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Agenda 

• Present ITC’s approach 

 

• Listen to you about whether ITC objectives line up with your 

needs and trade promotion in the future 

 

• Keep you awake (!) 
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ITC strategic objectives 

• Improve the availability and use of trade intelligence 

 

• Enhance trade support institutions and policies 

 

• Increase enterprise competitiveness 

 

• Mainstream inclusiveness and sustainability 
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Global public goods, non-tariff measures, trade 
information and publications 

Improving Availability and Use of 

Trade Intelligence 



Market analysis: Trade statistics, tariffs, 

investment 



Strategy map: Global database to export 

strategies 



Lega Carta: Multi-lateral trade treaties 
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ITC’s non tariff measure programme 



Trade information and publications 

• Providing model portals and technical assistance to trade 

information units 

 

• Market insider: Sectoral trade information developed with and 

by in-country experts and networks 

 

• Competitive intelligence: helping early identification of risks 

and opportunities in the market before they become obvious.  

 

• Publications: Coffee exporters guide, carbon footprinting, trade 

policy for export success 
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TSI strengthening, expert networks and export 
strategy 

Enhancing trade support 

institutions and policies 
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ITC TSI strengthening: Portfolio of 

Main Services 

Assess Solve Measure 

Information 

Training 

Advice and 

Consulting 

Networking 

Benchmarking 

Assisted Assessment 

Institutional 

Assessment 

Good practices 

 

Institutional Building 

 
 

Strategy Development 

 
 

Service Portfolio 

 

Foreign Trade 

Representatives 

 

Networks and 

Partnerships 

  

Business Generation  

 

Result and Impact 

Measurement 

Benchmarking Self-

Assessment 



Categories of Trade Support Institutions (TSIs) 

 

• TPOs –Trade Promotion Organisations 

• Ministries (with an interest in export development) 

• Chambers of Commerce and Industry 

• Economic Development Agencies (with export focus) 

• Foreign Trade Representatives/ -- Attachés/ -- Offices 

• Regional Economic Groupings (with export focus) 

General 

• Exporters Associations 

• Trade Associations 

• Chambers (Agriculture: and other sector-specific --) 

• Sector-based (industry and services) Bodies 

Sector- 
Specific 

• Export Credit and Financing bodies 

• Standard and Quality Agencies 

• Export Packaging Institutes 

• Intl purchasing and supply chain managt bodies 

• Training institutions 

• Trade law and arbitration bodies 

Function-
specific 



TSI support: Building expert networks 

• Modular learning system for developing expertise in supply 

chain management 

 

• Expert networks in packaging and quality 

 

• Certified trade advisor programme 
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Export Strategy: Design and Management 
 

The Four Phases of National Export Strategy Design and Management 

 

 

Pre-
Engagement 
Phase

•Formal request for 
technical assistance in 
design and management 
of an export strategy 
received at ITC.

•Elaboration of a country 
specific  Export Strategy 
Technical Assistance 
Proposal.

•Scope of the partnership 
defined.

•Public and private sector 
focal point organizations 
appointed.

•Formal agreement 
signed between ITC and 
partner country (MOU).

Inception 
Phase

•Governance structures 
formed:
•Appointment of 

Navigator.

•Core Team formed.

•Establishment  or 
reinforcement of 
National Export Council.

•Preliminary audits 
conducted.

•Coaching of Navigator 
and Core Team on the 
process and 
methodology.

•National Strategy Team 
formed.

•Strategy promotion and 
Communication plan 
established.

•Baseline data collected 
and detailed analyses 
conducted.

•Scope of the strategy 
defined.

•Criteria for sectoral and 
cross-sectoral functional 
priorities set.

•Priority sectors and 
cross-sectoral functions 
identified.

•"Response Paper" 
produced.

•Staging of first 
stakeholder symposium.

Design Phase

•Formation of specialized 
sectoral and cross-
sectoral strategy teams.

•Coaching in ITC's 
Strategy Design and 
Management 
methodology.

•Capacity-building in 
value-chain diagnostics.

•Elaboration of detailed 
strategies for priority 
sectors.

•Elaboration of detailed 
strategies for priority 
cross-sectoral functions.

•Development of detailed 
plans of action for 
sectoral and cross-
sectoral strategies.

•Consolidation of sectoral 
and cross-sectoral 
strategies into a 
coherent National Export 
Strategy document, 
including consolidated 
plan of action.

•Staging of second 
stakeholder symposium.

•Endorsement of National 
Export Strategy by 
Government.

Implementation 
Management 
Phase

•NES Secretariat and NEC 
council formed.

•Operationalization of 
National Export Council.

•Coaching in ITC's Export 
Strategy Coordination 
and Management 
methodology.

•Implementation 
Management 
Framework developed.

•Implementation  
Management  scorecards 
including impact 
measures and 
monitoring criteria 
produced.

•Resource mobilization 
symposium.

ITC Facilitation and Capacity-BuildingEstimated 12-month timeframeITC Facilitation and Capacity-Building

Initiation of 

implementation, 

monitoring and 

evaluation. 



Export Strategy: ITC’s Approach 

Country-
owned 

Inclusive and 
consultative 

Capacity-
building 
oriented 

Builds on, and 
integrates 

national plans 

Comprehensive 
in Scope 

Sets needs-
based,market-
led priorities 

Specific and 
measurable 



Export Strategy: Participatory planning processes 



Public private dialogue and policy 

support 
• Explaining WTO and trade 

rules to business 

 

• WTO accession support 

 

• Supporting public / private 

dialogue to ensure the voice 

of the private sector is heard 

 

• Assistance in regulatory 

reform 



Working on the ground to improve performance of 
companies and sectors 

Increasing enterprise 

competitiveness 



Building exporter competitiveness 

• Competitive exporters sell goods and services in a way which 
ensures long term viability of their businesses. 

 

• Improving long-term competitiveness can only be done by 
focusing in an integrated way on the range of conditions affecting 
companies:  

 

 

 

 

 

 

• Why? Increased long-term competitiveness leads to sustainable 
economic development through generating employment, 
increasing income and creating opportunities for economic 
empowerment. 

 

• Why ITC? We can be an impartial integrator and architect 
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• Capacity of companies • Quality of supporting services 

• Dynamic between companies • Human capital 

• Business environment • Investment 



Exporter competitiveness approach 
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Annex I 
 

Objective 

Improved export competitiveness of XX sector in [country or sub-region of country] 

Impact indicators: Prospective Impact measures include: Increase in exports at a sector/national/regional level; Increase in enterprise exports, number of markets, turnover or new export 
products; Number of jobs created / supported;  

Outcomes 

1. IDENTIFY OPPORTUNITIES & PLAN 
Validated plan for sector and enterprise 
development in place and owned by 
local stakeholders 

2. UPGRADE EXPORTER CAPACITY & SUPPORT SERVICES 
Enterprises are export ready and benefit from improved support services 

3. ACTIVATE MARKET OPPORTUNITIES 
Exporting enterprises develop new contacts, 
conduct transactions, increase exports and enter 
new markets. 

O
u

tp
u

ts
 

 

1.1 Participatory stakeholder platform 
established; 
 

1.2 Market opportunities identified; 
 

1.3 Upgrade opportunities in value chain 
identified; 

 
1.4 Support services mapped, gaps 

identified; 
 [TSI Protocol Assess and Plan] 

 
1.5 Plan for sector and enterprise 

development defined and validated 
 

1.5.1 ITC interventions validated as part 
of the overall sector plan 
 

 

 

 

 

 

 

2.1 Coordination platform for sector development established  and/or 
strengthened; 
 

2.2 New sector TSI planned (if needed): 
 

2.2.1  Feasibility study carried out to define the strategic priorities for the 
creation of a new sector TSI; [TSI Protocol Assess and Plan] 

2.2.2  Action plan for the creation of a new Sector TSI validated and endorsed; 
[TSI Protocol Solve and Improve] 

 
2.3 TSI  capabilities to support enterprises in the sector strengthened: 

 

2.3.1  Institutional development programme to improve managerial and 
operational performance of TSIs; [TSI protocol Solve and Improve] 

2.3.2  Building trade promotion and export development services; [TSI protocol 
Solve and Improve] 

 

2.4 Enterprises / producers assisted in forming groups (if needed); 
 

2.5 Trainer and expert networks capacitated to provide assistance to sector 
institutions and enterprises; 

 
2.6 Enterprise and institutional capacity in product development improved; 

 
2.7 Sector differentiation and positioning assistance delivered; 

 
2.8 Enterprise training and assistance delivered: Quality, branding, packaging, 

supply chain, export management;  
 

2.9 Exporters access to finance increased 
 

2.10 Sustainability assistance delivered: Climate change adaptation; green 
opportunities 

 

3.1 Collaboration developed with emerging markets: 
Investment, buying, technical collaboration, sourcing 

 
3.2 Enterprises positioned / promoted in target markets 

 
3.3 Market linkages facilitated: Buyer / seller meetings, 

trade show assistance, others 
 

3.4 Inward investment facilitated 
 

3.5 E-commerce developed 

 

Link to export 

strategy 



Examples: Assistance adapted to 

needs on the ground 
• Improving competitiveness of Uganda coffee exporters 

through improving productivity and quality 

 

• Linking agri-food exporters in Fiji to international markets 

through integrated sector development 

 

• Preparing auto-parts producers in South Africa to connect to 

global value chains 

 

• Linking exporters of IT enabled services in Bangladesh with 

European buyers through targetted business match-making 
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Services value chains 
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Value- 
added 

             Tasks along the Pathway to Market  

Standard-

isation  

Product 

Design 
Manufacture 
 & Assembly 

Transport 

Logistics 

Distribution

& Marketing 
Brand R&D 

Innovation 

 Innovation Hub                                           Logistics Hub   

Enabling Factors 

High Value-Added 

Goods & Services 

Centre of 

Excellence 
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Women and trade, trade and environment, poor 
communities and trade 

Mainstreaming inclusiveness 

and sustainability 



Women and Trade 
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Trade and Environment 
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Trade and Poor Communities 
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How can ITC better support you?  

• Challenges: 

• Youth 

• Changing trade concentration to emerging markets 

• Technology 

• Massive data 

 

• Do ITC’s objectives make sense? 

 

• What are the issues MPTAs like ITC should address to help 

you most? 

 

• What will trade look like in 20 years? 
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THANK YOU! 

 

 

Discussion 


