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Introduction 
These guidelines ar e designed t o address th e basic questions whic h exporter s 
of avocados, mangoes, pineapples, papayas an d passio n frui t nee d answere d 
before the y tr y to venture int o the UK market: WHAT, HOW, WHERE an d 
WHEN? 

Entrepreneurs shoul d hav e the answers t o these fou r question s before the y 
invest mone y i n an enterpris e whic h relie s o n sellin g i n a n expor t market . I t 
is essential tha t they hav e detaile d informatio n an d ar e sure tha t condition s 
on al l aspects o f market requirement s ar e satisfied prio r to despatching an y 
exports. 

This booklet aim s to provide th e hard fact s i n an easy-referenc e format , t o 
help anyon e i n the business, o r wishing t o enter it , research th e marke t an d 
make those importan t contacts . Th e changin g natur e o f the UK market ha s 
made i t even mor e vita l fo r th e exporte r t o have th e hard facts . Th e 
increasing importanc e o f the large r supermarket s (ofte n referre d t o a s 
multiples), with thei r stric t specification s fo r al l fresh produce , means tha t 
exporters hav e to be prepared t o meet thes e requirements i f they ar e t o 
succeed. 

The Export Marke t Development Divisio n (EMD ) of the Commonwealt h 
Secretariat decide d t o prepare thes e guidelines fo r a  number o f reasons. 
Requests fro m potentia l exporters , or existing exporting countries , fo r 
information o n the exoti c produce marke t ar e constantly received . EM D ha s 
assisted a  number o f the enquirers , eithe r through marke t researc h or , in som e 
cases, through tes t marketing produce . Th e informatio n i n thi s bookle t 
should hel p exporter s reac h th e stag e where the y ar e ready t o ship produc e t o 
the market , savin g them tim e an d money . 

The choic e o f fruits fo r the publication wa s made o n the basis tha t they ar e 
grown i n a  number o f Commonwealth countries , where ther e i s a great dea l o f 
interest i n exportin g them . The y ar e also products o n which EM D ha s 
already carrie d ou t marketing work . Mos t importantly , however , th e 
"exotics" segment o f the fresh produc e marke t i s expanding ver y rapidly i n 
the UK: an increasin g numbe r o f outlets stoc k a  wide rang e o f exotics, and a 
greater sectio n o f the population ar e aware o f the availabilit y o f non -
traditional fruit s an d ar e buying them . Consumptio n o f exotics more tha n 
doubled i n the UK between 198 0 and 1986 ; estimates sugges t consumption o f 
some fruit s ha s double d agai n sinc e then an d th e trade consider s ther e i s stil l 
potential fo r enormous growt h i n this sector . 
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What fruit does the market want? 
This section describes the type and condition of fruit which is demanded by 
the buyers in the market. Th e specifications, whic h change over time, are 
those required at receipt by importer, unless otherwise stated . 

Avocados 

Varieties: 

Size: 

Most popular -  Hass, Fuert e 

Others acceptable -  Ettinger, 
Nabal, Edrino l 

Less popular -  Lula, Pollock (too 
large) 

150-400 grams, with 270-33 0 
grams being most popular . Siz e 
requirements var y for differen t 
markets and accurate size gradin g 
is essential. UN/ECE standard s 
stipulate that the minimu m 
weight shoul d no t be less tha n 
125 grams and buyers prefe r 
weight to be guaranteed ove r the 
minimum 

Shape: Pea r shape , with no large, loos e 
stones. If a stal k is present, it 
must be less than 10m m and cut 
cleanly. Uniformit y o f shape is 
important 

Colour: Brigh t green, typified by Fuerte, 
though Hass , which turn s a deep 
purple/black, i s acceptable in the 
UK and is reported to have a 
longer shel f lif e than othe r 
varieties 

Ripeness: 

Taste & 
Texture: 

Firm, slightly unripe, no bruising 
or disfigurement. Lon g shelf life 
more important for wholesale 
market than for supermarket 
trade, which sometimes ripens 
fruit centrally for consistency 

Smooth, creamy, no fibre, no 
bitterness 3 



What fruit does the market want? 

Mangoes 
Varieties: Most popular -  Tommy Atkins , 

Haden, Keit t and Ken t 

Others acceptable -  Alphonso, 
Amelie, Apple, Graham, Irwin , 
Sensation an d Zil l 

Less popular -  Boribo, 
Dashehari, Julie, Langra, 
Ngowe, Peach an d Rub y 

Size: 225-400 grams, with accurat e 
size grading essentia l 

Shape: 

Colour: 

Oval 

Some colour visible (yello w o r 
red dependin g o n variety). Red 
blush very popula r 

Ripeness: Full y mature but firm , n o 
bruising or disfiguremen t 

Taste & N o fibrous tissue , n o 
Texture: turpentin e flavour,  eas y ston e 

removal and fragran t 
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What fruit does the market want? 

Pineapples 

Varieties: Most popular -  Smooth 
Cayenne 

Others acceptable -  Queen an d 
Red Spanis h 

Less popular -  Abacaxis an d 
Sugar Loaf 

Size: 1-2 k g with accurat e siz e 
grading essentia l 
Grade A - over 1. 5 k g - frui t 
achieves a  premiu m 
Grade B-1.1-1.5 k g 
Grade C-0.9-1.1 k g 
Grade D - below 0. 9 kg - least 
in deman d 
Supermarkets have furthe r 
range of bands within thes e 
grades 

Shape: Oval, with firm , gree n leave s a t 
crown 

Colour: Deep yellow o r copper orange , 
green frui t stil l bein g 
associated with unripeness , 
though becoming mor e 
acceptable. Brigh t green crow n 

Ripeness: Two-third s coloured preferred , 
to allow for ripening durin g 
distribution 

Taste & Sweetnes s important , non -
Texture: acidi c flavour,  no t too fibrous , 

but fir m flesh 
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What fruit does the market want? 

Papayas 

Varieties: 

Size: 

Shape: 

Colour: 

Ripeness: 

Taste & 
Texture: 

Most popular - Solo 

Others acceptable - Amazon 
Red 

250-500 grams 

Oval 

Yellow, orange or red 

Firm to touch, element of 
colour 

Firm, sweet and juicy 
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What fruit does the market want? 

Passion fruit 

Varieties: Mos t popular - purple variety 

Others acceptable - yellow 
variety, but Grenadilla more 
successful than Maracouya, 
which is not consistently 
sweet. 

Size: 

Shape: 

Colour: 

Ripeness: 

Taste & 
Texture: 

45-59 grams, 45-50 m m 
diameter, uniform gradin g 
important 

Oval, sometimes roun d 

Purple preferred, yello w 
acceptable 

Skin no t too wrinkled o r 
dimpled 

Juicy 
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How to get to marke t 
This section describes what the exporter needs to do to get the fruit to the UK 
market, beginning a t the picking stage, the first  active phase of the marketin g 
chain. Th e intention i s to concentrate on the marketing o f fruit, and not wit h 
production details , but the grower, a s well a s the exporter, should be able to 
profit from the information i n this publication. Afte r all , initial post-harves t 
handling i s as important as correct picking a s far as the grower is concerned . 
The market should guide the grower in terms of what crop to grow, in wha t 
quantities and what production techniques to use. Som e major buyers are 
realising this and are working directly with growers to ensure their produc e 
supply matches their variety, packaging and quality requirements exactly , 
rather than rely solely on intermediaries, such as export agents . 

Avocados 

Harvesting, Handling and Storag e 

Avocados nee d t o be carefully picked , eithe r suc h 
that th e stal k i s removed fro m th e fruit,  bu t 
without surfac e breaks , or leaving a  stalk no mor e 
than 1 0 mm i n length , cu t cleanly . Thi s i s a s 
specified b y UN Economic Commissio n fo r Europ e 
standards fo r avocados . Produc e shoul d b e 
harvested a t the correc t stag e of maturity, whe n 
hard an d wit h a  minimum oi l conten t o f 12%. It 
should b e picked earl y i n the day , to avoi d 
overheating. Carefu l handlin g i s essential. Frui t 
should b e kept coo l an d packe d a s soon a s 
possible, having been sorte d an d treated , 
frequently bein g waxed fo r protection befor e 
shipping. 

Fruit mus t b e picked t o allow fo r ripening tim e 
during transpor t an d distribution . U p to 1 4 day s 
transport tim e i s considered satisfactory , thoug h 
unripe avocado s ca n be held fo r u p t o four week s 
if the temperature i s kept between 5.5 ° an d 8 ° C. 
For ripe avocados , the holding temperature shoul d 
be lower , between 2 ° and 5 ° C. Transportation i s 
by sea , unless bein g sen t earl y i n the seaso n t o 
gain a  price premium . Thi s i s dependent o n 
availability o f air freight an d acces s to a  sea port . 
Kenya, fo r example , traditionally ai r freights  t o 
Europe. 

(continued) 
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Packaging 

Fruit shoul d b e packed i n a  single layer , 
fibreboard box , of around 4  kg net weigh t an d 
approximate siz e o f 300 mm x  39 0 mm x  88 mm . 
Preferred count s t o a  box ar e 12 , 14,16,18 o r 20 . 
Fresh ai r ventilation i s important an d boxe s 
should hav e ventilation holes . Full y lidde d boxe s 
are best, to give strength an d rigidity . Semi-lidde d 
or tuck-lidded boxe s ar e liable to be damaged i f 
picked u p incorrectly . Divider s ma y be used t o 
prevent rubbin g durin g transportation , bu t are no t 
a necessity. The pack shoul d b e attractivel y 
presented an d clearl y labelled , with countr y o f 
origin, count an d brand . Muc h frui t i s als o 
individually labelled . 

Branding and Promotio n 

Avocado sale s in the UK are dominated b y Israel i 
produce importe d by AGREXCO and Sout h 
African produce . Bot h use brand names : Carme l 
for Israe l under th e para-stata l organisation , an d a 
variety o f private brands fro m co-op s and grower s 
for Sout h Africa . Th e latte r i s currently les s kee n 
to advertise th e origi n o f the frui t an d carr y ou t 
consumer promotion campaigns . 

Produce comin g int o the UK has to compete wit h 
both thes e high quality , wel l packaged an d wel l 
advertised products . However , there are possibl e 
spin-off effect s fro m an y intensive promotio n 
campaign i n terms o f the impac t o n overal l 
avocado sales , limiting the need fo r advertising b y 
new marke t entrants . 

Import regulations 

The avocado i s classified unde r tarif f numbe r 
0804 4010010 (1s t December -  31st May) and 080 4 
4090010 (1s t June -  30th November) . Tariffs ar e 
those i n forc e fo r the EEC: 

(continued) 

How to get to marke t 
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How to get to marke t 
Dec-May June-No v 

Full tariff: 
GSP countries : 
Israel, Algeria, Morocco: 
Turkey: 
ACP countries : 
Least developed 
countries (LDDC) : 

4.0% 
3.5% 
0.8% 
Free 
Free 

Free 

8.0% 
6.0% 
1.6% 
Free 
Free 

Free 

In orde r t o receiv e preferentia l tarif f treatment , 
produce mus t b e accompanie d b y th e appropriat e 
forms: EU R 1  for AC P countrie s o r For m A  fo r 
GSP o r LDDC. N o othe r impor t regulation s apply . 
Certain hygien e standard s mus t b e me t an d al l 
fresh frui t enterin g th e EE C mus t b e accompanie d 
by th e origina l o f a  phytosanitor y certificate , bu t 
there i s n o othe r legislatio n governin g entr y o f 
these fruit s t o th e UK . (Se e Appendi x 1 ) 
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How to get to marke t 

Mangoes 

Harvesting, Handlin g an d Storag e 

Maturity measurement s fo r mangoe s ar e no t 
standardised, differin g fro m variet y t o variety an d 
between growin g areas . Ski n colou r change s ca n 
be use d fo r som e varieties , to indicat e whe n the y 
should b e picked , bu t man y mangoe s ar e no w 
picked an d shippe d green , then ripene d o n arriva l 
ready fo r sale . Thi s protect s th e frui t fro m damag e 
during transpor t an d ensure s tha t th e retaile r 
knows a t jus t wha t stag e o f ripeness th e frui t is . 
However, i t also make s i t more difficul t fo r th e 
grower t o decid e whe n t o pick . Othe r way s o f 
identifying whe n th e frui t shoul d b e harvested ar e 
weight, specifi c gravit y an d thei r chemica l make -
up. 

Fruit ca n be picke d entirel y b y hand , tippin g th e 
fruit t o sna p th e stem , o r by holding th e frui t an d 
cutting th e stem , takin g car e no t t o bruise o r 
puncture th e fruit . Th e ste m i s sometime s 
trimmed t o 1  cm: leaving the ste m mean s tha t sa p 
is les s likel y t o damag e th e appearanc e o f the frui t 
and regularit y i s always preferre d b y buyers . 
Before packin g th e frui t i s washed and/o r give n 
fungicidal o r heat treatment , occasionall y bein g 
wax-coated t o prolong storag e life . 

Mangoes hav e usuall y bee n ai r freighte d i n th e 
past, owin g t o thei r susceptibilit y t o damag e fro m 
poor handlin g o r storage . However , se a shipment s 
have been mad e successfull y fro m Sout h Americ a 
and th e Caribbea n an d ar e likel y t o increas e a s 
trade expands , give n th e constraint s o f space an d 
the cos t o f air freight . Thi s require s earlie r 
harvesting an d carefu l temperatur e contro l 
throughout th e journey . Holdin g temperature s 
need t o be between 7 ° and 14 ° C and, unde r 
correct conditions , mangoe s ca n be held u p t o fou r 
weeks. Fo r ripening , th e temperatur e rang e i s 
between 20 ° and 32 ° C. 

(continued) 
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Fruit shoul d b e packe d i n a  single laye r fibreboar d 
carton, ne t weigh t 4  to 5  kg, with betwee n 8  an d 
20 frui t pe r carton . Th e mos t popula r coun t ha s 
been 1 2 in th e past , but th e trad e ha s notice d a 
consumer shif t t o preferring th e large r sizes , and i s 
buying mor e 8' s an d 10's . Th e box mus t hav e 
holes fo r adequat e ventilatio n an d shoul d b e full y 
lidded t o give bette r protection . 
Polystyrene nets , paper o r pape r stra w ar e used t o 
package individua l fruit s insid e th e carton . 

Branding an d Promotio n 

There ar e mangoes enterin g th e marke t fro m s o 
many supplier s tha t branding i s les s significan t t o 
the consume r tha n i t i s for avocados , where tw o 
brands dominate . Th e lac k o f a dominatin g 
supplier ha s als o mean t tha t ther e i s no generi c 
advertising. Th e majo r supermarket s d o 
occasionally carr y ou t promotiona l campaign s i n 
their ow n store s fo r mangoe s o r fo r exotic s overall . 

Import Regulation s 

Mangoes com e unde r tarif f numbe r 080 4 50009 1 
and tariff s ar e as follows : 

Full tariff: 6 % 
GSP countries: 4 % 
Egypt, Jordan, Lebanon, Israel: 2.5 % 
Least developed countrie s (LDDC) : Fre e 
ACP countries: Fre e 
Turkey: Fre e 

In orde r t o receive preferentia l tarif f treatment , 
produce mus t b e accompanie d b y the appropriat e 
forms: EU R 1  for AC P countries - or Form A  fo r 
GSP or LDDC. N o othe r impor t regulation s apply . 
Certain hygien e standard s mus t b e me t an d al l 
fresh frui t enterin g th e EE C must b e accompanie d 
by the origina l o f a  phytosanitory certificate , bu t 
there i s no othe r legislatio n governin g entr y o f 
these fruit s t o the UK . (Se e Appendix 1 ) 

How to get to marke t 

Packaging 

12 



How to get to marke t 

Pineapples 

Harvesting, Handlin g an d Storag e 

Cayenne pineapple s shoul d b e harvested whe n 
half yello w i n colou r and , i f destined fo r lon g ter m 
storage o r transport time , placed unde r 
refrigeration a s soo n a s possible . Pickin g i s 
normally don e b y twistin g th e frui t fro m th e stalk , 
later trimming i t to 1  to 3  cm. Mechanica l 
harvesting i s used i n larg e plantations . Ethylene -
releasing compound s hav e been use d fo r som e 
time i n the Ivor y Coas t t o stimulate unifor m 
ripening an d colourin g an d othe r countrie s ar e 
beginning t o follow suit . 

Pre-cooling i s required fo r successfu l se a ship -
ments an d th e temperatur e controlle d betwee n 7 ° 
and 10° C during th e journey , dependin g o n th e 
storage tim e require d an d th e maturit y o f the fruit . 
Fruit goin g below thes e temperature s i s liable t o 
suffer chillin g damage . Matur e gree n frui t ca n b e 
safely store d a t temperatures betwee n 10 ° and 
13°C Th e expecte d lif e o f frui t kep t i n the righ t 
conditions i s a  maximum o f four weeks . Th e 
relative humidit y o f the stor e shoul d b e high , t o 
help kee p th e fruit' s fres h appearance . Th e Ivor y 
Coast an d Sout h Afric a shi p b y sea , excep t i n th e 
early par t o f the season , bu t Ghan a an d Keny a 
generally freigh t b y air . 

Packaging 

Fruit ca n b e packe d eithe r flat  o r upright (thoug h 
some retailer s expres s a  preference fo r uprigh t 
packing) i n 1 2 to 1 5 kg cartons, with 8  to 2 0 frui t 
per pack , dependin g upo n th e grade o f fruit . 
Cartons mus t b e wel l ventilate d fo r se a freighting . 
For larger , luxur y frui t i t i s more importan t tha t 
the crow n b e protecte d durin g shipment ; th e extr a 
cost o f freight spac e fo r n o retur n o n smalle r frui t 
means tha t th e crow n i s trimmed t o a  minimu m 
prior t o packing . (I n the Ivor y Coas t th e crow n i s 
trimmed befor e harvesting. ) 

(continued) 
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How to get to marke t 
Branding an d Promotio n 

The supermarket s d o sometime s promot e 
pineapples a s a  generic product , an d usuall y 
expect a  promotional contributio n i f this i s carrie d 
out i n conjunctio n wit h a  particular brand . 
Supermarkets currentl y promot e pineapple s b y 
country o f origin , drawin g attentio n t o difference s 
in size , colour o r other characteristics . 

Import Regulation s 

Pineapples com e unde r tarif f numbe r 080 4 
3000090 an d tariff s ar e those i n forc e fo r th e EEC: 

Full tarif f 9 % 
Least developed countrie s (LDDC) : Fre e 
ACP countries: Fre e 

In orde r t o receive preferentia l tarif f treatment , 
produce mus t b e accompanie d b y the appropriat e 
forms: EU R 1  for AC P countries o r Form A  fo r 
LDDC. N o othe r impor t regulation s apply . Certai n 
hygiene standard s mus t b e me t an d al l fres h frui t 
entering th e EE C must b e accompanie d b y th e 
original o f a  phytosanitory certificate , bu t ther e i s 
no othe r legislatio n governin g entr y o f these fruit s 
to the UK . (Se e Appendix 1 ) 
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How to get to marke t 

Papayas 
Harvesting, Handling and Storag e 

The UK retail market fo r papayas suffere d initia l 
difficulties a s a result o f fruit  goin g on to th e 
market havin g been harveste d to o early and no t 
ripening fully . Harvestin g has to be timed wit h 
precision. A s fruit  shoul d alread y be fairly rip e 
when picked , i t has to be transported wit h grea t 
care to avoid spoilage . It s perishability als o 
necessitates transportatio n b y air . Expecte d lif e 
after harvestin g i s a maximum o f three weeks . 

Packaging 

Packaging shoul d b e in a  3 to 4 kg net weigh t bo x 
with count s o f 8's t o 12's , though som e retailer s 
are looking to sel l large r fruit  an d s o counts o f 6' s 
and 7' s ar e being sold . Sometime s papaya s ar e 
individually wrapped , fo r protection, but thi s 
increases handlin g tim e a t the receiving en d an d 
so well packed , visible fruit  ar e preferred . 

Branding and Promotion 

To date there has been littl e promotion o f 
papayas, except i n advertising exotic s fruits  i n 
general. Brazil , which i s the main supplier , doe s 
not have a  country-wide bran d name . 

(continued) 
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How to get to marke t 
Import Regulations 

Papayas com e under tarif f numbe r 080 7 200000 0 
and tariff s i n force ar e as follows : 

Full tariff: 3 % 
GSP countries: Fre e 
Turkey: Fre e 
Least developed countries (LDDC): Fre e 
ACP countries: Fre e 

In order to receive preferentia l tarif f treatment , 
produce mus t be accompanied b y the appropriat e 
forms: EUR 1  for ACP countries o r Form A  fo r 
GSP or LDDC. N o other impor t regulation s apply . 
Certain hygien e standard s mus t be met and al l 
fresh fruit  enterin g the EEC must be accompanie d 
by the origina l o f a phytosanitory certificate , bu t 
there i s no othe r legislatio n governin g entr y o f 
these fruits  t o the UK. (Se e Appendix 1 ) 
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(continued) 

How to get to market 

Passion fruit 

Harvesting, Handling and Storag e 

The passion frui t plan t ma y be used a s a n 
intercrop betwee n tre e crops and i s quick t o 
mature an d therefor e ca n provid e a  useful earnin g 
crop fo r smal l farms . However , th e frui t i s highl y 
perishable an d a s a result has to be handle d 
carefully an d ai r freighted t o the market . 
Temperature ha s to be carefully controlle d afte r 
harvest, a s a red discoloratio n o f the flesh  i s likel y 
to occur a t temperatures belo w 7° C and moul d 
sets in . However , expecte d lif e ca n be up t o fou r 
weeks afte r harvest , i f the frui t i s handle d 
carefully. Passio n frui t exud e ethylen e whe n 
stored an d therefor e i t is important t o store the m 
away fro m certai n fruits , suc h a s avocado, whic h 
ethylene ripens . 

Packaging 

Buyers ar e less restrictive i n their requirements fo r 
passion frui t packaging , in that supplier s us e 
various types o f fibreboard containers . Kenya n 
exporters (th e major suppliers ) us e 2  kg net weigh t 
single laye r trays with lid s and interna l dividers , 
about 40-4 8 frui t t o the tray. Brazilia n exporter s 
pack i n doubl e laye r 4 kg cartons, with count s o f 
46-48. Othe r supplier s us e carton s o f up t o 7  kg 
weight an d thi s i s a size preferred i n the ethni c 
market. Large r supermarkets prefe r th e singl e 
layer trays and ar e currently experimentin g wit h 
an eve n smalle r siz e o f carton, s o that they have a 
ready suppl y o f smaller quantitie s o f passion frui t 
to ensure freshnes s o n the shelves . S o far, onl y 
UK pre-packers ar e working with these smalle r 
containers. 
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How to get to marke t 

Branding an d Promotio n 

There i s no majo r bran d nam e i n th e passio n frui t 
market. Keny a ha s been th e mos t importan t 
supplier, an d ther e hav e been som e stor e 
promotions o f it s fruit ; the y hav e als o bee n 
included i n promotion s unde r th e genera l exoti c 
head. 

Import Regulation s 

Passion frui t ar e classifie d unde r tarif f numbe r 
0810 909020 , and tariff s ar e those i n forc e fo r th e 
EEC: 

Full tariff: 11 % 
GSP countries: 6 % 
Least developed countrie s (LDDC) : Fre e 
ACP countries: Fre e 
Turkey: Fre e 

In orde r t o receive preferentia l tarif f treatment , 
produce mus t b e accompanied b y the appropriat e 
forms: EU R 1  for AC P countrie s o r Form A  fo r 
GSP or LDDC. N o othe r impor t regulation s apply . 
Certain hygien e standard s mus t b e met an d al l 
fresh frui t enterin g th e EE C must b e accompanie d 
by the origina l o f a  phytosanitory certificate , bu t 
there i s no othe r legislatio n governin g entr y o f 
these fruit s t o the UK . (Se e Appendix 1 ) 
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Where to send it 
There ar e a  number o f channels fo r tradin g exoti c fruit s i n th e U K and th e 
situation ha s bee n changin g a s the multiple s (large r supermarkets ) increas e 
their marke t shar e o f the fresh fruit  trade . The y ar e now estimate d t o contro l 
about 50 % o f this trad e an d a n eve n greate r proportio n o f the exotic s trade . 

The followin g diagra m indicate s th e variou s way s i n which produc e get s o n t o 
the market . 

The producer/exporte r ha s severa l option s availabl e fo r sellin g hi s produce : 

• t o dea l wit h eithe r a  large, o r even small , specialis t importe r wh o coul d 
offer t o buy th e product , wor k o n a  joint-account basis , o r sel l th e 
produce o n commission . Workin g fro m a n office , hi s customer s wil l b e 
both th e multipl e trad e an d th e wholesal e markets . 

• t o dea l wit h a n importin g compan y whic h als o ha s it s ow n distributio n 
network mainl y servicin g multiples . Thi s woul d generall y includ e depo t 
and pre-packin g facilities , an d a  transport servic e arrangemen t handlin g 
centralised distribution . I t will broadly b e through thi s leve l o f contac t 
that direc t associatio n ca n b e made wit h supermarkets . 

• t o dea l wit h a n importin g compan y whic h ma y alternativel y hav e 
wholesale premise s i n th e primar y markets , suc h a s Ne w Coven t 
Garden, Liverpoo l o r Birmingham . 

(continued) 
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Where to send it 
• t o dea l wit h a  company which , whil e i t has premise s o n majo r markets , 

could als o undertak e th e distributio n o f fruit  o n a  wider geographica l 
basis, by th e creatio n o f a  'panel' , o r appointed franchised  wholesaler s 
selling o n it s behalf i n othe r markets . Thes e woul d includ e th e smaller , 
but ofte n ver y useful , market s suc h a s Bradford an d Leicester , whic h 
often hav e larg e ethni c consume r populations . 

There ar e als o a  few larg e importing/wholesalin g companie s carryin g ou t al l 
activities prio r t o getting th e produc e o n t o the shel f an d thi s ha s reduce d th e 
participants i n th e marketin g chain . I n som e case s th e multiple s ar e dealin g 
directly wit h th e producer/exporter , thoug h mostl y retainin g th e involvemen t 
of their importer/distributor , sinc e th e supermarket s rel y o n the m fo r 
operating thei r storage/ripening/distributio n depots . Nonetheless , thi s proces s 
does cu t dow n th e numbe r o f intermediaries . Th e independen t greengrocers , 
market stall s an d caterer s stil l us e wholesaler s t o procur e produce , bu t th e 
quantity o f produce movin g throug h th e traditiona l wholesal e market s (Ne w 
Covent Garden , Spitalfields ) i s reported t o be o n th e decrease . 

The choic e o f market contac t fo r a n exporte r depends , t o a  large extent , o n 
what volume s an d qualit y wil l b e exporte d t o the marke t an d whethe r th e 
exporter i s looking fo r a  long term commitmen t fro m a  buyer. I f an exporte r 
can assur e stead y supplie s o f high quality , well-package d produce , i t may b e 
worth contactin g large r multiple s direct . Eve n i f retailers hav e a n existin g 
relationship wit h a n importer , the y ar e kee n t o identif y ne w supplier s 
themselves an d communicat e thei r requirement s direc t t o the producer . 
Programmed volume s an d shippin g dates , linked t o a  broad pric e 
commitment, hav e t o be rigorously adhere d t o i f the exporte r i s to make a 
success o f this business . 

The nex t optio n i s to sel l t o one o f the large r importer/wholesaler s o n a n 
agreed contractua l basis . Exporter s ca n contrac t a t a  specific pric e o n a 
weekly basis , o r eve n sometime s o n a  monthly basis , i f that i s thought t o b e 
advantageous. Again , i f shipments ar e no t u p t o standard , o r the exporter' s 
price i s considered to o high , th e importe r i s liabl e t o discontinu e business . 
The marke t i s very competitive . 

It i s also fairl y difficul t t o ente r busines s throug h thes e channels . Althoug h 
both supermarke t retailer s an d importer/wholesaler s mak e visit s t o potentia l 
supplying countries , the y rarel y tur n u p "o n spec " to growers o r exporters . S o 
it i s no goo d waitin g fo r a  buyer t o arrive -  the potentia l exporte r ha s t o get i n 
touch wit h buyer s an d persuad e the m tha t i t i s worth buyin g thei r goods . 
Once thi s ha s been done , the exporte r doe s hav e a  reasonably assure d marke t 
for th e produce , s o long a s quantit y an d qualit y specification s ar e met . 

(continued) 
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Where to send it 
If an exporte r i s no t s o concerned wit h havin g a  secure sale s outlet , an d i s 
willing t o risk fluctuations  i n price , then on e o f the smalle r importer s o r 
importer/wholesalers ma y provid e th e bes t opportunit y fo r a  smaller exporter . 
Quantity an d qualit y requirement s ar e les s rigid , thoug h stil l high . Th e 
exporter ha s t o communicate wit h o r visi t prospectiv e buyer s befor e 
despatching produce , whic h i s then usuall y sen t a s a  test-case consignment . 
Once a  test consignmen t ha s reache d th e market , t o the satisfactio n o f bot h 
parties, furthe r shipment s ma y b e made . Th e importer , i f he ha s no t agree d t o 
buy th e produc e outright , o r offere d a  joint-account arrangemen t guaranteein g 
a minimum price , wil l sel l o n commissio n i n th e orde r o f 8-10% o f th e 
wholesale price , though thi s ca n b e negotiated . A  problem wit h thi s metho d 
is tha t th e exporte r i s dependen t upo n th e importe r fo r achievin g th e bes t 
price i n th e marke t an d onl y the n know s wha t return s wil l b e made . S o ther e 
has t o be a  great dea l o f trust betwee n contractin g parties . I f the exporte r ca n 
negotiate throug h famil y contact s wit h smalle r importer s h e ma y fee l thi s 
offers bette r security , an d thi s i s one o f the reason s traditiona l trad e i n th e 
exotics secto r ha s gon e throug h suc h channels . 

One o f the disadvantage s o f selling throug h thes e "smalle r business " channel s 
is that ther e ma y b e les s likelihoo d o f expanding trad e t o optimise o n 
increased multipl e sales , since the y d o no t generall y trad e wit h th e smalle r 
importers. Ther e ar e also danger s o f the smalle r importer s bein g squeeze d ou t 
of business a s the structur e o f trade changes , leavin g th e exporte r wit h n o U K 
outlet. 

A further optio n i s where i n th e countr y t o sel l to . Th e marke t i s larges t an d 
growing fastes t i n th e South-eas t o f England an d th e majorit y o f this exoti c 
fruit i s traded throug h London , usin g Heathro w an d Gatwic k airports . 
However, ther e ar e significan t pocket s o f deman d throughou t th e UK , such a s 
Birmingham, Bradford , Leeds , Manchester an d othe r centre s i n th e North-eas t 
of England. I f either ai r o r se a freigh t spac e i s available t o a  destination othe r 
than London , suc h a s Liverpoo l o r Cardiff , th e exporte r ca n als o pursu e 
contacts i n tha t area . 

This brie f outlin e o f how th e marke t work s show s tha t th e exporte r i s the on e 
who ha s t o identif y a  buyer an d prov e tha t th e fruit s ar e worth buying , 
whichever wa y the y ar e traded . I t is no t a n eas y market ; standard s ar e hig h 
and competitio n i s strong . O n th e positiv e side , the marke t i s growing s o fas t 
that th e majo r buyer s ar e anxiou s t o identif y ne w supplier s and , i f they thin k 
their standard s ca n b e met , ar e willin g t o try workin g wit h exporter s o r eve n 
growers. 
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When to sel l 
Avocados 
Timing 
The marke t i s supplied throughou t th e yea r b y th e 
major suppliers : 

Israel: September-Apri l 
South Africa: April-Octobe r 
United States : November-Jul y 
Kenya: May-Septembe r 

There i s some evidenc e o f price peak s a t th e 
changeover perio d betwee n Israel i an d Sout h 
African supplies , i e March/Apri l an d September / 
October, bu t thi s canno t b e relie d upon . Deman d 
tends t o be highe r durin g th e summe r months , 
when mor e sala d food s ar e eaten , s o offer s a  mor e 
secure marke t tha n winte r months , whe n price s 
can fluctuate.  Thi s perio d als o offer s greate r 
prospects, du e t o some retailers ' preferenc e fo r 
fruit fro m a n origi n othe r tha n Sout h Africa . 

Average price s durin g 198 8 fo r avocado s wer e 
540 pence pe r 4  kg carton, wit h a  low o f 39 0 penc e 
during Jul y an d high s o f 690 and 73 0 pence i n 
March an d Octobe r respectively . (Se e Appendix 4 
for a n approximat e percentag e breakdow n o f cost s 
incurred befor e th e produc e reache s thi s stag e o f 
the market. ) 

Market Trend s 
Opinion withi n th e trad e i s fairly confiden t a s t o 
the prospect s fo r marke t expansio n fo r avocados . 
The U K market alread y stand s a t around £3 0 
million, representin g th e highes t valu e marke t o f 
fruits examine d i n thi s publication . A t th e 
moment, averag e consumptio n i n th e U K is onl y 
one avocad o pe r perso n pe r annu m an d thi s i s 
after a  trebling o f imports t o around 15,00 0 tonne s 
per annu m ove r the las t ten years . Th e indication s 
are tha t th e upwar d tren d wil l continue . Recen t 
problems wit h th e Israel i crop , as a  result o f 
changing weathe r pattern s ove r the pas t tw o 
seasons, hav e encourage d importer s t o diversif y 
their sources , which ha s expande d th e 
opportunities availabl e t o new exporters . 
However, tropica l exportin g countrie s shoul d b e 
aware o f competitors, suc h a s Spain , which , a s a 
member o f the EEC , is likely t o gain mos t fro m 
increased deman d durin g it s season . 
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When to sel l 

Mangoes 

Timing 

Supplies o n th e marke t ar e greates t i n th e month s 
of April t o August , wit h a  number o f countrie s 
exporting a t tha t time : 

Mexico: 

Brazil: 

Venezuela: 
India: 

Pakistan: 

February-September 
(peak May-August ) 
all year , peakin g October -
December 
February-August (pea k April-June ) 
February-December 
(peak April-June ) 
October-August (pea k June-July ) 

There i s a  lul l i n supplie s i n Octobe r an d 
November, an d th e perio d betwee n Januar y an d 
April i s not wel l supplie d either . Price s fo r 
mangoes appea r t o peak i n October/November , th e 
rest o f the yea r remainin g fairl y stable . Th e 
average pric e i n 198 8 was 73 0 pence pe r carto n (4 -
4.5 kg) , but ros e to 92 0 penc e i n November . 

Market Trend s 

Imports o f mangoes int o th e U K have rise n 
consistently durin g th e 1980' s an d ar e standin g a t 
over 9,00 0 tonne s pe r annu m (thi s include s 
guavas an d mangosteens , whic h ar e grouped wit h 
mangoes i n th e trad e statistics) . Countrie s alread y 
producing th e fibreles s varietie s an d se a freighting 
have th e bes t prospect s o f meeting th e lowe r price , 
which th e trad e see s a s a  requirement fo r 
expansion i n thi s market . Thos e currentl y abl e t o 
do s o are Brazil , Peru an d Israel . 
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When to sel l 

Pineapples 

Timing 

Supplies ar e availabl e throughou t th e year , but th e 
Ivory Coast , which ha s 80 % o f the market , ha s 
low outpu t durin g th e we t seaso n (June-August ) 
and a  peak productio n perio d durin g October -
January. Price s d o no t appea r t o fal l durin g thi s 
period, because th e Christmas seaso n i s also a 
period o f peak demand . I n 198 8 the averag e 
annual pric e o f frui t a t New Coven t Garde n 
Market wa s 10 5 pence pe r pineapple , wit h highe r 
prices i n September , Octobe r an d November . 
Analysis o f previous years ' prices , however , doe s 
not indicat e tha t thi s increas e i s a  normal tren d 
and i s more likel y t o be a  result o f the productio n 
problems whic h th e Ivor y Coas t wa s experiencing . 
This le d t o shortages o n th e marke t an d ha s 
opened opportunitie s i n th e marke t fo r othe r 
supplying countries . Averagin g th e price s als o 
disguises th e substantia l differenc e betwee n 
grades o f pineapple: Grade A  ranged betwee n 10 0 
and 16 0 pence, while Grad e D  ranged fro m 4 5 t o 
100 pence . 

Market Trend s 

Imports hav e been increasin g ove r the las t te n 
years, though ther e wa s a  decline durin g 1984 . 
Imports ar e now aroun d 20,00 0 tonnes pe r 
annum. Thi s leve l i s expected t o continue , a t 
minimum, thoug h man y i n the trad e ar e ver y 
optimistic abou t expansion . Th e optimis m ha s 
been encourage d b y th e recen t upwar d tren d i n 
popularity o f the large r (Grad e A and B ) 
pineapples fo r th e household . Thes e size s wer e 
previously onl y i n deman d b y the caterin g trade . 
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When to sel l 

Papayas 

Timing 

Brazil supplies al l year, dominating imports at 
about 90% of the total. Althoug h there are not 
any apparent gaps in the market, the trade is keen 
to find alternativ e sources for papayas, in order to 
reduce reliance on one supplying country. Th e 
average price in 1988 was 660 pence per 4 kg box, 
but this is based on a fairly smal l sample of 
papayas, with fluctuating  prices , since papayas 
are still not in regular supply . 

Market Trends 

Although imports of papaya have grown fro m 
virtually nothing over the last ten years, there are 
still only around 1,00 0 tonne s per annum 
imported into the UK. Retailer s give the 
impression that the market is already expandin g 
quite rapidly and they are certainly interested i n 
identifying ne w sources of supply. 
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When to sel l 

Passion fruit 

Timing 

Passion frui t ar e availabl e al l year roun d o n th e 
market an d ther e ar e no visibl e gaps i n supply . 
The averag e pric e pe r carto n (40-4 8 fruit ) wa s 50 0 
pence durin g 1988 , with n o majo r fluctuations. 
However, price s hav e tended t o be lowe r i n th e 
months o f December-January an d June-August . 

Market Trend s 

It is not possibl e t o be specifi c o n th e quantitie s o f 
passion frui t bein g importe d int o the UK , as the y 
come unde r th e classificatio n "othe r fres h 
berries". Aroun d 30 0 tonnes ar e being importe d 
annually unde r thi s heading , bu t a s import s o f th e 
other categorie s (cherimoy a an d physalis ) ar e no t 
very large , this ca n be considere d a  reasonabl e 
estimate fo r passio n frui t imports . Th e valu e o f 
the passio n fruit  marke t i s estimated a t around £ 1 
million. Retailer s fee l tha t ther e ar e opportunitie s 
for expansion , particularl y i f educationa l 
promotion campaign s wer e t o be carried ou t t o 
help overcom e consume r resistanc e t o a  'wrinkled ' 
fruit. 
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Appendix 1 

Import legislatio n 

Preferential Tarif f Documentatio n 

Commonwealth countrie s ar e likely to benefit fro m preferentia l tariff s unde r 
three categories : those availabl e t o ACP countries, the Generalised Syste m of 
Preferences (GSP) , or those availabl e t o Least Develope d Developin g Countrie s 
(LDDC). Th e rules o f origin coverin g the ACP countries ar e mor e 
straightforward tha n thos e governin g GSP , so, where bot h system s offe r th e 
same tariff , a n exporte r woul d generall y op t for ACP. Fo r example, produc e 
freighted fro m a n ACP country t o the UK, but diverte d throug h anothe r ACP 
country, i s still eligibl e fo r the preferential tariff . Th e same nee d no t apply fo r 
produce originatin g fro m a  country benefitin g fro m GSP. 

An additiona l reaso n i s that generall y th e exporting country' s Custom s an d 
Excise Departmen t i s responsible fo r the handling o f ACP exports, wherea s 
the relevan t Ministr y i s in charge o f LDCC or GSP exports. Dealin g with th e 
Customs an d Excise, who have t o deal regularl y wit h suc h procedures , may be 
more straightforwar d fo r an exporter . 

ACP Exports 

(continued) 

27 



Appendix 1 
Form EU R 1  (see pag e 27 ) must accompan y produc e sen t fro m AC P countries , 
if the exporte r i s to benefit fro m th e lowe r tariff s applicable . Thes e form s 
should b e availabl e fro m th e exportin g country' s Custom s an d Excis e Office , 
which i s responsible fo r classifyin g th e good s a s originating fro m a n AC P 
source, the Ministr y o f Trade, o r Chamber o f Commerce. Alternatively , th e 
importer shoul d b e abl e t o offe r assistanc e i n acquirin g thes e forms . 

Commonwealth AC P countries are : 

AFRICA 
Botswana 
The Gambi a 
Ghana 
Kenya 
Lesotho 
Malawi 
Mauritius 
Nigeria 
Seychelles 
Sierra Leon e 
Swaziland 
Tanzania 
Uganda 
Zambia 
Zimbabwe 

CARIBBEAN 
Antigua &  Barbuda 
Bahamas 
Barbados 
Belize 
Dominica 
Grenada 
Guyana 
Jamaica 
St Kitt s &  Nevis 
St Luci a 
St Vincen t &  the 
Grenadines 
Trinidad &  Tobago 

PACIFIC 
Kiribati 
Papua Ne w Guine a 
Solomon Island s 
Tonga 
Tuvalu 
Vanuatu 
Western Samo a 

GSP and LDC C Exports 

Form A  must accompan y produc e sen t fro m qualifyin g countries , t o benefi t 
from th e lowe r GS P or LDDC tariff. Thes e form s shoul d b e availabl e fro m th e 
country's Ministr y o f Trade, o r the Chambe r o f Commerce i n the exportin g 
country, bu t otherwis e ma y b e obtaine d wit h assistanc e fro m a n importer . 

Customs Entr y 

The importe r i s responsible fo r custom s clearanc e an d presentatio n o f th e 
Customs Entr y for m (C88) . 

Health an d Hygiene Legislatio n 

All fres h frui t enterin g th e EE C must b e accompanied b y the origina l o f a 
phytosanitory certificate , submitte d b y th e authorit y give n tha t responsibilit y 
in the exportin g country . 

There ar e currentl y n o othe r regulation s i n force , bu t ther e ar e certai n stan -
dards an d a  number o f importers alread y tes t fo r chemica l residu e i n fruit . 
Legislation governin g residu e level s i n foo d wa s brough t i n i n th e U K durin g 
1988, but di d no t cove r th e fruit s deal t wit h here . However , legislatio n ma y 
eventually b e brought int o forc e fo r al l EE C countries . 
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Appendix 2 

Contacts in the market 

T h e organisa t ion s i n c l u d e d i n th i s list , w h i c h i s b y n o m e a n s exhaus t ive , ar e 
k n o w n t o t rad e o r hav e a  w i s h t o t rad e i n th e i t em s i n c l u d e d i n th i s booklet . 
However , i t s h o u l d b e n o t e d tha t al l expor te r s s h o u l d carefull y asses s th e 
capabi l i ty o f an y c o m p a n y w i t h w h o m the y h o p e t o t rade , s inc e th e 
C o m m o n w e a l t h Secretar ia t take s n o respons ib i l i t y fo r th e f inancia l s t and in g 
of thes e organisa t ions . 

NB Te lepones : T h e in te rna t iona l d ia l l in g cod e fo r th e U K i s 44 , afte r w h i c h 
the are a cod e a n d n u m b e r ar e d ia l led , bu t exc lud in g th e 0  a t th e beg inn in g o f 
the are a code . L o n d o n n u m b e r s ar e t o chang e o n 6t h Ma y 1990 , afte r w h i c h 
the 0 1 cod e wi l l b e c o m e 07 1 o r 08 1 ins tea d o f 0 1 . T h e n e w cod e i s no te d i n 
brackets . 

MAJOR MULTIPLE S (supermarkets ) 

Argyll Food s PL C 
(Argyll, Safeway , Presto ) 
Argyll Hous e 
Millington R d 
Hayes 
Middlesex UB 3 4A Y 

phone: 0 1 84 8 874 4 (081 ) 
telex: 93488 8 

Asda Store s 
Asda Hous e 
South Ban k 
Great Wilso n Stree t 
Leeds LS l l 5A D 

phone: 053 2 43543 5 
fax: 053 2 41866 6 

Budgen Lt d 
P.O.Box 9 
Stonefield Wa y 
Ruislip 
Middlesex 

phone: 0 1 42 2 951 1 

Littlewoods Organisatio n PL C 
J M Centr e 
Old Hal l Stree t 
Liverpool 
Merseyside L7 0 1A B 

phone: 05 1 23 5 222 2 

Gateway Foodmarket s Lt d 
Cater Roa d 
Bishopsworth 
Bristol BS9 9 7T Z 

phone: 027 2 78555 5 
telex: 4431 3 

Marks an d Spence r PL C 
Michael Hous e 
Baker S t 
London Wl A 1D N 

phone: 0 1 93 5 442 2 (071 ) 
telex: 26714 1 

J Sainsbury PL C 
Stamford Hous e 
Stamford S t 
London SE1  9L L 

phone: 0 1 92 1 600 0 (071 ) 
telex: 26424 1 

(continued) 
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Appendix 2 
Tesco PL C 
Tesco Hous e 
PO Bo x 1 8 
Delamere Roa d 
Cheshunt 
Hertfordshire EN 8 9S L 

phone: 099 2 3222 2 
telex: 2418 3 

WHOLESALERS/IMPORTERS 

Bluebell Internationa l Lt d 
616b Finchle y R d 
London N W l l 7R R 

phone: 0 1 45 9 446 6 (081 ) 
telex: 92394 0 
fax: 0 1 45 9 400 0 

Waitrose Lt d 
Doncastle Roa d 
Southern Industria l Are a 
Bracknell 
Berkshire RG1 2 4Y A 

phone: 034 4 42468 0 
telex: 84727 1 

William Jackso n &  Son PL C 
(Grandways) 
40 Derringto n Stree t 
Hull, Nort h Yorks . 

phone: 048 2 22413 1 

William Lo w &  Co. PLC 
Baird Avenu e 
Dryburgh Industria l Estat e 
Dundee 

phone: 038 2 81402 2 

Wm Morriso n Supermarket s 
Hilmore Hous e 
Thorton Roa d 
Bradford 

phone: 027 4 68720 2 

K S Butt &  Co Ltd 
Smithfield Wholesal e Marke t 
Pershore S t 
Birmingham B 5 

Compagnie Fruitier e (UK ) Lt d 
Paddock Woo d 
Tonbridge 
Kent TN1 2 6U U 

phone: 08 9 28 3 611 1 
fax: 08 9 28 3 605 5 

Condor Frui t Lt d 
29/33 Wholesal e Frui t an d 
Vegetable Marke t 
Edge Lan e 
Liverpool 

phone: 05 1 25 9 1301/ 2 
telex: 62717 9 

Consolidated Frui t C o Ltd 
25/26 Humbe r S t 
Hull 

phone: 048 2 2405 8 
telex: 59225 2 
fax: 048 2 22509 0 

Dunbar Frui t Importer s Lt d 
138 Chesterfiel d R d 
Ashford 
Middlesex 

phone: 078 4 24736 3 
telex: 93822 6 
fax: 078 4 24868 0 

(continued) 
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Appendix 2 
Exotic Far m Produc e Lt d 
628 Spu r Roa d 
Feltham 
Middlesex TW1 4 OS X 

phone: 0 1 89 0 222 2 (081 ) 
fax: 0 1 89 0 626 1 (081 ) 

Fagan 
Balmoral Industria l Estat e 
Balmoral Roa d 
Belfast BT1 2 6Q A 

phone: 023 2 66369 1 
telex: 74759 3 

FII-Fyffes Lt d 
12 Yor k Gat e 
Regents Par k 
London NW l 4Q S 

phone: 0 1 48 7 447 2 (071 ) 
telex: 91918 6 
fax: 0 1 48 7 364 4 (071 ) 

Glass Glove r &  Co Ltd 
Coldharbour Roa d 
Elizabeth Wa y 
Pinnacles Industria l Estat e 
Harlow 
Essex CM1 9 5B E 

phone: 027 9 3542 2 
telex: 81720 8 
fax: 027 9 44150 9 

Hunter Saphi r PL C 
10 Finsbur y Squar e 
London EC2 A 1AD 

phone: 0 1 63 8 822 2 (071 ) 
telex: 91495 2 

Janic Impor t Expor t Lt d 
70 S t Pau l Stree t 
London EC 2 

phone: 0 1 72 9 029 0 (071 ) 
telex: 739565 0 

Garber Produc e PL C 
Office Cl34-14 3 
Fruit &  Vegetable Marke t 
New Coven t Garde n 
London SW 8 5N N 

phone: 0 1 72 0 225 5 (071 ) 
telex: 91753 8 
fax: 0 1 48 9 040 6 (071 ) 

The Gees t Organisatio n 
White Hous e Chamber s 
Spalding 
Linconshire PE11  2A L 

phone: 077 5 6111 1 
telex: 3248 1 
fax: 077 5 6025 4 

JC Exotics Lt d 
B60/61 Ne w Coven t Garde n 
London SW 8 

phone: 0 1 72 0 048 2 (071 ) 

John Denis Foo d Grou p Lt d 
Wholesale Marke t 
Pershore S t 
Birmingham B 5 6U N 

phone: 02 1 62 2 547 3 
fax: 02 1 62 2 668 6 

J O Sims Lt d 
Borough Marke t 
London SE1  9A Q 

phone: 0 1 24 7 768 8 (071 ) 
telex: 88676 9 
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Joseph Lo w &  Sons 
25-28 N E Wholesal e Frui t Marke t 
Tean Valle y Tradin g Estat e 
Gateshead 
Tyne &  Wear N E l l OQ Y 

phone: 09 1 48 2 255 1 
telex: 37962 2 
fax: 09 1 48 7 902 1 

JP Fruit Distributors Lt d 
Suite H29 1 
East Bridg e 
New Coven t Garde n 
London SW 8 5J B 

phone: 0 1 72 0 7185/ 6 (071 ) 
telex: 91694 2 

Kirby Internationa l Food s Lt d 
17 Swa n S t 
Congleton 
Cheshire CW1 2 4B N 

phone: 047 7 3450 6 
telex: 36748 4 
fax: 047 7 3717 0 

Lambert &  Ellice Lt d 
111-117 Commercia l S t 
London E l 

phone: 0 1 24 7 234 3 (071 ) 
telex: 81766 2 

Louis Reec e Lt d 
B124/129 Frui t &  Vegetable Marke t 
New Coven t Garde n 
London SW 8 5L S 

phone: 0 1 72 0 693 1 (071 ) 
telex: 9175 9 
fax: 0 1 62 7 584 5 (071 ) 

Mack Multiple s Divisio n Lt d 
Church Roa d 
Paddock Woo d 
Kent TN1 2 6E S 

phone: 08 9 28 3 5577/336 6 
telex: 9521 5 
fax: 08 9 28 3 489 0 

Max Levi n &  Partners Lt d 
215 Marke t Tower s 
New Coven t Garde n 
London SW 8 5N L 

phone: 0 1 62 2 625 5 (071 ) 
telex: 91927 7 

Minor, Wei r an d Willi s 
Smithfield Wholesal e Marke t 
Pershore Stree t 
Birmingham B 5 

phone: 02 1 62 2 398 4 

Pascual (Frui t Importers ) Lt d 
Paddock Woo d 
Tonbridge 
Kent TN1 2 6U X 

phone: 08 9 28 3 233 3 

Poupart Lt d 
Station Approac h 
Waltham Cros s 
Hertfordshire EN 8 7L U 

phone: 099 2 70071 1 
telex: 26635 1 
fax: 099 2 76823 3 

O M Sharif &  Co 
Wholesale Marke t Precinc t 
Pershore S t 
Birmingham B 5 

phone: 02 1 62 2 394 9 
telex: 33955 1 
fax: 02 1 66 6 683 5 
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SMT Exotic s 
Unit B3 9 
Fruit an d Vegetabl e Marke t 
New Coven t Garde n 
London SW 8 5N N 

phone: 0 1 62 2 143 6 

Suma Frui t Internationa l Lt d 
Suite 22/2 3 
The Londo n Frui t Exchang e 
Spitalfields Marke t 
Brushfield Stree t 
London E l 6H B 

phone: 0 1 24 7 3381/ 6 (071 ) 
telex: 94585 8 

Sunzest Lt d 
101 Commercia l Roa d 
London E l 1R D 

phone: 0 1 37 7 900 0 (071 ) 
telex: 91808 3 
fax: 0 1 24 7 715 9 (071 ) 

Wealmoor Lt d 
Jetha Hous e 
Springfield Roa d 
Hayes 
Middlesex UB 4 OJ T 

phone: 0 1 56 9 176 0 (081 ) 
telex: 88872 5 
fax: 0 1 56 9 175 5 (081 ) 

William McGratta n &  Sons Lt d 
Balmoral Frui t Marke t 
Belfast BT1 2 

phone: 023 2 66358 1 
telex: 74762 4 

PACKAGING SUPPLIER S 

Corby Case s 
Ainsley Roa d 
Weldon Industria l Estate s 
Corby 
Northants NN1 7 1QW , U K 

Consolidated Bathurs t In c 
PO Bo x 6 9 
Montreal 
Quebec H3 C 2R 5 
Canada 

Corrugated Product s Lt d 
Butlers Lea p 
Clifton Roa d 
Rugby 
Warwickshire CV2 1 3R Q 
UK 

phone: 078 8 7061 2 

Domtar Packagin g 
PO Bo x 721 1 
Montreal 
Quebec H3 A 1L 6 
Canada 

Lin Pa c 
Paper Mil l Roa d 
Rawcliffe Bridg e 
Goole 
Northumberside DN1 4 8S L 
UK 

phone: 040 5 8333 1 

Metal Bo x Lt d 
Queens Hous e 
Forberry Roa d 
Reading 
Berks, U K 

phone: 073 4 58117 7 

Reed Corrugate d Case s 
Aylsford 
Maidstone 
Kent ME2 0 7P F 
UK 

phone: 062 2 7775 5 

phone: 053 6 6084 8 
fax: 053 6 40013 2 33 



Appendix 3 

Transportation and packaging 

Transport 

Fresh produc e goe s through a t leas t three stage s o f transportation an d i t i s i n 
the exporter' s interes t t o monitor th e firs t tw o o f these ver y carefully . Ther e i s 
initial transpor t fro m th e growing are a t o the plac e o f shipment , whic h i s th e 
second stage , by se a o r by air , and th e fina l stag e i s from  por t o f arrival int o 
the U K to poin t o f sale , ultimately t o the consumer . Onc e th e produc e ha s 
reached th e importer , wit h who m th e exporte r ha s contracted , hi s 
responsibility, apar t from  selling , include s al l othe r aspect s o f distribution . 

There ar e a  number o f factors influencin g th e stat e o f the produc e o n arriva l 
and s o i t i s in th e exporter' s interes t t o ensure the y ar e correct: -

timely departure ; 

careful loadin g an d stacking ; 

temperature contro l -  from  pre-cooling , throug h col d storage / 
refrigeration; 

adequate ventilation , particularl y whe n usin g se a freight. 

The exporte r need s t o know th e approximat e maturit y o f the fruit.  Thi s coul d 
vary i n relatio n t o a  number o f different factors , suc h a s when i t was picke d 
and whethe r i t has been sufficientl y coole d prio r t o shipment . 

It i s important tha t fruits  ar e no t transporte d wit h item s whic h coul d impai r 
their qualit y o r flavour.  Fo r example , avocado s shoul d no t be store d wit h 
passion fruit,  sinc e ethylen e i s expelled b y passio n fruit  an d thi s cause s 
avocados t o ripen . Fruit s wil l tak e o n th e flavour  o f strongly scente d goods , i f 
stored alongside , s o this shoul d b e avoided . 

Packaging 

Packaging shoul d b e selecte d wit h th e typ e o f journey i n mind , t o make sur e i t 
is suitable . Strong , neat , eas y t o handle , preferabl y b y pallet , an d wel l 
labelled packagin g i s more likel y t o be carefull y handle d a t the receivin g end . 
There ar e a  number o f types o f packaging an d i t i s advisable fo r th e exporte r 
to consul t wit h th e importe r o n the preferre d style . 

(continued) 
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There i s an Internationa l Fibreboar d Cas e Code , under whic h boxe s ar e give n 
reference numbers . Commonl y use d type s fo r fres h fruit s an d vegetable s are : 

Code 020 1 

Code 032 0 full telescop e bo x ( a two-piece i n whic h th e li d 
slides ove r th e lowe r par t an d cover s th e ful l 
height o f the box) . 

(continued) 
35 



Appendix 3 
Code 032 0 

Code 030 1 case li d bo x ( a two-piece bo x withou t manufac -
turer's joints , requiring erectio n usin g staple s o r 
glue). 

(continued) 
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Code 042 2 t o 2 4 two-piece folde r typ e boxes , die-cu t (th e shap e i s 
cut an d th e crease s formed , fo r eas y erection) . 

Stackable tray s ar e als o used , bu t ar e no t coded . 

Code 042 3 

(continued) 
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Code 042 4 

The IT C has recentl y publishe d a  handbook whic h give s detail s o n how t o 
package fres h frui t an d vegetable s (Manua l o n th e Packaging o f Fresh Frui t 
and Vegetables : ITC - See Appendix 5) . It may b e tha t i t i s difficul t i n a n 
exporting countr y t o acquire th e correc t typ e o f box. A  limited lis t o f som e 
possible packagin g supplier s i s given i n Appendix 2 . 
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Costs to reach the market 
Actual cost s var y accordin g t o country o f origin, type an d qualit y o f frui t an d 
the quantit y bein g sold , but th e exporte r need s t o take accoun t o f all cost s 
listed below i n orde r t o calculate whethe r i t i s profitable t o ship produc e t o 
the UK . 

(continued) 
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Grower Grading , packin g an d transpor t cos t between growin g are a 
and por t o f embarkatio n 

Exporter Lette r o f credi t 

Export dutie s 

Customs dut y 

Freight cost s 

Insurance cost s 

Commission t o importe r (8-10 % o f wholesale price ) 

Customs entr y 

Handling charg e t o importe r (smal l charg e deducte d fro m 
wholesale price ) 

Retailer Overal l mar k u p rang e by retaile r (35-40% ) 

With an y syste m o f selling (fixe d price , joint-account o r commission trading , 
but particular y th e latter) , i t i s in the exporter' s interes t t o know overal l 
market price s prevailin g a t the tim e o f sale, since hi s ow n return s ar e 
dependent upo n th e en d price . Regula r pric e informatio n i s available fro m a . 
number o f sources , such a s the Internationa l Trad e Centr e o r COLEACP (se e 
Appendix 5) , but thi s i s not alway s detaile d enoug h t o enable a n exporte r t o 
make a  decision o n whethe r i t i s worth shippin g produc e fo r a  market 4 8 
hours away . Thi s emphasise s th e nee d t o identify a  monitoring source . 
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An exampl e i s given belo w t o illustrat e ho w th e syste m ha s worked fo r 
pineapples, bu t i t must be stresse d tha t eac h exporte r shoul d asses s th e cost s 
applicable t o his o r her ow n situatio n ver y carefully . 

400 carton s o f pineapples wer e ai r freighte d t o the U K and wer e sol d i n thre e 
separate lot s -  each realisin g a  different price . The middl e o f the three price s 
obtained wa s £13.20 pe r carton , an d o n th e assumptio n tha t i t had cos t th e 
exporter a  total o f £3 pe r carto n t o get his produc e t o the poin t o f despatch , 
the cos t build-up an d outcom e woul d hav e been a s follows : 

On thi s basis , a  margin o f £1.09 pe r carto n woul d hav e been made . O n th e 
other hand , on e o f the wholesal e price s achieve d wa s muc h lower , suc h tha t 
the exporte r coul d hav e incurre d a  loss o n som e o f the cartons . I t is therefor e 
essential t o have a n estimat e o f the wholesal e pric e leve l before shipping , s o 
as to be a s certain a s one ca n tha t a  satisfactory margi n wil l be earned . 

The cost s o f trading wit h multiple s ca n be higher tha n thos e show n i n th e 
above exampl e (fo r example , bulk breaking an d sortin g cost s may be added) . 
The rewards , however , ca n b e greater , an d price s ma y be fixe d ove r a  perio d 
of time -  so that th e exporte r know s th e margi n h e wil l mak e before shipping . 

40 

Costs to exporte r 

Ready packe d fo r export , a t poin t 
(assumed cost ) 

Letter o f credi t 

Insurance 

Air freigh t (charge d b y kg ) 

Airline charg e 

Handling (Londo n distribution ) 

of despatc h 

Commission (10%o f gros s value o f £13.20 ) 

Total cost s to exporte r 

£ per carto n 

3.00 

0.10 

0.03 

6.84 

0.57 

0.25 

1.32 

£12.11 
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Useful addresses 

COLEACP 
5, Rue d e l a Corderi e 
Centra 34 2 
94586 Rungi s Cede x 
FRANCE 

Fresh Produce Journa l 
Lockwood Pres s Lt d 
430-438 Marke t 
New Coven t Garde n 
London SW 8 5N N 

phone: 01 622 667 7 (071 ) 
telex: 91514 9 
fax: 01 72 0 204 7 (071 ) 

phone: 33 1 468 7020 6 
telex: 20516 6 F 
fax: 33 1 468 6331 5 

Offers trad e information , trad e 
promotion an d technica l assistanc e 
to ACP frui t exporters . (Countrie s 
from Africa , th e Caribbea n an d th e 
Pacific -  see Appendix I  for lis t o f 
Commonwealth countrie s included ) 

Commonwealth Secretaria t 
Marlborough Hous e 
Pall Mal l 
London SWl Y 5H X 

phone: 01 839 341 1 (071 ) 
telex: 2767 8 
fax: 0 1 930 082 7 (071 ) 

Has marke t informatio n o n fruit s 
available an d publishe s Frui t an d 
Tropical Product s twic e yearly . 
Export Marke t Developmen t Divisio n 
can offe r technica l assistance , i f 
requested b y member Governmen t 

Developing Countrie s Trade Agenc y 
(DECTA) 
69 Cannon S t 
London EC 4 5A B 

phone: 0 1 248 444 4 
telex: 888941 LCCI G 

Provides informatio n o n U K marke t 
and importin g requirement s t o 
exporters 

Publishes weekl y wholesal e price s 
and genera l informatio n o n U K 
market trend s 

Fruit Importers Associatio n 
Room 408/ 9 Marke t Tower s 
New Coven t Garde n 
London SW 8 5N Q 

phone: 01 72 0 138 7 (071 ) 
telex: 91921 9 

Trade associatio n representin g U K 
fruit importers , ca n provid e detail s 
on associatio n member s an d marke t 
information 

International Trad e Centr e 
UNCTAD/GATT 
54-56 rue d e Montbrillan t 
1202 Geneva 1 0 
Switzerland 

phone: 41 2 2 3 4 60 2 1 
telex: 28946 6 MN S CH (fo r new s 
service) 

Transmits marke t informatio n o n 
fresh horticultura l product s throug h 
Market New s Servic e (MNS) , help s 
exporters wit h contacts , provide s 
export packagin g an d othe r advisor y 
services. Recent publications : 

(continued) 
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Manual on  the  Packaging  of  Fresh 
Fruits and  Vegetables  (1989); 

Tropical and  Off-Season  Fresh  Fruits 
and Vegetables:  A  Study  of  Selected 
European Markets  (1987). 

Scientific Uni t o f the Oversea s 
Development Administration , whic h 
provides technica l assistanc e t o 
developing countrie s an d ca n offe r 
advice o n post-harves t technology . 
Recent publication : 

Hallam, D  with  Molina,  JP  (1988) 
The UK  Market for  Fresh  Exotic  Fruit 
(Bulletin No.13). 

Overseas Development Natura l 
Resources Institute (ODNRI ) 
Central Avenu e 
Chatham Maritim e 
Chatham 
Kent M 4 4T B 

phone: 036 4 88008 8 
fax: 036 4 88007 7 
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