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About this Guide

Export Guide to Germany

This guide was developed to assist B.C. agri-food
and seafood businesses by informing them about
key export topics such as the economic and
business environment; key regulatory agencies;

finding and assessing buyers; distribution channels;

German 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 Germany.

How the European Union Works

The European Union (EU) is a political and
economic partnership between 27 Member
States, which all remain sovereign independent
countries. They make joint decisions through
shared institutions: the European Parliament

(EP) which is directly elected by EU citizens,

the European Council and the Council of the
European Union which both represent the national
governments. The Member States delegate

some of their decision-making powers to these
institutions to take decisions on matters of joint
interest at EU level. Note that the euro, launched

in 1999, is the official currency of 21 EU countries
including Germany. The countries using the
currency are formally called the euro area, and also
called the Eurozone.

®
Guide Tip

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

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.
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Introductionto the
German Market

Welcome to Germany

Germany's development as a nation includes several key
turning points, from its early recognition as a distinct region
in 962 CE to the reunification of East and West Germany in
October 1990, which created the modern Federal Republic
of Germany. It is the seventh largest country in Europe

by area and shares borders with nine nations, including

the Netherlands, Poland, France, and Switzerland. Berlin,
the capital, has nearly four million residents, which is the
highest population within city limits of any city in the EU.

POLITICAL

Germany is a stable, rules-based parliamentary
democracy with predictable policymaking and
strong institutional continuity.

ECONOMIC

After several years of weak performance,
Germany faces a slow recovery, with EU forecasts
projecting around 1.2% GDP growth in 2026, but
remains the largest economy in the EU.

SOCIAL

Consumers show strong preferences for quality,
sustainability, and transparency, influencing
expectations across sectors.

TECHNOLOGICAL

Germany’s advanced food processing and
logistics systems support efficient distribution
while also setting strong expectations for
innovation and sustainability.

-
Demographic Snapshot

Population

G e OWth 0.3% growthrate

83.5M (2024

" e

Aging Population

65+ 23% of total
population

25% of Germany’s
population willbe
67+ by 2035

L

Urbanization

82% of the
population live
inurban areas

LEGAL

EU membership ensures harmonized food safety,
labelling, and traceability regulations; compliance
is strict but predictable under the CETA (Canada-
European Union Comprehensive Economic and
Trade Agreement) free trade agreement.

ENVIRONMENTAL

Strong national and EU sustainability priorities,
including emissions reduction, biodiversity
protection, and sustainable packaging.

Export Guide to Germany for B.C. Agriculture and Food Exporters

N

Shared
Connections

Almost 3 million Canadians have at least

some German ancestry, and the two
countries remain closely connected:
roughly 400,000 Canadians visit
Germany each year, with a similar number
of Germans travelling to Canada annually.



https://en.wikipedia.org/wiki/Berlin
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://data.worldbank.org/country/germany
https://data.worldbank.org/country/germany
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Economic Environment @ Germany’'s nominal gross domestic product (GDP)
reached US$4.7 trillion in 2024.

With more than 80 million of the world’s
wealthiest consumers, Germany is the biggest
market for food and beverages in the European . .

. . o . DPp pit 1 2024.
Union. Products identified as having good sales ®c er capita US$56,103 in 20
potential in Germany, despite not currently
being present in large quantities, include: ®

3rd largest economy in the world and largest
« High-quality beef. economy in the EU.

« Cranberries and cranberry products.

- Innovative sauces, condiments, and
confectionery products. o

Germany is the 10th largest customer of Canadian

o . , agricultural and food products.
- Products featuring “sustainable” or other

social issue-based marketing labels.

Fun FaCt Germany is the world'’s third largest importer of wine. In 2024, imports
were valued at >US$2.85 billion, with Italy, France, and Spain as the leading

suppliers with a combined market share of 79%. “New-world” wines, such as

those from British Columbia, have developed an increasingly good reputation
for quality in the German market.

21 Agri-food Imports

Germany is the world’s second largest importer Non-EU agricultural imports, 2023 in US$ billion
of consumer-oriented agricultural products (total US$69 billion) (USDA

- US$145.6 billion with >80% of these imports
originating in other EU member states. It is
important to note that once imported goods are
cleared in one EU Member State, they can move
freely throughout the EU territory. This means
products coming into Germany via another EU
member state, for example the Netherlands, must
clear customs there. No additional inspections are
carried out when crossing the border into Germany.

German consumer-oriented imports from the world
(United States Department of Agriculture (USDA))

Dairy $11,832,210,403
Food Preparations $3,010,936,243 @ Brazi($25) ® Tukey ($16)
Bread, Pastry, Cakes $3,980,341,425
Switzerland ($1.9) Chi 15
Chocolate & Cocoa $6.994.408 880 o @ China($15)
Products
Bakery Goods, @ United States ($1.7) @ UnitedKingdom ($0.8)
$6,531,776,706
Cereals, & Pasta

@ Ireland ($17)
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https://data.worldbank.org/country/germany
https://data.worldbank.org/country/germany
https://data.worldbank.org/country/germany
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-commissioner-service/market-opportunity-germany
https://data.worldbank.org/country/germany
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-commissioner-service/market-opportunity-germany
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-commissioner-service/market-opportunity-germany
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
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2.2 Market Trends

Germany remains a price-focused market, but

the share of consumers who are willing to pay for
quality is increasing. These consumers are looking
for premium quality products and are willing

to pay higher prices. It's important to note that
Germany still has some of the lowest food prices
in Europe as a result of high competition between
discounters and traditional grocery retail sale
segment.

Lifestyle
An aging population and increased health
consciousness of consumers is fuelling the

us$133.88

estimated total of retail
sales of packaged food
productsin 2024

@
@

76%

total market share of

1

demand for health and wellness products and thetop four grocers
functional food products. Thereis also a growing

share of consumers who view their purchasing

decisions as a political or life-style statement

(e.g.,non-GMO, vegetarian or vegan diet), and US$1 47_4B
they demand traceability and information about estimated in sales of
production methods. Ethnic foods, super-foods, AR AP/ packaged food products
clean label foods, “free from” products (e.g., 2 \ by 2029

gluten or lactose free), and locally grown are
further trends that attract more and more German
consumers. According to a 2024 report from the
German Federal Ministry of Food and Agriculture,
labelling is becoming more important for
consumers, especially the animal welfare label, the
organic label, and the sustainable fishing label.

Grocery landscape

The retail market's key characteristics are
consolidation, market saturation, strong
competition, and low prices. While on the shelves,
fair trade and organic products have become

Alcohol-free alternative beverages capture the more important, as Germany is the second largest
interest of German consumers who are trying to organic market in the world behind the United
live more healthily and drink mindfully. Alcoholic States. Learn more in Section 3.2.

beverages — chosen for taste, flavour, brand,
and cost —also
are part of the
German lifestyle

Online e-commerce
The total sales revenue of food and beverages
purchased online is about US$4 billion. After

) VideO significant consolidation there is one large-scale
but are impacted by player, Berlin-based startup Flink operates in over
changes in health Watch this short video 60 major cities across Europe with about 10 million

and lifestyle. on the German market customers.

from Canada’s Agri-Food
Trade Commissioner in
Dusseldorf!

The Canadian maple leaf has a very positive image!
Put it on your package and marketing materials!

Export Guide to Germany for B.C. Agriculture and Food Exporters


https://www.foodexport.org/export-insights/market-country-profiles/germany/
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.innovamarketinsights.com/trends/food-industry-in-germany-consumer-insights-and-preferences/
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-commissioner-service/market-opportunity-germany
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
https://www.trade.gov/country-commercial-guides/germany-agricultural-sector
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(Export Insights é

Under CETA, there are several origin
quotas; they mainly deal with textiles, but
fish, seafood and food products containing
sugar are also included.

\- J

2.3 Free Trade: Canada,
Germany and CETA

Two-way trade has grown significantly since

the Canada-European Union Comprehensive
Economic and Trade Agreement (CETA) was
provisionally applied in September 2017, reaching
Can$30.5 billionin 2024, representing an increase

of 41% since pre-CETA levels.

A free trade agreement (FTA) like CETA does
not change on-going EU regulatory or sanitary
requirements covered in Section 3, for example:

« Products such as meat, fruits, vegetables or
maple products for export to the EU must be
produced in a Canada Food Inspection Agency
(CFIA) federally registered establishment.

« Shipments must include an accompanying CFIA
export certificate and/or health certificate as
needed.

- Meat and meat products such as pork, beef and
pet food must be produced in an EU-approved
facility.

« Products must conform to EU food labelling
requirements. This includes meeting font size
standards, identifying genetically modified (GM)
ingredients and providing relevant nutrition
information.

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

Canada’s top merchandise exports to Germany
in 2024 included machinery and equipment,
mineral fuels and oils, mineral ores, inorganic
chemicals and precious stones and metals.

Export Guide to Germany for B.C. Agriculture and Food Exporters

Essential Insights:

Advice from B.C.'s Trade and Investment

Representative (TIR) in Europe

- Germans generally expect fast and decisive
follow-up, while Canadians tend to take longer to
respond. Often too long, which will basically end
the opportunity.

Working with an EU-registered importer is
essential. Once you have one, you can sell
throughout the EU by adapting your label to local
requirements.

A multi-language label is completely acceptable.
For example, if you use French, Spanish and
German, you're ready to sell in three large
markets!

Smaller markets like the Netherlands and Belgium
are an excellent gateway into larger and more
complex markets like Germany. Once you've
proven yourself in the EU — you can go anywhere
in the 27 EU countries!

If your product gets on the shelf, but doesn't sell,
it will be removed after 6 weeks. Getting on the
shelf isn't the end of it, you need to work together
with the retailers to promote the product!

Be sure to visit Taste of Canadal! It provides
information on Canada's agricultural industry,
promotes Canadian provinces and territories,
typical Canadian products and Canadian cuisine
overall. It is a great information platform for B2B
and B2C clients in Germany and the German
speaking regions of Austria and Switzerland.

Working with B.C.’s Trade and Investment
Representative network

Trade and Invest BC has 24 international trade
and investment offices around the world to help
facilitate trade and other opportunities. They are a
key source of buyer introductions, cultural advice
and market information. After your initial research
confirms Germany might be a good export market,
contact the B.C. based team to discuss next steps:

international@gov.bc.ca



https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng
https://www.international.gc.ca/controls-controles/prod/ceta-faq-aecg.aspx?lang=eng
https://www.tasteofcanada.de/en
https://www.britishcolumbia.ca/for-bc-businesses/
mailto:international%40gov.bc.ca?subject=
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What Germany buys from Canada

\ A @
N> | 3gth®®

supplier of fish and
seafood products
$6.8B

%Gth

Largest
Largest
Merchandise

representing a 0.3% market value share at tradin rtner
US$18.7 million (1.3 thousand tonnes) in 2022

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

Value of Exports (Can$)

Commodity Detail
2023

Cannabis products $3,520 $1,354,293 $1,946,515 $2,167,594 $31,387,406
2 Modified starches $2,340,111 $5,153,007 $2,967,337 $10,966,276 $6,515,034
3 Pharmaceutical $304,307 $408,604 $3,817,518 $3,631,868
products
4 Fruit syrups $780,144 $1,433,402 $1,5688,076 $1,844,586
5 Cherries, ne.s.* $141,343 $581,232 $335,844 $99,277 $3,170,753
6 Coffee $1,365,140 $1,029,401 $563,544 $604,857
7 Other juices $560,836 $221,734 $626,977 $415,402 $205,403
8 Sablefish $556,414 $793,299 $690,044 $462,277 $43,856
9 Mushrooms $406,678 $518,633 $34,379 $671,211 $179,234
10 Sea urchin $277.491 $207,516 $202,007 $663,251 $321,154
Other leading agri-food exports from B.C.
13 Cranberry juice $233172 $63,782 $711,309
15 Blueberries, frozen $733,143 $115,363
16 Other fruit and nuts, $597,262 $42,576 $199,032
frozen
19 Cheese $16,086 $68,736 $264,978 $323,209
20 Soups and broths $122,.462 $507,945

Export Guide to Germany for B.C. Agriculture and Food Exporters

*n.e.s.: not elsewhere specified



https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng#a2
https://www.international.gc.ca/country-pays/germany-allemagne/relations.aspx?lang=eng#a2
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Market Readiness

The EU is a patchwork of cultures with different
preferences especially when it comes to taste,
convenience, product packaging, size, and price
point of food products, so selecting the appropriate
country for your product is critical to your success.
Learn more: Exporting agri-food products to the
European Union.

Keep Learning

Check out these how-to guides from B.C.'s
Ministry of Agriculture and Food

« How to Navigate Export Market
Regulations and Requirements

« How to Conduct and Use Market
Research for Exporting

Does your product fit Your first step is to conduct preliminary research to determine
whether there is a viable market for your products in Germany.

the German market? Begin by assessing how well your product aligns with
consumer preferences and lifestyle trends.

Initial research should include:

« Size of the market — how many potential
buyers can you find?

« Consumption trends — is the German
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 CETA?

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

« How much is spent annually on products
like yours?

Export Guide to Germany for B.C. Agriculture and Food Exporters

If you think Germany 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 German store shelves.

Learn about
exporting food
from Canada:

Exporting food, plants
or animals



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://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business#CETA
https://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business#CETA
https://inspection.canada.ca/en/exporting-food-plants-animals
https://inspection.canada.ca/en/exporting-food-plants-animals
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The German market offers opportunities for B.C. exporters, but success depends on meeting the EU’s
regulatory framework. Exporters must navigate food safety controls, product specific certifications, and
detailed labelling and packaging rules. The table below highlights a few important compliance topics.

Inspection and Animals, animal products, plants and plant parts for export to the EU are subject to sanitary
certification and phytosanitary inspection and certification as required.

requirements
q For live animals and products of animal origin, the processing plant must be approved for

export to the EU. Approved EU food establishments are listed here.

Inspection at the EU entry point includes an administrative step where documents are
scrutinized and verified including health certificates, invoices and bill of lading.

Some fishery products require a catch certificate.

Shipments of wine over 100 litres require a certificate of analysis made by an accredited

laboratory.
Additional Some European countries, retailers or manufacturers may impose additional requirements,
food safety e.g., BRC (British Retail Consortium), HACCP (Hazard Analysis Critical Control Point), SQF
certifications (Safe Quality food).
Commodities In general, GMO commodities or products made with GMOs are not allowed in the EU unless

they have been approved by the EU. Approved varieties are listed in a database. Different
rules apply for food versus feed use.

Ingredients If a product has not been imported or traded in the EU before 1997, it may be considered a
"Novel Food". There are two sources of information about novel foods: the EU list of [approved]
novel foods provided by Regulation 2017/2470, and the Novel Food Catalogue, whichis a
non-exhaustive list and serves as orientation on whether a product will need an authorisation
under the Novel Food Regulation.

Additives Food additives have a broader definition and are more regulated in the EU than in Canada.
They can be either approved or prohibited, with or without a maximum level. The relevant
regulationis EU Regulation 1333/2008.

Labelling EU law specifies that all food and drink packaging needs to be "fully understandable” to the
end consumer. Nutritional information, use-by date, ingredient lists, etc. must appear in the
language of the country in which the product will be sold. Resources: EU Food labelling
legislation and specific rules on organic production, labelling and control.

Exporters looking at multiple markets may want to consider multi-lingual packaging to take
advantage of economies of scale when printing.

Requirements differ slightly depending if the product is destined for B2B sales or retail.

Packaging Bisphenol A in food contact materials is banned in the EU as of January 20, 2025, with a
phase-in period of one to three years depending on the product. More information is available
in this USDA report: European Union Bans Bisphenol A in Food Contact Materials.

If companies are really specialized, they should think about smaller
more specialized shows, like for ingredients or organic products. 3
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https://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business#CETA
https://food.ec.europa.eu/safety/biological-safety/food-hygiene/approved-eu-food-establishments_en
https://ec.europa.eu/food/plant/gmo/eu_register_en
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A02017R2470-20200827
https://ec.europa.eu/food/safety/novel_food/catalogue_en
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A02008R1333-20201223
https://eur-lex.europa.eu/summary/chapter/3010.html?collapse=30100301#arrow_30100301
https://eur-lex.europa.eu/summary/chapter/3010.html?collapse=30100301#arrow_30100301
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=legissum%3A4369553
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=European%20Union%20Bans%20Bisphenol%20A%20in%20Food%20Contact%20Materials_Brussels%20USEU_European%20Union_E42025-0004.pdf

e Germany

3.1 Food Import Agencies

“Importers represent the first link in the domestic
sales chain and are consequently responsible for the
compliance of imported products to national and EU
regulations." (USDA) Although Germany is a member
of the EU and generally follows EU directives and
regulations, including those relating to the importation
of food products, this 2024 U.S. report provides

an overview of food laws in force in Germany that
cover areas which are not yet harmonized in the

EU. Additional resource: Information on EU entry
conditions.

Major regulatory agencies in Germany

« Federal Ministry of Agriculture, Food & Regional
Identity (BMLEH) is responsible for agricultural
policy, food safety, and nutrition.

- Federal Office of Consumer Protection and Food
Safety (BVL) includes divisions responsible for the
registration and approval of biotech products and
novel foods. Email: poststelle@bvl.bund.de

 Federal Office for Agriculture & Food (BLE) is the
authority responsible for organic import rules.

3.2 Market Requirements
and Import Documentation

Take time to learn about the processes and
documents required for shipping food to the EU.
The CFIA and Canada's Trade Commissioner
Service (TCS) will be important resources in
getting ready to export to Germany. Start your
reading here! Step-by-step guide for businesses
using CETA.

The Trade Control and Expert System New
Technology (TRACES NT), is an online portal to
request export certificates. To take advantage of
reduced or possibly 0% duty rates under CETA,
you'll need to meet and declare Certification of
Origin requirements.
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Organic equivalency

Yes! The EU and Canada have an organic
equivalency arrangement (EUCOEA)

The European Union and Canada recognize

each others' organic production rules and control
systems as equivalent under their respective rules.
This equivalence arrangement means that organic
products certified to Canadian or EU organic
standards may be sold and labelled as organic in
both Canada and the EU, eliminating the need for
dual certification.

However, the EU introduced a new organic
regulation in January 2022, which requires the EU
to shift from informal “equivalency arrangements”
to formal, legally binding bilateral agreements with
third countries. Canada and the EU are currently
working toward such a legally binding agreement.

Food labelling

Canadian labels will need to be altered in order

to comply with European requirements. Typical
changes include modifications to the ingredient list,
and inclusion of a best before date, batch number,
nutritional table and the importer’'s name and
address.

Nutri-Score image from the German Federal Ministry of
Agriculture, Food and Regional Identity.

- »ﬁ
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"A five-colour scale with letter ratings from
“A” to “E” indicates the overall score for the
nutritional value of a product as per the
Nutri-Score labelling system."


https://www.tradecommissioner.gc.ca/en/market-industry-info/free-trade-agreements/canada-european-union-comprehensive-economic-trade-agreement/step-by-step-guide.html
https://www.tradecommissioner.gc.ca/en/market-industry-info/free-trade-agreements/canada-european-union-comprehensive-economic-trade-agreement/step-by-step-guide.html
https://inspection.canada.ca/exporting-food-plants-or-animals/exporting-food-and-animal-products-to-the-european/eng/1627578090394/1627578090779
https://inspection.canada.ca/exporting-food-plants-or-animals/exporting-food-and-animal-products-to-the-european/eng/1627578090394/1627578090779
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Berlin_Germany_GM2024-0001.pdf
https://food.ec.europa.eu/horizontal-topics/international-affairs/eu-entry-conditions_en
https://food.ec.europa.eu/horizontal-topics/international-affairs/eu-entry-conditions_en
https://www.bmel.de/EN/Home/home_node.html
https://www.bmel.de/EN/Home/home_node.html
https://www.bmel.de/EN/Home/home_node.html
https://www.bmel.de/EN/Home/home_node.html
mailto:poststelle%40bvl.bund.de?subject=
http://www.ble.de/EN/Home/home_node.html
https://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements/eucoea-overview
https://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements/eucoea-overview
https://www.bmleh.de/EN/topics/food-and-nutrition/food-labelling/extended-nutritional-labelling-system-nutri-score.html
https://www.bmleh.de/EN/topics/food-and-nutrition/food-labelling/extended-nutritional-labelling-system-nutri-score.html
https://www.bmleh.de/EN/topics/food-and-nutrition/food-labelling/extended-nutritional-labelling-system-nutri-score.html
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Label assistance

Use the EU's Food Labelling Information System (FLIS) tool to gain information on labelling requirements.

~

g
(4

— European @ EN

= Commission

Search | Q

Food, Farming, Fisheries
Food Labelling Information System

Home > Food Safety > Labelling and nutrition > Food Labelling Information System (FLIS) > Language

1. European Union | 2. Language

~/ European Union

Select language

k Next step > )

Key Steps for Exporting from Canada to Germany:

Confirm your Harmonized System (HS) code and preferential treatment under CETA:
» Canada Tariff Finder.
« EU Access2Markets.

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.
« Isan Export Control Plan (ECP) required for export?

Understand Canada Border Services Agency (CBSA) export regulations:
* Exporters' guide to reporting.
» The Canadian Export Reporting System (CERS) Portal.

Review packaging and labelling requirements carefully — work with your importer!
* EU Labelling and packaging.
* EU Food Safety - Labelling and nutrition.
* Rules for Packaging and Packaging Waste Reduction.
* Nutrition and Health Claims - Food Safety - European Commission.

Confirm list of documents required for export from Canada and import into Germany, e.g.:
« CETA origin declaration on an invoice or other commercial document with required wording.
 Phytosanitary Certificate and/or Health Certificate.

» Export certificates through TRACES NT.

Export Guide to Germany for B.C. Agriculture and Food Exporters


https://ec.europa.eu/food/safety/labelling_nutrition/labelling_legislation_en/food_labelling_information_system/start/#/
https://www.tariffinder.ca/en/getStarted
https://trade.ec.europa.eu/access-to-markets/en/home
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#eu
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://trade.ec.europa.eu/access-to-markets/en/content/labelling-and-packaging
https://food.ec.europa.eu/food-safety/labelling-and-nutrition_en
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=European%20Union%20Finalizes%20New%20Rules%20for%20Packaging%20and%20Packaging%20Waste%20Reduction_Brussels%20USEU_European%20Union_E42024-0012.pdf
https://food.ec.europa.eu/food-safety/labelling-and-nutrition/nutrition-and-health-claims_en
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/P1.aspx?lang=eng#2
https://webgate.ec.europa.eu/tracesnt/login
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Logistics

41The 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 an 8,000 km journey to Berlin!
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 publishes a Step-by-Step
Guide to Exporting which discusses shippers and
shippingin 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 the EU 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.

Estimated ocean transit times (Canada - Europe)

Route Average Sailing Time

Halifax - Western Europe 8-12 days
Montreal - Western 1015 days
Europe
Vancouver - Europe (via 28-38 days
Panama)
Halifax - Mediterranean 13-18 days
Montreal - Mediterranean 15-22 days
\_ Y .
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Be well prepared!

Have your calculations,
documentation, flyers -
ideally in German - and
shipping quotes ready.

4.2 Shipping Tips

« Check pallet requirements:

« European retailers may prefer to receive
returnable pallets or crates. These can be
rented from companies like CHEP or IPP.

- Most European retailers would accept both
Euro (100 x 80 cm) or block pallet (100 x 120
cm) configurations.

« Do your pallets require documentation, e.g., a
heat treatment certificate?

- If you are shipping directly to your customersiin
one or more markets, consider a storage hub

in a strategic geographical area and contract a
Logistic Service Provider (LSP) to provide storage

and distribution services.

- German buyers value supply reliability, so it's a
good idea to re-confirm documents, packaging
requirements and build in extra time for freight
variability.

Shipping Samples
Sending product samples can be costly and

time-consuming, and in many cases it may be just as
economical, and far more effective, to visit Germany,
meet buyers in person, and taste samples together.

Face-to-face meetings help build rapport, convey
your story, and signal commitment to the market.
If you do send samples, treat them as a formal
shipment, as full customs documentation and EU
labelling requirements likely apply.
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https://www.chep.com/ca/fr-ca/consumer-goods/platforms/pallets
https://ipplogipalpoolingpartnersinternation.site-solocal.com/
https://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business
https://inspection.canada.ca/en/plant-health/invasive-pests-and-plants/directives/date-originally-issued/13-01
https://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business#CETA
https://agriculture.canada.ca/en/international-trade/market-intelligence/europe-and-eu/exporting-your-agri-food-european-union/exporting-agri-food-products-european-union-guide-canadian-business#CETA
https://metropolitanlogistics.ca/blog/cargo-ship-from-canada-to-europe/
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://www.edc.ca/en/tool/inlist.html
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Money Matters

51 Pricing

Once you've completed your initial market research
and believe your products could be a good fit, the
next step is to assess your pricing. This stepis
especially important for a price-sensitive market
like Germany. 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 EU and German regulatory
requirements. Together, these factors will help you
answer the question: “Can | export to Germany,
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 productinto a
buyer's hands in Germany.

Export costs may include:
- Packaging modifications, e.g., smaller size.

« Product modifications, e.g., new flavour.
- Labtesting and regulatory approval.

- Import registration and labelling.

- Import tariffs 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?

« Whatis your budget for samples, advertising and
promotional activities?

- Is exclusivity available for certain products,
channels or geographic regions?

+ What level of in-market presence (trade shows,
buyer meetings, relationship building) can you
and your team commit to each year?

Export Guide to Germany for B.C. Agriculture and Food Exporters

Currency

The euro (€) is the official

currency of 21 of the
27 EU countries which
together constitute the
euro area, also known as
the Eurozone.

LLearn more about
international payments, pricing
and market entry

+ International payments

« EDC’s trade credit insurance

+ How to determine the right retail price
« Exportreadiness planning guide

\ J

Taxes

- Evenif goods are duty-free under CETA
Germany has a Value Added Tax (VAT).

« The Access2Market portal also helps identify
market taxes and the corresponding VAT.

- Understanding international sales tax.

5.2 Payments

- 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?
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https://europa.eu/youreurope/business/taxation/vat/vat-rules-rates/index_en.htm
https://trade.ec.europa.eu/access-to-markets/en/home
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
https://european-union.europa.eu/institutions-law-budget/euro/countries-using-euro_en
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Selling to Germany

‘ ‘ . . ) Germany, Switzerland, and Austria share cultural
Pﬂce IS a \/ery |mportant tastes and linked distribution systems, which
means consumer food trends often move easily

faCth for German bUyerS, across all three markets. Because high quality
but |’[’S Not a|WayS ’[he On|y products are widely available —and often at

. very low prices—exporters face strong price
faCtOr, aﬂd IS genera”y competition, and many Swiss consumers even

i cross the border to shop in Germany. At the same

more a ,,Case Of M time, nearby processors such as Poland play a
mone y , , major role in supplying the region, further shaping

the competitive landscape.

Germany is a promising market for companies
prepared to invest the time and resources needed
to build strong commercial relationships. New:
products may require 12 to 18 months of testing
and buyer feedback before their market potential
is clear.

Finding buyers

Purchasing by German food retailers is fragmented
and competitive. Most food retailers would rather
buy from central distributors that are specialized
by product or country of origin. The good news

is that specialized importers have an in-depth

knowledge of import requirements, labelling,
and packaging. They also typically oversee Germany's top food retailers by sales in 2025 (USDA)

shipping, customs clearance, warehousing, and

distribution; and before signing an agreement, 1. Edeka/Netto 6. Rossmann
ensure you explicitly set out roles, expectations,

costs and responsibilities. For example, will they 2. Rewe/Penny /. Bartels-Langness
buy the goods, take ownership, be responsible for 3.Schwarz (Lidl/Kaufland) | 8.Globus
warehousing and marketing and sell with a mark-

up, or will they act as a representative in exchange 4. AldiNorth/South 9. Metro

for sales commission? 5 dm 10. Transgourmet

Exporter Tips for Success

« Trade shows validate your market - Have a mock-up of your label in other
research and help you understand how languages. It doesn’t have to be market-
your product will fit (or not!) ready, but it will help them “see” the

Marketing is important and often the product on their store shelves.

responsibility of the exporter; you It is an effort to get ready for the EU and
must set funds aside to work with your to get into the market, but once you're
German partners on marketing. there — that's a big asset — your product
can just drive over the border into

Even though most buyers will speak
another EU country!

English, having your materials already
translated into German is another way
to differentiate yourselves; it shows that
you took the extra effort.
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https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Berlin_Germany_GM2025-0013.pdf
https://www.trade.gov/country-commercial-guides/germany-market-entry-strategy
https://www.trade.gov/country-commercial-guides/germany-market-entry-strategy
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6.1 Attending Trade Shows

The combination of large crowds and international reach
makes German trade shows an especially effective sales
strategy. There are several major international shows for agri-
foods, and they play a key role in presenting new products and
making contacts across the EU.

« ANUGA - The world’s leading food trade fair for the retail,
foodservice, and catering sectors, held every two years in
Cologne.

+ ISM - From 2027 onwards, ISM will unite all sections of
the international sweets and snacks industry under one
umbrella brand.

« FRUIT LOGISTICA - The leading show for fruit and
vegetables, dried fruits, and nuts held annually in Berlin.

« BIOFACH - The leading European trade show for organic
food and non-food products. It is held on an annual basis in
Nuremberg.

« Interzoo — The world's leading pet industry exhibition, held
every two years in Nuremberg.

Agriculture and Agri-Food Canada (AAFC) provides global
food show information throughits Trade Show Service and
supports participation via the Canada Pavilion Program.

Travelling to Germany—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.

Major Food
Shopping Holidays

Christmas: Germany’s largest food shopping
period, with strong demand for baking ingredients,
confectionery, meats, and seasonal specialties.

New Year’s: Heavy pre-holiday purchasing of party
foods, beverages, and traditional New Year’s items.

Karneval/Fasching (February-March):
Celebrations that boost demand for sweets, baked
goods, and party foods.

Easter (varies): High demand for sweets,
confectionery, and chocolate.

Summer Grilling Season (June-August): A surge
in meat, beverages, and convenience foods, similar
to seasonal patterns in B.C.

Export Guide to Germany for B.C. Agriculture and Food Exporters

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,
productissues, 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?

\.

Get Trade Show Ready

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.

Funding for Trade
Shows and In-Market
Promotion

* BC Agriculture and Food Export
Program

* AAFC's AgriMarketing Market
Diversification Program
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https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service/anuga
https://www.ism-cologne.com/
https://www.fruitlogistica.com/en
https://www.biofach.de/en
https://www.interzoo.com/en
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://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
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6.2 Marketing

German buyers tend to make decisions based
on solid information, not impulse, so they compare
products carefully. Reviews, expert opinions,

and trusted third-party recommendations

carry significant weight. This gives B.C. food

and beverage companies the opportunity to

share detailed information about ingredients,
production methods, and the story behind the
brand. Sustainability and ethical sourcing resonate
strongly in Germany, so highlighting these elements
is an advantage.

Even though English is widely spoken in business
settings, marketing materials perform better when
translated into German. It signals professionalism,
is easier for buyers to understand, and shows
commitment to the market.

Promotional Resources

« 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.

6.3 Building Relationships

Strong relationships with major commercial
buyers—and the individual category buyers who
make decisions—are essential for getting your
product in front of the right people. The B.C. and
Canadian on-the-ground trade teams can support
you in making these contacts!

Trade shows are more than a sales trip - they help
validate your market research and demonstrate
how well your product aligns with local
preferences. They also give buyers a low-risk way
to experience your offering firsthand.

Export Guide to Germany for B.C. Agriculture and Food Exporters
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Digital Landscape

Germany’s digital environment is shaped
by strict privacy expectations, strong
professional platforms, and a cautious
approach to social media engagement.
GDPR compliance, which pertains to the
collection and use of personal data, is
central to all digital marketing activity,
influencing how companies handle email
outreach, cookies, analytics, and customer
data.

Social media behaviour in Germany differs
from North America. Overall engagement
rates tend to be lower, and platform
preferences vary: LinkedIn and Xing
dominate B2B communications, while
Instagram performs well for food and
consumer brands. Facebook plays a smaller
role than in Canada, whereas TikTok has a
strong influence among younger consumers
(Gen Z), shaping trends and purchasing
decisions.

German buyers expect professional,
information rich websites with clear
product specifications, downloadable
documentation, and German language
content.

£€
Germans are a bit more

formal than Canadians,
and they expect fast
turn-around times for
enquiries! 99

Using interpreters

Many German business professionals —especially
in retail buying, food import, logistics, and
international trade —speak excellent English.
However, a translator becomes valuable when
you're negotiating contracts, regulatory details or
working with regional partners who may be less
comfortable in English.


https://www.dhl.com/discover/en-ca/ship-with-dhl/shipping-guides-by-country/country-guide-germany
https://www.dhl.com/discover/en-ca/ship-with-dhl/shipping-guides-by-country/country-guide-germany
https://www.tradecommissioner.gc.ca/en/market-industry-info/search-country-region/region/canada-europe-export/eu-general-data-protection-regulation.html
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/

-

/4

Communications

Germans value direct, honest communication,
and feedback can sound blunt because clarity

is preferred over diplomacy. Personal rapport is
secondary to professionalism and demonstrated
expertise.

Social and Business
Etiquette

German business culture is formal,
structured, and highly detail-oriented,
which shapes how exporters should
prepare for meetings, negotiations,
and long-term partnerships. German
counterparts value efficiency, clarity,
and reliability, and they expect well-
substantiated proposals supported
by data, certifications, and precise
documentation.

» Punctuality and preparation: Meetings
start exactly on time and follow a clear
agenda. Exporters should arrive fully
prepared.

Structured decision-making: Decisions
are deliberate and based on thorough
analysis. Expect longer timelines but
strong commitment once agreements
are made.

Respect for rules and expertise:
Hierarchies exist, but authority is

tied to knowledge. Demonstrating
regulatory understanding, e.g., EU food
standards, builds credibility.

Precision in commitments:
Exaggeration or vague promises
undermine trust. Germans value
reliability and documented
agreements.

Follow-up: Respond to inquiries in

a timely manner. In Germany, even

a “no” is appreciated if a product is
unavailable - remember to follow-up
when it is available again.

Export Guide to Germany for B.C. Agriculture and Food Exporters
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Treat your digital

presence as part
of the trust building
process—German
buyers expect
thoroughness and
professionalism online. 73

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.

Contracts need to include this information
and more:
- Legaljurisdiction, 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.

Legal Tip

Learn about

protecting your IP
outside of Canada



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
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
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Export Supportand Resources

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.ch.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).

( )
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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.
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https://agriculture.canada.ca/en/international-trade
mailto:aafc.bc.info.cb.aac%40agr.gc.ca%20?subject=
https://public-can.mkt.dynamics.com/api/orgs/5b3b27f5-bf14-ed11-90e2-002248ad8084/r/KsI5Dn2BpECRYXqk0zAAABsAAAA?msdynmkt_target=%7B%22TargetUrl%22%3A%22https%253A%252F%252Fagriculture.canada.ca%252Fen%252Finternational-trade%252Fsingle-window-contact-agri-food-trade-services%2523msdynmkt_trackingcontext%253D01d4747c-3893-411f-91ba-92ed663e457c%22%2C%22RedirectOptions%22%3A%7B%225%22%3Anull%2C%220%22%3Anull%7D%7D&msdynmkt_digest=Kpq%2Ft5wLAQG4JkoUyEwxyDUlWnDpXw0LFf5Ha4xOGcY%3D&msdynmkt_secretVersion=ec6760509d48401b8df9faefc2ceb5a9
http://gov.bc.ca/agrifoodexportreadiness
https://www.britishcolumbia.ca/for-bc-businesses/
https://www.bdc.ca/en
https://www.bdc.ca/en/articles-tools/marketing-sales-export/export
https://www.tradecommissioner.gc.ca/index.aspx?lang=eng
https://www.tradecommissioner.gc.ca/en/about-us/success-stories/expand-new-markets-tools-support-canadian-exporters.html?utm_campaign=gac-amc-tcssdc-content-article-trade-diversification-toolkit-25-26&utm_medium=email&utm_source=mytcs&utm_content=explore-2026-03-26-en
https://www.tradecommissioner.gc.ca/guides/exporter-exportateurs/exporting-guide-exportation.aspx?lang=eng&_ga=2.134929650.223385560.1611759373-1015975137.1605862086
https://www.tradecommissioner.gc.ca/guides/exporter-exportateurs/exporting-guide-exportation.aspx?lang=eng&_ga=2.134929650.223385560.1611759373-1015975137.1605862086
https://inspection.canada.ca/en
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/step-step-guide
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/general-requirements
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports
https://inspection.canada.ca/en/exporting-food-plants-animals/plant-exports
https://inspection.canada.ca/en/food-safety-industry/toolkit-food-businesses/exporting-food
https://inspection.canada.ca/en/food-safety-industry/toolkit-food-businesses/exporting-food
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/certification
https://www.cbsa-asfc.gc.ca/services/export/guide-eng.html
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
https://agriculture.canada.ca/en/international-trade/reports-and-guides
https://agriculture.canada.ca/en/international-trade/reports-and-guides
https://www.intracen.org/resources
https://www.trademap.org/Index.aspx
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www.statcan.gc.ca/en/subjects-start/international_trade
https://www150.statcan.gc.ca/n1/en/subjects/international_trade
https://www.tradecommissioner.gc.ca/index.aspx?lang=eng
https://ised-isde.canada.ca/site/trade-data-online/en
mailto:infoservice%40agr.gc.ca?subject=
mailto:mailto:aafc.bc.info.cb.aac%40agr.gc.ca?subject=
https://www.britishcolumbia.ca/subscribe/
https://www.edc.ca/
https://www.edc.ca/
https://exportnavigator.ca/
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