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Flash Report:  

Public – Private Dialogue 

 Difficulties Faced by Georgian Companies Exporting to the EU Market 

11th of February 2020 

 

 

The European Business Association in Georgia, (EBA), held a public-private dialogue “Difficulties Faced by Georgian 
Companies Exporting to the EU Market” on February 11th, 2020, at the member hotel -  Sheraton Grand Tbilisi 
Metechi Palace.  

 

The event was moderated by Giorgi Chitadze, Deputy Director General of the Georgian Accreditation Center and 
over 100 people attended including experts, European Embassies: Embassy of Italy, Germany, France, Netherlands, 
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Greece, Czech Republic, Slovak Republic, Lithuania, Estonia and representatives of business, the EU Delegation, the 
Government and Parliament of Georgia. 

The meeting was supported by the “Program for the Support of Implementation of the Deep and Comprehensive Free 
Trade Agreement of the German International Cooperation (GIZ) in Ukraine, Moldova and Georgia (IMPACT)“. 

Opening remarks were made by:  

John Hugo Freddy Braeckeveldt – Chairman of the European Business Association 

Irakli Mezurnishvili - Member of  the Parliament of Georgia, First Deputy Chairperson of the 
Sector Economy and Economic Policy Committee    

Nona Gelashvili - National Coordinator, Support for Deep and Comprehensive Free Trade 
Agreement in Ukraine, Moldova and Georgia, GIZ 
 

Opening remarks were followed by a panel discussion, where the 
speakers listed below discussed issues regarding Product Quality, 
Minimal Safety Requirements, Volume, Logistics, Qualified Personnel 
and Customs Procedures.  

 

Ani Kvaratskhelia - Chairperson of the Export Development Association 

Marina Macharashvili - Head of WTO Relations and Policy Division, Ministry of Economy and 
Sustainable Development of Georgia 

Davit Chichinadze - MLED, Chief Operating Officer, producer and exporter of LED lighting 
solutions for business and cities. 

Giorgi Tuskia - Orient Logic, Commercial Director, leading Georgian IT services company with 
an office in Stockholm, Sweden. 

Samson Uridia - Revenue Service, Head of Department for International Relations 

Nika Mamukelashvili - Enterprise Georgia, Deputy Head of Export Department 

Ilia Kunchulia – the Georgian Farmers’ Association  

 

Main challenges from Panel discussion: 

• The greatest volume of exports from Georgia are to the Commonwealth of Independent States (CIS) countries 
and not the EU. CIS countries require lower quality standards than the EU countries. Different quality 
standards currently preclude Georgian producers from export their products to the EU market; 
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• Quality infrastructure is not developed properly. Due to lack of applicable laboratories, it is  impossible to 
check product quality locally. This increases logistical cost and decreases interest in exporting Georgian 
producers products to the EU market; 

• High logistics costs to the EU market, increases products price, thus decreasing its market competitiveness; 
• The Georgian governmental and local authorities do not issue some necessary certificates and their price is 

very high; 
• For Georgian Government tenders’ certification is not mandatory, effecting product quality and producers’ 

incentives to obtain certificates and produce products relevant to the EU market decreases. Given the relative 
scale of the Government tenders, this is extremely problematic to developing an export orientated economy 
in Georgia; 

• Access to Finance is limited for SMEs, most of the banks operating in Georgia do not have export credit 
programs, thus affecting SMEs ability to export; 

• A constant supply of high quality products to the EU market at scale is a challenge for Georgian companies 
and is connected to the lack of access to finance mentioned above; 

• Georgian companies face the challenge of qualified personnel both in middle and top management. Often 
responsible persons do not have the necessary technical skills and face language and cultural barriers which 
leads to communication problems in the EU market. Very few Europeans work in export orientated Georgian 
companies and the building of personal, trusted networks is challenging; 

• A lack of experience and education in international marketing, holds back Georgian exporters in 
popularization and awareness raising of their products in the EU market; 

• Georgian brands are not established or even visible in the EU market place;  
• The major part of the agricultural products is imported and Georgian entrepreneurs have difficulties to 

maintain competitiveness not only in the EU but also in the local market. Also, since farmers are not 
registered in Georgia, when it comes to taking credit or participating in grant projects, they are deemed to be 
illegally operating. 
 

 

Positive Conclusions from the Panel discussion: 

• After 2014, the export of pure Georgian products to the EU market increased, both in quantity and in variety 
of products; 

• By developing online platforms, the Georgian Government supports accessibility to the information, 
regarding DCFTA and other international agreements; 
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• With the help of Georgian Governmental authorities, the consultative council was created. The members of 
the counsel are representatives of businesses and they aim to solve the problems and difficulties faced by 
private sector; 

• The Revenue Services is actively working on establishing new forms of receiving Certificate of Origins and 
switching from paper based to online format; 

• Enterprise Georgia have approved criteria, according to which they choose companies for co-financing.  In 
particular, when defining the percentage of co-finances the size of the enterprise will be considered. 
Enterprise Georgia will have more support for companies with quality approved certifications.  
 
 

The Panel discussion was followed by an expended question and answer mode, during which additional 
difficulties were identified, in particular: 

• In the water sector, the price of sanitary certification is much higher than in any other field, this price 
barrier makes it harder to export products with competitive prices to the EU market; 

• Some Georgian brands face problems with intellectual property issues. Meaning they cannot export 
products to the EU market with their geographical name, due to the reason that products with the same 
trademark already exists in the EU which is not connected to the geographical name; 

• SMEs from Georgian regions, face more financial difficulties with the financing of certifying their 
products due to the reason that main certifying bodies are located in Tbilisi and logistical costs are high; 

• SMEs operating in regions of Georgia face educational and technological problems. A lot of people cannot 
use online communication systems appropriately, they lack technological and professional knowledge of 
marketing tools. This is compounded by the fact that almost all relevant training courses are held in 
Tbilisi making the logistical of SMEs participation high, thereby preventing active participation. 
 

 

 
Conclusions from the Q&A 

During the Public – Private Dialogue “Difficulties Faced by Georgian Companies Exporting to the EU Market”, the 
main difficulties and achievements were identified:  
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The enactment of the DCFTA has not resulted in significant changes in the structure of GDP or significant growth in 
exports although more pure-Georgian products categories are exported.   

It has been noted that the difficulties faced by companies 
operating in the EU market have changed since the 2016: 
Currently the main problems are connected to: Marketing, 
Logistics, Quality of Infrastructure, (including access to  

laboratories and cold storage) and Education. Additionally, 
special attention needs to be given to difficulties connected to 
service export. 

In order to gain more advantage from the DCFTA agreement, 
it will be necessary to develop the right cooperation strategies 
between the Governmental and the Private sectors. Increased 

cooperation will help information exchange and foster export growth particularly in the regions where the problems 
are at their greatest.  

At the meeting, the representatives of the private sector noted that the reforms and the innovations presented by the 
public sector were informative and expressed their readiness to cooperate further in this regard. 

The private sector expects more support from the state in overcoming the challenges related to the improvement of 
Georgian products’ quality and increasing competitiveness in the EU market. One of the means should be 
encouraging high-quality product with the European standards, even during the public procurement. 

Additionally, the participants of the meeting emphasized the role of the Embassies and their support, both through 
appropriate grant programs and resolving technical or bureaucratic problems. 

Recommendations 

This public private dialogue should be continued and the European Business Association will hold such events 
regularly. 

The “Voice of Business” is critical to success. In particular those businesses already exporting, such as the EBA 
members who spoke at the round table. 

More information is required and EBA will continue to seek communication partners and disseminate information 
on members activities, Government initiatives and other relevant news on developments in the DCFTA and export 
space utilizing the extensive EBA media presence and networks both in Georgia and Europe. 

Report ends. 

Authorised by John Hugo Freddy Braeckeveldt – Chairman of the European Business Association 


