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Abstract 
The main objective of the paper is to examine the challenges and opportunities 

faced by export marketers in Nigeria. The supporting Objectives are as follows: 

to outline the major challenges faced by export marketers in Nigeria ,to proffer 

solutions to the challenges faced by export marketers in Nigeria, to outline  the 

products exported from Nigeria, to do a summary of Nigeria's export markets, to 

highlight the opportunities available for those involved in International 

Marketing. Method wise, the paper is written from a descriptive perspective. The 

major objectives of international marketing are outlined. The issue of 

Comparative advantage which  describes the economic reality of the work gains 

from trade for individuals, firms, or nations, which arise from differences in their 

factor endowments or technological progress was addressed. Some key 

differences between domestic trade and international trade   were addressed and 

quite interesting too. A summary of Nigeria’s Export and import trade with her 

trading partners comprising the various values of goods/services traded with over 

the years was undertaken. From this it was discovered that for about five years 

Nigeria has had a continuous trade deficit of about minus 10billion dollars (-

$10billion).The top ten agricultural produce exports from Nigeria were 

highlighted. .Ten major challenges  faced by  export marketers in Nigeria were 

highlighted, and they are  as follows: Getting reliable buyers for international 

deals, product sourcing and quality, source financing for the export contracts, 

payment challenges with the international buyers, issues with trade terms, local 

transportation system problems in Nigeria, Documentation and licenses, Export 

process with freight forwarding companies, Standardization and  Packaging. 

These are really quite enormous and shocking. Probable solutions were provided 
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for the challenges faced by the export marketers. Opportunities for Export 

Marketers  in Nigeria were heighted. . The conclusion reached is that, since it is 

international trade that builds the world’s economy; by allowing the flow of goods 

and services between countries which  remains one of the most important drivers 

of job creation and prosperity, Nigeria either exports or she perishes. Amongst 

the various recommendations made include: To address  the challenge of getting 

buyers for Nigeria's products abroad, exhibitions and trade fairs/ trade shows can 

be organized by some Nigerian exporters in big cities abroad that our products 

are exported to - like India, the U.S., china, France, Nether lands   and others 

where at least about a 100 or more Nigerian business persons will attend and 

exhibit their products . This will enable the importing companies abroad to attend 

and take a look at what Nigerian companies have to offer. This way the problem 

of not having buyers for Nigerian products will be solved; herby enabling the 

Nigerian companies/exporters to have buyers and trading partners. To take care 

of the multiplicity of agencies exporters have to deal with, government is the only 

one that can simplify it. It needs to bring all the agencies together in one 

centralized place, preferably near the ports and have a coordinating body to 

handle the whole export processes so that when exporters take their goods there, 

whatever clearance is needed  is done in one place and by one body; from 

documentation to inspection including the presence The NEPC,  the Customs , 

NAFDAC, and   the Standards Organization of Nigeria (SON). 

 

Keywords: International Marketing, Sesame seed, Open account, CBN, Freight 

forwarders, Packaging, Transportation 

 
 

 

Introduction 
Globalization and the rapid growth 

experienced in emerging markets in 

Africa, Asia, and Latin America have 

fuelled the growth in International 

Marketing in the last decade. The flow of 

goods and services between countries 

remains one of the most important drivers 

of job creation and prosperity. 

International marketing is now a viable 

option for businesses, thanks to 

advancements in communication, 

transportation, and financial flows. 

According to the World Trade 

Organization, the volume of international 

merchandise trade increased 33 times 

between 1951 and 2010. People are now 

accepting brands and products that 

originate from other countries. This 

comes with a lot of challenges. 

Exporting remains of critical importance 

to the economies of developing countries. 

UNCTAD’s Global Trade Update (2022) 
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shows that in 2021, world trade in goods remained strong and trade in services finally 

returned to its pre-COVID-19 levels. Overall, the value of global trade reached a 

record level of $28.5 trillion in 2021, the report added. This is an increase of 25% in 

2020 and 13% higher compared to 2019, before the COVID-19 pandemic struck. 

While most global trade growth took hold during the first half of 2021, progress 

continued in the year’s second half. After a relatively slow third quarter, trade growth 

picked up again in the fourth quarter, when trade in goods increased by almost $200 

billion, achieving a new record of $5.8 trillion. Meanwhile, trade in services rose by 

$50 billion to reach $1.6 trillion, just above pre-pandemic levels. 

Greater trade growth in developing countries was reported. The report shows that in 

the fourth quarter 2021, all major trading economies saw imports and exports rise well 

above pre-pandemic levels in 2019.But trade in goods increased more strongly in the 

developing world than in developed countries. Exports of developing countries were 

about 30% higher than during the same period in 2020, compared with 15% for 

wealthier nations. The growth was higher in commodity-exporting regions, as 

commodity prices increased. Moreover, South-South trade growth was above the 

global average, with a 32% year-on-year increase. The positive trend for international 

trade in 2021 was largely the result of increases in commodity prices, subsiding 

pandemic restrictions and a strong recovery in demand due to economic stimulus 

packages. 

Engaging in international marketing activities has been an issue of major concern for 

many firms and countries due to the fact that it offers profit and growth opportunities, 

exploits economies of scale, diversifies business risks, gains expertise and know-how, 

and improves competitive advantage (Czinkota & Ronkainen, 2013). This is 

particularly true in recent years, during which the business environment has become 

more globalized, competitive forces have intensified significantly, and the pace of 

technological growth has reached incredible levels (Hollensen, 2017). 

An UNCTAD rapid assessment of the war in Ukraine’s impact on trade and 

development confirms a rapidly worsening outlook for the world economy, 

underpinned by rising food, fuel and fertilizer prices. The report published on 16 

March (2022) also shows heightened financial volatility, sustainable development 

divestment, complex global supply chain reconfigurations and mounting trade costs as 

part of  the problems that have arisen from the Ukraine- Russian war.“ The war in 

Ukraine has a huge cost in human suffering and is sending shocks through the world 

economy,” UNCTAD Secretary-General Rebeca Grynspan said in a statement .“All 

these shocks threaten the gains made towards recovery from the COVID-19 pandemic 

and block the path towards sustainable development.” Concern abounds over the two 

fundamental “Fs” of commodity markets – food and fuel''. 

Ukraine and Russia are global players in agric-food markets, representing 53% of 
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global trade in sunflower oil and seeds and 27% in wheat. This rapidly evolving 

situation is especially alarming for developing nations. As many as 25 African 

countries, including many least developed countries, import more than one third 

of their wheat from the two countries at war. For 15 of them, the share is over half. 

Soaring food and fuel prices will affect the most vulnerable in developing countries, 

putting pressure on the poorest households which spend the highest share of their 

income on food, resulting in hardship and hunger. 

According to UNCTAD calculations, on average, more than 5% of the poorest 

countries’ import basket is composed of the products that are likely to face a price hike 

due to the war. The share is below 1% for richer countries. Restrictive measures on 

airspace, contractor uncertainty and security concerns are complicating all trade routes 

going through Russia and Ukraine. The two countries are a key geographical 

component of the Eurasian Land Bridge, which is the rail transport route for moving 

freight and passengers overland between Pacific seaports in the Russian Far East and 

China and seaports in Europe.  

The challenging circumstances described above make one wonder about the future of 

globalization and international marketing. The paper will look at some of the 

challenges and opportunities faced by Nigerians involved in international marketing 

and options to overcome these challenges. 

 

Objectives of the Paper 

The broad Objective of the paper is to examine the challenges  and opportunities  faced 

by export marketers in Nigeria. The supporting Objectives are as follows: 

1. To outline the major challenges faced by export marketers in Nigeria. 

2. To Proffer solutions to the challenges faced by export marketers in Nigeria. 

3. To outline products exported from Nigeria 

4. To do a summary of Nigeria's export markets 

5. To highlight the opportunities available for those involved in International 

Marketing. 

 

Review of Related Literature  

International marketing, sometimes referred to as global marketing, export marketing 

or multinational marketing deals with identifying needs and wants of international 

consumers,   producing products and services to satisfy those needs and wants, and 

adopting the most appropriate ways to price, promote and distribute the product to 

satisfy the needs and wants of those foreign consumers and to create an exchange that 

satisfies individual and organizational objectives. The American Marketing 

Association (AMA) defines International marketing as the multinational process of 

planning and executing the conception, pricing, promotion and distribution of ideas, 
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goods and services to create exchanges that satisfy individual and organizational 

objectives. Terpstra & Sorathy( 2000) define International Marketing as consisting  of 

finding and satisfying global customer needs better than the competition, both 

domestic and international and of coordinating marketing activities within the 

constraints of the global environment. 

Thus, international marketing would involve: 

• Identifying needs and wants of customers in international markets. 

• Taking marketing mix decisions related to product, pricing, distribution, and 

communication keeping in view the diverse consumer and market behavior 

across different countries. 

• Penetrating into international markets using various modes of entry, and 

• Taking decisions in view of dynamic international marketing environment 

which is highly dynamic. 

 

The major objectives of international marketing according to are outlined as follows:  

❖ To enhance free trade at global level and attempt to bring all the countries 

together for the purpose of trading. 

❖ To increase globalization by integrating the economies of different countries. 

❖ .To achieve world peace by building trade relations among different nations. 

❖ .To promote social and cultural exchange among the nations 

❖ To assist developing countries in their economic and industrial growth by 

inviting them to the international market thus eliminating the gap between the 

developed and the developing countries. 

❖ To assure sustainable management of resources globally. 

❖ To propel export and import of goods globally and distribute the profit among 

all participating countries. 

❖ To maintain free and fair trade. 

 

International marketing aims to achieve all the objectives and establish a connection 

amongst the nations that participate in global trade. Establishing a business in one’s 

home country has limited restrictions and demands but when it comes to marketing at 

international level, one has to consider every minute detail and the complexities 

involved therein. In such instances, the demand grows as the market expands, 

preferences change and the company/country has to abide by the rules and regulations 

of two or more countries. 

Comparative advantage describes the economic reality of the work gains from trade 

for individuals, firms, or nations, which arise from differences in their factor 

endowments or technological progress (Maneschi, 1998). In an economic model, 
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agents/countries have a comparative advantage over others in producing a particular 

good if they can produce that good at a lower relative opportunity cost or autarky price, 

i.e. at a lower relative marginal cost prior to trade ("BLS Information,2008).(The 

absolute advantage, comparing output per time (labor efficiency) or per quantity of 

input material (monetary efficiency), is generally considered more intuitive, but less 

accurate — as long as the opportunity costs of producing goods across countries vary, 

productive trade is possible (Visser,  Pisa, Kleynhans &  Wai, 2015) . 

David Ricardo developed the classical theory of comparative advantage in 1817 to 

explain why countries engage in international trade even when one country's workers 

are more efficient at producing every single good than workers in other countries. He 

demonstrated that if two countries capable of producing two commodities engage in 

the free market (albeit with the assumption that the capital and labour do not move 

internationally (Schumacher, 2012), then each country will increase its overall 

consumption by exporting the good for which it has a comparative advantage while 

importing the other good, provided that there exist differences in labor productivity 

between both countries (Baumol & Binder, 2012; O'Sullivan & Sheffrin, 2003). 

Widely regarded as one of the most powerful (Suranovic, 2010) yet counter-intuitive 

(Krugman, 1998) insights in economics, Ricardo's theory implies that comparative 

advantage rather than absolute advantage is responsible for much of international 

trade. 

International trade is simply a sub - set of international marketing. It refers to the 

transfer of goods and services which include capital goods from one country to 

another. Catalano (2022) defines it as trade across international boundaries, which 

involves the exchange of goods and services between countries. In most countries, 

such trade represents a significant share of gross domestic product (GDP). While 

international trade has been present all the way through a large amount of history, its 

economic, social and political importance has been on the rise in recent centuries. 

Therefore, without international trade, nations would be limited to the goods and 

services produced within their own borders (McDonald, 2020). International trade 

allows countries to expand their markets and access goods and services that otherwise 

may not have been available domestically. As a result of international trade, the market 

is more competitive. This ultimately results in more competitive pricing and brings a 

cheaper product home to the consumer. there are three different types  of international 

trade – export trade, import trade and entrepot trade. 

Export trade is when goods manufactured in a specific country are purchased by the 

residents of another country. It can also apply to services that are provided in one 

country and for the benefit of someone living in another country. Import trade is 

where goods or services are brought into one country from another, where they were 

originally manufactured or created. Entrepot trade, also known as transshipment,  is 
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where goods are imported into a country and then re-exported out (probably after 

processing), without being distributed within the importing country (radiuslogistics,  

2019). 

There are  some key differences  between domestic trade and International trade . A 

summary  of  some key differences between domestic trade and international trade  is 

shown below (Alibaba.com,2020). 

Area of operation: Domestic trade operates within the home country, while 

international trade activities are spread across the globe. 

 Different currencies: International businesses deal with multiple currencies and the 

fluctuation of exchange rate can affect the profitability of your business. 

  Policies and regulation: Businesses that participate in international trade will have 

to face    the unique regulations, law taxation, tariffs and non-tariff barriers, policies 

and  quotas imposed by different countries. 

 Target market and customers: It is much easier to conduct market research and 

study domestic customers when doing business domestically than doing that for 

international markets. Cultural and language differences can also become barriers to 

international marketing  and market research on a global scale. 

 Shipping and logistics: Trading to foreign countries will have to deal with the 

complications and risks involved in international transportation and logistics. For 

example, the complexity of Incoterms can present challenges for both importers and 

exporters. 

 

Benefit s of International Marketing to Countries. 

Exporting goods and services helps countries gain exposure to new ideas, management 

practices, marketing techniques, and ways of competing, which helps to better position 

a country’s business. It stimulates economic growth because countries derive a 

sizeable portion of their annual revenue from exports. Export trade facilitates 

economic expansion, promotes international cooperation, improves the balance of 

payments and boosts foreign currency earnings.  

 

Nigeria's Export Trade  

Export trade is a catalyst for sustainable economic development and through export 

trade, Nigeria earns vital foreign exchange, increases its revenue base and avoids ( or 

incurs) trade deficits. It also helps to consolidate economic diversification for Nigeria. 

Data from the UN Comtrade United Nations International Trade Statistics Database 

(2021) shows that in 2020 Nigeria was the number 26 economy in the world in terms 

of GDP (current US$), the number 50 largest export economy in the world, having 

exported goods/products worth well above $42.4 billion and imported goods worth 

$52 billion, the number 48 in total imports, the number 148 economy in terms of GDP 
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per capita (current US$) and the number 125 most complex economy according to the 

Economic Complexity Index (ECI) of the observatory of Economic  Complexity 

(OEC,2021). Nigeria also  has an  annual trade balance of about -$10 billion after 

deducting imports of $52 billion from its export total of $42.4 billion. The value of its 

exports has fallen  from $45.6 billion over the last seven years, falling from $97.6 

billion to $52 billion. 

The top three countries that accounted for the highest share in Nigeria’s total exports 

in Q4 2021 were India (15.17 percent), Spain (13.69 percent) and France (8.42 

percent). For the imports, China (27.8 percent), Belgium (10.3 percent) and India (7.24 

percent) were the countries Nigeria imported the most goods from during the period. 

The value of total imports in 2021 stood at N20.84 trillion, which is 64.11 percent 

higher than the value recorded in 2020, while total exports were valued at N18.91 

trillion, showing an increase of 50.99 percent than the value recorded in 2020. Overall 

in 2021, merchandise trade recorded a deficit of N1.94 trillion (NBS, May,2022).  

The top imports of Nigeria  as at 2021 included :Refined Petroleum ($7.75B),Cars 

($3.03B), Wheat ($2.15B),Packaged Medicaments ($1.38B), Telephones 

($771M),Vehicle Parts – $602 million, Special Purpose Ships – $4 billion. Importing 

mostly from China ($17.4B), Netherlands ($4.58B), United States ($4.49B), India 

($3.46B), and Belgium ($1.99B).In 2020, Nigeria was the world's biggest importer of 

Artificial Filament Tow ($188M), Embroidery ($143M), Potato Flour ($102M), 

Matches ($16.3M), and Phosphides ($44k) 

 With regards to services,  in 2019, Nigeria exported $4.95B worth of services. The 

top services exported by Nigeria in 2019 were Transportation ($1.97B), Personal 

travel ($1.45B), Financial services ($685M), Government services ($463M), and 

Computer and information services ($212M).The top services imported by Nigeria in 

2019 were Other business services ($16B), Personal travel ($11.9B), Transportation 

($6.85B), Business travel ($1.58B), and Insurance services ($987M). 

Nigeria exports both agricultural and non-agricultural products to other countries of 

the world. Amongst the top non-agricultural exports according to Landbouw (2021) 

are : 

 Crude Petroleum ($30B), Petroleum Gas ($5.89B), Scrap Vessels ($1.29B), Special 

Purpose Ships ($775M), Refined Petroleum ($613M) and Gold ( $218M) exporting 

mostly to India ($6.27B), Spain ($4.8B), China ($2.54B), Netherlands ($2.24B), and 

South Africa ($2.17B). 

 

Top Ten Agricultural Produce Export from Nigeria 

Nigeria also exports agricultural produce to various countries of the world and the 

latest foreign trade data released by the National Bureau of Statistics (NBS) shows that 

the top ten agricultural products exported from Nigeria are estimated at N82.3 billion. 
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These top ten agricultural produce exports from Nigeria according to Adesoji (2019) 

are as follows: 

• Sesame seeds, whether or not broken 

• Good fermented Nigerian cocoa beans 

• Superior quality raw cocoa beans 

• Cashew nuts, in - shell 

• Frozen shrimps 

• Other quality raw cocoa beans 

• Ginger  

• Natural Cocoa Butter 

• Cashew nuts, shelled 

• Agro-food items 

 

Exporting in Nigeria is governed by some laws which include the Nigerian Export 

Promotion Council Act and Customs and Excise Management Act 2004 (CEMA) but 

albeit these laws, there are many challenges rocking the export industry in Nigeria. 

 

Challenges Encountered by Nigeria's Export Marketers 

The general problems encountered by export/international marketers in Nigeria, range 

from inadequate and decaying infrastructures, financing constraints, inefficient 

implementation of export incentives and support programs, over regulation of the non-

oil export sector, underdeveloped regional and sub-regional markets, policy 

instability, capital flight marketing and pricing problems (Obi, 2016). 

The absence of rural feeder roads hinders produce evacuation from collection points 

and adds huge transportation costs. “Lack of warehouse and other forms of storage 

facilities result in post harvest losses which for the small scale farmers are 

conservatively estimated at between 20-40 per cent of total output for tree crops and 

as a high as 80 per cent for fruits and other perishables; arguing that these losses are 

among the highest in the world(Pessu, 2020). 

Oluwatola(2021) and Bello (2016) reveal  major challenges of export marketing in 

Nigeria. They are as follows: 

1. Getting reliable buyers for international deals 

2.Product sourcing and quality 

3. Source financing for the export contracts 

4. Payment challenges with the international buyers 

5. Issues with trade terms 

6. Transportation system problems in Nigeria 

7. Documentation and licenses  
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8. Export process with freight forwarding companies 

9. Standardization 

10. Packaging 

  

Possible Solutions to Challenges faced by Nigerian Exporters 

1. Getting reliable buyers for international deals 

 Getting buyers for products is the most important aspect of exportation of goods in 

Nigeria.One of the challenges facing some of the people who want to go into export 

business in Nigeria is that they do not have buyers for their products. For example,  a 

company in Aba, Abia state, producing quality shoes was  asked why the company 

was not exporting the shoes, the answer was that they did not have buyers 

(Udeh,2017).Anudu (2022) however reveals  that made in Nigeria shoes from Aba are  

now sold in the U.K.,and other countries of the world and they are competing with 

Spain, Italy and Brazil. Good news. 

According to Ayemibo (2021),  Sharif (2017) , Udeh (2017) and Ogbuanu  (2016)  to 

get foreign buyers, export marketers in Nigeria can do the following :  

➢ Register With Export Promotion Council (EPC) in Nigeria: 

➢ Find Local Buyers Who Represent Foreign Companies:  

➢ Become Active On LinkedIn  

➢  Fill Orders From Local Buyers Who Export To Foreign Organizations 

➢  Register On International Trade Platforms  with business-to-business (B2B) 

websites: 

➢ .Have an international SEO-Ready Website:  

➢ . Do Email Marketing: 

➢ Hire Overseas Agents On Commission Basis: 

➢ .Contact the Country’s embassy and their Chambers of Commerce: 

➢ . Participate In Trade Fairs:  

➢  Get Import Lists From Foreign Embassies 

➢  Industry resources and Commodity Boards  

 

Solution to Product Sourcing and quality Challenge 

Sourcing refers to buying of materials, products and/or services from suppliers to re 

sell. Being able to source high quality affordable materials  to sell to one’s customers 

is the life blood of all commerce. Without the ability to source products /materials 

from a variety of reputable suppliers, our global economies will stagnate and 

businesses will not be able to thrive 

✓ Farmers cultivate and harvest the commodities: 

✓ Local Buying Agents (LBA). 

✓ Commodity Merchants:  
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✓ Commodity Sales Agents 

✓ . Exporters: 

 

Probable  Solution to Export Financing Challenge 

According to the World Economic Forum (2016) trade finance is one of the top three 

export obstacles for half of the world’s countries, and most notably for developing 

countries. Paudel & Alharthi(2021) argue that export finance is a process of funding 

the exporters to facilitate their business in the global market. The amount of money 

needed for export is largely dependent on one's product and export destination(s). It is 

therefore vital to ensure that appropriate financing options are explored. 

 Seek advice from bankers, financial and export experts 

 Explore available government grants and loans 

 Grants and loans can be accessed from multilateral organizations and private 

parties. 

 Explore available financing options with NEXIM and financial Institutions. 

 

The Nigerian Export Import Bank (NEXIM) 

The Nigerian Export Import (NEXIM) bank offers a wide range of funding options for  

export business. Among these according to are:  

o Direct Lending Facility (DLF) 

o Export Credit Insurance Facility 

o Stocking Facility (for manufacturing exporters) 

o ECOWAS Interstate Road Transit Scheme 

o Foreign Input Facility (for manufacturing exporters) 

o Local Input Facility 

In addition to the NEPC administered export incentives, the CBN offers two 

interesting incentives as well: 

o Export Stimulation Fund (access through your bank) 

o Rediscounting Refinancing Facility (access through NEXIM 

 

Probable Solution to Methods of Payment Challenge in International Marketing 

Djon (2022) argues that to succeed in today’s global marketplace and win sales against 

foreign competitors, exporters must offer their customers attractive sales terms 

supported by the appropriate payment methods. Because getting paid in full and on 

time is the ultimate goal for each export sale, an appropriate payment method must be 

chosen carefully to minimize the payment risk while also accommodating the needs 

of the buyer. As shown in figure 1, there are five primary methods of payment for 

international transactions. During or before contract negotiations, an exporter should 

consider which method in the figure is mutually desirable for the business and their  
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customers. 

 

 
Fig.1. Payment Risk Diaram 

Source :  Noah, D.  (2022).Trade Finance Guide. 

http://trade.gov/media/publications/abstract/trade_finance_guide2008desc.html 

. 

 Cash-in-Advance: With cash-in-advance payment terms, an exporter can avoid credit 

risk because payment is received before the ownership of the goods is transferred. For 

international sales, wire transfers and credit cards are the most commonly used cash-

in-advance options available to exporters. With the advancement of the Internet, 

escrow services are becoming another cash-in-advance option for small export 

transactions. However, requiring payment in advance is the least attractive option for 

the buyer, because it creates unfavorable cash flow. Foreign buyers are also concerned 

that the goods may not be sent if payment is made in advance. Thus, exporters who 

insist on this payment method as their sole manner of doing business may lose to 

competitors who offer more attractive payment terms. For Exporter/Seller, it allows  

the exporter collect most or all of the payment before shipment; Provides favorable 

cash flow. For Importer/Buyer, this payment method  Increases trust with the seller, 

especially where goods are really scarce. It also poses the highest risk due to possibility 

of non-delivery or delivery of low-quality goods; Potentially unfavorable cash flow 

situation, especially if the purchase was financed .Other cash in advance methods 

include Other cash in advance methods include:  Debit card payment, Telegraphic 

transfer,  International cheque , and others (icontainers.com) . 

 

Letters of Credit 

Noah (2022) reveals that Letters of credit (LCs) are one of the most secure instruments 

available to international traders. A letter of credit  is a commitment by a bank on 

behalf of the buyer that payment will be made to the exporter, provided that the terms 

http://trade.gov/media/publications/abstract/trade_finance_guide2008desc.html
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and conditions stated in the LC have been met, as verified through the presentation of 

all required documents. 

The buyer establishes credit and pays his or her bank to render this service. A letter of 

credit is useful when reliable credit information about a foreign buyer is difficult to 

obtain, but the exporter is satisfied with the creditworthiness of the buyer’s foreign 

bank. A letter of credit  also protects the buyer since no payment obligation arises until 

the goods have been shipped as promised. Rasure ( 2021) states that the different  types  

include commercial letters of credit, standby letters of credit, revocable letters of 

credit, irrevocable letters of credit, revolving letters of credit, and red clause letters of 

credit  

Documentary Collections: A documentary collection (D/C) is a transaction whereby 

the exporter entrusts the collection of the payment for a sale to its bank (remitting 

bank), which sends the documents that its buyer needs to the importer’s bank 

(collecting bank), with instructions to release the documents to the buyer for payment. 

Funds are received from the importer and remitted to the exporter through the banks 

involved in the collection in exchange for those documents. D/Cs involve using a draft 

that requires the importer to pay the face amount either at sight (document against 

payment) or on a specified date (document against acceptance). The collection letter 

gives instructions that specify the documents required for the transfer of title to the 

goods. Although banks do act as facilitators for their clients, D/Cs offer no verification 

process and limited recourse in the event of non-payment. D/Cs are generally less 

expensive than letters of credit (Gocmez, 2020). 

Open Account: An open account transaction is a sale where the goods are shipped 

and delivered before payment is due, which in international sales is typically in 30, 60 

or 90 days. Obviously, this is one of the most advantageous options to the importer in 

terms of cash flow and cost, but it is consequently one of the highest risk options for 

an exporter. Because of intense competition in export markets, foreign buyers often 

press exporters for open account terms since the extension of credit by the seller to the 

buyer is more common abroad. Therefore, exporters who are reluctant to extend credit 

may lose a sale to their competitors who are willing to. Exporters can offer competitive 

open account terms while substantially mitigating the risk of non-payment by using 

one or more of the appropriate trade finance techniques covered  When offering open 

account terms, the exporter can seek extra protection using export credit insurance. 

Consignment: Consignment in international trade is a variation of open account in 

which payment is sent to the exporter only after the goods have been sold by the 

foreign distributor to the end customer. An international consignment transaction is 

based on a contractual arrangement in which the foreign distributor receives, manages, 

and sells the goods for the exporter who retains title to the goods until they are sold 

(Noah,2019). Clearly, exporting on consignment is very risky as the exporter is not 
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guaranteed any payment and its goods are in a foreign country in the hands of an 

independent distributor or agent. Consignment helps exporters become more 

competitive on the basis of better availability and faster delivery of goods. Selling on 

consignment can also help exporters reduce the direct costs of storing and managing 

inventory. The key to success in exporting on consignment is to partner with a 

reputable and trustworthy foreign distributor or a third-party logistics provider. 

Appropriate insurance should be in place to cover consigned goods in transit or in 

possession of a foreign distributor as well as to mitigate the risk of non-payment. 

 

Issues with Trade Terms Challenge 

 No buyer will initially go Free on Board (FOB) shipping terms. Most of them will tell 

the exporter to procure, ship to them after confirmation of the goods, they will pay. 

CIF (Cost, Insurance, Freight) shipping terms are not the best for Nigerian exporters 

because of the lead time to get the goods to the buyers for confirmation. Others are: 

i)EXW- Ex Works. ii)FOB  - Free On Board. iii)FCA - Free Carrier. iv)CPT - Carriage 

paid to.v)CIP - Carriage and Insurance paid to. vi)DAT - Delivered at Terminal, and 

so on 

 

Infrastructure Challenge for Export Marketers 

Nigeria's transport system is one of the challenges of exportation of goods in Nigeria. 

The bad road network is not supportive.  The bad roads can delay the delivery of goods 

to the port terminals. As a result of bad roads, cost of transport from farms, warehouses 

to port terminals is high.  Infrastructural problems like inadequate rail and efficient 

roads to the point of export are also a problem to exportation in Nigeria.  Even at the 

point of export, there are no consolidation centres providing refrigerators for 

temperature-controlled products, including horticulture, food and pharmaceuticals.   

The high cost of transport consequently affects the profit of exporters in the long run 

(Onokala, 2020). 

 

Documentation and licenses Challenges 

An organized export documentation process ensures that an exporter's consignments 

are dispatched on time and without any hassles. Most importantly, it adds value to 

one's credentials as a trustworthy exporter who adheres to the trade norms and is easy 

to do business with. In Nigeria, exporters of goods need to meet some requirements 

by acquiring some licenses (Nigeria Custom Service). 

❖ Export license from Nigerian Export Promotion Council 

❖ NXP or NCX forms from Commercial banks 

❖ Incorporation certificate from Corporate Affairs Commission 

❖ Federal Produce Certificate 
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❖ . Commercial invoice 

❖ Bill of lading 

❖ Consular invoice 

❖ Certificate of origin 

❖ Inspection certification 

❖ Dock receipt and warehouse receipt 

❖ Destination control statement 

❖ Insurance certificate 

❖ Export license 

❖ Export packing list 

 

Most times, to get these documents ready may be tedious. The system and process of 

getting them can be slow which can result in delay of exportation of goods. The biggest 

challenges that non-oil export businesses face in Nigeria and which most small 

businesses face is the multiplicity of agencies. Sometimes one  finds out that some of 

the agencies that are supposed to inspect the goods before they are exported do not 

have a functional website,  and some of the addresses on their websites  are not where 

they say they are (Udeh,2017). There is poor coordination among the other agencies 

involved with export business in Nigeria.  

Udeh (2017) further  explained how a Nigerian exporter  took  more than three weeks 

to get all the documentations done with and  all along the yams he was to export were 

already  in the container and by the time they got to Houston half of the yams were 

rotten. What the exporter does , whenever he wants to eport goods now is to go to 

Ghana,  and in two days the documentations are ready and he exports. This is  how 

lack of coordination among our agencies is frustrating  exporters of products  in 

Nigeria. However  It will make very good business sense for an exporter to  maintain 

the right number of copies of each document for various parties (warehouses, freight 

forwarders, cargo terminal operators, shipping companies etc.) and also for one's own 

records. 

 

Export Process challenge with Freight Forwarding Companies 

Global trade has grown rapidly over the years. This growth has been supported by 

several components of the maritime industry, developed to adequately respond to the 

complex needs of importers and exporters across the world. One of these components 

is freight forwarding. Freight forwarding is very important for a seamless export 

process and safe delivery of products to buyers. A freight forwarder's job entails the 

facilitation and organization of shipment and transport of accumulated commodities 

from manufacturers or exporters to their importers or final destinations. 

Nigeria's performance in freight forwarding, as well as other components of the 
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shipping and logistics business, has not been very attractive. This is reflected in its low 

ranking in the World Bank's Logistics Performance Index (World Bank, 2020).) This 

reality is connected to the several challenges confronting the freight forwarding 

industry. Some of these major challenges  according to   Export portal.com (2021)   are  

as follows: 

Unregulated Freight Forwarders: Self-serving agents who pose as freight forwarders 

is one of the significant challenges confronting freight forwarding in Nigeria. This is 

mostly responsible for how the Nigerian freight forwarding industry is perceived 

globally. However, there exist a good number of indigenous freight forwarding 

companies with an excellent record of compliance, expertise, and capacity. 

.Cost and speed of clearance process:  Advancement in communication technology 

and automation has made online clearing and a faster clearing of goods possible 

globally. Freight forwarders can now communicate with authorities, complete forms 

online, and clear goods irrespective of where they are. However, despite such 

advancements, most of the processes in Nigeria are still manual. Government agencies 

like the Nigerian Ports Authority (NPA), Nigerian Drug Law Enforcement Agency 

(NDLEA), Standards Organization of Nigeria (SON), and even the police want to see 

freight forwarders in person before clearing them. Thus, the Council for the Regulation 

of Freight Forwarding in Nigeria (CRFFN) has recognized this problem and how 

delays in the clearance process often lead to low performance in the maritime 

sector(Osewa,  2022). 

Freight Safety  and delays: Oluwatola (2021) affirms that some other problems  are 

extended and cancelled vessel arrival and departure time, increased port charges if 

container weight is lower or higher than declared value, demurrage in the event that 

the container remains in the custody of the exporter for longer than allowed, charges 

for damaged container, shipping to an inland container depot, sudden ban on the export 

of goods already stuffed in a container, paying sea freight in USD despite fast-rising 

inflation in origin country, elongated time in withdrawing foreign inflow at a 

reasonable price, not making it clear on who is to cover destination charges and so on. 

The documentations of the goods will be processed by a freight forwarding company. 

The function of the company is to finalize the process with agencies and shipping lines. 

The government agencies will examine the documents, which the freight forwarder 

will present. The shipping line that will ship the goods issues Bill of lading. The freight 

company receives the bill of lading from the shipping line. The exporter has to send 

the necessary documents to the buyers in order to have smooth customs clearance at 

ports of destinations 

Shipping timelines are always given by the shipping line but they are hardly followed 

in reality because even if cargoes are loaded, one is usually not sure if the ship will 

sail on the same day. This increases the vessel arrival time thereby making the goods 
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stay more than the shipping timelines given and if customers of consignees have been 

given a date, it might be extended( Notteboom, 2006; Arvis et al.,2007; Ubogu et al 

2011) 

 Factors that can cause a shipping container to remain in the port for a long period of 

time are: a cancelled contract, miscellaneous delays on the agent’s part, customs 

seizure, and much more. These delays increase the amount of demurrage paid at the 

port. If a consignee’s container remains at the origin or destination port for longer than 

the stipulated time, the consignee starts to incur daily demurrage costs and as such, 

his/her expenses grows. 

Another problem with freight forwarders is the payment of sea freight fees in USD 

despite fast-rising inflation in origin country is also another problem. This is because 

most shipping lines prefer receiving freight payment in USD. The problem now is that 

most exporters fail to negotiate this factor at the beginning when they get a freight 

quote because they work with the belief that they would be able to pay the USD freight 

cost, only to sometimes get caught in a nasty currency inflation frenzy that makes 

paying the freight cost extremely difficult for them. 

When there is elongated time in withdrawing foreign inflow at a reasonable price, it 

becomes a problem. This is because in Nigeria, there is a Central Bank policy that any 

export inflow into the country cannot be withdrawn from the bank account it was paid 

into, but can only either be used by the exporter if they have a valid import license to 

procure commodities from outside the country, be sold to an importer who has valid 

documents with the bank regarding import transactions or is sold by the exporter to 

the bank at the prevailing currency rate on the Import & Export window. The challenge 

is that at the black market rate of N590 to a dollar and the prevailing bank rate of N411 

to a dollar, this becomes an unattractive prospect. 

 

Quality standards 

The requirement of meeting foreign quality standards can be a big challenge for 

exporters. For instance, there are strict regulations when it comes to the export of food 

and beverage products, which many businesses fail to meet for new markets. For 

instance, when it comes to spices, standards set by ASTA (American Spice Trade 

Association) is what is expected in many parts of the world. However, there is  also 

the FAQ (Fair Average Quality) standard that is also accepted in other parts. Apart 

from meeting the quality standards, the exporters also need to pay attention to 

branding, labeling, and packaging as agreed between the exporter and the buyer( 

Shetty2021). 

 

Packaging 

Packaging is an essential component of product development in terms of 

quality/standard and market promotion. It is needless to point out that a good quality 
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product without efficient packaging and labeling is as good as a bad product. 

Packaging and labeling are also  key factors that determine the sustainability of 

products in the foreign market (Awolowo, 2020).  

The Nigerian Export Promotion Council (NEPC) has linked poor packaging and 

labeling as the major challenges confronting Nigerian export products to overseas 

markets. “A recent report says that 30 percent of our (Nigeria) exports to US are 

rejected as a result of poor packaging and labeling, not quality of the products” (Eze 

& Obi, 2019). Products should be packaged to withstand the temperature and other 

vagaries at sea. Also, to compete favorably with its counterparts, in other parts of the 

world, products should be packaged well. 

 

Opportunities for Export Marketers in Nigeria 

There are a lot of opportunities enjoyed   by businesses or countries that go global with 

their products and services. A few of them are listed below ( Kokemuller & Elkins 

,2020)  

❖ Improving Profit Margins 

❖ Competing for New Sales 

❖ Diversifying the Business/Market Expansion. Selling a product to an overseas 

market can extend the life of an existing roduct. 

❖ Recruiting New Talent 

❖ Disposal of surplus goods 

❖ Reduced dependence on one’s local market 

❖ Increased chances of success 

❖ Increased productivity 

❖ Innovation through product development 

❖ Increased growth opportunities 

These are fantastic opportunities that no business or country should miss. 

 

Conclusion and Recommendation 

The paper set out to examine the challenges   and opportunities faced by developing 

countries in their international marketing activities. Exports and imports are incredibly 

important  to modern economies because as can be seen in the introduction, it is 

international  trade that builds the world’s economy; by allowing the flow of goods 

and services between countries which  remains one of the most important drivers of 

job creation and prosperity. It offers people and firms many more markets for their 

goods and services, and helps to foster economic trade, and encourage exports and 

imports for the benefit of all trading partners. This comes with a lot of  challenges and 

opportunities. To the average Nigerian, getting anything through the ports can be a 

chaotic task. But this is a task that must be done; because it is either Nigeria exports 
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or she perishes. The challenges Nigerian exporters go through are quite enormous as 

can be seen in the section on challenges faced by Nigerian exporters. Thank goodness 

the Nigerian government has started taking steps to remedy some of them, like the 

construction of dry ports that will help decongest sea ports and being on a 

revolutionary path toward providing a rail system which is the bed rock of 

transportation. The government and private sector investors have to do more to make 

the exporting business easy for the exporters. The researcher hopes that the following 

recommendations will be implemented. 

 

Recommendations 

1. To address  the challenge of getting buyers for Nigeria's products abroad, 

exhibitions and trade fairs/ trade shows can be organized by some Nigerian exporters 

in big cities abroad that our products are exported to - like India, the U.S., china, France 

Nether lands   and others where at least about a 100 or more Nigerian business persons 

will attend and exhibit their products . This will enable the importing companies 

abroad to attend and take a look at what Nigerian companies have to offer. This way 

the problem of not having buyers for Nigerian products will be solved; herby enabling 

the Nigerian companies/exporters to have buyers and trading partners. 

Still with getting buyers for products abroad, For those that cannot register with B2B 

companies online, there is nothing wrong with Nigerians setting up portals in the U.K. 

the U.S.  China and other countries where Nigerian manufacturers can list their 

products and services for the foreign importers to see and know. 

2. To address the problem of freight forwarding infrastructure  that will compete with 

that of other global players, the Nigerian government and the private  sector investors 

can invest in cold chain cold  infrastructure to meet the standards as is done in Kenya 

where One of the biggest cold exports enablers in Kenya is Jomo Kenyatta 

International Airport (JKIA).  These can be made available in all the major seaports 

and Airports in Nigeria, where freight forwarders are provided with facilities with cool 

temperature control measures that make seamless cold chain logistics possible. After 

all the government and private investors will recoup their profits later. 

3 To help exporters, the Nigerian Export Promotion Council (NEPC) can facilitate the 

identification of reliable freight forwarders by providing an online database of freight 

forwarders, customs brokers, and cargo agents in Nigeria. This is important for clients 

to be able to consult and compare two or more freight forwarders before making a 

decision.  

4.For storage and warehousing  challenges especially in foreign countries, Nigeria can 

copy China's example ; by having  warehouses  in strategic places in foreign countries  

where  Nigerian manufacturers and exporters will have the  opportunity to store and  

dispatch  the goods,  as soon as orders  are placed, and within a few days they are 
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received. This will be quicker and easier  for the manufacturers and exporters, instead 

of sending the goods from Nigeria. Of course they will pay for the storage and ware 

house services. This is better than the goods or produce going bad somewhere because 

of delays in transportation or some other problem.  

3. To take care of the multiplicity of agencies exporters have to deal with, government 

is the only one that can simplify it. It needs to bring all the agencies together in one 

centralized place, preferably near the ports and have a coordinating body to handle the 

whole export processes so that when exporters take their goods there, whatever 

clearance is needed  is done in one place and by one body; from documentation to 

inspection . The NEPC,  Customs , NAFDAC, and   the Standards Organization of 

Nigeria (SON). 

4. With regards to export financing and primary manufacturing funds, agencies like 

the Bank of Industry has a role to play by funding these businesses and reducing the 

amount that the companies need to pay to access funding. Buying of foreign currency 

in Nigeria by exporters should be highly subsidized by the CBN. 

5.As part of new efforts to grow import confidence, sister landlocked nations like 

Niger Republic and Chad can be  wooed  to bring their goods to  and through Nigerian 

ports, not only to the port in Lagos but also to  the ports in Warri and Calabar, which 

is an Export Free Processing zone. 

6. On improving the exporters literacy rate on exporting business and practices, The 

NEPC can meet with exporters on a regular basis, in every state capital of Nigeria, to 

educate them  on what they need to know about the export business and any new 

changes that might arise from time to time. 
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