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Data and facts

INITIATORS

+ sequa gGmbH

+ Federation of German Wholsale, 
Foreign Trade and Services 
(BGA)

BUDGET VOLUME

+ 1.7 million Euro (pilot phase)

+ 7 million Euro (second phase)

+ about 14 million Euro (third phase)

+ about 18 million Euro (fourth phase)

PHASES

+ Pilot phase: October 1st 2012 – December
31st 2014

+ Second phase: January 1st 2015 – June 
30th 2018

+ Third phase: July 1st 2018 – June 30th 
2021

+ Fourth phase: July 1st 2021 – December
31st 2024

FUNDING

+ Federal Ministry of Economic
Cooperation and Development 
(BMZ)
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Initiated by
powerful partners

sequa
PROJECT MANAGEMENT

Long experience and strong 
expertise in the management
of development cooperation
projects

BGA
DOOR OPENER

Platform for business
contacts and direct link to
German importers and 
branch associations (covering
45 sectors)
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Objectives
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STRENGTHENING THE INTERNATIONAL 
COMPETITIVENESS OF PARTNER COUNTRIES

through sustainable import promotion in selected
sectors

INCREASE IN EMPLOYMENT

through export growth and establishment of long-term 
trade relations



Project components and target groups

MICRO LEVEL
Exporting & Importing Businesses

„Companies in the partner countries assume social responsibility and have established long-
term trade relations with new European importers.”

MESO LEVEL
Business Support Organisations (Chambers of Commerce, Branch Associations, 
Export Promotion Agencies)

„The export promotion capacities of selected Business Support Organizations (BSOs) in the 
partner countries have been strengthened.“ 

IPD is active both on the national and international as well as on the micro and meso level.
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NATURAL INGREDIENTS
for food, pharmaceuticals
and cosmetics

FRESH FRUITS AND 
VEGETABLE

SUSTAINABLE WOOD 
PRODUCTS

CUT FLOWERSSUSTAINABLE TOURISM

IPD – Product groups
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IPD – Project Structure

IPD experts are in close contact with the companies and BSOs in our partner countries.
Regular visits guarantee successful cooperation.
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IPD Headquarter



Hubs to strengthen IPD activities in 
selected partner countries
Since August 2021, the IPD operates four regional hubs in the IPD partner countries Côte d'Ivoire, Ecuador, 
Sri Lanka and Uzbekistan. Each regional office is headed by an IPD staff member and is also responsible for 
the respective surrounding IPD partner countries.
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Objectives

+ Support in the implementation of joint activities and export relevant services with partner BSOs

+ Knowledge transfer to partner BSOs’ employees

+ Accompaniment of change processes at partner BSOs

+ Support in the selection and coaching of exporters in the IPD program

+ Efficient stakeholder management with local and international partners

➢ Simplification of communication and more flexibility in IPD operations in the country



PHASE II: Matchmaking

IPD services for exporters

MEASURES I

+ Individual 
consultancy

+ Workshops

+ Trainings

+ Export Market 
Orientation 
Mission/Study Tours

+ Market information

BEGINNING OF
IPD-PROGRAM

Individual adjustments of activities depending on company´s needs

COMPANY IS „READY 
FOR EXPORT“ MEASURES II

+ Trade fair participation

+ Selling missions

+ Buying missions

+ Matchmaking
on demand

+ Follow-up

LONG-TERM BUSINESS 
RELATIONSHIPS
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PHASE I: Preparation for export (capacity
building)



IPD services for importers

PRESELECTION OF SUITABLE SUPPLIERS

+ All suppliers are carefully evaluated according to IPD criteria and individually selected
according to the needs of the importers

MATCHMAKING

+ Before and during the trade fair

+ Individually on request

+ In the course of selling and buying missions

MARKET INFORMATION

+ Specialist publications

+ Market studies

+ Trainings/Seminars
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IPD services for BSO

CAPACITY BUILDING

+ Introduction trainings at trade fairs

+ Workshops on quality and trade issues etc. 

SPECIALIZED TRAININGS TO DEVELOP AND IMPROVE BSO SERVICES

+ Organisation of buying and selling missions

+ Realisation of country pavillons etc.

ON-THE-JOB TRAINING AND CONSULTANCY

+ Improving monitoring and evaluation of services

+ Know-how trainings on sector-specifics and trade promotion etc.
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IPD Core Competencies 
in the Development of BSOs
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Analysis & Distribution of 
Market Information

Optimization of Internal 
Processes

Implementation of Trainings 
for SMEs

Planning & Realization of B2B 
Services
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Goal

+ Enabling BSOs to use information on market 
intelligence to its full potential (e.g. provision of 
market information in various formats such as 
market studies / product fact sheets / newsletter etc.) 

Approach 

+ Capacity building of BSO staff to determine 
information requirements of exporting companies

+ Establish a network of relevant information sources 

+ Knowledge transfer through cooperation 
of trade promotion programs (TPC)

+ Training in technical tools for the distribution 
of information

Approach:

+ Workshop on market intelligence basics and tools

+ Individual coaching on development of product fact
sheets on selected products / crops

+ Training on the job (e.g. how to collect relevant market
information at a trade fair), guided by an expert

+ Consultation on ways to distribute developed material

Result:

+ BSO staff enabled to independently develop product
fact sheets

Example: Ethiopia

Analysis & Distribution 
of Market Information
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Approach 

+ Capacity building of BSOs on export relevant topics:

+ Product quality

+ Certifications

+ Development of an export marketing plan

+ Development of sales and marketing skills

+ etc.

Approach:

+ Training of Trainers on digital marketing and
trade fair participation during a set of sessions

+ Training on the job, conducting a first training
under guidance of our expert

+ Jointly developed and updated course material

Result:

+ Trainer enabled to conduct new trainings
with enhanced course material

Example: Egypt

Implementation of
Trainings for SMEs

Goal

+ Enabling BSOs to provide targeted training and 
consultancy services (Training of Trainers = ToTs)
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Approach 

+ Capacity building of BSO staff to enable them to 
independently organize an event like a country 
pavilion or trade mission

+ Introducing methods to BSOs at supporting B2B 
services for SMEs at trade fairs or missions

+ Trainings on the job

+ Long-term: empower BSOs to secure funding via 

members, government funds etc.

Approach:

+ BSO representatives in EU country offices are
trained in promotion of b2b activities

+ Improved knowledge of relevant actors in 
the target markets and how to approach them

+ Feedback on live cold calls and
email communication or simulation

Result:

+ Improved promotion of BSOs activities in target
market (more and more successful contacts)

Example: Colombia

Planning & Realization of
B2B Services – Trade Fairs and Missions

Goal

+ Supporting BSOs in developing new services and new 
country representations on European trade fairs 

+ Enabling BSOs to realize trade mission without 
IPD’s or any other donors support
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Approach 

+ Establishing contact management skills and tools 
(e.g. contact forms, CRM system)

+ Implementing methods of follow-up activities 

+ Develop and improve online appearance 
(e.g. event calendar, export checker etc.) 

+ Introducing digital services such as online learning 
formats (e.g. E-learnings, Webinars etc.) 

Approach:

+ Workshop with BSO representatives to analyse their
online appearance

+ Training-meetings and discussions on how to improve
the provision of market information and services for
export development at the BSOs website

+ (Virtual) Sessions targeting to discover missing
information online

+ Individual coaching on sustaining an online appearance

Result:

+ BSO representatives enabled to sustain and develop
further their own online presence

Example: Kyrgyzstan 

Optimization of
Internal Processes

Goal

+ Optimize internal processes of BSOs 

+ Facilitate more efficient organizational 
competencies



Disclaimer
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Contents of this presentation/webinar

This presentation/webinar contains general information and does not constitute 
professional advice. To the extent permitted by law we exclude any liability whatsoever 
for any loss or damage arising out of the use of this presentation/webinar or reliance 
upon its contents. Information in this presentation/webinar is not promised or 
guaranteed to be correct, current, or complete, and it may contain technical inaccuracies 
or typographical errors. We assume no responsibility, and expressly disclaim 
responsibility, for updating it to keep information current or to ensure the accuracy or 
completeness of any posted information.

Please note more information regarding disclaimer of warranty, links and references, 
copyright, applicable law, severability clause included in our disclaimer:

https://www.importpromotiondesk.com/en/disclaimer/

IPD – Import Promotion Desk

Project office Bonn

c/o sequa gGmbH

Alexander Straße 10

53111 Bonn

+49 (0) 228 90 900 81 0

info@importpromotiondesk.de

https://www.importpromotiondesk.com/en/disclaimer/
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