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ABSTRACT 
Tradeland Commodities Branch Tanzania, a sub-

sidiary of Tradeland Group, proposes a state-of-the-

art maize flour processing plant in Mpanda, Katavi 

District. With a 30 MT/day capacity, this vertical 

integration project targets the high-demand DRC 

market, leveraging Tradeland's expertise, farmer 

network, and logistics. Projected to achieve 

profitability by Year 2 and over USD 6.2 million annual 

revenue from Year 3, the plant will enhance food 

security, empower farmers, and deliver significant 

returns by transforming raw maize into high-value 

products for a rapidly growing regional market. 
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Disclaimer: 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
CONFIDENTIALITY NOTICE 
This document and its contents, including attachments, are confidential and proprietary information of Van den Doel 
Holding bv and ABCO Ltd. It is intended solely for the authorized use of the individuals involved in the Mpanda Maize Flour 
Processing Plant project. 

Unintended Recipients: 
If you are not the intended recipient of this document, you are strictly prohibited from reading, copying, distributing, or 
otherwise using or disclosing any information contained herein. Please notify Cor van den Doel immediately by email at 
corvddoeltz@gmail.com and destroy all copies of this document in your possession. 

Authorized Recipients: 
You are authorized to access and use this document only for the purposes of the Mpanda Maize Flour Processing Plant  
project. 
You may not disclose any information contained herein to any unauthorized person or entity. 
You may not reproduce this document in any form, electronic or physical, without the prior written consent of: 
Van den Doel Holding bv and ABCO Ltd. 
You must take all reasonable measures to protect the confidentiality of this information. 

Violation of this notice may result in legal action. 
Thank you for your cooperation. 

Van den Doel Holding bv and ABCO Ltd. 

13-07-2025  
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Business Plan: Tradeland Commodities Branch Tanzania - Mpanda Maize Flour Processing 
Plant 

1. Executive Summary 
Tradeland Commodities Branch Tanzania is poised to unlock a high-value, 
underserved market in the Democratic Republic of Congo with its new Mpanda 
Maize Flour Processing Plant. This strategic vertical integration leverages Tradeland's 
decade of proven expertise, robust farmer networks, and established logistics to 
transform raw maize into premium "Kwetu" brand flour and valuable by-products. 
 
The opportunity in Eastern DRC is compelling: a rapidly growing population, 
exceptionally high food import dependency (60-75%), and a demonstrated surge in 
maize flour prices (over 400% increase between 2019-2023). Our analysis confirms 
that DRC's food import volumes are expanding faster than its population, creating a 
widening supply gap that Tradeland is uniquely positioned to fill. 
 
With a 30 MT/day processing capacity, the Mpanda plant is projected to achieve gross 
profitability by its second year, escalating to over USD 6.2 million in annual revenue 
from Year 3 onwards. This venture not only promises significant financial returns but 
also delivers profound social impact by empowering dozens of Tanzanian farmers 
and transporters, creating vital local employment, and enhancing food security 
across the region. 
 
Tradeland's established brand, direct farmer relationships, and comprehensive supply 
chain control provide an unparalleled competitive advantage. This is more than a 
milling operation; it's an investment in a sustainable, high-growth agricultural value 
chain, poised to capture a dominant share of a critical regional market while driving 
economic transformation. Join us in feeding a growing continent and realizing 
exceptional returns. 
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2. Company Overview 
 

a. Tradeland Group of Companies: "Let's Feed the World Together" 
With strategic offices in Dubai, Tanzania, Togo, and Benin, Tradeland 
Commodities Ltd. is a leading commodities dealer and exporter, registered 
and incorporated under Tanzanian company laws and licensed under the 
Commodities Directorate Crops Act, 2013. Founded in 2011, Tradeland has built 
a reputation for reliability, transparency, passion, and commitment in the 
global commodities industry. 
 

b. Vision: To be the leading and renowned cash crops and commodities dealer 
and exporter in Africa – among the best in the world, and a key player in the 
social and economic transformation of rural livelihoods in its areas of 
operation. 
 

c. Mission: To be the leading and renowned cash crops and commodities dealer 
and exporter in Africa – among the best in the world, and a key player in the 
social and economic transformation of rural livelihoods in its areas of 
operation. 
 

d. Core Values & Philosophy: At Tradeland, we believe in building each other, 
not taking advantage. We are fundamentally driven by farmer empowerment 
and sustainability. Our philosophy is rooted in understanding Africa, 
maintaining a global focus, and advocating for fairness across the entire 
supply chain. We are more than a business; we are a movement dedicated to 
positive change. 
 

e. Track Record & Global Partnerships: Tradeland's success is evidenced by its 
rapid and steady growth. We have established formal understandings (MoUs) 
with over 500 agricultural actors in Karagwe district alone, fostering strong 
relationships with smallholder producers, millers, curers, and regulatory 
authorities in the coffee industry. Globally, we hold robust business relations 
with renowned entities such as Cofco and Louis Dreyfus Group (LDG), a 
French conglomerate with vast interests across agriculture, commodities, and 
international shipping. 
 

f. Services & Solutions: Tradeland provides cost-effective, end-to-end services, 
from sourcing commodities in major Tanzanian producing regions to 
facilitating documentation, collection, transportation, and shipping. Our 
expertise extends to trading and distribution for a diverse clientele, including 
importers of green coffee, black tea, and macadamia nuts; supermarkets 
seeking fresh produce; meat processors requiring livestock supply; agro-
processors needing raw materials; and relief organizations in search of 
nutritious commodities. 
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Our comprehensive solutions include: 

i. Farm Advisory Services: Providing practical advice and networking 
opportunities to farmers, enhancing their skills and business acumen. 

ii. Sourcing Advisory Services: Offering trustworthy and reliable sourcing 
advice to international partners navigating the African market. 

iii. Sourcing Solutions & Services: Delivering holistic, turnkey solutions to 
improve operational efficiency and simplify commodity trading 
processes. 

iv. Compliance Certifications & Documentation: Assisting farmers and 
producer groups in achieving international standards such as UTZ 
Certified, Rainforest Alliance, GLOBAL G.A.P, FairTrade, and LEAF 
Marque. 
 

g. Existing Product Portfolio:  
Tradeland's current product and commdity portfolio is extensive, including: 

i. Branded Products: Kwetu Brown Sugar, Kwetu Premium White Rice, 
Kwetu Premium Brown Rice, Kwetu Super Sembe, Kwetu Bakery Flour, 
Kwetu Maize Meal, Kwetu Spaghetti, Kwetu Pasta Penne, Kwetu 
Anchovy. 

ii. Commodities: Robusta Coffee (Screen 14), Raw Sesame Seeds (and 
Hulled Sesame), Black Pepper (500 G/L), Red Chilli Pepper, Peanuts, 
Cashew Kernels, Dried Cassava, Legumes (Lentils, Peas, Broad beans, 
Chickpeas, Soybeans, Lima beans, Common beans), Spices (Ground 
cumin, Basil, Cinnamon, Bay leaves, Smoked paprika, Thyme, Garlic 
powder, Oregano, Rosemary, Nutmeg powder, Red pepper flakes, 
Coriander powder, Cayenne pepper, Ground cloves, Turmeric, Curry 
powder, Yellow mustard), and various Fruit packages (Lentils, Pears, 
Pineapples, Cherries, Blueberries, Oranges, Pumpkin, Tomatoes, 
Jackfruit, Watermelons, Mangoes). 
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3. The Opportunity: Mpanda Maize Flour Plant 
 

a. Problem/Need:  
Tanzania, like many African nations, faces the dual challenge of ensuring food 
security for its growing population and adding value to its abundant 
agricultural produce. While maize is a staple, local processing capacity often 
lags, leading to post-harvest losses and missed economic opportunities. 
 

b. Solution:  
The establishment of a modern maize flour processing plant in Mpanda, 
Katavi District, directly addresses this gap. By processing maize locally, 
Tradeland will provide high-quality, nutritious maize flour (Sembe/Dona) for 
the domestic market, reduce reliance on imported processed goods, and 
create valuable by-products for animal feed and other industries. 
 

c. Location Advantage (Mpanda, Katavi):  
Mpanda, situated in Center of Tanzania's Katavi District, is strategically 
located within a major maize-producing region. This proximity to raw material 
sources minimizes transportation costs and strengthens direct linkages with 
local maize farmers, aligning with Tradeland's commitment to rural livelihood 
transformation. 
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4. Products & Production Process 
 

a. Main Products:  
The plant will primarily produce high-quality maize flour (80%): 9000 MT/year, 
branded under Tradeland's "Kwetu" line, including Kwetu Super Sembe, 
Kwetu Bakery Flour, and Kwetu Maize Meal. 
 

b. By-products: The milling process will yield valuable by-products: 
i. Maize Bran (12%): 1,350 MT/year, suitable for animal feed. 
ii. Maize Germ (8%): 900 MT/year, further processed to extract: 

1. Germ Oil (30% of germ): 270 MT/year, a valuable edible oil. 
2. Germ Cake (70% of germ): 630 MT/year, another high-protein 

animal feed component. 
 

c. Production Capacity:  
The Mpanda plant is designed for a processing capacity of 30 MT of maize per 
day, operating for 300 days per year. This translates to an annual maize intake 
of up to 11,250 MT, roughly 1000 MT per month 

d. Sourcing Raw Materials:  
Maize corn will be sourced primarily from Tradeland's network of farmers 
within the Katavi and Katavi regions with the surrounding areas. This direct 
sourcing model ensures quality control and empowers local producers. The 
plant will require approximately 1,875 acres of maize fields (at 6 MT/acre/year 
yield) to meet its maximum annual maize purchase target. 
 

e. Processing Overview:  
The plant will utilize modern milling technology to convert raw maize into 
flour and separate valuable by-products, ensuring efficiency, hygiene, and 
product quality. 
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f. Processing Plant 
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g. Plot: 
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5. Market Analysis & Sales Strategy 
 

a. Target Market:  
The primary market for maize flour produced by Tradeland Maize Milling will 
be the Democratic Republic of Congo (DRC), particularly its eastern regions. 
This strategic focus is driven by significantly higher market prices in the DRC, 
presenting a robust commercial opportunity. Demand is underpinned by the 
DRC's rapid population expansion, characterized by women’s high fertility 
rates, and a substantial reliance on food imports, with 60-75% of its food 
requirements met externally. Notably, FAO data indicates a volume increase 
of over 400% for sugar and maize flour in the DRC between 2019 and 2023, 
reflecting a surging demand that outpaces domestic supply capabilities. 
Analysis of import trends further reveals that the volume of food imports into 
the DRC is growing faster than its population, signaling a widening supply gap. 
This escalating demand is further amplified by increasing sales activity along 
the Tanzanian border and the humanitarian needs of displaced populations 
and refugees in eastern DRC, victims of ongoing conflicts. While granular data 
for specific eastern districts remains challenging to obtain, the overarching 
national import dependency and market dynamics strongly support a 
compelling and expanding opportunity for high-quality maize flour from 
Tanzania. 
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b.  Food Market in East-DRC & Imports: 
The Democratic Republic of Congo (DRC), particularly its eastern region, 
presents a complex and challenging environment for food production and 
distribution, heavily influenced by ongoing conflict and systemic issues. 

i. Overall Food Market Size (DRC): The DRC imports a significant portion 
of its food, with estimates suggesting it relies on imports for 70% to 75% 
of its food needs. The country spends an estimated US$ 3.9 billion a 
year on food imports (as of August 2023). While a specific market size 
for East-DRC alone is not readily available, the eastern provinces (North 
Kivu, South Kivu, Ituri) are heavily reliant on imports due to conflict and 
displacement. 

ii. Yearly Imported Food (DRC): As of 2023, the total value of U.S. 
agricultural and related product exports to the DRC was US$ 1.98 
billion. This is a portion of the total food imports from all countries. 

iii. Main Imported Products: Top imported food products include wheat, 
rice, pulses (legumes), edible oils, poultry meat, dairy products, and 
various processed foods. 

iv. Food Imports Last 10 Years (DRC): While a comprehensive 10-year total 
is not immediately available, the trend shows a substantial reliance on 
imports. For example, specific import values for key food items (in 
USD) from 2019 to 2023 are: 

1. Sugar: Increased from $33.2 million (2019) to $133.4 million 
(2023). 

2. Chicken meat: Fluctuated, peaking at $246.4 million (2022) 
before dropping to $190.3 million (2023). 

3. Palm oil: Increased from $54.2 million (2019) to $84 million 
(2023). 

4. Corn meal: Increased significantly from $18.9 million (2019) to 
$82 million (2023). 

5. Rice: Increased from $60.4 million (2019) to $82 million (2023). 
6. Fish: Fluctuated, with $71.5 million in 2023. 
7. Overall, the value of DRC's agrifood commodity imports is more 

than 20 times the value of its agrifood exports, indicating a 
substantial trade deficit in this sector. 

 
c. Main Food Distributors in East DRC: 

Identifying specific "main" food distributors can be challenging as the market 
is often fragmented, with many small-to-medium enterprises and informal 
networks. However, some key players and types of distributors include: 

i. Large Importers/Wholesalers: Companies that import large quantities 
of staple foods (rice, wheat flour, edible oils, chicken) from 
neighboring countries (Zambia, Tanzania, Uganda, Rwanda, Burundi) 
and international sources (EU, Brazil, India, China). 
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1. Flamingoo Foods is one example of a company that states it 
offers wholesale purchases of staple crops directly from the 
source into warehouses in the DRC, including rice, maize, beans, 
and soybeans. 

2.  Local Wholesalers/Retailers: Numerous smaller and medium-
sized businesses operate at the city and provincial levels, 
distributing imported and some locally sourced food items to 
retail outlets and smaller markets. 

3.  Humanitarian Organizations: Due to the severe food insecurity, 
organizations like the World Food Programme (WFP) are major 
distributors of food aid, often through partnerships with local 
implementing partners. 

ii. Regional Hubs: Major cities like Goma, Bukavu, and Lubumbashi serve 
as significant distribution hubs for imported goods into their respective 
eastern regions. 

iii. Summary of Trends: Over the last decade, the DRC has maintained a 
very high birth rate and fertility rate, consistently among the highest in 
the world. While there's a slight observed decline in both crude birth 
rate and total fertility rate over this period, the numbers remain 
substantially higher than global averages. This high birth rate 
contributes to the DRC's rapid population growth. 
 

d.  Why do the Congolese not produce food themselves? 
The low food production in the DRC, despite its vast agricultural potential, is 
due to a combination of systemic and conflict-related factors: 

i. Conflict and Insecurity: Prolonged armed conflict, particularly in the 
eastern provinces (North Kivu, South Kivu, Ituri), leads to large-scale 
population displacements. Farmers are forced to abandon their land, 
disrupting agricultural activities and impeding access to markets. 

ii. Low Agricultural Productivity: 
1. Limited Access to Inputs: Farmers often lack access to quality 

seeds, fertilizers, and other essential agricultural inputs.  
2. Lack of Modern Techniques: Reliance on low-yield traditional 

production models; limited access to modern production and 
processing technologies. 

3. High Costs: Production equipment is often expensive and 
inaccessible. 

iii. Poor Infrastructure: Underdeveloped and collapsing infrastructure, 
especially roads, hinders market accessibility for farmers to sell their 
produce and access inputs. 

iv. Climate Change Risks: Unpredictable rainy seasons and climate-related 
shocks (droughts, floods) add pressure on livelihoods. 

v. Poverty: High rates of rural poverty limit farmers' ability to invest in 
improving their agricultural practices. 
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vi. Market Accessibility: Poor market integration, particularly in isolated 
regions, means farmers struggle to sell surpluses at remunerative 
prices. 
 

e. Do they make more money with mining, timber, and charcoal? 
It's not that Congolese necessarily "make more money" on average from 
these sectors in a way that would disincentives food production for the 
general population. Rather, these sectors, particularly artisanal mining and 
charcoal production, often become survival strategies in the absence of 
viable agricultural livelihoods, especially in conflict-affected areas. 

i. Mining: The DRC is rich in minerals, and mining (both industrial and 
artisanal) is a major contributor to the national GDP. While large-scale 
mining operations generate significant revenue for the state and 
foreign companies, artisanal mining provides direct, albeit often 
precarious and exploitative, income for many individuals. This can draw 
labor away from agriculture, especially for young men seeking quick 
cash. 

ii. Timber: Artisanal logging and milling are significant. In 2014, the 
artisanal timber sector in the DRC was estimated to produce 13 times 
more output than the industrial sector, generating over US$ 100 million 
a year in domestic markets (with profits around US$ 25 million). This 
provides livelihoods for thousands but is often unregulated. 

iii. Charcoal: Charcoal production is a crucial energy source for millions of 
Congolese. It can be a profitable activity, with studies around 
Lubumbashi showing average profits of around US$ 225-322 per 
production cycle for professional charcoal producers. This activity, 
however, contributes to deforestation and often involves communities 
exploiting natural forests due to limited alternatives. 
 

While these sectors offer income, they are often characterized by inforality, 
exploitation, and environmental degradation, rather than being a more 
sustainable or profitable alternative for the majority compared to a thriving 
agricultural sector. The underlying issue is the lack of a functional, secure, and 
productive agricultural system. 
 

f. Population Density of East DRC (along the borders with Tanzania and 
Zambia): The DRC's overall population density is relatively low (around 37 
people per sq. km). However, population density varies significantly by region. 

i. Eastern DRC (Kivu Region): The northeast, particularly the Kivu region 
(bordering Rwanda, Burundi, and Uganda), has a very high population 
density compared to the national average, due to fertile soils and 
historical migration patterns. 
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ii. Southeast DRC (Katanga/Haut-Katanga, bordering Zambia): Regions 
like Haut-Katanga (where Lubumbashi is located) also have higher 
population densities, driven by mining activities. 

iii. Border with Tanzania (e.g., Tanganyika province): While specific 
figures for the immediate border areas are harder to pinpoint, these 
regions are generally less densely populated than the Kivu provinces 
but more so than the central basin. Population distribution is often 
concentrated around urban centers, fertile lands, or mining areas.  
 

g. Trends in Food Import and Population Growth 
i. Food Import Trends: Food imports into the DRC have been increasing 

significantly over the past decade, both in volume and value, for most 
staple and processed food items. This trend is driven by: 

1. Growing population: Increased demand. 
2. Rapid urbanization: Urban populations often consume more 

processed and packaged foods, which are heavily imported. 
3. Underproduction: Domestic agricultural output cannot meet 

the rising demand due to the challenges mentioned above. 
4. Conflict: Disrupts local supply chains, making imports a 

necessity. 
5. High Inflation: Reduces purchasing power but doesn't 

necessarily curb import demand for essential goods. 
 

h. Population Growth Trends: 
The DRC has one of the highest population growth rates globally. It has the 
fourth-largest population in Africa, characterized by a youthful demographic.  
This rapid population growth continuously fuels the demand for food, 
exacerbating the reliance on imports given the struggles in domestic 
production. 
 

i. Competitive Advantage:  
Tradeland's competitive edge stems from: 

i. Established Brand & Trust: "Kwetu" brand recognition and Tradeland's 
reputation for quality and reliability. 

ii. Direct Farmer Network: Ensures consistent supply of quality raw 
materials and fosters strong community relations. 

iii. Vertical Integration: Control over the entire value chain from sourcing 
to processing and distribution. 

iv. Logistics Expertise: Tradeland's existing robust logistics network 
ensures efficient inbound raw material flow and outbound product 
distribution. 

v. Quality Assurance: Adherence to ICO Council Resolution standards and 
continuous improvement ensures superior product quality. 
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j. Sales Projections: Based on phased operational ramp-up: 
i. Year 1: USD 1.44 million (Flour) + USD 0.0038 million (Bran) =  

USD 1.4 million (Total Revenue) 
ii. Year 2: USD 2.88 million (Flour) + USD 0.00675 million (Bran) =  

USD 2.9 million (Total Revenue) 
iii. Year 3+: USD 5.76 million (Flour) + USD 0.4 million (Germ Oil) + USD 

0.028 million (Germ Cake) + USD 0.0135 million (Bran) =  
USD 6.2 million (Total Revenue) 
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6. Operations Plan 
 

a. Plant Location & Infrastructure:  
The plant will be situated in Mpanda, Katavi District, benefiting from its 
agricultural hinterland. Specific infrastructure details will include: 

i. Maize receiving and storage facilities. 
ii. Milling machinery and processing lines. 

iii. Packaging and warehousing for finished products and by-products. 
iv. Dedicated loading and dispatch areas. 

 
b. Production Flow:  

The process will involve maize reception, cleaning, conditioning, milling, 
sieving, packaging, and storage of flour, bran, and germ. Germ will undergo 
further oil extraction and cake production. 
 

c. Logistics: 
i. Maize Receiving: Estimated 38 MT/day, requiring approximately 3 

trucks daily. 
ii. Product Expedition: Daily dispatch of 2 trucks for flour, 1 truck for bran, 

and 1 truck for germ products. 
iii. Weighbridge Operations: A total of 14 weighing’s per day (3 arrivals, 4 

departures, each weighed empty and full). 
 

d. Quality Control:  
Tradeland will implement stringent quality control measures throughout the 
process, from raw maize intake to finished product packaging, ensuring 
compliance with national and international food safety and quality standards. 
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7. Purchase strategy: 
Sure, this is an interesting challenge. You have a significant dependency on fresh 
maize and limited storage. Here's a purchase strategy broken down into key areas to 
ensure you don't run out, focusing on farmer relationships and supply chain 
management: 
 
Purchase Strategy for Continuous Flour Production 
 
Goal: Secure a consistent supply of 37.5 mt fresh maize per working day (11,250 
mt/year) to prevent production stoppages, leveraging 2000 mt of storage capacity. 
 

a. Understanding the Supply Landscape & Seasonality 

i. Identify Local Maize Seasons: This is paramount. When are the main 

harvests in your region? Are there multiple harvests or just one? What 

are the typical yield fluctuations. 

ii. Map Maize-Producing Regions: Where do farmers typically grow maize 

that could supply your facility? Consider proximity, transportation 

costs, and road conditions. 

iii. Assess Farmer Scale and Practices: Are you dealing with smallholder 

farmers, medium-scale, or large commercial farms? This impacts 

negotiation, contract types, and delivery logistics. 

iv. Understand Storage Practices of Farmers: Do farmers typically store 

maize themselves, or do they sell it immediately after harvest? This 

impacts pricing and availability outside of peak harvest. 

 

b. Building Strong Farmer Relationships (The Core Strategy) 

Given your strong dependency, direct, long-term relationships with farmers 

are critical. 

i. Farmer Registration and Profiling: 

1. Create a database of potential maize suppliers. 

2. Record their contact information, farm size, typical yields, maize 

varieties, and any quality certifications. 

3. Understand their planting cycles and expected harvest times. 

ii. Fair and Transparent Pricing: 

1. Establish a clear, competitive pricing model. This could be a 

fixed price for a season, a price linked to market indices, or a 

pre-agreed formula. 

2. Consider offering a premium for consistent quality or early 

delivery during critical periods. 

3. Transparency builds trust. Be open about your pricing 

calculations. 
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iii. Long-Term Contracts (Forward Contracts): 

1. Negotiate contracts with farmers before planting season. This 

provides farmers with assurance and you with a guaranteed 

supply. 

2. Contracts should specify: 

a. Quantity to be delivered 

b. Quality specifications (moisture content, impurities, 

variety) 

c. Delivery schedule and location 

d. Pricing mechanism 

e. Payment terms 

f. Force majeure clauses 

g. Consider staggered delivery clauses within the contract 

to spread out your intake and manage your storage. 

3. Payment Security and Timeliness: 

a. Ensure prompt and reliable payments. Delays erode 

trust. 

b. Consider mobile money, direct bank transfers, or other 

efficient payment methods. 

4. Farmer Support and Engagement: 

a. Agronomic Advice: Offer advice on best practices, 

improved seed varieties, pest control, and post-harvest 

handling to improve yield and quality. This could be 

through workshops or field visits. 

b. Input Linkages: Explore partnerships with input suppliers 

to help farmers access quality seeds, fertilizers, and 

pesticides. This helps them increase their productivity, 

which benefits you. 

c. Community Engagement: Participate in local farmer 

meetings, support local initiatives, and build ya positive 

reputation within farming communities. 

d. Feedback Mechanism: Create channels for farmers to 

provide feedback on your processes. 

5. Preferred Supplier Program: 

a. Identify and reward your most reliable and high-quality 

suppliers with preferential treatment (e.g., slightly 

better pricing, priority offloading) 

c. Supply Chain Management & Logistics 

i. Logistics Planning: 
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1. Transportation: Do you provide transport, or do farmers 

deliver? If farmers deliver, ensure good access roads to your 

facility. If you collect, plan your routes efficiently. 

2. Unloading & Quality Control: Establish efficient offloading 

procedures and a robust quality control process at your 

receiving bay (moisture meters, visual inspection, impurity 

checks). Rejecting poor quality maize must be done 

transparently and fairly. 

3. Diversify Sourcing: While you'll rely on key farmers, don't put all 

your eggs in one basket. Aim to source from a diverse group of 

farmers across different micro-climates if possible to mitigate 

localized crop failures. 

4. Contingency Planning: 

a. Backup Suppliers: Identify potential backup suppliers or 

traders for emergency situations, even if their prices are 

higher. 

b. Market Intelligence: Stay updated on regional and 

national maize prices and supply trends. 

c. Emergency Stock (Beyond Silos): If possible, identify 

options for short-term external storage during peak 

harvest if your silos fill up faster than expected (e.g., 

rented warehouse space). 

d. Leveraging Your Storage Capacity (2000 mt / ~60 days) 

Your 60-day storage capacity is a good buffer, but it needs to be managed 

strategically. 

i. Inventory Management System: Implement a system to track maize 

intake, usage, and stock levels in real-time. 

ii. Strategic Stockpiling During Harvest: Your primary aim during the main 

harvest season(s) is to fill your silos completely. This 60-day supply will 

bridge the gap during periods of lower availability. 

iii. Just-in-Time (JIT) with Buffer: While you have the 60-day buffer, aim 

for a "just-in-time" approach for your daily needs, meaning fresh 

deliveries are arriving regularly to supplement what you draw from 

silos. 

iv. First-In, First-Out (FIFO): Ensure older stock is used first to prevent 

spoilage and maintain quality. 

v. Moisture Content Management: Fresh maize can have high moisture 

content. Ensure you have the capacity to dry maize if necessary, or 

specify moisture content limits in your contracts. Drying too much is 

costly. 

e. Implementation & Monitoring 
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i. Dedicated Procurement Team: Assign a team or individual responsible 

for farmer relations, contract negotiation, and logistics coordination. 

ii. Regular Review Meetings: Hold weekly or bi-weekly meetings to 

review stock levels, incoming deliveries, farmer issues, and market 

conditions. Adjust your strategy as needed. 

iii. Performance Metrics: Track key metrics: 

1. Daily/weekly maize intake vs. target 

2. Stock levels and days of supply 

3. Quality rejection rates 

4. Farmer satisfaction 

5. Cost per MT of maize 

By implementing this comprehensive strategy, focusing heavily on building strong, 
mutually beneficial relationships with farmers, you can significantly mitigate the risk 
of running out of fresh maize and ensure a stable supply for your flour processing 
operations. 
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8. Strategies for Exporters: 

 

a. Partnerships: Establishing partnerships with Congolese entities is highly 

recommended to navigate the local market and regulatory landscape. 

 

b. Focus on High-Demand Products: Prioritize products identified as having 

strong and consistent demand. 

 

c. Consider Regional Hubs: Operating from neighboring countries with 

established trade links to the DRC can be an effective entry strategy. 

 

d. Adapt to Local Needs: Understand the dietary preferences and purchasing 

power of different segments of the population. 

 

e. In conclusion, despite its challenges, the DRC presents a robust and growing 

market for food imports, driven by significant food deficits, a large 

population, and an underdeveloped domestic agricultural and processing 

sector. Successful engagement requires careful planning, understanding of 

local dynamics, and potentially strategic partnerships. 
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9.  Challenges to Consider: 
 

a. Logistics and Infrastructure: Poor transportation infrastructure and disrupted 
supply chains are significant challenges that can increase costs and hinder 
distribution. 
 

b. Conflict and Instability: Ongoing conflict and insecurity, particularly in the 
eastern provinces, disrupt markets, displace populations, and make 
humanitarian access difficult, impacting food availability and prices. 
 

c. Economic Instability: Depreciation of the Congolese franc, inflation, and lost 
incomes can make imported food less affordable for many families. 
 

d. Regulatory Environment: French labeling is mandatory for all imported food 
products, and compliance with various ministries and agencies (Ministry of 
Foreign Trade, Office Congolais de Contrôle (OCC), Ministry of Health, Agence 
Congolaise de Normalisation, ACN) is required. 
 

e. Competition: While demand is high, there will be competition from other 
international and regional suppliers 
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10. Comprehensive Risk Analysis 
This section identifies potential risks associated with the Mpanda Maize Flour 
Processing Plant and outlines comprehensive mitigation strategies. 
 

a. Operational Risks: 
i. Risk: Raw Material Supply Fluctuations (Maize availability/quality) due 

to climate variability (droughts, floods), pest outbreaks, or local 
market dynamics affecting farmer supply. 
Mitigation: 

1. Diversified Sourcing: Establish a broad network of maize 
farmers beyond Katavi, including neighboring regions, to 
reduce reliance on a single geographic area. 

2. Contract Farming: Implement robust contract farming 
agreements with farmers, providing inputs, advisory services, 
and guaranteed off-take prices to secure consistent supply and 
quality. 

3. Storage Capacity: Invest in adequate on-site storage (silos) to 
buffer against seasonal supply variations and ensure a steady 
flow of raw materials. 

4. Quality Control at Intake: Implement stringent quality checks 
for incoming maize to ensure it meets processing standards, 
including moisture content, foreign matter, and pest 
infestation. 

ii. Risk: Machinery Breakdown & Maintenance Issues leading to 
production downtime and output reduction. 
Mitigation: 

1. High-Quality Equipment: Invest in modern, durable milling 
machinery from reputable manufacturers. 

2. Preventive Maintenance Program: Implement a strict routine 
maintenance schedule, including regular inspections, servicing, 
and spare parts inventory. 

3. Skilled Technicians: Employ and train local technicians capable 
of operating, troubleshooting, and performing routine repairs 
on plant machinery. 

4. Service Agreements: Establish service level agreements with 
equipment suppliers for technical support and emergency 
repairs. 

iii. Risk: Power Supply Instability in Mpanda, leading to operational 
interruptions. 
Mitigation: 

1. Backup Power: Install robust backup generators with sufficient 
capacity to ensure continuous operation during grid outages. 

2. Energy Efficiency: Implement energy-efficient machinery and 
practices to reduce overall power consumption. 
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3. Explore Renewables: Investigate the feasibility of integrating 
solar or other renewable energy sources to supplement grid 
power and reduce long-term energy costs. 

iv. Risk: By-product Market Volatility (Bran, Germ Oil, Germ Cake) 
affecting revenue from secondary products. 
Mitigtion: 

1. Diversified Off-takers: Establish multiple sales channels and 
buyers for by-products (local, regional, and potentially 
international animal feed producers, edible oil refiners). 

2. Market Intelligence: Continuously monitor market prices and 
demand for by-products to adjust pricing and sales strategies. 
 

b. Market Risks: 
i. Risk: Competition in the DRC Market from existing importers or new 

local processors. 
Mitigation: 

1. Brand Differentiation: Emphasize "Kwetu" brand's quality, 
nutritional value, and reliability. 

2. Strong Distribution Network: Develop robust distribution 
channels in Eastern DRC, potentially partnering with established 
local distributors. 

3. Competitive Pricing: Optimize production costs to maintain 
competitive pricing while ensuring profitability. 

4. Product Diversification: Explore additional maize-based 
products or packaging sizes to cater to diverse consumer 
segments in the DRC. 

ii. Risk: Logistical Challenges to DRC (Transportation, Border Delay) 
affecting timely delivery and increasing costs. 
Mitigation: 

1. Robust Logistics Network: Leverage Tradeland's existing 
logistics expertise and network, including established trucking 
routes and border crossing procedures. 

2. Strategic Warehousing: Establish strategic warehousing points 
near the DRC border to optimize distribution. 

3. Customs & Regulatory Compliance: Ensure full compliance with 
all Tanzanian and DRC customs and import regulations to 
minimize delays. 

4. Contingency Planning: Develop alternative transport routes 
and logistics providers. 

iii. Risk: Price Volatility of Maize Flour in DRC affecting revenue and 
profitability. 
Mitigation: 

1. Long-Term Contracts: Seek long-term supply contracts with 
major buyers in the DRC to stabilize revenue streams. 
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2. Cost Management: Maintain strict cost control over raw 
materials and operations to absorb potential price fluctuations. 

3. Market Hedging (if feasible): Explore financial instruments to 
hedge against extreme price volatility, if appropriate for the 
scale of operations. 
 

c. Financial Risks: 
i. Risk: Initial Investment Overruns due to unforeseen construction 

costs, equipment delays, or currency fluctuations. 
Mitigation: 

1. Detailed Budgeting: Develop a highly detailed and conservative 
budget with contingency allocations. 

2. Phased Investment: Implement the project in phases to manage 
capital outlay and allow for adjustments. 

3. Currency Hedging: If significant foreign currency components 
are involved, consider hedging strategies. 

ii. Risk: Cash Flow Shortages during the initial operational ramp-up 
phase. 
Mitigaion: 

1. Adequate Working Capital: Ensure sufficient working capital 
reserves to cover operational expenses during the initial period 
until positive cash flow is consistently achieved. 

2. Staggered Payment Terms: Negotiate favorable payment terms 
with suppliers and customers. 

iii. Risk: Foreign Exchange Rate Fluctuations between TZS and USD, 
impacting profitability of DRC sales. 
Mitigaion: 

1. Hedging Strategies: Implement currency hedging strategies to 
mitigate exposure to adverse exchange rate movements. 

2. Pricing Strategy: Incorporate a buffer in pricing to account for 
minor currency fluctuations. 
 

d. Political & Regulatory Risks: 
i. Risk: Changes in Tanzanian or DRC Agricultural/Trade Policies (e.g.,  

export bans, import tariffs, new regulations). 
Mitigaion: 

1. Government Relations: Maintain strong relationships with 
relevant government bodies and regulatory authorities in both 
Tanzania and the DRC. 

2. Legal Counsel: Engage local legal counsel to stay informed 
about policy changes and ensure compliance. 

3. Diversification: While the DRC is primary, maintaining flexibility 
to pivot to other regional markets if policies become 
unfavorable. 
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ii. Risk: Conflict Escalation in Eastern DRC impacting distribution 
channels, market access, and security. 
Mitigaion: 

1. Security Protocols: Implement robust security measures for 
personnel and assets involved in DRC distribution. 

2. Diversified Distribution Routes: Identify and utilize multiple 
routes to mitigate risks associated with specific conflict zones. 

3. Partnerships with Local Entities: Collaborate with established 
and trusted local distributors in the DRC who have deep 
understanding of the local security landscape. 

4. Insurance: Obtain comprehensive political risk and cargo 
insurance. 
 

e. Environmental & Social Risks: 
i. Risk: Environmental Impact (Waste, Water Usage) from milling 

operatons. 
Mitigation: 

1. Environmental Impact Assessment (EIA): Conduct a thorough 
EIA and adhere to all recommendations. 

2. Sustainable Practices: Implement waste reduction, recycling, 
and efficient water management systems in the plant. 

3. By-product Utilization: Maximize the conversion of by-products 
(bran, germ cake) into valuable animal feed and organic 
fertilizer to minimize waste. 

ii. Risk: Community Relations & Land Disputes with local farmers or 
communities. 
Mitigation: 

1. Fair Practices: Ensure fair pricing for maize, timely payments to 
farmers, and transparent contract terms. 

2. Community Engagement: Establish ongoing dialogue and 
community development initiatives in Mpanda and surrounding 
areas. 

3. Local Employment: Prioritize local hiring and provide training 
opportunities. 

4. Adherence to Land Laws: Ensure all land acquisition and usage 
complies with Tanzanian land laws and local customs. 
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11. Management Team 
The Mpanda plant will be managed by Tradeland's team of professional experts, with 
over 15 years of field experience in commodities sourcing, processing, and logistics. 
This team, supported by Tradeland's wide pool of agronomists and varied expertise, 
ensures efficient operations and valuable consultation for all stakeholders. 
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12. Financial Projections 
 

a. Assumptions July 2025 
i. Rate Tsh/USD: 2,700 
ii. Interest: 8% 

iii. Diesel Tsh 2,767/l. 
iv. Purchase price raw maize (corn):  Tsh   480/kg = USD 1.78/kg 
v. Sales price maize (corn) flour: Tsh 1.728/kg = USD 0.64/kg 

b. Summary: 
The following table summarizes the projected financial performance of the 
Mpanda Maize Flour Plant: 

 
 
 
 
 
 

c. Key Investments 
i. Land USD      60,000 
ii. Buildings USD 1,400,000 

iii. Silo’s USD    300,000 
iv. Machines 

1. Flour Mill USD     102,600 
2. Packing machine USD 
3. Germ oil press USD       10,800 
4. Animal Feed  USD 

d. Working Capital 

 
e. Key Financial Insights: 

i. The project is projected to achieve gross profitability by Year 2, 
demonstrating a rapid return on operational scale-up. 

ii. Significant positive cash flow is anticipated from Year 2 onwards, 
indicating strong operational efficiency. 

iii. Initial investment is concentrated in Year 1, with a smaller additional 
investment in Year 3 for sustained operations or expansion. 

iv. The plant is designed for substantial long-term profitability, with gross 
profit exceeding USD 2 million annually from Year 3. 
 

Metric Year 1 (USD) Year 2 (USD) Year 3+ (USD) 

Revenue 1,443,375 2,886,750 6,206,850 

Costs 1,482,801 2,566,471 4,197,547 

Gross Profit -39,426 320,279 2,009,303 

Investment 1,834,452 0 236,658 

Cash Flow -1,873,878 320,279 1,772,645 

 0 1 2 3 4 5 

Working Capital (USD): 323,015 540,921 886,277 883,244 880,212 880,065 
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13. Social & Environmental Impact 
The Mpanda Maize Flour Plant aligns perfectly with Tradeland's vision to be a key 
player in the social and economic transformation of rural livelihoods. This project will: 
 

a. Create Jobs: Generate numerous direct and indirect employment 
opportunities for local communities in Mpanda and Katavi District. 
 

b. Reduce Poverty: Provide stable income for farmers through reliable maize off-
take and for laborers employed at the plant. 
 

c. Empower Farmers: Strengthen Tradeland's network of farmers by providing 
consistent market access, farm advisory services, and support for compliance 
certifications, ensuring sustainable and competitive production. 
 

d. Enhance Food Security: Contribute to local food supply with high-quality, 
processed maize flour. 
 

e. Promote Value Addition: Shift from raw commodity export to local 
processing, capturing more value within Tanzania. 
 

f. Sustainable Practices: Utilize advanced farming technology and promote 
practices that comply with international standards, ensuring environmental 
sustainability. 
 

  



 

 30 | P a g e  

 
Kwetu Premium Maize Flour 

Version 05 

Attachment 1 

Organization Chart: 

 

 

 

Salary house: USD 450,000 per year 

 

 

 

 

  

Positions FTE 

Consultant: 1 

GM: 1 

P.A:  1 

Managers:  5 

Staff:  103 

Outsourcing: 8  
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Attachment 2 

Compensation Overview 


