
EXPORT DEVELOPMENT 
PROGRAMME

For more information 
please visit our website at www.seda.org.za or

 
call 0860 103 703

For National Information Centre 
and your nearest Seda branch contact details.

The programme is designed to help 
small enterprises in South Africa to 
acquire and apply practical skills in 
developing their export capabilities.
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Introduction

Seda’s Export Development Programme aims to develop and generate export-ready 
small enterprises that are globally competitive and able to grow markets both locally 
and internationally.

The programme is designed to help small enterprises in South Africa to acquire and 
apply practical skills in developing their export capabilities.
It consists of the following components:

1.1 Export-Readiness Assessment

An assessment is conducted on the interested enterprise to determine its export 
readiness and assist seda in providing the assessed enterprise with relevant interventions 
to become an exporter.

2. Training

Various trainings are provided, including:

• Export awareness seminars
 • A half-day information / motivational event about opportunities and  
    challenges in exporting and support available to small exporters;

• Export Orientation Course 
 • An eight week practical, outcomes-based training course to develop  
    export capabilities for selected small companies.  
    Modules covered include:
 • Orientate yourself towards exports
 • Determining the export readiness of your enterprise
 • Introducing the technical aspects of exporting
 • Developing an export market

• Pre-exhibition training course

 

• A two-day course focusing on preparing potential exhibitors for 

 
 

    participation in Exhibitions and Trade Fairs

• Post-exhibition training course

 

•  A one-day course that assist exhibitors with any enquiries and challenges 
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experienced at an exhibition
• Guide to Trading into Africa
• Two-day training to assist small exporters with accessing markets in Africa

3. Export development assistance

focus on:

• Product development
• Productivity improvement
• Quality development
• Marketing plan
• Access to incentives

of the enterprise.

4. Promotional support

Seda identify local and international promotional opportunities where potential 
exporters can test their newly acquired skills.  The main focus is on exhibition 
opportunities at major trade shows within South Africa, as well as on trade missions 
organized by the dti abroad.  Enterprises receive a marketing opportunity where 
they are exposed to new markets and potential clients and are able to use this to 
broaden their market. Seda ensures that clients are assisted and funded through the 
dti incentives schemes.

How do we identify export clients?

Seda have a screening tool called export readiness assessment tool (ERAT) which is 
used by the branches for Export Development Programme Participation. The following 
criteria is used to assist a Business Advisor to select a potential or emerging exporter.

• Product /services should have a niche or competitive edge.
• A market match should exist for the product/services
• Enterprise must be committed to develop an export market
• Enterprise should have access to finance
• Enterprise should have internal capacity for additional markets and 
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• Business Advises should recommend participation based on his/her own 

 

   experience and assessment.

How do we link them to the export market/pavilions?
Check if the market is an important or potential market for the SMME’s 
product or services. (Is it a relevant sector?)

What criteria do we use when selecting them for pavilions?
• Is this an important market for the SMME’s product?
• Does the product meet the market standard
• Can the SMME produce enough to meet likely and continuing demand
• Is it the best fair for the SMME

Over and above the SMME must be in a position of the following in order to 

 

access the dti incentive schemes

• Submission of an appropriate EMIA application form within the permissible 

 

   timelines;
• Original, valid Tax Clearance Certificate;
• Proof of products i.e. brochure / pamphlet;
• A valid passport (only required when travelling internationally);
• An exporter Registration Certificate (only required when product samples 

 

    are transported internationally to allow for custom clearance requirements);
• Proof of turnover i.e. bank statements or letter from Auditor / Accounting 

 

   Officer or audited financial statements;
• Proof of HDI identity or company registration reflecting shareholding 

 

   percentages

Outcomes of the programme (After care services)
After participating in an event clients are referred back to their respective 
provinces that would then refer them to branches for further assistance to 
improve identified areas of weakness with specific focus on:
• Product development
• Productivity improvement
• Quality development etc 

Clients are also assisted with follow-ups on trade leads/possible business 
transactions received during the events.

1.2 International Trade Workshops

A two-day international market and business linkages workshop with Embassy repre-
sentatives from different SADAC and BRICS countries.

1.3 Doing Business in Africa Workshops

A two-day workshop on the profile of African markets and the different market entry 
levels.

1. Workshops
• Sector specific training focusong on industry regulations as and when needed


