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Export Guide to Australia

About this Guide
1

Funding is provided by the governments of Canada and British Columbia though the Sustainable Canadian 
Agricultural Partnership, a federal-provincial-territorial initiative.

Acknowledgements

Use the bookmark bar in your PDF 
reader to easily navigate to a section. 

Guide Tip

Opinions expressed in this document are 
those of the author and not necessarily 
those of the governments of Canada 
and British Columbia.  All information is 
provided for general guidance only and may 
change without notice. This guide does not 
provide or replace legal advice. Individuals 
are encouraged to seek independent legal 
advice regarding their obligations and 
requirements. The governments of Canada 
and British Columbia, and their directors, 
agents, employees, or contractors will not 
be liable for any claims, damages, or losses 
of any kind whatsoever arising out of the 
use of, or reliance upon, this information.

Visit the B.C. Ministry 
of Agriculture and 

Food's Export 
Readiness Roadmap 

to get export ready 
for this market and 

others.

This guide was developed to assist B.C. agri-food 
and seafood businesses by informing them about 
key export topics. These include economic and 
business environment; key regulatory agencies; 
finding and assessing buyers; distribution channels; 
Australian culture; and the development and 
maintenance of relationships. Use this guide as 
part of your company’s export toolkit in your overall 
sales expansion strategy, and to train staff on the 
unique elements of doing business with Australia.

This guide was developed for the B.C. Ministry of Agriculture and Food by BC Food & Beverage.

https://www2.gov.bc.ca/gov/content/industry/agriculture-seafood/business-market-development/market-development/market-readiness/export-readiness
https://www2.gov.bc.ca/gov/content/industry/agriculture-seafood/business-market-development/market-development/market-readiness/export-readiness
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2

Australia became a nation in 1901 and is geographically 
surrounded by the Indian and Pacific Oceans. Its capital 
city, Canberra, serves as the political center of the country. 
Australia’s largest city, Sydney, is a major cultural and 
economic hub with an estimated population of 5 million. 
With its stable institutions and diverse population, Australia 
offers a dynamic environment for business and global 
engagement. 

Welcome to Australia

Introduction to the 
Australian Market

According to the 2021 Australian 
census, about 50,220 Australian 
residents were born in Canada, 
while the 2021 Canadian census 
reports 46,765 Canadians 
claiming Australian ancestry.

Shared 
Connections

P

P
O

L
IT

IC
A

L

Australia maintains a stable, transparent political 
environment as a federal constitutional monarchy 
with low corruption and strong governance.
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IC As a high-income, advanced economy, Australia 
ranks around the 13th largest economy globally, 
with high GDP and robust consumer spending 
power.
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L Nearly 20% of Australians speak a language other 
than English, and the population includes a large 
migrant base, contributing to diverse culinary 
tastes and openness to international foods.
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Australia has a highly developed technological 
landscape, with ongoing advancements in 
information technology, telecommunications, 
digital infrastructure and cybersecurity.

L L
E

G
A

L Australia operates under a well‑defined, 
transparent legal framework, with strong rule 
of law, independent courts, and predictable 
enforcement.
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Australia is sensitive to climate variability 
(affecting domestic supply and import needs) and 
continues to adopt sustainability-driven policies, 
especially in packaging and chemical use.

Demographic Snapshot

Growing
Population

Population
Age

27.6 M (2024

2.0% growth rate

Urbanization

15-64 (64%)
65+ (18%)

The urban population will 
increase from 90.5% in 
2023 to 92.5% in 2040, 
with Australia remaining 
one of the most urbanised 
countries globally.

https://www.international.gc.ca/country-pays/australia-australie/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/australia-australie/relations.aspx?lang=eng
https://data.worldbank.org/
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-packaged-food-trends-australia
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Economic Environment

2.1 Agri-food Imports

Gross domestic product (GDP) current: US$1.75 trillion

GDP per capita: US$64,604

GDP growth annual: 1.4%

Australia’s top consumer-oriented growth products 
(United States Department of Agriculture (USDA))

Product Category

1. Bakery Goods 6.  Pork & Pork Products

2. Food Preparations 7. Condiments & Sauces

3. Processed Vegetables 8. Non-alcoholic 
Beverages

4. Chocolate & Cocoa 
Products

9. Dog & Cat Food

5. Processed Fruit 10. Coffee

Australia's top 10 imported consumer-oriented agricultural 
products, 2024 (USDA)

Product

2024 
Value    
(US$ 

millions)

Top Country

1 Bakery Goods, 
Cereals and Pasta

$1,617 Thailand

2 Soup & Other Food 
Preparations

$1,616 Singapore

3 Dairy Products $1,525 New Zealand

4 Processed 
Vegetables

$1,053 Italy

5 Chocolate & Cocoa 
Products

$1,003 Malaysia

6 Processed Fruit $687 China

7 Pork & Pork Products $680 United States

8 Distilled Spirits $642 United Kingdom

9 Wine & Related 
Products

$632 France

10 Condiments & 
Sauces

$557 Thailand

•	 In 2024, Australia was a net exporter of agri-
food  and seafood goods, exporting Can$63.3 
billion. Approximately  70% of its agricultural 
production is exported  to other markets.

•	 Agri-food imports are driven by processed 
products  such as frozen vegetables, seafood, 
beverages and out-of-season fresh produce.  

•	 Canada was Australia's 19th largest supplier 
of agri-food  and seafood products in 2024, 
exporting Can$414.6 million, accounting for 1.5% 
of the market.

The consumer group aged 65+  is set to 
dominate the top-income band with an annual 
gross income over US$250,000.

 Australia’s top suppliers of agri-food and seafood products in 2024 
(Agriculture and Agri-Food Canada (AAFC)) 

Singapore (5%)

Thailand (5%)

Italy (6%)

China (7%)

United States (10%)

New Zealand (16%)

Other (15%)

Singapore (5%)

Thailand (5%)

Italy (6%)

China (7%)

United States (10%)

New Zealand (16%)

Other (15%)

https://data.worldbank.org/indicator/NY.GDP.PCAP.KD.ZG?locations=AU
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
https://navigator.global/us/library/what-food-exporters-need-to-know-about-australias-new-regulations
https://navigator.global/us/library/what-food-exporters-need-to-know-about-australias-new-regulations
https://navigator.global/us/library/what-food-exporters-need-to-know-about-australias-new-regulations
https://navigator.global/us/library/what-food-exporters-need-to-know-about-australias-new-regulations
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-packaged-food-trends-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
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"Consumer behaviour is evolving, shaped by 
economic pressures, health awareness, and 
sustainability."(AAFC)  The growth of premium, 
plant-based offerings highlights the increasing 
importance of wellness and environmental 
considerations.

Lifestyle
Australian market trends reflect a strong shift 
toward sustainability, waste reduction, food 
integrity, and healthier eating, all of which 
increasingly shape consumer preferences. 
Shoppers are prioritizing nutritional value and 
overall wellness, driving demand for fresh, organic, 
minimally processed, and functional foods fortified 
with vitamins, minerals, or probiotics. Products 
that support health‑focused lifestyles — including 
low‑sugar, gluten‑free, and plant‑based options — 
continue gaining traction across mainstream and 
specialty retail channels. 

At the same time, dual‑income and time‑pressed 
households are fuelling growth in convenience 
solutions like pre‑cut produce, meal kits, and frozen 
meals that offer speed without compromising 
quality. 

Recent industry analytics show a key milestone: in 
major urban centres, consumer spending on fresh 
grocery products has surpassed that of traditional 
packaged foods, underscoring rising demand 
for health‑oriented choices among metropolitan 
shoppers.

Grocery landscape
Australia’s grocery landscape continues to adapt 
as retailers respond  to growing consumer 
expectations for value, convenience, and flexibility. 
Innovative subscription models and ready‑to‑cook 
grocery kits are boosting recurring orders and 
strengthening customer retention by catering to 
convenience‑driven lifestyles and reinforcing the 
rise of digital grocery channels. 

Value‑focused retailers such as Costco and Aldi 
are particularly well positioned to benefit, as 
shoppers increasingly prioritize cost‑effectiveness 
over premium‑priced options. At the same time, 
consumers’ sharpened focus on affordability 
and time‑saving solutions is pushing retailers 
to compete more aggressively on price, expand 
loyalty programs, and enhance online shopping 
experiences.

2.2 Market Trends 

Online e-commerce
Technology is transforming the way Australians 
shop for groceries, with major supermarkets 
adopting cutting‑edge digital tools to elevate 
convenience and meet rising customer 
expectations. While many shoppers still prefer 
traditional in‑store purchasing for fresh items, 
online grocery channels are rapidly disrupting 
the landscape. Retailers have expanded their 
e‑commerce platforms with advanced AI‑driven 
features  — including personalized product 
recommendations, dynamic pricing, and rapid 
delivery services — making digital shopping more 
intuitive and efficient. 

Wellness Focus

Conscious Choices

20%

24%

51%

20%

34%

30%

on a diet

look for healthy ingrediients when 
making food choices

closely read nutrition labels

reducing their meat consumption

prefer to buy food that is environmentally 
conscious or eco-friendly

prefer to buy local food that is locally 
sourced or manufactured

To a large extent, 
Australian consumers 
are prepared to pay 
extra for quality.

“
”

https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/sector-trend-analysis-foodservice-australia
https://vocal.media/trader/australia-edible-grocery-market-grows-steadily-with-health-and-e-commerce-shifts
https://vocal.media/trader/australia-edible-grocery-market-grows-steadily-with-health-and-e-commerce-shifts
https://vocal.media/trader/australia-edible-grocery-market-grows-steadily-with-health-and-e-commerce-shifts
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-packaged-food-trends-australia
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-packaged-food-trends-australia
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•	 Buyers prioritize long‑term partners. 
Visit the market, walk store aisles, 
attend trade shows, and show 
commitment beyond emails. 

•	 Find local importers, brokers, or 
distributors who already sell to Coles, 
Woolworths, Costco, and IGA; they can 
open doors. 

•	 Australians like to be efficient, and they 
don’t hesitate to say no! 

•	 Food service is a very personal, 
relationship-based business. It's very 
hard if you don't know anyone. Ask the 
trade commissioners to help find an 
intermediary. 

Essential Insights: 
Advice from the Agriculture and Agri-Food Canada 
(AAFC) Trade Commissioner in Australia

•	 Understand that you’ll need to adapt 
your marketing - don’t assume Canadian 
branding will translate. Australians are very 
strong marketers, so work with your buyer 
on how to reach the consumer. 

•	 Initial contact may feel more formal 
than you expect, but once trust is built, 
communication becomes easier. 

2.4 Trade Overview: Canada, B.C. and Australia

2.3 Free Trade: Canada, 
Australia and the CPTPP
Canada and Australia are both members of the 
Comprehensive and Progressive Agreement for 
Trans-Pacific Partnership  (CPTPP) free trade 
agreement. The CPTPP came into force in 2018 
and has resulted in an annual 6.9% growth  in 
bilateral merchandise trade between Canada and 
Australia from 2017 to 2024. The Indo-Pacific is 
now the world’s leading region of economic growth, 
offering big opportunities for trade and expansion. 

Canada’s commercial relationship with Australia dates 
back to 1895 when Canada sent its first ever trade 
commissioner to Sydney to establish an office. Official 
diplomatic relations between Canada and Australia 
began in 1939.

Australian consumers 
are increasingly aware 
of the importance of 
buying locally produced 
goods, but price often 
takes precedence.

“
”

https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/countries-pays/australia-australie.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/countries-pays/australia-australie.aspx?lang=eng
https://www.international.gc.ca/country-pays/australia-australie/relations.aspx?lang=eng
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What Australia buys from Canada

What Australia buys from B.C. (Statistics Canada)

Rank Commodity Detail
Value of Exports (Can$)

2021 2022 2023 2024 2025

Total B.C. Agri-food Exports $40,715,071 $53,724,635 $52,557,780 $71,959,034 $78,546,063

1 Other food preparations $13,975,047 $14,139,467 $11,262,775 $10,400,237 $14,057,250

2 Cannabis products $1,830,816 $4,429,473 $9,918,688 $21,413,264 $24,787,113

3 Blueberries, frozen $9,026,170 $16,765,583 $7,120,278 $1,400,704 $7,701,241

4 Other fruit and nuts, frozen $2,089,982 $566,635 $6,076,025 $10,677,535 $10,593,017

5 Coffee $3,868,564 $6,541,433 $4,284,986 $5,635,750 $7,660,661

6 Cheese $1,470,363 $1,550,238 $1,551,508 $2,878,466 $1,818,672

7 Butter, dairy spreads and milk 
fats and oils

$542,847
$783,432 $748,343 $1,020,692 $1,344,942

8 Animal fats and oil $756,629 $3,707,786 $1,239,896

9 Sausages $658,638 $779,494 $821,167 $641,831 $1,155,349

10 Baked goods $445,134 $931,568 $1,205,896 $838,522 $457,300

11 Other fruit and nuts, preserved $719,569 $526,179 $666,659 $603,200 $790,250

12 Fruit syrups $12,733 $247,541

Other leading agri‑food exports from B.C.

22 Sockeye salmon $151,551 $236,046 $312,202 $270,219 $226,032

26 Chum salmon $429,259 $258,599

27 Milk/cream $135,827 $260,007 $274,973

28 Coho salmon $166,530 $330,629

33 Strawberries, preserved $35,102 $102,179 $13,646 $39,416 $21,460

2nd largest export
to Australia

$169.9M

$49.9M
$3.1B

Total
Exports
in 2024

Largest agri-food and seafood
exports in 2024

 

plants and 
plant parts

frozen meat 
of swine

used primarily in perfumery, in pharmacy or for insecticidal, 

fungicidal or similar purposes, fresh, chilled, frozen or dried

seeds and 
fruits

https://www.international.gc.ca/country-pays/australia-australie/relations.aspx?lang=eng
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://agriculture.canada.ca/en/international-trade/reports-and-guides/market-overview-australia
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Does your product fit the Australian market?
Your first step is to conduct research to determine 
if there is a market for your products in Australia. 

Initial research should include:

•	 Size of the market – how many potential buyers 
can you find? 

•	 Consumption trends – is the market or segment 
growing rapidly?  

•	 Competition – who are your domestic and 
international competitors? 

•	 Does your product have something new or 
unique to offer? 

•	 How is your product treated under CPTPP?

•	 Are there market entry restrictions, e.g., are your 
flavouring or colouring agents allowed?

•	 How much is spent annually on your category?

If you think Australia might be a market for you, 
study the entry requirements and logistics, and 
assign a cost to each step to see if your products 
will be price competitive. Key things to consider 
include: 

•	 What is your estimated retail 
price and how does 
it compare to your 
competitors? 

•	 Product shelf life 
remaining after 
arrival on Australian 
store shelves.

•	 How to Navigate Export Market 
Regulations and Requirements

•	 How to Conduct and Use Market 
Research for Exporting

Keep Learning
Check out these how-to guides from B.C.’s 

Ministry of Agriculture and Food

Market Readiness
3

3.1 Food Import Agencies

Learn about 
exporting food 
from Canada:

Exporting food, plants 
or animals

BICON unifies food safety and 
biosecurity requirements and includes 
import conditions for all agricultural 
products coming into Australia. 
Exporters should utilize this database 
to ensure they can meet all the relevant 
quarantine conditions. Also check the 
Canadian Food Inspection Agency 
(CFIA) Export Requirements Library.

In Australia, all food,  whether imported or locally 
produced ,  must adhere to a comprehensive set 
of laws designed to safeguard consumer, plant, 
and animal health. Specifically, all imported food 
is first required to meet quarantine and imported 
food regulations before also satisfying food safety 
requirements. Quarantine requirements are the first 
barrier that must be cleared for all imported food. 
These include strict sanitary and phytosanitary 
requirements.

Food Standards Australia New Zealand 
(FSANZ) is responsible for food safety 
requirements, including strict food standards 
and labelling requirements, set out in the 
Australia New Zealand Food Standards 
Code .  

Department of Agriculture, Fisheries and 
Forestry  (DAFF) manages import clearance of 
food. Food safety and plant and animal health 
import regulations are available on the DAFF 
website. 

BICON

https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/14_how_to_navigate_export_market_regulations_and_requirements.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/14_how_to_navigate_export_market_regulations_and_requirements.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/13_how_to_conduct_and_use_market_research_for_exporting.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/13_how_to_conduct_and_use_market_research_for_exporting.pdf
https://inspection.canada.ca/en/exporting-food-plants-animals
https://inspection.canada.ca/en/exporting-food-plants-animals
https://bicon.agriculture.gov.au/BiconWeb4.0?_gl=1*1ucbyxr*_ga*MTQ0NzMyNjU3Ni4xNjk5NDA5MTg1*_ga_EFTD1N73JJ*MTcwMTIzMTExMi40LjEuMTcwMTIzMTE3MC4wLjAuMA..
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library#a
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library#a
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Canberra_Australia_AS2025-0012.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Canberra_Australia_AS2025-0012.pdf
https://www.foodstandards.gov.au/
http://www.foodstandards.gov.au/code/Pages/default.aspx
http://www.foodstandards.gov.au/code/Pages/default.aspx
https://www.agriculture.gov.au/biosecurity-trade/import
https://www.agriculture.gov.au/biosecurity-trade/import
https://bicon.agriculture.gov.au/BiconWeb4.0?_gl=1*1ucbyxr*_ga*MTQ0NzMyNjU3Ni4xNjk5NDA5MTg1*_ga_EFTD1N73JJ*MTcwMTIzMTExMi40LjEuMTcwMTIzMTE3MC4wLjAuMA..
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Labelling
Unless specifically exempted, the label on 
a package of food for retail sale or catering 
purposes must include the following core 
information: (USDA)

•	 Name of food.

•	 Lot identification.

•	 Name and business address in Australia or New 
Zealand of the supplier. 

•	 Mandatory warning and advisory statements 
and declarations.

•	 Specified in Standard 1.2.3 and any other 
warning and advisory statements specified 
elsewhere in the ANZFSC.

•	 Ingredient listing.

•	 Date marking.

•	 Storage conditions and directions for use.

•	 Nutrition information panel. 

•	 Percentage labelling (characterizing 
ingredient/s and component/s).

•	 Directions for use or storage where, for reasons 
of public health and safety, consumers need 
appropriate directions for use or storage of the 
food.

•	 Country of origin must be stated on products 
made and sold in Australia, other than food 
products from New Zealand.

3.2 Market Requirements and 
Import Documentation

Label example from Food Standards Australia New Zealand

Organic equivalency
As of early 2026, there is no formal, comprehensive 
organic equivalency arrangement between 
Canada and Australia.  

This article  provides an overview of the basics of 
organic certification in Australia, including what it is 
and how it works, what it costs, and what it means 
to be organically certified. 

Consult your importer and buyer before starting 
any certification process.

Front-of-Pack Health Star Rating (HSR) 
system was introduced in June 2014 on 
a voluntary basis. The HSR system is a 
star rating system based on a product’s 
nutritional value, and was developed to 
help consumers understand a product’s 
nutritional information to enable them to 
make better informed food choices.

Learn More

1. Nutrition information panel
2. Percentage labelling
3. Food indentification
4. Information for people with food allergies or intolerances
5. Date making
6. Ingredient list
7. Labels must tell the truth
8. Food additives
9. Directions for use and storage

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Canberra_Australia_AS2025-0012.pdf
https://www.foodstandards.gov.au/sites/default/files/2023-11/food label poster (1).pdf
https://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements
https://organicwise.com.au/a-simple-guide-to-organic-certification-in-australia/
https://www.healthstarrating.gov.au/
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1 Confirm your Harmonized System (HS) code and preferential treatment under CPTPP:
•	 Canada Tariff Finder.

2
Check CFIA requirements: 

•	 Safe Food for Canadians Regulations (SFCR). Do you need a licence? 
•	 Review the CFIA's Export Requirements Library for any product-specific rules.
•	 Is an Export Control Plan (ECP) required for export?  

3
Understand Canada Border Services Agency (CBSA) export regulations: 

•	Exporters' guide to reporting.      
•	The Canadian Export Reporting System (CERS) Portal.

4 Review packaging and labelling requirements carefully — work with your importer!  

5
Confirm list of documents required for export from Canada and import into Australia, e.g.:  

•	 CPTPP origin declaration on an invoice or other commercial document with the required 
wording.  

•	 Phytosanitary Certificate and/or Health Certificate.

Key Steps for Exporting from Canada to Australia

New seafood origin labelling regulations 
aim to enhance transparency, allowing 
consumers to make informed decisions.

“

Utilize DAFF’s importing food into Australia checklist

”

https://www.tariffinder.ca/en/
https://inspection.canada.ca/en/food-safety-industry/opening-expanding-food-business?utm_campaign=cfia-acia-safe-food-salubrite-aliments-25-26&utm_source=ggl&utm_medium=sem&utm_content=ad-text_en&adv=2526-851900&utm_term=sfcr+license&gclsrc=aw.ds&gad_source=1&gad_campaignid=23508080559&gbraid=0AAAAACd0j1YpgO6XIEDh-HeqdkS_yqUmZ&gclid=EAIaIQobChMIpqbW6aqskwMVqc7CBB1EdyFWEAAYASAAEgJDf_D_BwE
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library#a
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/prepare-export-certification-control-program-pl-2
https://www.cbsa-asfc.gc.ca/services/export/menu-eng.html
https://www.cbsa-asfc.gc.ca/services/export/guide-eng.html
https://www.cbsa-asfc.gc.ca/services/export/cers-guide-scde-eng.html
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/P1.aspx?lang=eng#2
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/P1.aspx?lang=eng#2
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/sector-trend-analysis-foodservice-australia
https://www.agriculture.gov.au/biosecurity-trade/import/goods/food#daff-page-main
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4.2 Shipping Tips

Logistics

•	 Shipping from the Port of Vancouver via ocean 
freight to Sydney or Melbourne, Australia, takes 
approximately 30–50 days.

•	 As noted in section 3, Australia’s import 
requirements are strictly enforced – ensure 
pallets, packing materials and packages are 
permitted.

•	 Australia is geographically large, so work with 
local logistics partners that can organize delivery 
to urban hubs and regional distribution centres.

Sending product samples can be both costly 
and time-consuming. In many cases, it may be 
just as economical— and far more effective—
to travel to Australia, arrange meetings, and 
taste the samples together. 
It’s important to note that samples are not 
exempt from quarantine requirements – if 
a product requires an import permit for 
commercial shipments, then it will require a 
permit for samples.

Shipping 
Samples

4

4.1 The Basics
Moving a product from farm to processing plant 
to the customer’s doorstep can be challenging 
even in the best circumstances at home, now 
add the complexities of a 12,000 km journey from 
Vancouver to Sydney! Logistics need to be thought 
through carefully, researched well in advance, 
and will likely involve many partners for even the 
smallest shipment.  

These How to Manage Supply Chain Logistics 
and How to Access and Use Distribution 
Channels for Export Markets  guides provide 
strategies for optimizing logistics operations 
and distribution networks. Canada’s Trade 
Commissioner Service (TCS) publishes a Step-
by-Step Guide to Exporting  which discusses 
shippers and shipping in Step 7.

Customs brokers used to be considered a separate 
step of the export process, but now they are fully 
integrated into the overall logistics and freight 
forwarding process. Take time to find one that fits 
your business and exporting needs, they should 
have experience shipping to Australia, as well as 
the type of food you’re shipping.  

InList from Export Development Canada (EDC) 
is a good starting point for finding professional 
supply‑chain and logistics support from recognized 
freight forwarders. A free EDC account is required 
to search the directory.

Depending on the product or service, Australian agents/
distributors expect support from suppliers, including training, 
advertising, and promotion. The Australian market requires 
that companies be price competitive, so expect lower profit 
margins, and anticipate sales of smaller quantities.

“
”

https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/12_how_to_manage_supply_chain_logistics.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/15_how_to_access_and_use_distribution_channels_for_export_markets.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/15_how_to_access_and_use_distribution_channels_for_export_markets.pdf
https://www.tradecommissioner.gc.ca/en/market-industry-info/export-learning/step-7-delivering-goods.html
https://www.tradecommissioner.gc.ca/en/market-industry-info/export-learning/step-7-delivering-goods.html
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Canberra_Australia_AS2025-0012.pdf
https://www.edc.ca/en/tool/inlist.html


Australia

11Export Guide to Australia for B.C. Agriculture and Food Exporters

Once you’ve completed your initial market research 
and believe your products could be a strong fit for 
the Australian market, the next step is to assess 
your pricing. This includes accounting for the 
full range of export and selling costs, as well as 
the potential need to adapt your product to local 
preferences and meet Australia’s strict regulatory 
requirements. Together, these factors will help you 
answer the question: “Can I export to Australia, 
work with high-quality partners, and make a profit?"

Each agri-food sector and export market will have 
a different set of costs to consider in your pricing 
strategy, and each company will have a different 
risk tolerance for currency fluctuations and 
payment terms. This guide outlines some expenses 
you may face when getting your product into a 
buyer’s hands in Australia.

Export costs may include:
•	 Packaging modifications, e.g., updated label  
•	 Product modifications, e.g., new flavour 
•	 Lab testing and regulatory approval 
•	 Import tariffs, GST and local taxes
•	 Logistics – freight, insurance and foreign 

warehousing

Potential expenses in the new market:
•	 Trademark registration
•	 Marketing, translation and promotions 
•	 Trade show attendance
•	 Barcode/product identification, e.g., new GS1 

GTIN
•	 Sales commissions and fees

Consider these questions before you start 
negotiating:
•	 Will you offer volume discounts? If yes, which 

products, what quantities and for how long? 
•	 What is your budget for samples, advertising and 

promotional activities?
•	 Is exclusivity available for certain products, 

channels, geographic regions or time line?
•	 What level of in-market presence (trade shows, 

buyer meetings, relationship building) can you 
and your team commit to each year?

5.1 Pricing

5.2 Payments

Money Matters
5

•	 Discuss and document in the contract which 
party is paying for specific costs like lab testing, 
logistics and listing fees. 

•	 How will you share the cost of marketing and 
advertising?

•	 What are your payment preferences? Can you 
be flexible and offer 30/60/90 days, do you 
require a deposit?

•	 Will you accept Letters of Credit (L/C) or 
purchase Accounts Receivable insurance?

Taxes
•	 Most imports, but not ones considered “basic 

food”, are subject to Australia’s GST  (10% in 
early 2026).

•	 Upon import, the value of taxable importation is 
the sum of:
•	 The customs value of the goods.
•	 Any customs duty payable.
•	 The amount paid or payable to transport 

the goods to their place of consignment in 
Australia.

•	 The insurance cost for that transport.
•	 Understanding international sales tax.

Learn more about       
international payments, pricing 
and market entry
•	 International payments   
•	 EDC’s trade credit insurance  
•	 How to determine the right retail price 
•	 Export readiness planning guide  

Australia’s currency is 
the Australian Dollar 

(AUD), symbolized as $ 
or A$, and often casually 

referred to as the 
“Aussie”

Currency

https://www.ato.gov.au/businesses-and-organisations/gst-excise-and-indirect-taxes/gst/in-detail/rules-for-specific-transactions/international-transactions/gst-and-imported-goods
https://www.edc.ca/en/article/understanding-international-sales-tax.html
https://tfocanada.ca/exporters-or-support-agencies/ready-to-export/getting-paid/
https://www.edc.ca/en/solutions/insurance/credit-insurance.html
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/8_how_to_determine_the_right_retail_price_for_your_product.pdf
https://www2.gov.bc.ca/gov/content/industry/agriculture-seafood/business-market-development/market-development/market-readiness/export-readiness/planning
https://www.edc.ca/en/solutions/insurance/credit-insurance.html
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Australia is a concentrated and 
relationship‑driven market, especially for food. 
Major retailers dominate the grocery sector, 
and buyers are highly selective about who they 
engage with. For Canadian exporters, working 
with a trusted Australian intermediary is often 
essential—they already understand the system, 
know the buyers, and can navigate biosecurity, 
labelling, and retailer expectations. Cold calls 
and mass emails rarely work.  

As Australia has some of the world’s strictest 
biosecurity and labelling rules, start focusing 
on compliance early. Ensure ingredients and 
product descriptions are exact, as claims on 
labels are strictly enforced.  

Finding buyers 
Agents and distributors play a central role in 
exporting consumer‑ready foods to Australia. 
Exporters are advised to enter the market through 
a distributor, importer, agent, or broker familiar with 
local buyers and key food categories within major 
wholesalers and supermarket chains.  

“Distribution centres and wholesalers are the two 
main channels to enter major supermarkets and 
smaller supermarket chains. Distribution points in 
Australia are centralized. All major supermarket 
chains and warehouse/wholesale clubs operate 
their own network of national and regional 
distribution centres. Food products will be stored in 
warehouses prior to delivery.”(USDA)

Price competitiveness is very important in 
many categories, and buyers expect scale, 
reliability, and long‑term commitment.  

Success requires investing time on the ground, 
adapting marketing to local culture, and 
building trust before pushing for rapid growth. 

Australian buyers find international suppliers 
by attending major global trade shows such as 
Gulfood in Dubai, and by travelling to hubs like 
Singapore to meet exporters.

Exporter Tips for Success

 Food industry by channels (US$ billion) (USDA)

Retail Food Industry $141.1

Food Service - Hotel, Restaurant, and 
Institutional (HRI)

$40.9

Food Processing (2022-2023 latest 
available data)

$107

Food and Agriculture Exports $47.7

Warehouse Clubs (2%)

Small Local Grocers (5%)

Foods E-Commerce (6%)

Discounters (7%)

Hypermarkets (7%)

Convenience Retailers (7%)

Foods/Drink Specialists (11%)

Supermarkets (55%)

Warehouse Clubs (2%)

Small Local Grocers (5%)

Foods E-Commerce (6%)

Discounters (7%)

Hypermarkets (7%)

Convenience Retailers (7%)

Foods/Drink Specialists (11%)

Supermarkets (55%)

Retail sales by channel 2024 ($ million) (USDA)

Selling to Australia
6

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
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Canada's TCS in Australia recommends  Fine Food  as it is the 
largest food, beverage, and equipment show in Australia, and 
presents exporters with an efficient and cost-effective way to 
research the Australian market. 

As Australia is a very large country, and internal transportation 
is expensive and time consuming, Fine Food allows exporters to 
access a 'one-stop-shop' for entry to the Australian market as 
many of the major importers and distributors exhibit at the show.

AAFC provides global food show information through its Trade 
Show Service  and supports participation via the Canada 
Pavilion Program . 

Travelling to Australia —whether for a trade show or retail 
visits—lets food and beverage companies personally introduce 
their products, share their brand story, and build relationships 
that ease market entry. It also provides practical, on the ground 
insight into how the market works. Simple observations such as 
shelf height, display style, competing products, packaging norms, 
and price ranges help exporters understand expectations and 
position their products more effectively.

Questions to ask potential importers and distributors:
•	 Do you have experience importing North American foods or 

beverages?
•	 What regions will you cover, and do you expect exclusivity?
•	 What is your commission structure?
•	 What promotions, funding, or mandatory programs do you 

expect?
•	 How do you handle returns, product issues, and recalls?
•	 Which competitive or complementary products do you carry, 

and how would ours fit?
•	 Does our brand and target consumer fit with your distribution 

network?
•	 What are your conservative and optimistic sales forecasts?

•	 Learn how to promote your 
product in new markets.

•	 Access AAFC’s AgriMarketing 
Program  which includes 
translation, in-market promotion 
and social media campaigns.

•	 Utilize the free, Canada 
Brand  program to help global 
consumers recognize Canadian 
food and beverage products. 

Promotional 
Resources

6.1 Attending Trade Shows

Get Trade Show Ready

Funding for Trade Shows 
and In-Market Promotion

Take BCFB’s Growth Hub’s free 
Trade Show Tactics course and 
check out AAFC’s Step-by-Step 
Guide to successful trade show 
preparation, delivery and follow-up.

•	 BC Agriculture and Food Export 
Program 

•	 AAFC's AgriMarketing Market 
Diversification Program

Retailer Name
# of 

Outlets

Market 
Share 

(2025)
Website

Woolworths (Woolworths & Woolworths Metro) 
Supermarkets & Express Stores 

1,130 38.7% woolworths.com.au/

Coles Supermarkets  850 29.5% coles.com.au/ 

Aldi Discounter Supermarkets 600 10% aldi.com.au/ 

Metcash (IGA, Foodland, Friendly Grocer) Independent 
Small Grocers

1,300 6.6% metcash.com/ 

Costco Warehouse Membership 15 4.3% costco.com.au/

Company profiles & Australia’s top retailers (USDA)

http://www.finefoodaustralia.com.au/
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service
https://agriculture.canada.ca/en/international-trade/trade-show-service/canada-pavilion-program
https://agriculture.canada.ca/en/international-trade/trade-show-service/canada-pavilion-program
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/16_how_to_promote_your_product_in_new_markets.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/16_how_to_promote_your_product_in_new_markets.pdf
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://marque-canada-brand.agriculture.canada.ca/en-CA/home-accueil/
https://marque-canada-brand.agriculture.canada.ca/en-CA/home-accueil/
https://growthhub.learnworlds.com/course/tradeshow-tactics
https://growthhub.learnworlds.com/course/tradeshow-tactics
https://agriculture.canada.ca/en/international-trade/trade-show-service/step-step-guide-successful-trade-show-preparation-delivery-and-follow
https://agriculture.canada.ca/en/international-trade/trade-show-service/step-step-guide-successful-trade-show-preparation-delivery-and-follow
https://bcagricultureandfoodexportprogram.ca/
https://bcagricultureandfoodexportprogram.ca/
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://www.woolworths.com.au/
https://www.coles.com.au/ 
https://www.aldi.com.au/ 
 https://www.metcash.com/
https://www.costco.com.au/
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Canberra_Australia_AS2025-0019.pdf
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Marketing food products in Australia requires 
a balance of strong branding, clear value 
propositions, and effective collaboration with 
retail partners. Australian shoppers respond 
well to transparency, quality, and health‑focused 
messaging. To maximize reach, work closely with 
distributors by co‑creating promotional plans, 
sharing market insights, and offering incentives 
such as introductory pricing, point‑of‑sale 
materials, or joint advertising campaigns. Strong 
distributor relationships ensure better shelf 
placement and coordinated promotional activity 
that boosts overall market visibility and sales.

Digital landscape
According to Hashmeta, "Australia demonstrates 
one of the highest social media penetration 
rates globally, with usage patterns that continue 
to evolve as technology and platform offerings 
advance. 
•	 Average of 6.7 social media accounts per user. 
•	 73% of Australians use social media at least 

daily.   
•	 Social media adoption spans all age 

demographics, with the strongest growth now 
occurring in users aged 55+.

Australia’s social media landscape mirrors other 
Western markets but shows distinct platform 
behaviours useful for region‑specific strategies. 
Facebook leads with 16.5 million monthly users, 
driven by strong engagement among those aged 
45+.  YouTube follows with 16.3 million users and 
the country’s longest average session time at 25.4 
minutes. TikTok, now at roughly 8.5 million users, 
continues rapid expansion with 22% annual growth 
and rising adoption among users 35+." (Hashmeta)

6.2 Marketing

Christmas (incl. Christmas Eve & 
Christmas Week): The biggest food 
shopping period of the year, with heavy 
spending on holiday meals and entertaining. 

Boxing Day (December 26): A massive 
post‑Christmas retail surge; many Australians 
continue food buying for summer gatherings 
and ongoing celebrations. 

Easter (Good Friday – Easter Monday): 
A major period for purchasing seafood, 
chocolates, baked goods, and family meal 
supplies. 

Australia Day (January 26): A peak period 
for BBQ food buying, picnic items, and summer 
entertaining staples.

Major Food 
Shopping Holidays

"Generally, doing business in Australia is more 
straightforward than in other foreign markets. 
Culture, language, and business practices are 
remarkably similar [to Canada and the U.S.]. 
Subtle cultural differences do exist, however, that 
can either invigorate or undermine a business 
relationship."  (USDA)

6.3 Building Relationships

Using interpreters
English is the official language of Australia, so 
exporters who are fluent in English will generally 
not require interpreters. However, Australian 
English makes extensive use of slang, informal 
expressions, and culturally specific terms. 
Branding, words and phrases that are appropriate 
in Canada, may have very different meanings in 
Australia!

To avoid misunderstandings or unintended 
messaging, it is recommended that an Australian 
market contact review your marketing, sales, and 
packaging materials. This ensures your content is 
clearly understood and culturally appropriate.
Communications 
Business communication in Australia is direct and 
practical.  Early contact, such as follow-up after 
meeting at a trade show, is typically made by email, 
and then will progress to a scheduled video call.  
Buyers can be selective and may not respond to 
unsolicited outreach. WhatsApp is commonly used 
once relationships are established, but unless 
explicitly suggested, it should not be used for the 
initial contact.

https://hashmeta.com/blog/social-media-landscape-in-australia-key-stats-trends-top-platforms/
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Canberra_Australia_AS2025-0011.pdf
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Learn about 
protecting your IP 
outside of Canada

Legal Tip

Australia’s business culture blends 
professionalism with a relaxed, egalitarian 
style. While interactions may appear 
informal, expectations around punctuality, 
communication, and credibility are 
taken seriously. Understanding these 
nuances helps build trust and strengthen 
commercial relationships.

Key etiquette considerations:

•	 Direct communication: Australians 
prefer clear, concise, plain‑spoken 
communication and value facts over 
exaggerated claims. A blunt answer is 
usually not rude — just efficient and 
respectful of time. 

•	 Punctuality matters: Meetings start on 
time, and deadlines are expected to be 
met. Being late can damage credibility.

•	 Informal but professional: First names 
are used quickly, humour is welcome, 
and formality is kept low, yet meetings 
remain focused and business‑driven. 

•	 Build rapport and follow up: 
Relationships develop through 
authenticity and responsiveness. After 
a meeting, prompt follow‑up signals 
reliability.

Social and Business 
Etiquette  

6.4 Due Diligence

Research your potential new partners with 
EDC’s buyer database, EDC Company 
InSight ,  a massive database of over 100,000 
international businesses.

•	 Legal jurisdiction, ideally under B.C. law. 

•	 Intellectual Property  (IP) protection for your 
brand, e.g., trademarks.

•	 Incoterms  to clarify responsibilities for costs, 
risk, and cargo insurance.  

•	 Marketing and representation fees.  

•	 Payment terms.  

•	 Territorial exclusivity 
conditions, if 
applicable. 

Contracts need to include this information 
and more:

https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://www.edc.ca/en/tool/company-insight.html
https://www.edc.ca/en/tool/company-insight.html
https://www.ised-isde.canada.ca/site/canadian-intellectual-property-office/en/introduction-intellectual-property-ip
https://www.edc.ca/en/guide/understanding-incoterms.html
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Export Support and Resources

Export assistance and funding 
programs

AAFC’s AgriMarketing Program: 
Market Diversification for Small and 
Medium-sized Enterprises: cost-
share funding for export activities.

BC Agriculture and Food Export 
Program: cost-share funding for 
market development activities outside 
of B.C.

CanExport SMEs: funding to attend 
international trade shows, conduct 
market research, protect intellectual 
property, adapt certifications, and 
translate or develop marketing 
materials.

Export Navigator: free program with 
one-on-one export advisors and 
export education resources.

Go Global: webinars and panels to 
explore international markets and 
connect with global partners.

World Trade Centre Vancouver’s 
Trade Accelerator Program (TAP): 
export planning and mentorship.

Market research

AAFC: Market intelligence reports 
and export guides.

International Trade Centre: Market 
analysis and resources, including the 
TradeMap database.

Statistics Canada: Canadian 
International Merchandise Trade Web 
Application for import and export 
statistics by province and trading 
country, international trade statistics 
and trade data.

TCS: Market and industry information 
by country, region, and trade 
agreement.

Trade Data Online: Customized 
reports on Canada and U.S. trade in 
goods with over 200 countries.

Government export services and resources

Agriculture and Agri-Food Canada (AAFC)

•	 International Agri-Food Trade Information and Services.

•	 AAFC B.C. Regional Office: information on agri-food programs, 
services and trade assistance. aafc.bc.info.cb.aac@agr.gc.ca          
Toll-Free: 250-674-7536.

•	 Market Access Secretariat (MAS): single window contact  for 
exporting questions and services.

B.C. Ministry of Agriculture and Food: Export Readiness Roadmap. 

Trade and Invest BC  offers resources and export professionals in 
B.C. and markets around the world to help your business grow through 
international opportunities. 

BDC (Business Development Bank of Canada)  supports small and 
medium-sized businesses at every stage of growth with money, advice 
and exporting articles and tools .

Canada’s Trade Commissioner Service  (TCS) connects exporters 
with global opportunities and market insights, including free MyTCS 
accounts, a trade diversification toolkit ,  and a Step-by-Step Guide 
to Exporting . 

Canadian Food Inspection Agency  (CFIA) offers these international 
trade focused resources:

•	 Exporting food: a step-by-step guide .

•	 Exporting food: general requirements .

•	 Food exports - Rules, licences, fees, certificates and notices .

•	 Plant and plant product exports .

•	 Safe Food for Canadians Regulations (SFCR) Fact sheet on 
exporting food .

•	 Food export requirements library . 

•	 Food export certification . 

Newsletters

AAFC Red Ribbon Service reports, (e.g., sector reports by 
country), subscribe by email, and include your company name 
and address.

AAFC B.C. Agri-Trade Service Bulletin – subscribe by email. 

Trade and Invest BC monthly newsletter. 

Export Development Canada (EDC) provides: trade 
knowledge, financial solutions and accounts receivables 
insurance. Newsletter sign up (scroll down).

Export Navigator newsletter covering education and trade 
events across B.C.. Newsletter sign up (scroll down).

7

https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://bcagricultureandfoodexportprogram.ca/
https://bcagricultureandfoodexportprogram.ca/
https://www.tradecommissioner.gc.ca/en/our-solutions/funding-financing-international-business/canexport-smes.html
https://exportnavigator.ca/
https://www.boardoftrade.com/training/business-development/wtc/map
https://www.boardoftrade.com/training/business-development/wtc/tap
https://www.boardoftrade.com/training/business-development/wtc/tap
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