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THINKING BEYOND THE OBVIOUS

2nd Annual
Africa Trade 
& Exports
Conference   



• Discuss the prominence of Regional Trade Agreements within Africa
• Improve trade by identifying diff erent customs valuations methods
• Redefi ne risk transfer models and elaborate on mitigation methods
• Gain perspectives on opportunities in the African export market
• Maximise your export trade potential through mechanisms which facilitate trade
• Overcome the obstacles in logistics which cause ineffi  ciencies

Overview
Th e shift in global economic power was in the recent news, bringing to light South Africa’s trade move-
ment towards the east and the south. (Looking south and east for growth by John Battersby, 15 October 
2010, SouthAfrica.info) With China, now recognized as one of the largest economies, eyeing investment 
opportunities in Africa; Africa has opened more of its doors not only to international trade partners but 
to its neighbours as well.

Th e 2nd Annual Africa Trade & Export Conference examines the progress made as a result of the merged 
trading bloc between COMESA, SADC and the EAC, as well as the implications of China trading with 
Africa. One of the main objectives of this event is to highlight the developments, challenges and oppor-
tunities in facilitating trade in Africa. Th e agenda also includes an exploration of export opportunities 
available to the African continent into high growth developing economies now that their traditional trade 
partners, such as the US and Europe, have had sluggish recovery from the global economic crisis.

Engage with trade experts and position your business for growth as you take advantage of the current shift 
in the global economic power.

Who should attend?
• Trade Offi  cers
• Managing Directors
• Importers and Exporters
• Trade Promotion Offi  cers
• Directors
• Logistics Managers/Directors
• Trade Facilitators

• Sales & Marketing Executives
• Economists
• Programme Offi  cers – Trade
• Client Service Managers
• Business Intelligence Offi  cers
• Operations Managers
• Export Offi  cers

Benefi ts of attending
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Willie Shumba  Senior Offi cer: Trade and Customs, SADC Secretariat

Mwansa Musonda  Senior Trade Adviser, COMESA Secretariat

Abdullah Verachia  Business Division Head, Frontier Advisory

Marcela Guerrero Casas  Policy and Advocacy, Fairtrade

Corey Holmes  Consultant, Randburg Chamber of Commerce and Industry

Niel Joubert  Director, Trade Law Chambers  

Pieter Steyn  Managing Director, Werksman Africa

Lodewyk Meyer  Partner, Bowman Gilfi llan

Luke Doig  Senior Manager, Investments and Economic Services, 

 Credit Guarantee Insurance Corporation

Expert panel of speakers



08:30 – 08:55  Registration and early morning refreshments

08:55 – 09:00 Welcome remarks by chairperson

09:00 – 10:00 

Establishing best business practices for trading in Africa
• Discussing the implications and business benefi ts of the merger between COMESA, SADC and EAC
• Overcoming the challenges for countries in overlapping and confl icting groups
• Determining how trade facilitation is being made possible in Africa
Willie Shumba, Senior Offi cer: Trade and Customs, SADC Secretariat

10:00 – 10:15  Networking over mid-morning tea  

10:15 – 11:15  

Regional Trade Agreements within Africa
Discussing the prominence of Regional Trade Agreements
Highlighting the implications of the number of RTAs on the Multilateral Trade System
Niel Joubert, Director, Trade Law Chambers  

11:15 – 12:00  

Africa trade corridors: linking the markets
• Challenges and benefi ts of obtaining multilateral support
• Managing without the usual security of a developed trade services infrastructure: redefi ning risk transfer 

models and mitigation methods
• Update on regional trade
• Regional trade facilitation reform and infrastructure investment
• Using PPP to promote sustainable development
• Understanding the local fi nancial infrastructure and credit environment in the emerging market
Mwansa Musonda, Senior Trade Adviser, COMESA Secretariat

12:00- 13:00  

Will the troubles facing Europe force exporters to look at alternative markets?
• Th e turmoil in Europe has seen South African exporters to the region reappraise prospects for this market 

while also considering other markets/regions
• Identifying where the highest export payment risks exist
• Is Africa a dark hole for exporters or is the region deserving of greater attention?
• A credit insurer’s view on export developments
Luke Doig, Senior Manager, Investments and Economic Services, Credit Guarantee Insurance Corporation 

13:00 – 14:00  Networking over lunch 

14:00 – 15:30  

Discussing the economic impact bilateral trade can have on emerging countries 
such as India and South Africa
• Evaluating trade relations between global powers and emerging countries
• Conducting an economic comparison between India and South Africa
• Investigating the activities of both countries in establishing themselves as prominent world players in 

international trading
• Pinpointing and overcoming obstacles such as logistics
• Examining the discrepancies in South Africa’s mining industry and the implications on mineral export
• Determining the best way emerging markets can get their exports to global giants more effi  ciently
Corey Holmes, Consultant, Randburg Chamber of Commerce and Industry 

15:30-15:45  Networking over mid-afternoon tea
 
15:45-15:50  Summary and closing remarks   
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08:30 – 08:55  Early morning refreshments 

08:55 – 09:00  Welcome remarks by the chairperson

09:00 – 10:00 

The implications of China investing in and trading with Africa 
• Evaluating China’s concessional fi nancing model for infrastructure development
• China’s impact on regional integration in Africa
• Implications for Africa with China as the continent’s #1 trade partner
• How should African economies strategically respond to China?
Abdullah Verachia, Business Division Head, Frontier Advisory

10:00 – 10:15  Networking over mid-morning tea  

10:15 – 11:15  

Discussing the opportunities given by Fairtrade to the sustainable development 
of South Africa’s businesses
• Examining how to bring greater equality in local and international trade
• Connecting commercial buyers with certifi ed small-scale and commercial producers
• Building supply chains that are offi  cially certifi ed against a developmental and sustainable agenda
Marcela Guerrero Casas, Policy and Advocacy, Fairtrade

11:15 – 12:15  

Customs valuation: How this can improve trade on the continent
• Background and general overview of customs valuations
• International rules on customs valuations
• Th e diff erent valuation methods
• Customs valuation and transfer pricing
• Remaining implementation challenges in Africa
Pieter Steyn, Managing Director, Werksman Africa

12:15 – 13:00  

Minimising legal risk when trading across borders in Sub Saharan Africa
Lodewyk Meyer, Partner, Bowman Gilfi llan

13:00 – 14:00  Networking over lunch 

14:00 – 14:15  Conference summary and closing remarks 

Day Two 23 February 2011

Conference Agenda



Company Name:

Type of Business:

Address: 

Tel:      Fax:

VAT Number: 

TERMS & CONDITIONS 
The following terms and conditions will apply: 
  Payment is required in full 5 days from date of  invoice.  All payments to 

be made directly to Global Prospectus Training (PTY) Ltd. 
  No seats will be reserved, unless Global Prospectus Training (PTY) Ltd 

receives a signed registration form. 
  Global Prospectus Training (PTY) Ltd  reserves the right, due to circumstances  

beyond our control, to change speakers, program content, date & venue. 
  The signed registration form is a legally binding contract. 

Cancellations  
All cancellations will be subject to approval by the management of  Global Pro-
spectus Training (PTY) Ltd. All cancellations made 7 days prior to date of  
the above mentioned event will be subject to a 50% cancellation fee. Cancella-
tions made within 7 days of  date of  the above mentioned event, will be subject 
to a 100% cancellation fee. The will be no refunds or credit vouchers. 

Substitutions
  Delegates must inform Global Prospectus Training (PTY) Ltd in writing 

of  any substitutions. 
  There is no charge for substitutions. 
  Global Prospectus Training (PTY) Ltd will not be held liable for incorrect 

Delegate details on Certi cates, etc. in the event of  substitutions being 
made on the day of  the conference.  In the event of  Global Prospectus 
Training (PTY) Ltd having to cancel or postpone an event due to circum-
stances beyond our control, delegates will be issued with a credit voucher, 
which may be used at another of  our events. 

Global Prospectus Training (PTY) Ltd will not be held liable for travel and accommoda-
tion costs. The conference fee includes: conference material, lunches and refreshments, but 
excludes travel & accommodation.  

Delegate 1: 

Position:        E-Mail:

Delegate 2: 

Position:        E-Mail:

Delegate 3: 

Position:        E-Mail:

Delegate 4: 

Position:        E-Mail:

Delegate 5: 

Position:        E-Mail:

AUTHORIZATION:  Signatory must be authorized to sign on behalf of Company 

Name: 

Position:

Signature:    Date: 

PAYMENT METHODS 
1. Cheques - Made Payable to: 

3. Credit card  - Please fill in your credit card details below 

Global Prospectus Training (PTY) Ltd.
2. Bank Transfer - Global Prospectus Training (PTY) Ltd.
First National Bank: Randburg 
Account Number: 62109 270372
Branch Code: 254005  

Fax Completed Registration Form To: +27 11 781 6044

Cardholder’s Name: 

Credit Card Number:

CVC No:     Expiry Date: C
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2nd Annual Africa 
Trade & Exports 
Conference 

22 - 23 February 2011

GPW        M2

Registration Form Southern Sun Grayston Hotel, 

Sandton, Johannesburg      

ONLY
R7490Per Delegate,ex. VAT.
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