AGOA TRAINING PROGRAMME ORGANIZED FOR EXPORTERS FROM 12TH-17TH NOVEMBER 2023 AT ROYAL MAC DIC HOTEL-KOFORIDUA

Introduction

1. The Eastern Regional Office collaborated with Feed-The-Future an initiative under USAID to organize a 5-day training in the rule of exporting via African Growth and Opportunity Act (AGOA) from 12th –17th November,2023.

2. The purpose of the training was to conscientize participants on the AGOA agreement, the enormous benefits to be derived from exporting under the agreement and eventually boosting exports to the United States of America.

3. The facilitators educated participants (exporters) on selected topics such as Understanding AGOA, Export and Import regulation compliance, Market Access and Export Promotion and Tariffs and Customs Compliance just to mention a few.

Arrival of participants and opening ceremony

4. Participants arrived at Royal Mac Dic hotel Koforidua on 12th November 2023 for the check-in formalities. 

5. The training commenced on 13th November 2023 with a welcome remarks by the team lead for Feed-The-Future initiative, which was then followed by self-introduction of participants.

Methodology

6. PowerPoint presentations were adopted for the training, with each session preceded by a pretest to evaluate participants level of knowledge before the training. There was also a post-test to evaluate the training’s impact on participants knowledge of the agreement.

Summary of presentations

Understanding AGOA:

7. AGOA enacted on 18th May,2000, is a commercial bridge established between the US and eligible sub-Saharan countries to boost trade and investment, by stimulating and diversifying African exports to the US while supporting job creation and poverty reduction in African countries.

8. A total of 6400 tariff lines enjoys duty-free preferential treatment under the agreement subject to a number of basic requirements. All manufactured products exported under the agreement are required to meet the 35% value addition threshold to qualify for the duty-free preferential treatment.
Export and Import Regulation Compliance:

9. The facilitator emphasized on the need for participants to be fully conversant with export and import requirements in both the exporting and importing countries to navigate the complexities associated with international trade, mitigate risk, and ensure their operations are conducted in accordance with applicable laws and regulations.

10. This requires the need to acquire the relevant certifications and permits from institutions such as the GSA, FDA, GEPA and PPRSD, while conducting extensive research on US legal, market access, quality, and consumer protection requirements. 

Market Access and Export Promotion:

11. Participants were entreated to stay informed about the export promotion initiatives and programmes offered by government’s trade promotion agencies, economic development agencies, and departments of commerce.

12. The facilitator also highlighted the need to access market intelligence reports, research, and databases provided by government agencies specializing in trade and investment. 

13. Participants were introduced to International Trade Centre market tools such as Export Potential Map, Trade Map and Market Access Map to help identify markets and suppliers with export potential, analyze international trade flows, and to help improve transparency of international trade and market access. 

14. They were also encouraged to take part in trade shows, use business matchmaking services and join trade missions organized by government or industry associations for market access and promotion of their products.  

Tariffs and Customs Compliance

15. The facilitator stated that AGOA provides duty-free access to US market for over 6,400 products from AGOA-eligible countries. These products are selected from sectors such as textiles and apparels, agricultural products, footwear, automobiles, and machinery just to name a few.

16. To qualify for duty-free benefits under the agreement, an exporter’s products must fully satisfy the rules of origin criteria for the products to be considered “African” to enjoy AGOA preferences.

17. Additionally, the exporter must ensure that all the paperwork-commercial invoice, packing lists, bill of lading or airway bill, certificates of origin and any other documentation is accurate, complete, and prepared in accordance with US customs requirements. 
Key observations

18. Most of the participants had limited knowledge about the AGOA agreement because they export mostly to the EU market.

19. A handful of the participants export under AGOA and were invited purposely to share their experiences with their colleagues in the export business.
Conclusion

20. The participants had fruitful interactive deliberations that were highly informative which made the training programme successful.
Recommendations

21. It is highly recommended that more of such programmes are organized to guide and encourage exporters to derive maximum benefits under the AGOA agreement to expand their businesses to create more jobs and earn foreign exchange for the country. 








