
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 . 
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• 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 . 
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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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