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

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; Mexican 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 Mexico.

Export Guide to the United 
Mexican States, commonly 
known as Mexico

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.
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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.

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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Population 
growth

0.9% growth (2023)

130.86 million

Population by age 

Urbanization

 15-64 (68.3%)
65+ (6%)

In 2023, 79.75% 
of Mexicans lived 
in urban areas

Mexico, established as an independent nation in 1821, is 
a federal republic made up of 31 states plus Mexico City, 
the national capital. Mexico City—one of the world’s 
largest urban centers—has an estimated population of 
about 9.3 million within the city limits. Located in southern 
North America, Mexico borders the United States to the 
north and Guatemala and Belize to the southeast, with 
coastlines on the Pacific Ocean to the west and the Gulf 
of Mexico and Caribbean Sea to the east. This strategic 
position connects North America with Central and 
Latin America, supporting a diverse, globally integrated 
economy and making Mexico a key hub for regional trade 
and manufacturing.

Welcome to Mexico

Introduction to the 
Mexican Market

Canada is Mexico's second largest 
source of visitors, with over 2.8 
million Canadians travelling to 
Mexico in 2025.

Shared 
Connections
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Mexico is a stable federal presidential republic 
with established legislative institutions and strong 
trade ties with the United States and Canada.
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IC Mexico is one of Latin America’s major economic 
powers, supported by a diverse industrial base, 
large service sector, and significant natural 
resources.

S S
O

C
IA

L

Broader social dynamics—such as high levels 
of urbanization, a growing middle class, and 
ongoing shifts in household income—shape 
consumption patterns, including greater emphasis 
on convenience, affordability, and health oriented 
choices.
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Expansion of digital infrastructure and adoption 
of new technologies continues to strengthen 
competitiveness and create opportunities in 
Mexico.
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Mexico operates under a federal legal system with 
trade and investment rules aligned to international 
frameworks, but it can be complex as regulatory 
requirements can be enforced at both federal and 
state levels.
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Mexico’s varied terrain can create logistical risks 
when transporting products. Environmental rules 
are also tightening, particularly for sectors linked 
to natural resources, energy, and emissions.

Demographic Snapshot

https://www.international.gc.ca/country-pays/mexico-mexique/relations.aspx?lang=eng
https://www.international.gc.ca/country-pays/mexico-mexique/relations.aspx?lang=eng
https://data.worldbank.org/?locations=MX-US-CA
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Economic Environment

2.1 Agri-food Imports

Gross domestic product (GDP) current: US$1.86 trillion 
(2024)

GDP per capita: US$14,158.80

GDP growth annual: 1.4%

Top 10 growth products in Mexico, 2024 
(United States Department of Agriculture (USDA))

Product Category

1. Corn 6. Poultry Meat & Product

2. Pork & Pork Products 7. Beef & Beef Product

3. Essential Oils 8. Soybeans

4. Dairy Products 9. Sugar & Sweetners

5. Forest Products 10. Soup & Other Food Prep

U.S. consumer-oriented products exports to Mexico, 5-year growth by value (US$) (USDA)

Commodity Group
Growth in Mexico 
Imports (by value) 

2022-2024

Mexico Imports from 
the U.S. Value 2024 

(US$)
Main Competitors in 2024

1 Chewing Gum and Candy 156% $119 million China, Guatemala

2 Dog & Cat Food 134% $236 million France, Spain

3 Pork & Pork Products 108% $3 billion Canada, Brazil

4 Chocolate & Cocoa Products 106% $335 million Canada, Malaysia

5 Processed Vegetables 89% $644 million Canada, Belgium

Commodity Group 2021 2022 2023 2024
CAGR* % 

2020-2024
Market Share 

% in 2024

Total - world imports $45,572.30 $57,166.60 $59,402.60 $63,529.00 15.2 100

1 United States $31,042.90 $21,792.60 $22,712.00 $31,641.60 5.3 49.8

2 Brazil $1,405.30 $739.30 $1,459.40 $2,260.30 24.4 3.6

3 Canada $3,270.80 $2,255.60 $1,723.10 $2,219.90 −0.9 3.5

4 China $981.60 $723.60 $781.40 $1,253.30 14 2

5 Spain $676.80 $597.60 $528.20 $920.30 13.7 1.4

•	 “Mexico has mostly been a net importer of agri-
food over the last three decades, as production 
of high-value export crops, like avocados, 
tomatoes and berries, outpaces staple food 
for domestic consumption. Mexico imports 
significant amounts of meat, yellow corn and 
oilseeds products” (Export Development 
Canada (EDC))

•	 The most important imports from Canada 
were fresh and chilled hams (18.56%), colza oil 
(12.18%), fresh or chilled bovine meat (9.60%), 
prepared or preserved potatoes (6.92%), and 
waffles and wafers (5.38%). 

From an economic perspective, Mexico is a 
country of great contrasts and complexities 
in regional, sectoral and social development 
which tend to influence access to health, 
education and welfare. 

The following chart shows fast-growing exports to Mexico from the US, highlighting areas of strong demand. 
This points to similar growth opportunities for Canadian exporters looking to the Mexican market.

Top 5 global suppliers of agri-food and seafood products to Mexico (Can$ million), historical (Agriculture and Agri-Food Canada (AAFC))

*CAGR: Compound Annual Growth Rate

https://data.worldbank.org/?locations=MX-US-CA
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://www.edc.ca/en/trade-matters/canada-mexico-agrifood.html
https://www.edc.ca/en/trade-matters/canada-mexico-agrifood.html
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-canadas-trade-performance-latin-american-and-caribbean-markets
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-canadas-trade-performance-latin-american-and-caribbean-markets
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Mexico is a price-sensitive market, with food 
consumption aligning with income and social class. 
Generally, the food and beverage market is divided 
into two segments: high-end consumers willing to 
pay for premium, usually imported, quality products, 
and regular consumers principally buying based on 
price.

Lifestyle
"With a median age of 30 in 2025, Mexico’s youthful 
population is digitally engaged, brand-curious, 
and increasingly health-conscious, key traits that 
shape food preferences. Mexican households 
average 3.43 members and 2.25 income earners. 
Multi-generational living and value-seeking 
behaviors drive demand for family-sized goods and 
affordable, high-quality brands." (USDA)

Mexico’s evolving lifestyle trends are driving 
demand for a broader variety of food and beverage 
products, supported by population growth, 
urbanization, and rising disposable income. At 
the same time, a combination of food culture, 
availability, and pricing has contributed to Mexico 
having one of the world’s highest obesity rates. As 
a result, achieving "a healthy lifestyle is now a main 
goal for many Mexican customers; however, health 
and wellness continues to be a niche market, most 
often limited to higher income consumers. The 
fact that many of these premium products are not 
yet being manufactured in Mexico, makes this an 
attractive segment for imports." (AAFC)

Retail sales of health and wellness packaged foods 
and beverages reached approximately US$33.8 
billion ,  led by fortified/functional (30.4%), dietary 
and free from (27.5%), and better-for-you products 
(18.5%). Popular claims in 2023 include natural 
cooking ingredients, good source of vitamins and 
gluten free staple foods and snacks. Consumers 
across income levels increasingly view nutritionally 
superior items as good value for money. 

2.2 Market Trends 

Understanding consumer preferences 
can help exporters better position their 
products in the Mexican market. Here are 
key findings from the U.S. Department of 
Agriculture's Exporter Guide Annual.

•	 Health and wellness: Fast-growing 
demand for supplements, low-sodium, 
low-sugar, plant-based, fortified foods, 
added fiber, and probiotics. Younger 
consumers will pay more for added 
health benefits.

•	 Convenience foods: Rising demand 
for frozen meals, meal kits, and ready-
to-eat products driven by dual-income 
households and urban lifestyles.

•	 Eco-conscious choices: Consumers, 
especially younger adults, prefer fresh 
foods, clean ingredients, and lower-
impact packaging.

•	 Premium and trusted brands: Higher-
income consumers are paying more 
for quality brands, specialty foods, and 
premium products across meat, dairy, 
snacks, beverages, and pet food.

•	 Pet care growth: With 70% of 
households owning pets, demand is 
strong for pet food and treats.

•	 E-commerce expansion: Social media 
and online platforms are driving product 
discovery, comparison, and purchasing.

Market and Consumer Trends

Food with health 
labelling has increased 
their sales around 85%

“
”

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s2b
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/market-overview-mexico
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/market-overview-mexico
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
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Grocery landscape
Mexico's grocery landscape  is a growing $316 
billion market (2024) experiencing a rapid shift 
toward modern, organized retail formats, private 
labels, and e-commerce. 

While traditional, small, family-owned shops and 
markets still account for over 56% of the market 
share, modern retailers like Soriana, Chedraui, 
and La Comer dominate urban areas with large, 
warehouse-style superstores.  

Major Mexican retailers are also actively expanding 
their private label offerings, presenting both a 
competitive challenge for imported branded 
products and a potential opportunity for exporters 
interested in supplying retailers directly under store 
brands.

Online e-commerce
Mexico’s food retail landscape is being reshaped 
by rapid e-commerce expansion and consumers’ 
growing demand for value, convenience, and 
premium shopping experiences. “The digital 
channel represents only about 1% of the total 
grocery market value in Mexico, but it is the fastest-
growing channel.” (McKinsey)

Growth is particularly strong in nonperishables, 
dairy, and personal-care products, supported by 
Mexico’s highly multichannel consumers, who use 
more than six purchasing channels on average and 
increasingly turn to e-commerce for convenience 
and better deals.

Key e-commerce websites for food (AAFC)

Rank by 
SKUs [1]

Packaged Food
Non-Alcoholic 

Beverages
Alcoholic Drinks Pet Food

1
Chedraui (7.3 thousand 
SKUs)

Amazon (2.1 thousand) Amazon (1.7 thousand) Maskota (10.6 thousand)

2
La Comer en Tu Casa (6.9 
thousand)

Chedraui (1.6 thousand) Chedraui (1.5 thousand) Amazon (9.6 thousand)

3
Walmart (6.3 thousand) La Comer en Tu Casa (1.5 

thousand)
La Comer en Tu Casa (1.0 
thousand)

Mercado Libre (1.6 
thousand)

4
H-E-B (4.7 thousand) Walmart (1.3 thousand) El Palacio de Hierro (0.9 

thousand)
Walmart (0.3 thousand)

5
Amazon (4.5 thousand) Superama (0.8 thousand) Linio (0.8 thousand) La Comer en Tu Casa (0.3 

thousand)

1: SKU data comes from Euromonitor International's proprietary Via data extraction tool, and was extracted in March 2021

E-commerce 
continues to expand, 
particularly in urban 
centers, with stores 
developing their 
grocery delivery 
apps and using 
third-party apps 
like Uber Eats and 
Rappi.        (USDA)

“

”

https://www.mckinsey.com/industries/retail/our-insights/the-state-of-grocery-retail-in-mexico-2024
https://www.mckinsey.com/industries/retail/our-insights/the-state-of-grocery-retail-in-mexico-2024#/
https://agriculture.canada.ca/en/international-trade/market-intelligence/e-commerce/e-commerce-international-pathfinder-canadian-food-and-beverage-companies/mexico-country-snapshot
https://agriculture.canada.ca/en/international-trade/market-intelligence/e-commerce/e-commerce-international-pathfinder-canadian-food-and-beverage-companies/mexico-country-snapshot
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0031.pdf
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•	 Mexico is a strongly 
relationship‑based market where 
trust is built in-person over time. 
Persistence, frequent follow‑up, and 
being physically present in the market 
are key to maintaining a connection 
with the buyer. Plan to visit the market 
2–3 times in-person before a deal 
progresses. 

•	 Cold emails are rarely effective; 
successful entry usually starts with 
support from a government trade 
office in Mexico.   

•	 Canadian food products are viewed 
positively in Mexico, and are 
considered high quality and premium. 

•	 Trade shows are the primary entry 
point for meeting buyers and agents.  

•	 Get technical compliance right 
early.  Confirm HS codes, ingredient 
acceptability, and labelling rules with 
a market access specialist. Spanish is 
essential for marketing and labelling, 
and regulatory compliance; work with 
local experts in Mexico.  

•	 Mexican retailers may request 
payment terms of 60 to 120 days 
depending on the retailer and the 
nature of the relationship.

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 Mexico might 
be a good export market, contact the 
B.C. based team to discuss next steps: 
international@gov.bc.ca

Essential Insights: 
Advice from B.C.’s Trade and 
Investment Representative 
(TIR) in Mexico

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

Mexico offers a broad range of opportunities for 
Canadian exporters, including:

•	 Value-added and specialty food products.

•	 Private label offerings.

•	 Plant-based, organic, and health and wellness 
items.

•	 Functional and nutraceutical products.

•	 Inputs for food service and food processing, and 
retail-ready products.

2.3 Free Trade: Canada, Mexico, 
CUSMA and the CPTPP
The trade and investment relationship between 
Canada and Mexico has seen strong growth since 
the implementation of the North American Free 
Trade Agreement (NAFTA) in 1994 ,  which was 
replaced by the current Canada-U.S.-Mexico Free 
Trade Agreement (CUSMA) in 2020. Note that 
CUSMA is undergoing a scheduled joint review in 
2026.

Since Mexico's entry into a trade agreement with 
Canada in 1994, bilateral trade between Canada 
and Mexico has increased twelve-fold, reaching 
$56 billion in 2024 .  Mexico is Canada’s third-
largest single-country merchandise trading partner.

Canada and Mexico are also both members of 
the Comprehensive and Progressive Agreement 
for Trans-Pacific Partnership (CPTPP), further 
strengthening economic ties between the two 
countries.  

Exporters can use the Canada Tariff Finder  to 
compare preferential tariff rates, and the CUSMA 
and CPTPP  portals to compare other trade 
regulations, e.g., rules of origin and certification 
requirements.

https://www.britishcolumbia.ca/for-bc-businesses/
mailto:international%40gov.bc.ca?subject=
https://www.international.gc.ca/country-pays/mexico-mexique/relations.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cusma-aceum/index.aspx?lang=eng
https://www.tradecommissioner.gc.ca/en/market-industry-info/search-country-region/country/canada-mexico-export.html?_ga=2.106944963.1976640166.1773942618-1546864897.1764199816
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/index.aspx?lang=eng
https://www.tariffinder.ca/en/getStarted
https://www.tradecommissioner.gc.ca/en/market-industry-info/free-trade-agreements/use-cusma-do-business-north-america.html
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/tariff_country_product-information-tarifaire_pays_produit.aspx?lang=eng
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What Mexico buys from Canada

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

Rank Commodity Detail
Value of Exports (Can$)

2021 2022 2023 2024 2025

Total B.C. Agri-food Exports $7,026,194 $14,040,235 $22,565,578 $30,558,056 $22,460,503

1 Other animal feed $5,585,632 $11,404,916 $16,760,401 $7,507,442

2 Other food preparations $1,295,953 $1,532,355 $2,808,633 $3,628,949 $3,755,787

3 Rape/colza seeds $2,005,014 $3,749,160 $2,097,246 $1,262,990 $2,334,827

4 Pork, fresh or chilled $23,577 $95,178 $2,102,876 $5,192,690 $3,616,023

5 Pork, frozen $1,130,717 $932,113 $396,929 $703,216 $2,593,888

6 Wheat $530,240 $656,751 $1,308,218 $588,231 $705,817

7 Oats $338,535 $622,123 $1,704,845 $835,349

8 Apples, fresh $572,897 $458,562 $752,847 $351,317 $139,040

9 Animal fats and oil $425,121 $440,410 $122,720 $81,194 $520,729

10 Fish unfit for human 
consumption

$244,785
$76,987 $64,863 $121,087 $126,769

11 Pig fat $23,400 $283,765 $206,796 $26,112 $83,260

12 Fruit syrups $12,733 $247,541

13 Beef, fresh or chilled $113,314 $53,828 $11,777 $62,180

Other leading agri‑food exports from B.C.

22 Wheat seeds $729 $16,745 $41,953 $18,881

26 Mixed animal and vegetable oil $10,565 $3,720 $11,243 $12,492 $13,946

Agri-food and 
seafood exports

in 2024

$2.2B

Import value of Can$709 million 
(9.2% market share)(2023)

Two-way merchandise 
trade between Canada 
and Mexico reached a 

record high in 2024

Largest supplier of 
meat products

2nd$56B

Mexico o�ers a broad 
range of opportunities for 
Canadian exporters, 
including:

◦ value-added and specialty food 
products.
◦ private label o�erings.
◦ plant-based, organic, and health and 

wellness items.

◦ functional and nutraceutical products.
◦ inputs for food service and food processing, 

and retail-ready products.

oil seeds and oleaginous 
fruits 28.2%

meat and edible 
meat o�al 26.4% cereals 16.2%

Top export sectors from 
Canada in 2023

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/mexico-mexique/relations.aspx?lang=eng
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-meat-trends-mexico
https://www.tradecommissioner.gc.ca/en/market-industry-info/search-country-region/country/canada-mexico-export.html
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/market-overview-mexico
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Does your product fit the Mexican market?
Your first step is to conduct research to 
determine if there is a market for your 
products in Mexico. 

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 
CUSMA or CPTPP?

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

•	 How much is spent annually on products 
like yours? 

If you think Mexico 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 Mexican 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
Several federal agencies regulate the importation 
of agricultural goods into Mexico, covering 
food safety, labelling, and tariff and customs 
enforcement.

•	 Ministry of Agriculture and Rural Development 
(SADER (Spanish only)), regulates, manages, 
and promotes agri-food health, safety, and 
quality activities. 

Within SADER, the National Service for Agri-
Food Health, Safety and Quality (SENASICA) 
plays a key operational role. As the Canadian 
Food Inspection Agency (CFIA) equivalent in 
Mexico, it is the agency most directly relevant to 
B.C. agri-food exporters.

•	 The Federal Commission for Protection 
Against Sanitary Risks (COFEPRIS (Spanish 
only)) regulates advertising activities, and 
the manufacturing, import or export of health 
products.

•	 Ministry of Economy (SE (Spanish only)) - 
labelling regulations and tariff rate quotas.

•	 National Customs Agency (ANAM (Spanish 
only)) - customs processes.

Based on health risks, COFEPRIS determines if 
imported food products require an import permit, 
which the importer must apply for in advance. 
COFEPRIS randomly inspects food products at 
the point of sale, verifying compliance with food 
labelling regulations, as well as conducting product 
samples to guarantee wholesomeness for human 
consumption. Products which require import 
permits include dairy and dairy products, seafood 
and seafood products, and some dietary products.

Understanding Mexican business culture is 
key to starting negotiation as patterns change 
according to each region. Some products 
might fit in certain regions, but not in the whole 
country; for example, northern Mexico tends to 
lean towards U.S. product preferences, while 
central or southern Mexico have more variety 
of other origins and preferences for locally 
produced products.

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://www.gob.mx/agricultura
https://www.gob.mx/cofepris
https://www.gob.mx/cofepris
https://www.gob.mx/se/
https://anam.mx/wp/
https://anam.mx/wp/
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0050.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0050.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0050.pdf
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LabellingFood safety and certification 
requirements
In Mexico, many processed food products are not 
subject to specific sanitary import requirements, 
but there are some exceptions, such as meat, 
fish, seafood, dairy products and nutritional 
supplements, which are required to comply with 
COFEPRIS  and SENASICA requirements. Learn 
more about international regulations  used in 
Mexico, including:

•	 ISO 22000: Food Safety Management System: 
Demonstrates that a business involved in 
food products, whether as a manufacturer, 
supplier, or retailer, has an effective food safety 
management system in place.

•	 HACCP (Hazard Analysis and Critical Control 
Point) is a mandatory, science-based food 
safety system in both Canada and Mexico. In 
Canada, the CFIA requires food businesses to 
have a written Preventive Control Plan (PCP) 
that incorporates HACCP principles under the 
Safe Food for Canadians Regulations. In Mexico, 
SENASICA verifies HACCP compliance in 
meat, processing, and storage establishments. 
For meat, seafood, dairy, and other regulated 
product categories, HACCP compliance is 
effectively required. For other processed food 
products, it is widely expected, though formal 
requirements vary by product. Both countries 
follow the seven core HACCP principles and 
both recognize Global Food Safety Initiative 
(GFSI) standards for international trade. 
Exporters should confirm specific requirements 
with CFIA or a market access specialist.

3.2 Market Requirements and 
Import Documentation

As outlined in the Agriculture and Agri-Food 
Canada (AAFC) Exporting to Mexico Guide , 
general labelling requirements include, but are not 
limited to: 
•	 Product Name/Product Description
•	 List of Ingredients
•	 Net Content/Drained Mass
•	 Batch Number 
•	 Nutritional Information
•	 Nutrient Content Statement
•	 Exporter's name and address
•	 Manufacturer and Importer's Information
Note that the original label in English may remain 
on the package if an additional one in Spanish is 
affixed. Spanish content must be in a font size equal 
to or larger than those used for other languages.

Front-of-pack (FOP) nutrition warning labels
Packaged foods high in calories, sugar, sodium, or 
saturated fat must display black octagonal warning 
signs to alert consumers. 
"The new labelling (in Spanish only) consists of 5 
octagon-shaped warning seals, which clearly and 
simply indicate when a product contains excess 
nutrients and critical ingredients such as: calories, 
saturated fat, trans fat, sugar, and sodium, as well 
as 2 precautionary statements on caffeine and 
sweetener content, not recommended in children 
consumption." (Alliance for Food Health)

Learn about 
exporting food 
from Canada:

Exporting food, plants 
or animals

Source: (Alliance for Food Health)

https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s5b
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s5b
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s3a
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s3a
https://etiquetadosclaros.org/corta-por-lo-sano/
https://inspection.canada.ca/en/exporting-food-plants-animals
https://inspection.canada.ca/en/exporting-food-plants-animals
https://etiquetadosclaros.org/corta-por-lo-sano/
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1
Confirm your Harmonized System (HS) code and compare preferential treatment under 
CUSMA and CPTPP: 

•	 Canada Tariff Finder.

2
Check Canadian Food Inspection Agency (CFIA) considerations:

•	 Safe Food for Canadians Regulations (SFCR). Do you need a licence? 
•	 Check 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 the list of documents required for export from Canada and import into Mexico, e.g.:
•	 CUSMA or CPTPP origin declaration with the required wording.  
•	 Phytosanitary Certificate and/or Health Certificate.
•	 Certificate of Analysis.
•	 Commercial documents, e.g., commercial invoice, bill of lading, also commonly referred to 

as BoL.

Organic equivalency

Yes! Canada and Mexico signed a memorandum of understanding (MOU) 
recognizing their respective national organic systems as equivalent! It is 
the Canada Mexico Organic Equivalency Arrangement (CMOEA).

The recognitions apply to:

•	 Agricultural products of plant origin, and processed foods of plant origin. 

•	 Livestock and livestock products grown or produced in Canada or whose final 
processing and packaging occurs in Canada. 

•	 Agricultural products of plant origin, and processed foods of plant origin grown or produced in Mexico 
whose final processing and packaging occurs in Mexico.

Learn more:  Mexico’s import regulations for Canadian organic products under CMOEA

Exporting to 
Mexico: 

A guide for Canadian 
food and beverage 

SME's

Key Steps for Exporting from Canada to Mexico:

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
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://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements/cmoea
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s3a
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s3a
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s3a
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4.2 Shipping Tips

Logistics

•	 There are many routes to ship your products to 
Mexico. Discuss the options with a logistics firm 
to balance time, costs and the stability of your 
goods. 

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

•	 Mexico requires  ISPM 15-Compliant  wood 
packaging materials.

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

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 Mexico, arrange meetings, and 
taste the samples together. There’s no 
substitute for face-to-face interactions in 
Mexican business culture.

If you do ship samples… The import 
requirements for food samples are typically 
similar to those for commercial sale, including 
the following:

•	 The unit value of the item must not 
exceed the equivalent in national 
currency of a dollar.

•	 The product must be marked, broken, 
punctured or treated in a manner that 
disqualifies them from sale or any use 
other than as samples.

•	 Food product samples are exempt 
from labelling requirements. Individual 
sample packages should contain the 
word “SAMPLE” on the package.

•	 Samples are imported under the HS 
code 9806.00.01.

•	 Confirm that your courier can ship 
samples to Mexico.

•	 Ask your importer what documents 
to include, e.g., a letter indicating the 
intended use of the product.

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 4,900 km journey from Kelowna 
to Mexico City! 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 Mexico, 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.

https://www.edc.ca/en/guide/understanding-incoterms.html
https://www.aphis.usda.gov/plant-exports/wood-packaging-material/export
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/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
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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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  

Once you’ve completed your initial market research 
and believe your products could be a strong fit for 
the Mexican 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 Mexican regulatory requirements. 
Together, these factors will help you answer the 
question: “Can I export to Mexico, 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. Here are some of the typical costs 
to consider when exporting.

Export costs may include:

•	 Packaging modifications, e.g. smaller size for 
convenience or larger for family bulk purchases 

•	 Product modifications, e.g. less sugar
•	 Lab testing and regulatory approval
•	 Import registration and labelling
•	 Import tariffs, VAT 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 timeline?
•	 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 credit terms, do you require 
a deposit?

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

Taxes
•	 The most common tax inside Mexico is the Value 

Added Tax (VAT), which ranges from 8-16% 
depending on the region.

•	 To reduce the consumption of sugary foods and 
beverages, Mexico instituted the, 'Special Tax on 
Production and Services' (IEPS).  
•	 Products with sugar content greater than 15% 

will be taxed at a rate of 8%, while a product 
with a sugar content lower than 15% will be 
taxed at a rate of 5%.

•	 Imported goods may be subject to various 
internal charges or taxes, such as a customs 
processing fee.

Currency in Mexico 
is the Mexican peso, 

with the currency 
code MXN and the 

symbol $

Currency

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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•	 There is government support: use 
the Canadian and B.C. government 
agri‑food specialists in Canada and 
Mexico to identify buyers and help with 
market access. 

•	 Large retailers may import directly and 
request exclusivity, while others prefer 
working through importers or agents 
they already buy from. 

•	 Products require Spanish labels, 
including front‑of‑pack warning 
symbols for sugar, fat, or sodium where 
applicable, ask your importer for help 
with these before printing! 

Finding buyers 
In Mexico, the best way to identify potential 
distributors  is through networking. Therefore, it is 
highly recommended to:

•	 Visit the market in order to have a people-first 
approach and assess options prior to making a 
decision.

•	 Meet companies through introductions by a 
professional matchmaker, industry experts or 
the B.C. and Canada government trade offices in 
Mexico.

•	 Attend expositions, forums, and conferences. 
•	 Participate in food and beverage trade missions, 

like the 2026 Team Canada Trade Mission to 
Mexico .

•	 Search directories of food expos and food and 
beverage industry associations.

Chambers of Commerce in Mexico are a good way 
to find agents, as they can facilitate networking 
with entrepreneurs and business owners in your 
sector.

•	 Remember that logistics involve 
trucking through the U.S., so you have to 
be prepared for more than one border 
crossing. The good news is that some 
buyers request delivery to U.S. border 
warehouses, and they take over from 
there. 

•	 Buyers are very busy and can lose 
interest quickly. You need to keep 
following up to let them know you’re 
interested in a long‑term commitment. 

Exporter Tips for Success

The HoReCa channel (hotel, restaurant 
and catering), encompasses the majority 
of the food service industry. The best way 
for Canadian suppliers to participate in this 
channel is through Mexican distributors 
specialized in these activities. 

The B.C. Trade Office in Mexico suggests 
researching H-E-B Mexico and La Comer as 
retailers that may be open to sourcing B.C. 
agri‑food products.

•	 H-E-B Mexico ,  a subsidiary of the U.S.-based 
H-E-B chain, operates in northern and central 
Mexico and targets middle‑to high‑income 
consumers. It focuses on quality, fresh products, 
and imported goods, and has experience 
working with international suppliers.

•	 La Comer  is a Mexican-owned chain focused 
on higher-end supermarkets in urban areas. 
It emphasizes fresh, specialty, and premium 
imported foods, making it a good fit for 
value‑added and niche agri‑food products.

Selling to Mexico
6

https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s4
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes#s4
https://www.tradecommissioner.gc.ca/en/trade-events-training/2026/canada-trade-mission-mexico.html
https://www.tradecommissioner.gc.ca/en/trade-events-training/2026/canada-trade-mission-mexico.html
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
https://www.heb.com.mx/
https://www.lacomer.com.mx/lacomer/#!/home?succId=287&succFmt=100
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Several major food and agriculture trade shows 
take place in Mexico, focusing on retail, food 
technology, and agricultural production. Key events 
include: 
•	 ABASTUR  (Mexico City): A major trade show 

geared towards the HORECA sector (food-
service, hotels, restaurants, catering).

•	 Confitexpo  (Guadalajara): International 
confectionery and snack trade show. 

•	 Expo ANTAD  (Guadalajara): The largest trade 
show for the food and retail sector in Mexico, 
covering food & drinks, retail technology, and 
fresh products. It attracts over 40,000 industry 
professionals.

•	 Food Tech Summit  (Mexico City): A key event 
for food and beverage ingredients, additives, 
processing, and packaging.

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

Día de Reyes (Three Kings Day, January): 
key gifting and food shopping holiday, especially 
for Rosca de Reyes pastries, sweets, and 
children’s treats.

Valentine’s Day (February): A major retail 
moment for chocolates, sweets, and premium 
food gifts.

El Buen Fin (third weekend in November): 
Known as Mexico's "Black Friday," it is the 
largest shopping event, involving huge 
discounts across all sectors, including 
supermarkets and premium food products.

Christmas/Nochebuena (Dec 24-25): The 
largest, sustained food sales period focusing 
on holiday ingredients, turkeys, and traditional 
items.

Major Food 
Shopping Holidays

 

 

 
Foods E-Commerce (2%)

Warehouse Clubs (7%)

Supermarkets (10%)

Convenience Retailers (10%)

Small Local Grocers (17%)

Hypermarkets (17%)

Discounter (18%)

Foods/Drink Specialists (19%)

Travelling to Mexico —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 Canadian 

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?

6.1 Attending Trade Shows Mexican retail market by channel in 2024 (USDA)

https://www.abastur.com/en/
https://www.confitexpo.com/home-us/
https://expoantad.com.mx/
https://expo.thefoodtech.com/
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://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0050.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail%20Foods%20Annual_Mexico%20City%20ATO_Mexico_MX2025-0050.pdf
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Spanish remains essential for business 
communications—at minimum, prepare a one-
page overview in Spanish with key statistics and 
your brand story. This can also be used as the 
basis for a Spanish landing page on your website. 
Ideally, have a native Spanish speaker familiar with 
Mexican language and business norms on your 
team, or hire an interpreter to ensure accuracy 
and cultural alignment when engaging buyers and 
partners.

Digital landscape
Social media has significant influence on Mexican 
consumers’ purchasing behavior, mainly in 
urban areas and among the younger population. 
Instagram, Facebook, TikTok, and YouTube are 
used for discovering new products and trends in 
food. 

WhatsApp has the highest percentage of users in 
Mexico, with 92.2% of social media users spending 
an average of 20 hours per month through this 
channel. It is widely used for quick, informal 
communication and has become a key channel 
for businesses, which now use it not only for 
promotions but also for customer service across 
sectors like airlines and department stores.

6.2 Marketing

Using interpreters
For trade shows and business meetings, hiring 
a professional interpreter is essential. B.C. and 
Canadian government offices in Mexico can help 
find qualified providers. Treat interpreters as part 
of your team—brief them on your products and 
objectives, and debrief after meetings. Skilled 
interpreters can offer cultural insights, product 
feedback, and guidance on next steps. As with all 
business communication, confirm agreements or 
decisions in writing. 
Communications 
In-person meetings are preferred for the first 
contact. A third-party introduction can be helpful, 
as Mexicans prefer to work with someone they 
know or have a prior reference. If in-person is not 
possible, communications through telephone 
conversations are recommended. 

Maintain formal tone in emails and written 
communication. 

WhatsApp is preferred for quick, direct 
communication, especially early in relationships.

Business cards are boss

Business cards are still readily exchanged so keep 
them handy. You might want to bring some extras. 
It’s also important to have your cellphone number 
on your card and don’t hesitate to ask for potential 
clients’ cellphone numbers as well. Although email 
is still the formal business communication tool in 
Mexico, WhatsApp is very popular.

6.3 Building Relationships

•	 BC Agriculture and Food Export Program 

•	 AAFC's AgriMarketing Market Diversification 
Program

•	 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

The best selling gourmet products 
in Mexico are "cheeses, hams and 
sausages, beverages and liquors, fish 
and seafood, oil and vinegar, desserts 
and exotic products.” (AAFC)

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.

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://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://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
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
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Mexico's business environment is rooted 
in personal relationships, trust, and 
respectful communication. Success 
depends on understanding etiquette 
norms, communication preferences, and 
the importance of consistent relationship 
building.

Key etiquette considerations:

•	 Begin with small talk about food, culture, 
family, the city, or the weather to build 
rapport before discussing business.

•	 Expect and plan for in‑person 
engagement. Face‑to‑face meetings and 
repeated visits strengthen trust.

•	 Respect hierarchy and wait to be invited 
before using first names.

•	 Be patient with timing-arrive punctually 
yourself but expect meetings to start 
late and include extended social 
conversation.

•	 Diplomacy, relationship building, and a 
cooperative tone are valued over speed 
or pressure.

•	 Engage local support-a local 
representative or partner helps 
with problem solving, follow up, and 
navigating processes.

•	 Expect longer, meal-based meetings, 
though usually not for a first encounter.

•	 Dress formally, leaning toward 
overdressed rather than under-dressed.

Social and Business 
Etiquette  

Mexicans will expect you to make 
multiple visits and take the time to 
build the key relationships.

“

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

Regarding agent and distributor agreements, 
this AAFC guide  recommends that exporters 
hire a Mexican commercial lawyer to ensure 
there are no unfavourable terms and conditions, 
and that the agreement is subject to the national 
and international laws that Mexico has ratified.  
Important points to include are:

•	 The date on which the agreement begins to take 
effect.

•	 The relationship between the importer and 
their legal representative and the nature of the 
agreement.

•	 Duration of the agreement and any provision for 
extending the agreement in the future.

•	 Cancellation provisions.
•	 Territory, where it takes place.
•	 Products.
•	 Commission fee to the agent/distributor.
•	 The frequency of payment, the bank account 

and the currency in which the payment would be 
made.

•	 Services to be completed by the agent/
distributor.

•	 The mechanism by which disputes will be 
resolved.

•	 Indicate any applicable intellectual property (IP) 
clauses. Learn more about IP .

•	 Non-Disclosure Agreement (NDA) section 
or agreement, to ensure that confidential 
information is not shared.

•	 Provisions allowing/preventing the agent/
distributor from dealing with a potential 
competitor of the exporter.

•	 Include appropriate penalties incurred if any of 
the above is not met or is broken.

6.4 Due Diligence

”

https://www.edc.ca/en/blog/doing-business-mexico-12-etiquette-tips.html
https://www.edc.ca/en/blog/doing-business-mexico-12-etiquette-tips.html
https://www.edc.ca/en/tool/company-insight.html
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports/exporting-mexico-guide-canadian-food-and-beverage-smes
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 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).
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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
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
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/

	Section 1 About this Guide
	Section 2 Intro to Mexican Market
	2.1 Agri-food Imports
	2.2 Market Trends 
	2.3 Free Trade: Canada, Mexico, CUSMA and the CPTPP
	2.4 Trade Overview: Canada, B.C. and Mexico

	Section 3 Market Readiness
	3.1 Food Import Agencies
	3.2 Market Requirements and Import Documentation

	Section 4 Logistics
	4.1 The Basics
	4.2 Shipping Tips

	Section 5 Money Matters
	5.1 Pricing
	5.2 Payments

	Section 6 Selling to Mexico
	6.1 Attending Trade Shows
	6.2 Marketing
	6.3 Building Relationships
	6.4 Due Diligence

	Section 7 Export Support and Resources

