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50 yearson, Ugandais 
still a tiny supplier of EU 

EXPORTS 

RONAH 

NAHABWE 

Halfacentury after Ugandabegantrad- 
ing with the European Union (EU), the 
relationship tiltellsa paradoxical sto- 
ry: Exports arerising,but the structure 
of thoseexports has barely changed. 
Uganda's shipments o the EU have 

tripled in valuc in just a few years, 
‘growing from €500 million in 2019 to 
about €15 billion today. 
On paper, that is impressive grovith. 

Yet, against the scale of the European 
economy—worth more than €16 tril- 
lion—Uganda remains a tiny suppli- 
er,largely exporting the same prima- 
1y raw commodities t id decades ago. 
Neighbouring Kenya, n contrast,ships 
€3.3 billion in goods, including pro- 
cessed and packaged products, cap- 
turing greater value and beneftingits 
‘population more tangibly 
‘The challenge, experts say is not the 

in export value but the quality 
andstructureof that growth. 
‘Speaking at a TradeMark Africa en- 
gagement, the British High Commis- 
sioner to Uganda, Lisa Chesney,high- 
lighted that despite this upward trend, 
the average Ugandan is not fully bene- 
fiting from tradle,noting,"Exports per 
capitaremain lower than several of our 
East Africanneighbours” 

‘This means theaverage Ugandan sees 
almostnoneofthe benefit. 
One explanation lies in the trade 

frameworks governing the relation- 
ship Kenya trades under a formal Eco- 
‘nomic Partnership Agreement (EPA) 
with the EU, while Uganda currently 
‘benefits from the Everything But Arms 
(EBA) scheme, which allows duty-free 
access forleast developed countries. 
“According to Jan Sadek, the Ambas- 

sador ofthe European Union to Ugan- 
da,thatarrangement willchange.Once 

‘Uganda attains middle-income status, 

the EBA facility will no longer apply AU 
that stage, Uganda will need to sign an 

EPAwith the EU to maintain preferen- 
tial access to the European market. 
“The agreement already exists and is, 

in principle,ready to be signed,"Sade 
said,noting that Kenya has already con- 
cluded itsown deal withthe EU Discus- 
sions are ongoing within the East Af- 
Tican Community about whether the 
region should pursue a collective ap- 
proach. 
‘But tradeaccess alone s not Uganda's 

biggest challenge. In many cases, the 
market isalready open—the difficulty 
lies in meeting standards, building val- 
e chains,and producing at scale. 
‘The EU says it has already launched a 
44 million programme aimed at im- 
‘proving productivity and value addi- 
tion in Uganda's coffee sector, where 
Ugandan exporters have already reg- 
istered tangible results, with Italy 
and Germany as the top importers. In 
the 2024/25 coffee year, total exports 
reached 8.4 million 60-kg bags, generat- 
ingabout US$2.4billion in revenue. 
Promisingearers 
Other sectors—particularly fish 

farming, fruits,and flowers—are also 
emerging as promising export earners. 
Yet logistis remain a major constraint, 
‘Ugandadistance from Europeanmar- 

Rules 

Mr Gerald Katabazi (left), the pro- 
prictorof Volcano Cofloe takes on 
trainoos ina cappiccuno sossion 
atthe plant in Nakawa. Tho EU 
has launched a €44 million pro- 
gramme to improve value adition 
inUganda's coffee sactor. 7roTo/ 
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Key takeaways 

« Againstthe scaleof the Eurogean 
economy—worih more than €16 
trilon—Uganda temains atiny <usp 
largoly oxporting th = 

« The Ewropean market s open,but ntry 
cames with stict i 
meet igorous santary and phytean 
Standards meaning they mistce 
iraceatie sae,and consistent 

‘The European market is 
open, but entry comes with 
strict rules.’ 

‘The European market i open, 
try comes with strict rules. L 
‘must meet rigorous. and pby 
tosanitary standards, i 
mmemummm”‘ el 
qu 

they cost the region about $9) 
losttrade opportunities. 
she highlighted specific markets whey 
Uganda could expand further for 
stance, the country has a c 
pathway to export over $500 millgy 
(Shs1.87 trillion) worth of dairy prog. 
ucts annually to Algeria, yet businesyy 
are yet to fully take advantage o this o, 
portunity 
She also pointed to gaps in levens 

ing existing trade schemes. Under & 
United Kingdom's Developing Cour 
tries Trading Scheme, about 99 percex 
of goods from eligible countries, nchg 
ing Uganda,can enter the UK marictz: 
ifTree. 
Despite this, more than half of ez 

dascut flower exports tothe UK stll 
an § percent tariff, largely becauseex 
porters lack information on how torse 
thescheme effctively 

ExportstoEU 
Herbert Kafeero,a trade and deveiep 

‘ment policy analystatSeatii emphass. 
es the need for strategic diversifestia 
“Uganda should nat oy srengneas £ 
position within the East Africanregs B 
(COMESA, SADC, and the African Cont 

nental Free Trade Area,but ok 
emerging markets in the Middle Ext 
North Africa,and Asia.” g 
He notes that while Europe remisi 

vital market,stricter standands andz> 
pliance requirements male it crucal it 
Ugandato expand its reach and improe 
production systems. By combining enhanced market 
cess with value addition and 
cation, Uganda could unlock: 
untapped potential, moving from & 
porting raw cor ties to highvel 
competitve products that beneftme® 
Ugandans. 
‘Despite the challenges in value & 

tion,logistics,and compliance the ptet 
tial for Uganda's trade with key puto®® 
like the UK and the EU remains & 
mous. Z 
Current trade with the U stand ¥ 
around $500 million, but with 
cooperation, strategic inestment 
targeted support for export sectors & 
perts project that Uganda could 
this figure tenfold, reaching 85 bl ¥ 
2040. 
Unlocking this growth wil depend 

just on increasing yolumes, buton 53


