syngenta

Link Directly To: SYNGENTA

Global Marketing ———MMMMM

AmericaniBusinessesIAtiendiFIHAVInHavanat

Relationship Building By American Agricultural Businesses

REGINA LAROSE
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HAVANA, CUBA
undreds of exhibitors attended the Havana
H Trade Fair (FIHAV) recently. While most
countries trade freely with Cuba, food,
medicine and fiber products from the United
States are closely regulated. Hoping for change
during the Obama administration, several com-
panies from the United
States attended the fair. Im-
promptu interviews exposed
issues U.S. companies en-
counter that are unique to
trade with Cuba.

G2G direct rice sales be-
tween Vietnam and Cuba
plus Vietnam’s extension of
credit to Cuba presented the
greatest challenge to trade
with Cuba according to The
Rice Group. Vice President of
Latin America G&O, Javier
Molins said during his third
trip to the Havana Trade Fair
(FIHAV) in November. Re-
ferred to as G2G, Molins ex-
plained, Government-to-
Government trade between
the government of Vietnam
and Cuba is direct trade be-
tween governments without
the aid of traders. Quality is
not necessarily an issue. “Fi-
nancing is the issue, not nec-
essarily lower prices or
higher quality,” stated Molins.

“You have to spend the whole week here. It is
a fee you have to pay if you want to sell to
Cuba.” When asked if he could sell rice to Cuba
without attending the fair,

is used,” stated Stusse.

Stusse explained how the Farmland branded
package is shipped to Cuba, “Farmland is usu-
ally on the outside of the case. The case will say
Farmland and what the product is but, inside it
is a bulk pack, usually a poly-lined wrap.”

USA Rice Federation, Senior Advisor on Cuba,
Marvin Lehrer explained the importance of ex-
porter’s attendance at the fair. “This is an im-
portant trade fair to be at, to
meet the people who are in-
volved in not only the pur-
chasing of your product but
meeting the end user of your
product as well. The end user
may not be the purchaser but,
you get to understand what
their requirements are.”

“The USA Rice Federation
presence here shows the
Cubans that we are still very
interested in this market. We
support them and we are here
to offer them any information
they may need regarding U.S.
rice.”

Lehrer was asked about the
impact on rice exports to Cuba
the U.S. could see if the em-
bargo were ended. Lehrer re-
sponded, “The embargo is
made up of several pieces, the
first piece to change people,
most observers would expect,
would be the travel ban on
Americans traveling to Cuba.
Being a tourist, as we are in other countries, as
well as the ability to buy Cuban products, when
you start to see that happen, you are going to
see many more American products in Cuba.

Molins responded, “the oppor-
tunities would be less.”

John Cassidy, Vice President,
Perdue Grain and Oil Seed LLC,
currently exports to Cuba. “Ba-
sically we sell soybeans, soy-
bean meal, crude to gum
soybean oil and refined soybean
oil.” Cassidy explained Perdue
sells in increments of 500 ton
up to 15,000 tons. According to
their website, Perdue buys ap-
proximately 250 million
bushels of corn, soybeans,
wheat, milo and barley from
5,500 farmers and dealers. Ex-
ports to Cuba currently account
for about 25 percent of Perdue’s
foreign trade.

Frank Dominguez, Corporate
Sales Chef for Farmland of
Kansas City, Missouri, cooked
Farmland lower sodium pork
sausage at the FIHAV. “It is
MSG free, the reason we
brought this is because here in
Cuba, they do not like a lot of
salt.”

Farmland International Sales
Manager, Corey Stusse, han-
dles Cuba and Canada. Stusse
was able to meet with
ALIMPORT while at the fair.
“This is my fourth visit. It has
been wonderful. The people are great. They like
Farmland products.”

Farmland products shipped to Cuba go to ho-
tels and restaurants. “We do send some to the
supermarkets. A lot of the locals do not shop at
those supermarkets. They shop where the ra-
tion cards are used or where their own currency
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ef for Farmland,
a Cuban fair worker and Corey Stusse, Farmland International Sales Man-
ager prepare lower sodium pork sausage at the FIHAV.

You are going to see opportunities to do joint
ventures.”

As to the 600,000 ton rice business in Cuba,
Lehrer said, “I think we would probably get half
of this business fairly soon into the process of
the non-embargo situation. I think over time
that will grow significantly.” A
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