Institution Proparco provides
long term financing for SMEs

Stanbic Bank
Plot 20 Nakasero Rd.
Tel: +256-312-224901
Email: cccug@stanbic.co.ug
www.stanbic.co.ug

Standard Chartered Bank
Speke Road, Standard Chartered
House
P. O. Box 7111Kampala
Tel: +256-200-524100
Email: UgaService@ac.com
www.standardchartered.com

FINCA Uganda
Plot 11B Acacia Avenue, Kololo
P. O. Box 244450 Kampala
Tel: +256-312 -227800
,+256-414-231134,
+256-312-262372
www.finca.ug

Pride Micro Finance
P. O. Box 7566 Kampala
Tel:+ 256-414-345709,
+256-752262366
Email: www.pridemicrofinance.org
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Appendix ii) List of some of the packaging Industries*
Makss Packaging Industries Ltd
Plot 41 Makabya Close, Nakawa
Industrial Area,
P. O. Box 20141 Kampala.
+256-414-286544/5/6/8
Email: sales@maksspackaging.com

Premier Packaging (U) Ltd
Plot 258 Kyambogo Rd, Industrial
Area,
P. O. Box 20141, Kampala.
Tel: +256312-260696/7
www.prempack.com

Prime Concepts Packaging,
Plot 86 Mutunda Nkwakwa Rd.
P. O. Box 29311
Tel: +256-414-342496,
+256-787021110
www.pc-packaging.com

Multiplex Ltd
Plot M799 Spring Road Bugolobi,
P. O. Box 3874,
Kampala,
Email: info@sidopresssolution.com
www.sidopresssolution

Riley Packaging (U) Ltd
Block 189, Kyaggwe, Lwanyonyi
Village, P. O. Box 817 Mukono
District Tel: +256-312-666200
www.riley.co.ug

Quality Polybags (U) Ltd
Plot 650 Nalukolongo Wankulukuku
P. O. Box 24765
Kampala
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Appendix iii) Useful Addresses
Public Sector
Ministry of Tourism, Wildlife and Antiquities (MTWA)
Rwenzori Towers,
Plot 6/8, Nakasero Road
P. O. Box 4241, Kampala
Tel:
+256 (414)561700
Email: info@tourism.go.ug
Website: www.tourism.go.ug
Ministry of Trade, Industry & Cooperatives (MTIC)
Farmers House,
Plot 6/8, Parliamentary Avenue
P. O. Box 7103 Kampala
Tel: +256 (0)312 324000 / 324268
Email: mintrade@mtic.go.ug
Ministry of Agriculture, Animal Industry & Fisheries (MAAIF)
Plot 14 - 18, Lugard Avenue,
P. O. Box 102, Entebbe
Tel: +256 (0)414 321 302 (Fisheries)
+256 (0)414 320 064 (Animals)
+256 (0)414 323 239 (Crops)
Fax: +256 (0)414 321 047
Email: ps@agriculture.go.ug
Web: www.agriculture.go.ug
Ministry of Energy & Mineral Resources (Geological Surveys Department)
Plot 21 - 29, Johnson Road
P. O. Box 9, Entebbe
Tel: +256 (0)414 320790/ 320656
Fax: +256 (0)414 320 364
Web: www.energyandminerals.go.ug
Government Analytical Laboratories
Plot 2, Loudrel Road, Wandegeya
P. O. Box 2174, Kampala
Tel: +256 (0)414 250 474
Email: govchem@infocom.co.ug
Uganda Coffee Development Authority (UCDA)
Coffee House, Plot 35, Jinja Road
P. O. Box 7267, Kampala
Tel: +256 (0)414 233 073, +256 (0)312 260 470/1
Fax: +256 (0)414 232 912
Email: md@ugandacoffee.go.ug
Web: www.ugandacoffee.go.ug
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Uganda Investment Authority (UIA)
2nd Floor, TWED Plaza
Plot 22B Lumumba Avenue
P. O. Box 7418 Kampala
Tel: +256 (0)414 301 000
Fax: +256 (0)414 342 903
Email: info@ugandainvest.go.ug
Web: www.ugandainvest.go.ug
National Forestry Authority (NFA)
Plot 10/20, Spring Road - Bugolobi
P. O. Box 70836 Kampala - Uganda
Tel: 256 (0)312 264 035
Email: info@nfa.org.ug,
Web: www.nfa.org.ug
Uganda National Council of Science & Technology (UNCST)
Plot 6, Kimera Road, Ntinda - Kampala
P. O. Box 6884 Kampala - Uganda
Tel: +256 (0)414 250 474
Email: info@uncst.go.ug,
Web: www.uncst.go.ug
Uganda Industrial Research Institute (UIRI)
Plot 42A, Mukabya Road
Nakawa Industrial Area - Nakawa
P. O. Box 7086, Kampala
Tel: +256 (0)414 286 124
Fax: +256 (0)414 286 695
Email: info@uiri.org,
Web: www.uri.org
Uganda National Bureau of Standards (UNBS)
UNBS - Standards House,
Bweyogerere Industrial Park,
Plot 2 - 12, Kyaliwajala Road,
P.O Box 6329, Kampala
Tel: +256 (0)417 333 250 / 1 / 2
Email: info@unbs.go.ug,
Web: www.unbs.go.ug.
Uganda Registration Services Bureau (URSB)
Georgian House, Plot 17, George Street
P. O. Box 6848, Kamapla
Tel: +256 (0)414 233 219
Toll Free Line: 0800 100 006
Fax: +256 414 250 712
Email: ursb@ursb.go.ug,
Web: www.ursb.go.ug.
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Uganda Revenue Authority (Customs Department)
8th Floor, Crested Towers,
Plot 7, Hannington Road
P. O. Box 7279 Kampala
Tel: +256 (0)417 400 000
Email: services@ura.go.ug,
Web: www.ura.go.ug
Uganda Tourism Board
6th Floor, Block C, Lugogo House
Plot 42, Lugogo bypass
P.O. Box 7211, Kampala
Tel. +256 414 342196/7
Email: utb@utb.go.ug,
Website: www.visituganda.com
Uganda Wildlife Authority
Plot 7, Kiira Road - Kamwokya
P. O. Box 3530 Kampala
Tel: +256 (0)414 355 000
+256 (0)312 355000
Fax: +256 (0)414 346 291
Email: info@ugandawildlife.org,
Web: www.ugandawildlife.org
Private Sector
Eastern Africa Fine Coffees Association
Plot 958, Galukande Close, Muyenga
P. O. Box 27405, Kampala - Uganda
Tel: +256 (0)414 269140 /1 /7
Email: secretariat@eafca.org,
Web: www.eafca.org
Private Sector Foundation of Uganda (PSFU)
Plot 43, Nakasero Road
P. O. Box 7683, Kampala - Uganda
Tel: +256 (0)312 263850
Email: psfu@psfuganda.org.ug,
Web: www.psfuganda.org
Uganda National Chamber of Commerce and Industry (UNCCI)
Plot 1A, Kiira Road, Mulago
P. O. Box 3809, Kampala - Uganda
Tel: +256 (0)392 266 324
Mob: +256 (0)753 503 035
Fax: +256 (0)414 230 310
Email: info@chamberuganda.com,
Web: www.chamberuganda.com.
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Uganda Fish Processors & Exporters Association (UFPEA)
Suite 7, 1st Floor, Agip House
Plot 9, Kampala Road,
P.O. Box 24576, Kampala - Uganda
Tel/Fax: +256 (0) 414 347835
Email: ufpea@infocom.co.ug,
Web: www.ufpea.co.ug
Uganda Flowers Exporter Association (UFEA)
Plot 92 Ssebugwawo Drive,
Old Airport - Entebbe
P. O. 29558, Kampala - Uganda
Tel: +256 (0)312 263321
Mobile: +256 (0)772 906198
Email: ufea@ufea.co.ug,
Web: www.ufea.co.ug
Uganda Manufacturers Association (UMA)
UMA ShowGrounds, Lugogo - Jinja Road
P. O. Box 6966, Kampala - Uganda
Tel: +256 (0)414 221034/ 287615
Fax: +256 (0)414 220285
Email: administration@uma.or.ug,
Web: www.uma.or.ug
Uganda Small Scale Industries Association (USSIA)
USSIA Building, UMA ShowGrounds, Lugogo - Jinja Road
P. O. Box 7725, Kampala - Uganda
Tel: +256 (0)414 574527
Fax: +256 (0)414 220285
Email: info@ussia.or.ug,
Web: www.ussia.or.ug
Uganda Tea Association
1st Floor, Excel Building,
UMA Show Grounds, Lugogo - Jinja Road
P. O. Box 4161, Kampala - Uganda
Tel: +256 (0)414 576498
Fax: +256 414 220354
Email: info@utasso.com, Web: www.utasso.com.
Uganda Women Entrepreneurs Association Ltd. (UWEAL)
UWEAL House, Coronation Drive,
UMA ShowGrounds, Lugogo - Jinja Rd.
P. O. Box 10002, Kampala - Uganda
Tel: +256 (0)414 576498
Fax: +256 (0)414 220354
Email: uweal@uweal.co.ug, Web: www.uweal.co.ug.
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Uganda Halal Bureau (UHB)
3rd Floor, RECO House
Plot 25, Nkrumah Road
P. O. Box 9762 Kampala - Uganda
Tel: +256 (0)414 233 561
Email: info@ughalal.com, Web: www.ughalal.com.
Uganda Fruits & Vegetable Exporters and Producers Associations (UFVEPA)
2nd Floor, UEDCL Towers
Plot 26, Nakasero Road
P. O. Box 5045 Kampala - Uganda
Tel: +256 (0)392 176 685, +256 (0)704 128 446
Email: secretariat@ufvepa.co.ug
National Organic Agricultural Movement of Uganda (NOGAMU)
Plot 957, Galukande Close, Muyenga
P. O. Box 70071 Kampala - Uganda
Tel: +256 (0)312 264 039
Email: organictradepoint@nogamu.or.ug
Web: www.nogamu.org.ug
The Grain Council of Uganda
Plot No. 103 Bukoto Rd. - Kamwokya
P.O. Box 31448, Kampala - Uganda
Tel: +256 (0)393 517499
Email: info@tgcu.org
Web: www.tgcu.org
Uganda Tourism Association (UTA)
Capital Shoppers - Nakawa
2nd Floor, Room 19
P.O. Box 75814, Kampala - Uganda
Tel: +256 785489481
Email: info@ugandatourismassociation.org
Web: www.ugandatourismassociation.org
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Appendix iv ------------List of Preferential Markets
Uganda is a signatory to a number of unilateral, regional and multilateral preferential trade
agreements. These agreements enable duty-free and quota-free market access for products of
Ugandan origin to various markets, as listed below. Please note that to qualify for preferential
treatment the export consignment must be accompanied with the applicable Preferential
Certificate of Origin. Available Preferential Certificates of Origin (and corresponding markets)
include;
No.
1

Name of Certificate
East African Community (EAC)

2

Common Market for Eastern and Southern
Africa (COMESA)
Certificate of origin Form A
Generalized System of Preferences (GSP)
The EU introduced the Registered Exporter
(REX) system as the new system of
certification of origin of goods destined for the
EU. Under this system the exporter is required
to complete an online application – weblink
https://conformance.customs.ec.europa.eu
/rex-pa-ui/. The applicant becomes a
registered exporter after URA has verified the
exporter information and eligibility of products
for the EU GSP. Thereafter, the registered
exporter makes self-certification using
statements of origin
China Certificate of Origin for Preferential
Tariff for Least Developed Countries
India Certificate of Origin for Preferential
Tariff for Least Developed Countries
Morocco Certificate of Origin for Preferential
Tariff for Least Developed Countries.
South Korea Certificate of Origin For
Preferential Tariff for Least Developed
Countries

3

4
5
6
7

Destination Markets
Kenya, Rwanda, Tanzania & Burundi
Angola, Comoros, D.R Congo,
Djibouti, Egypt, Eritrea, Ethiopia,
Madagascar, Mauritius, Namibia,
Seychelles, Sudan & Swaziland
Japan, USA, Canada, Australia, New
Zealand, Luxembourg, Norway &
Switzerland
Austria, Belgium, Bulgaria Cyprus,
Czech Republic, Denmark, Estonia,
France, Germany, Greece, Hungary,
Ireland, Italy, Latvia, Lithuania, Luxe
Malta,
Netherlands,
Poland,
Portugal, Romania, Russia, Slovakia,
Slovenia Sweden & United Kingdom

China
India
Morocco
South Korea

For further information:
Contact:
Uganda Export Promotion Board, 2nd Floor UEDCL Towers, Plot 37 Nakasero Road –
Kampala, P. O. Box 5045 Kampala – Uganda. Tel: +256 (0)414 230250 Tel/Fax: +256 (0)414
259779, Email: info@ugandaexports.go.ug, Website: www.ugandaexports.go.ug

•

International Affairs Desk, Customs Department, Uganda Revenue Authority, URA Tower, Plot
M193/M194 – Nakawa Industrial Area, P. O. Box 7279 Kampala – e Line), Email:
services@ura.go.ug, Website: www.ura.go.ug
•
•

Uganda, Telephone: 0800 117 000 (Toll Free Line),
Email: services@ura.go.ug, www.ura.go.ug
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Appendix v ---------Incoterms® 2020 Rules Quick Reference
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1. Incoterms® 2020 do not provide for obligations of stowage within a container. This issue
should be dealt with within the sales contract
2. Seller may choose to sell product from their facility: FCA Sellers Facility. In this case the
pre-carriage is required to be paid by the Buyer
3. Only CIP and CIF require that Insurance be provided within the sales price. Insurance is
not required within other incoterms.
Charges are paid by Buyer or Seller depending on contract of carriage.
Incoterms® 2020 Quick Reference is provided as a courtesy by International Freight,
Customs Brokerage, & Trade Consulting - www.bdginternational.com
For further information on Incoterms® 2020 visit:
http://www.iccwbo.org/incoterms/
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SAMPLE: COMMERCIAL INVOICE
Exporter

Consignee /Importer

Date:

Commercial
Invoice No:

Customer No:

Airway bill/Bill of
lading No:

Terms of sale

Terms
payment

Freight

Prepaid
Marks

Quantity

of

Collect

Mode of shipment

Description
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HS
code

Unit
price

Total
Price
US$

in

56

We hereby certify this invoice to be true and correct

Subtotal
Handling
Freight
Misc.

These commodities were exported from Uganda in
accordance with the export regulations
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AIRWAY BILL
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MINISTRY OF TOURISM, WILDLIFE AND ANTIQUITIES
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