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Have you registered your company with RDB?

Do you have a business plan?

Have you identified potential customers yet?

Do you have the necessary cash flow or capacity to produce?

Have you considered all potential export risks and insurance?

Do you know what requirements apply to your exports?

Do you have the capacity to fulfil these requirements?

Are you informed about each of the steps of the certification process?

Have you considered voluntary certification?

Go to the next step    Getting your goods ready and cleared!

Have you identified which market you want to export to?

Have you done market research?

Do you know about preferential trade agreements that you could benefit from?

Go to the next step of   Getting certified

Getting ready to export

Getting certified

Getting to know your market

If any answer from the above questions is “NO”, please go to page 5

If any answer from the above questions is “NO”, please go to page 7

If any answer from the above questions is “NO”, please go to page 6
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This export guide is designed as a resource for companies located in Rwanda, interested in 
starting to export or improving their export operations.

This Export guide provides information on the most essential topics one needs to consider when 
exporting. Some steps and processes will vary depending on your industry, type of product and 
export market. 

These guidelines provide general guidance for six types of industries: 
(I) Tea, 
(ii) Coffee 
(iii) Minerals, 
(iv) Manufactured foodstuff, 
(v) Manufactured goods (non-food) and handcraft products 
(vi) Unprocessed plant and animal products.

STEPS TO CONSIDER WHEN EXPORTING
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Getting Ready 

to Export

Getting to Know 
Your Market 

Getting 
Certified

Getting Your Goods 
Ready and Cleared

Getting Your 
Goods shipped



Export Guide Export Guide4 5

1
1.1 REGISTRATION

Registration is mandatory for all entities conducting business or planning 
to conduct business in Rwanda. In addition to meeting legal requirements, 
registration provides certain advantages such as limited liability and 
protection of intellectual property. Having legal status as a business is 
required to gain access to commercial credit, win official bids and receive 
an export license.

Before you can export you will need to register your company with the 
Rwanda Development Board (RDB) online via http://osc.rdb.rw/
Remember to register your company as an investor so as to benefit from tax 
incentives and RDB-organized trainings.

1.2 BUSINESS PLAN                                                                             

Key elements that should be included in every business plan are: 
Executive Summary, Market and Competition Analysis, Sales and Marketing Strengths, Weaknesses, 
Opportunities and Threats, Financial Projections and Requirements

1.3 NECESSARY CASH FLOW                                                                              

To export you might need to secure finance for preparing your export products (pre-shipment finance) 
or for transactions and processes taking place after the actual trade (post-shipment finance)

1.4 POTENTIAL RISKS AND INSURANCE                                                                                                 

When you start to export you will face risks additional to those you were facing domestically. First of 
all, you will face country, credit, transport and logistic, foreign exchange and legal risks. Therefore, you 
need insurance to mitigate those risks.

Getting ready

Should you want 
to export coffee or 
other agricultural 

products you 
will need to 
register with 

Rwanda’s National 
Agricultural Export 

Development 
Board (NAEB) after 
having registered 
your company at 

RDB.

Are you informed about international contract terms?

Have you agreed on a method of payment?

Have you calculated what price/profit margins your product will have?

Have you sourced appropriate packaging and labels?

Go to the next step of   Getting your goods shipped!

Have you figured out your transportation plan?

Do you have a logistics plan?

Have you considered alternative modes of shipment?

Congratulations you are ready for export!!!

Getting your goods ready and cleared!

Getting your goods shipped

If any answer from the above questions is “NO”, please go to page 8

If any answer from the above questions is “NO”, please go to page 9
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Type of Product Type of Certificate RESPONSIBLE INSTUTITION 
Fresh Plants/Plant 
Products (unprocessed)

Phytosanitary Food safety according 
to HACCP or ISO 22000 FSMS 
Certification

MINAGRI INSPECTION UNIT

Live animals veterinary certificate to export animal 
products

Fresh meat (unprocessed) General standard for the labelling of 
pre-packaged Foods

RSB/internationally accredited 
certification body

code of Hygienic practice for Meat

Diverse range of other Mandatory and 
voluntary standards
HACCP or ISO 22000 FSMS or 
HALAL Certification depending on the 
market

Eggs (unprocessed) veterinary certificate to export animal 
products

MINAGRI INSPECTION UNIT

Diverse range of other Mandatory and 
voluntary standards HACCP or  ISO 
22000 FSMS certification

RSB/internationally accredited 
certification body

Manufactured products  
(non-food)

Diverse range of Mandatory and 
voluntary standards ISO 9001 QMS 
certification, Product certification or 
System Certification depending on the 
Product and market

RSB/internationally accredited 
certification body

Processed food products General standard for the labelling of 
pre-packaged Foods

RSB/internationally accredited 
certification body

General standard for the labelling and 
claims for pre-packaged foods for 
special dietary uses
code of practice – General principle 
for Food Hygiene
product specific Mandatory and 
voluntary standards Product 
certification or HACCP or  ISO 22000 
FSMS certification

Coffee and Tea Certificate of Quality and voluntary 
standards
HACCP or ISO 22000 FSMS or FCC 
certification
Depending on the market they 
can require Fair trade, global Gap, 
Organic, GFI

NAEB first then MINAGRI

Minerals Certified training chain standard 
(CTC)

RNRA

   Getting your goods ready and cleared!

Getting certified3

Remember to renew products certification Every two years, and system certification every 3 Years

2
2.1 MARKET IDENTIFICATION AND MARKET 
RESEARCH

There are a few tools that you can use to 
understand a market environment and develop 
strategies to exploit opportunities effectively. 
Two of the most widely used tools to assess 
market characteristics are PESTLE and Porter’s 
Five Forces Model.

2.2. PREFERENTIAL TRADE AGREEMENT                                                                            

As part of market analysis, you should inform yourself about particular trade deals, duties and tariffs 
applying to your products. Trade agreements between Rwanda and member countries of the (i) East 
African Community (EAC), The Democratic Republic of Congo (DRC), (iv) Common Market for East 
and South Africa (COMESA), (v) European Union (EU) , (vi) United States of America (USA) and 
China may be beneficial once well assessed.

Getting to Know Your Market

PESTLE: These are factors you should 
consider when assessing a market. POLIT-
ICAL, ECONOMIC, SOCIO, TECHNOLO-
GY, LEGAL and ENVIRONMENT
Portals Five forces model:

I)Entry barriers, ii) Supplier power, (iii) buy-
er power and (iv) threats of substitution act 
together in influencing the (v) level of com-
petition a company in a given market faces
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Getting your goods shipped5
Once all the above processes are cleared, the goods are ready for export. The exporter has to choose 
the appropriate way to ship the products either through road, water or air transport.

Depending on the arrangements you opt for, all logistical aspects might be the responsibility of your 
freight forwarder/logistics provider, or you might be in charge of some, or they might be the responsi-
bility of the buyer. (Incoterms explain every party’s obligations and rights).

Getting your goods ready and cleared4
4.1 INTERNATIONAL CONTRACT

For international trade, there is a set of definitions, 
which can be used in trade contracts, which are 
internationally recognized.  
The advantage of using these international 
commercial terms (‘incoterms’) is that definitions 
are clearly provided and their interpretation is 
internationally accepted.

4.3. COSTING AND PRICING                                                         

Before entering a business deal and as an 
integral part of your export plan, you will need to 
determine the price for your export product. 

The final price of your export product will depend 
on three factors: (The cost, your marketing 
strategy & the margin)

4.2 METHOD FOR PAYMENT 

The listed are modes of payment from the riski-
est to the most secure:
Open account, payment, Countertrade, Docu-
mentary collection, Letter of credit

4.4 PACKAGING AND LABELS 

Your products might be certified, of the highest 
quality and competitively priced, but if they are 
not packaged and labelled correctly they will not 
be transported or granted market access.

The use of polythene bags is prohibited in 
Rwanda. Any person wanting to manufacture, 
use, import or sell polythene bags must apply to 
Rwanda’s Environmental Management Authority 
(REMA) in written form.

Once you have packed, labelled and arranged for transport of your goods, you will have to get them 
cleared by customs. Neither VAT nor duties are paid for export from Rwanda. Depending on the total 
value of your export goods, you will be able to access simplified customs procedures (value under 
RWF 200,000) or need to go through customs clearance at RRA in Gikondo, Kigali (value equal to or 
over RWF 200,000). 






