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Purpose and reading guide
Moringa export success begins with a defined product, a qualified buyer and a repeatable quality
system. Planting area alone does not establish a market. This publication provides a decision
framework for producers, cluster managers and export teams considering dried leaf ingredients or seed
oil.

What this index measures: documented export readiness and opportunity quality. It is a
proposed FPI management framework, not an official trade index, live price feed or published
ranking of countries.

Use the index in five steps
Define the species, plant part, processing method, intended use and destination.

Build an evidence file for the buyer, specification, supply capacity and delivered costs.

Score the six dimensions on page 3 and record the date and reviewer.

Apply the mandatory decision gates before approving a shipment.

Refresh quotes and compliance checks before every commercial commitment.

Contents
3 / Scoring methodology
4 / Product and market pathways
5 / Buyer qualification and shipment controls
6 / Commercial model and 90-day plan
7 / Evidence register and references

Research checked 16 October 2026. Source publications have their own dates; older studies provide
context and must not be represented as current market quotations.
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A transparent readiness score
Score each dimension from 0 to 5: 0 = no evidence; 1 = unverified claim; 2 = partial documentation; 3 =
current documentation; 4 = independently checked evidence; 5 = evidence demonstrated in a
completed commercial cycle. Use the weakest material component when evidence within a dimension
differs.

Dimension Weight Evidence to retain

Buyer demand 25% Written specification, trial request, purchase order or repeat order.

Product conformity 25% Destination/use review, matching test results and traceable lot.

Supply reliability 15% Harvest records, processing capacity and verified saleable volumes.

Delivered economics 15% Dated quotes and a full cost-to-delivery worksheet.

Logistics readiness 10% Pack plan, route, lead time and document ownership.

Payment resilience 10% Buyer checks, agreed payment security and cash-cycle funding.

Index = sum of (dimension score ÷ 5 × weight).
Illustrative scores of 4, 3, 3, 2, 4 and 3 produce 64/100. This is a fictional example, not an
assessment of FPI or any country.

Internal interpretation: below 50: close evidence gaps; 50–69: prepare a controlled trial; 70–84:
consider a pilot contract; 85–100: consider phased expansion. These proposed bands are management
conventions, not validated predictions.

Hard gates override the score: unresolved product legality, a failed safety result, missing lot
traceability or unacceptable payment exposure means hold. A high average cannot compensate for a
failed gate.
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Separate the product pathways
Pathway Commercial focus Validate before offering

Dried leaf /
powder

Ingredient buyers and
product manufacturers

Species and plant part; intended food or supplement use;
particle size; moisture; microbiology; contaminants;
packaging.

Seed oil for
cosmetics

Ingredient distributors and
formulators

Identity; extraction method; oxidation and quality
parameters; cosmetic ingredient documentation; pack
compatibility.

Seeds / planting
material

Nurseries and agricultural
buyers

Variety and germination; import eligibility; plant-health
documents; traceable seed source.

Treat each pathway as a separate business case. A buyer approval for leaf powder does not approve
seed oil, planting seed or a finished consumer supplement. Do not reuse specifications across product
forms.

Market discovery worksheet
List named prospects by intended use, minimum order, specification and buying cycle.

Compare two or more feasible freight routes and record quote validity.

Ask who acts as importer, who clears the goods and where acceptance testing occurs.

Record the buyer’s actual procurement interest; website visibility is not proof of demand.

Interpret trade data carefully
CBI notes that moringa powder lacks a dedicated Harmonised System code in the trade data discussed
in its 2022 study. Broader commodity totals therefore cannot be read as moringa-only demand [1]. Have
the product classification confirmed for the specific destination and product.

No country ranking, global market size or current price is asserted here. Populate the index with
verified buyer and shipment evidence before using it to allocate capital.
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Buyer qualification and release
Build a buyer file
Confirm the legal entity, business address, purchasing contact, intended use and technical decision-
maker. Independently verify changed banking instructions. Ask for written acceptance criteria and a
sample-evaluation process before scaling production.

Create a product dossier
CBI identifies technical documentation and buyer-aligned quality information as central to market entry
[2,3]. Maintain a product specification, process description, batch traceability, applicable certification
and a certificate of analysis linked to the actual lot. An organic claim requires valid coverage for the
product and supply chain; it does not replace food-safety controls.

Gate Owner Release evidence

Specification agreed Sales + quality
lead

Signed specification and accepted representative sample.

Lot suitable Quality lead Test results assessed against destination and buyer
requirements.

Quantity secured Operations Released stock, weights, batch map and packaging checks.

Documents
consistent

Export
coordinator

Invoice, packing list and applicable origin/plant-health
documents agree.

Payment controlled Finance Approved payment arrangement and cash availability.

Hold and investigate
Quarantine nonconforming lots. Identify cause, assess affected stock, document corrective action and
obtain authorized release. Never blend a failed lot into compliant stock to dilute contamination. Keep
retained samples and a recall contact tree.

Destination requirements change. Confirm the current rules with the importer and competent authorities
for the specific species, part and intended use before shipment. The cited market studies are
orientation sources, not shipment clearance.
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Economics and a 90-day plan
Compare offers on the same product grade, quantity, currency, delivery term and payment date. Use
USD for internal comparisons while retaining the source currency and dated exchange-rate assumption.

Illustrative 1,000 kg saleable shipment USD

Revenue: 1,000 kg × $8.00/kg 8,000

Raw material and processing 3,600

Testing, packaging and documentation 1,100

Transport and freight within agreed seller scope 1,200

Shipment contribution before overhead, finance and tax 2,100

Allocated overhead + finance 900

Illustrative balance before tax 1,200

These are teaching assumptions, not market quotes. If selling price falls 15%, revenue becomes $6,800
and the balance becomes $0 at unchanged costs. If freight alone increases 25%, the balance falls to
$900. Model rejection, yield loss and payment delays separately.

Execution sequence
Days 1–30: define two product offers; test representative lots; qualify prospective buyers; resolve
critical evidence gaps.

Days 31–60: send traceable samples under agreed evaluation criteria; obtain freight and testing
quotes; complete the index.

Days 61–90: approve a small pilot only after all gates pass; record acceptance, actual costs and
payment performance.

Management dashboard
Track sample-to-order conversion, released kg versus planned kg, first-pass lot acceptance, on-time
delivery, contribution per saleable kg and days to cash. Compare forecast with actual results monthly.
Expand against repeat demand and demonstrated capacity.
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Evidence register and sources
For every score record: product; destination; buyer; evidence date; document location; score; reviewer;
expiry/review date; unresolved issue and action owner. Review monthly during market development
and again before a shipment.

Reusable review record

Field Required entry

Decision Hold / sample / pilot / expand

Score and gates Weighted score; pass or fail for each mandatory gate

Uncertainty Missing data, stale quotations and assumptions

Accountability Named decision-maker and next review date

References and further reading
[1] CBI. The European market potential for moringa. Updated 23 December 2022. Read market context and trade-
data limitations.

[2] CBI. Entering the European moringa market. Updated 23 December 2022. Read leaf ingredient market-entry
guidance.

[3] CBI. Entering the European market for moringa oil for cosmetics. Updated 13 December 2023. Read cosmetic-
oil market-entry guidance.

The scoring weights, decision bands, example economics and implementation plan are proposed tools
developed for this publication. They are not supplied or endorsed by CBI.

Next action: build one complete product–buyer evidence file before increasing planted area for
export.
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