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Export Guide to the United Arab 
Emirates

About this Guide
1

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

Acknowledgements

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

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.

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; 
the culture in the United Arab Emirates (UAE); 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 the UAE. 

Visit the B.C. Ministry 
of Agriculture and 

Food's Export 
Readiness Roadmap 

to get export ready 
for this market and 

others.

Guide Tip

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

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

The United Arab Emirates, formed in 1971, is a federation 
of seven emirates: Abu Dhabi, Dubai, Sharjah, Ajman, 
Fujairah, Ras Al Khaimah, and Umm Al Quwain. Its two 
major cities—Dubai (approx. 3.6 million) and Abu Dhabi 
(approx. 1.6 million)—anchor a young, high income, and 
rapidly diversifying economy. Located in the Middle East 
along the Persian Gulf and Gulf of Oman, near the Strait of 
Hormuz, the UAE has become a strategic regional trade 
and re-export hub.

Welcome to the United Arab Emirates (UAE)

Introduction to the United 
Arab Emirates Market

 2024 marked the 50th 
anniversary of diplomatic 
relations between Canada and 
the United Arab Emirates.

Shared 
Connections
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government with strong global trade ties and a 
strategic location along the Persian Gulf and Gulf 
of Oman.

E

E
C

O
N

O
M

IC

High income, diversified economy with major 
strengths in logistics, finance, tourism, technology, 
and re-export activity.
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L Young, multicultural population with high 
urbanization, strong emphasis on hospitality 
and relationships, and conservative cultural 
expectations.
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Advanced digital infrastructure, smart city 
leadership, and world class logistics supported by 
widespread mobile communication.
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Clear but sometimes complex regulations; strong 
IP protection and contract enforcement.
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Limited natural resources and heavy reliance on 
imports, with growing national priorities around 
sustainability and renewable energy.

Demographic Snapshot
Growing
Population

11M (2024)

Young 
Population 

Urbanization

only 2% 
are aged 65+

86% of the 
population live 
in urban areas.

Canadians
An estimated 60,000 
Canadians live and 
work in the UAE.

4.7% growth rate

https://data.worldbank.org/country/united-arab-emirates
https://data.worldbank.org/country/united-arab-emirates
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Gross domestic product (GDP) US$552 trillion (2024).

GDP growth annual 4.0%.

GDP per capita US$50,273.50.

Others

EU 27

India

Brazil

United States

Saudi Arabia

Economic Environment

2.1 Agri-food Imports
Approximately 80% of the UAE’s agricultural 
products are imported ,  creating strong 
opportunities for reliable international suppliers. In 
2024, agricultural imports exceeded US $25 billion, 
a 12% increase from 2023. The UAE’s strategic 
location, modern infrastructure, low duties, and 
extensive free trade zones have made it a major 
regional trade and hub for the Middle East and 
North Africa. 

The United Arab Emirates is the second 
largest economy in the Arab world after 
Saudi Arabia.

Abu Dhabi and Dubai overwhelmingly drive 
the UAE’s economy, accounting for 90% of 
national GDP.

Market Overview

•	 Food retail industry:  The UAE’s food 
e-commerce retail sales reached $1.1 
billion in 2024. The UAE’s grocery retail 
market had a total revenue of $18 billion 
in 2024. 

•	 Food processing industry:  Over 570 
food and beverage processors, relying 
heavily on imported commodities 
and ingredients, operate in the UAE 
and produce 5.96 million metric tons 
annually. 

•	 Food service industry: The UAE food 
service market was valued at $8.5 billion 
in 2024 and is projected to reach $14.2 
billion by 2032.

Consumer-oriented agricultural Imports – primary suppliers in 
2024 (United States Department of Agriculture (USDA))

There are SO many expats from everywhere, 
English is the language of business.“ ”

https://data.worldbank.org/country/united-arab-emirates
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
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Top 10 UAE imports of consumer oriented products and market share (USDA)

Product Category Gross Imports (US$) First Supplier Second Supplier

Dairy Products
$2,022,675,979

EU 27 External Trade 
(Brexit) (32%)

New Zealand (21%)

Beef and Beef Products $1,599,536,526 Brazil (38%) India (19%)

Poultry Meat and Products (ex. eggs)
$1,297,809,242 Brazil (73%)

United States 
Consumption (6%)

Fresh Fruits $1,194,604,977 South Africa (27%) India (13%)

Tree Nuts
$1,079,252,477

United States 
Consumption (52%)

China (18%)

Bakery Goods, Cereals, and Pasta
$856,682,995

EU 27 External Trade 
(Brexit) (28%)

Saudi Arabia (21%)

Soup and Other Food Preparations
$832,155,390

EU 27 External Trade 
(Brexit) (30%)

United States 
Consumption (13%)

Spices $695,311,663 India (47%) Guatemala (19%)

Chocolate and Cocoa Products
$663,039,171

EU 27 External Trade 
(Brexit) (50%)

Turkey (6%)

2.2 Market Trends

Lifestyle
The UAE’s consumer landscape is characterized 
by a growing, diverse middle class with strong 
interest in premium, health-focused, and convenient 
food options. Rising incomes and increasing 
health awareness are driving demand for organic, 
functional, and plant-based foods across channels. 
“Premium, organic, and health-conscious food 
choices are increasingly favoured among middle-
class consumers, reflecting a rising emphasis on 
food safety and nutrition.” (USDA) There is also a 
notable demand for functional snacks enriched with 
vitamins, probiotics, and superfoods, which cater to 
the growing focus on health and wellness. 

“The Middle East's plant-based protein market is 
poised for significant growth, driven by increasing 
health consciousness.” Learn more from Agriculture 
and Agri-Food Canada's (AAFC) analysis, Plant-
based protein trends in the United Arab Emirates. 

Euromonitor Megatrends in UAE surveys show that 
many consumers are open to trying new products 
and are willing to pay more for time-saving options, 
organic food, and eco-friendly features. 

The pet population in the UAE grew from 588,700 
pets in 2014 to 938,000 pets in 2024. This trend of pet 
ownership creates fresh demand for B.C. exporters.

Foreign nationals make up nearly 
89% of the UAE’s population, and 
their diverse taste preferences, price 
sensitivities, and demand for familiar 
products strongly influence market 
trends and import patterns. (USDA)

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/sector-trend-analysis-plant-based-protein-trends-united-arab-emirates#d
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/sector-trend-analysis-plant-based-protein-trends-united-arab-emirates
https://agriculture.canada.ca/en/international-trade/market-intelligence/reports-and-guides/sector-trend-analysis-plant-based-protein-trends-united-arab-emirates
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://www.fas.usda.gov/data/united-arab-emirates-pawsperity-pet-food-market
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
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Canadian products 
are recognized 
as high quality 
and premium, but 
pricey as well.

“
”

Retail value including sales tax in millions (US$) (USDA)

Grocery landscape
Discounters in the UAE saw the strongest value 
growth among grocery retailers  in 2024, driven 
by consumers seeking value and a growing 
acceptance of private label products. Value sales 
are expected to keep growing in 2025 but at a 
slower pace as the market matures. 

In 2024, hypermarkets continued to dominate 
the grocery retail sector ,  largely due to their 
convenient one-stop-shop appeal.

Online e-commerce
The UAE's youthful population with a median age 
of 33.8  years demonstrates a strong inclination 
towards convenience and technology-driven food 
solutions, such as online grocery shopping and 
meal delivery services.

The Dubai Chamber of Commerce and Industry 
forecasts e-commerce to generate $8 billion  in 
sales by 2025 as the UAE market has almost 100% 
of the population with internet and mobile phone 
access.

0
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4000

6000

8000

10000

Discounters

Convenience Stores

2021 2022 2023 2024

Small Local Grocers

Food e-commerce

Retail e-commerce

Supermarkets

Hypermarkets

2.3 Free Trade: Canada and 
the UAE

Although Canada and the UAE do not currently 
have a free trade agreement, both countries 
have announced their intention to begin 
negotiations  on a bilateral Comprehensive 
Economic Partnership Agreement (CEPA). This 
signals growing interest in strengthening trade and 
investment ties, though formal negotiations and 
outcomes will take time to develop.

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
https://www.trade.gov/country-commercial-guides/united-arab-emirates-ecommerce
https://www.pm.gc.ca/en/news/news-releases/2025/11/21/prime-minister-carney-secures-new-agreements-united-arab-emirates
https://www.pm.gc.ca/en/news/news-releases/2025/11/21/prime-minister-carney-secures-new-agreements-united-arab-emirates
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What the UAE buys from B.C. (Statistics Canada)

What the UAE buys from Canada

Rank Commodity Detail
Value of Exports (Can$)

2021 2022 2023 2024 2025

Total B.C. Agri-food Exports $10,814,436 $13,150,632 $13,147,581 $13,753,102 $14,529,351

1 Other food 
preparations

$6,743,193
$9,248,519 $9,068,261 $9,864,136 $9,064,628

2 Cherries, n.e.s.* $783,790 $2,123,883 $784,194 $174,342 $1,738,526

3 Rape/colza seeds $1,076,101 $160,180 $540,127 $733,927 $928,337

4 Cheese $106,171 $495,736 $795,389 $810,284 $584,810

5 Birds $471,481 $343,000 $295,000 $25,600 $50,600

6 Wheat $95,200 $213,380 $467,127 $260,183 $275,867

7 Peas $549,960 $334,056

8 Chocolate $562,031 $75,930 $36,679 $140,682 $61,558

9 Oats $46,552 $53,248 $342,174 $218,073

10 Coffee $74,619 $11,579 $218,847 $401,266

Other leading agri‑food exports from B.C.

12 Other animal feed $15,621 $127,217 $128,515 $155,088 $108,558

19 Beer $2,144 $230,758

20 Whey protein $76,394

21 Blueberries, wild $174,356

24 Shrimps and prawns $39,012 $75,309

Leading Merchandise
Exports

$445M$2.6B

24%

Total
Exports

machinerymotor vehicles 
and parts

rise in merchandise 
exports exports year 
over year following a 
14%  rise between 
2022 and 2023

Bilateral commercial 
services trade 2024

*n.e.s.: not elsewhere specified

2.4 Trade Overview: Canada, B.C. and the UAE

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/uae-eau/relations.aspx?lang=eng#a2
https://www.international.gc.ca/country-pays/uae-eau/relations.aspx?lang=eng#a2
https://www.canada.ca/en/global-affairs/news/2025/06/canada-deepens-bilateral-and-trade-ties-with-united-arab-emirates.html
https://www.canada.ca/en/global-affairs/news/2025/06/canada-deepens-bilateral-and-trade-ties-with-united-arab-emirates.html
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Personal relationships are a component of business 
relationships in the UAE. Ideally you can make 
introductions though a third-party or by engaging 
an intermediary or ‘contract-sponsor’.

“

Canadian food and beverage products are 
well regarded, particularly for quality, safety, 
and reliability, and Canada has a strong 
presence at major trade shows like Gulfood. 
Success depends on being proactive, timely, 
and staying connected once introductions 
are made. Gulfood is a strong starting point 
for exploring and entering the market. Stand-
alone trade missions and smaller, targeted 
shows for private label and ingredients can 
also be highly effective.

High‑potential areas include specialty foods, 
ready-to-eat meals, healthy snacks, bakery, 
dairy ingredients, pulses, grains, seafood, 
private label, and seasonal products. 

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

The UAE is a relationship‑driven and highly 
centralized market where buying decisions are 
often made at senior levels and can take time. Be 
patient and don’t let the communications stall – 
keep in touch! 

Cultural awareness matters—business may 
slow during Ramadan, and sensitivity to religious 
practices is essential. While Arabic is not 
required, professionalism, patience, and visible 
commitment to the market signal credibility to 
Emirati buyers and partners. 

”

English may not be the buyer's 1st 
language, so emails may be a bit clumsy 
or very direct – but just write back! Roll 
with it!

“
”
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•	 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

Your first step is to research whether there is 
market demand for your products in the UAE.

 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 international 
competitors, including neighbouring Gulf 
states?

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

•	 Are there market entry restrictions, e.g., 
titanium dioxide is banned as a food additive? 

•	 How much is spent annually on products like 
yours?

•	 Can your product, including all ingredients, 
meet the UAE's Halal standards if needed?

•	 Can you meet Arabic labelling requirements? 

If you think the UAE 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? 

•	 What is the product shelf life remaining after 
arrival on UAE store shelves?

Market Readiness

Does your product fit the 
UAE market?

3
Halal requirements in the UAE
Halal is a core regulatory requirement in 
the UAE. With a predominantly Muslim 
population, any food containing animal 
derived ingredients—such as gelatin, fats, 
enzymes, or meat—must come from halal 
slaughtered animals and comply with UAE 
regulations. 

Key rules include:

•	 Pork and pork containing products require 
special permits; live swine imports are 
prohibited.

•	 Animal derived ingredients must be halal 
sourced; non-halal gelatin is not permitted.

The UAE’s national halal mark or logo is 
voluntary but no other halal marks are 
permitted in the UAE.

If suppliers make halal claims, they must 
provide certification from a UAE-approved 

halal certifier. As of spring 
2026, three such certifiers are 
recognized in Canada—search 
the list of registered bodies by 
country.

3.1 Food Import Agencies
The UAE is a member of the Gulf 
Cooperation Council (GCC) .  The GCC is 
a regional intergovernmental political and 
economic union consisting of Bahrain, Kuwait, 
Oman, Qatar, Saudi Arabia, and the UAE. 
Food laws are established within the GCC 
Gulf Standardization Organization (GSO) and 
adopted by participating member countries. 

All GCC member states, including the UAE, 
have the authority to develop and institute 
national food legislation in addition to those 
formed within the GSO.  GCC standards and 
technical regulations may be purchased 
online .

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://moiat.gov.ae/en/programs/halal
https://moiat.gov.ae/en/programs/halal
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0008.pdf
https://moiat.gov.ae/en/programs/halal/registered-halal-certification-bodies?accreditationTab=halal-certification-bodies&halalCertifcateSearchText=&halalCertificateCountry=35&halalCertificateStatus=34063
https://moiat.gov.ae/en/programs/halal/registered-halal-certification-bodies?accreditationTab=halal-certification-bodies&halalCertifcateSearchText=&halalCertificateCountry=35&halalCertificateStatus=34063
https://moiat.gov.ae/en/programs/halal/registered-halal-certification-bodies?accreditationTab=halal-certification-bodies&halalCertifcateSearchText=&halalCertificateCountry=35&halalCertificateStatus=34063
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0008.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0008.pdf
https://www.gso.org.sa/store/?lang=en
https://www.gso.org.sa/store/?lang=en
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Buyers are channel 
focused. Some sell 
to retailers, maybe 
convenience stores, there 
are importers for food 
ingredients, importers for 
hotel and restaurant more.

“

”

To sell food products in the UAE, an exporter 
must find a reliable importer, agent, or distributor. 
Typically, the importer will work with you through 
the registration process and labelling requirements.

Shelf life is regulated by the UAE.S 150-1:2017 
“Expiration Dates for Food Products – Part 1: 
Mandatory Expiration Dates.” Exporters should 
carefully examine this mandatory regulation and 
identify the allowances specified for their products. 
For products not covered by this technical 
regulation, exporters should refer to the UAE.S 
150-2:2017 “Expiration Dates for Food Products – 
Part 2: Voluntary Expiration Dates”. (USDA)
Labelling
Dubai Municipality import regulations and food 
labelling requirements are very detailed. Work 
with your importer to finalize labels and Arabic 
translations, and ensure all labels and import 
documents match exactly.

3.2 Market Requirements and 
Import Documentation

In the UAE, the Federal Customs Authority  (FCA) 
and emirate-level authorities regulate and approve 
agri-food and seafood imports. The Ministry of 
Industry and Advanced Technology  (MoIAT) sets 
product standards and oversees halal certification, 
while the Ministry of Climate Change and 
Environment (MOCCAE) is responsible for food 
safety and quality controls for imported products.

Here is a review of the key agencies for Dubai:

Dubai Municipality Food Safety Department
is the primary authority for food establishment 
licensing and import permits, including the FIRS 
(Food Importer Registration System) to facilitate 
the clearance of imported food products.

Dubai Customs:  Manages clearance procedures 
and documentation verification.

Dubai Central Laboratories:  Conducts 
mandatory product testing and analysis.

This blog post outlines the importer’s registration 
process and the information they must obtain 
from exporters. As it is not an official regulatory 
source, exporters should treat it as general 
guidance and verify all requirements with UAE 
government authorities. Dubai Food Import 
Guide: Municipality Registration & Labelling 
Requirements 2024.

Key Points:

•	 Labels must be in Arabic only or Arabic/English. 
Arabic stickers are accepted. 

•	 The production and expiry dates must be printed 
on the original manufactured installed label. 

•	 All stickers must be approved by UAE authorities 
prior to use and should be included during 
the label assessment process. Stickering on 
imported items must be performed prior to 
export and cannot be completed upon entry.

•	 Unique barcodes are linked to each product in 
the UAE's national food registry database. 

Labels must display mandatory information in 
Arabic, such as:
•	 Product name
•	 Food ingredients  
•	 Expiration dates 
•	 Country of origin 
•	 Storage conditions (if applicable)
•	 Instructions for use (if applicable)
•	 Nutritional information (if applicable)
•	 Only a single set of expiration dates is permitted 

and must be printed in the following order:
•	 Day/month/year, for products with a shelf life 

of three (3) months or less.
•	 Day/month/year or month/year for products 

with a shelf life longer than three (3) months. 
Under the month/year format, the last day of 
the month is considered the expiry date. The 
month may be printed in numbers or letters.

Organic equivalency
Canada and the UAE do not have an organics 
equivalency agreement at the time of writing. 
Organic claims are allowed as long as they are 
supported by official organic certification.

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Food%20and%20Agricultural%20Import%20Regulations%20and%20Standards%20Country%20Report_Dubai_United%20Arab%20Emirates_TC2022-0009.pdf
https://uaecustoms.ae/Home.aspx
https://moiat.gov.ae/en/

https://moiat.gov.ae/en/

https://www.moccae.gov.ae/en/home.aspx
https://www.moccae.gov.ae/en/home.aspx
https://hub.dm.gov.ae/link/mainservice?SegmentID=G2B&ServiceID=127
https://infobytessolutions.com/2025/11/21/importing-foodstuff-to-dubai-municipality-registration-and-labeling-rules/
https://infobytessolutions.com/2025/11/21/importing-foodstuff-to-dubai-municipality-registration-and-labeling-rules/
https://infobytessolutions.com/2025/11/21/importing-foodstuff-to-dubai-municipality-registration-and-labeling-rules/
https://www.trade.gov/knowledge-product/united-arab-emirates-labelingmarking-requirements
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1
Confirm your Harmonized System (HS) code and tariff treatment:

•	 Canada Tariff Finder.
•	 Most food products entering the UAE are subject to a 5% duty, with some exceptions, 

including ingredients for the manufacturing industry.

2
Check Canadian Food Inspection Agency (CFIA) requirements: 

•	 Safe Food for Canadians Regulations (SFCR). Do you need a licence? 
•	 Is an Export Control Plan (ECP) required for export?  
•	 Check CFIA’s Export Requirements Library.  

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

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

4 Do you need halal certification for your products or ingredients?

5 Packaging and labelling are very important, work with your importer on the specifics!  

6

Confirm list of documents required for export from Canada and import into the UAE, e.g.: 
•	 Certificate of Origin. 
•	 Phytosanitary Certificate and/or Health Certificate.
•	 Certificate of Free Sale (CFIA/ACIA 5786) may be required for Canadian exports of 

manufactured foods. 

Key Steps for Exporting from Canada to the UAE:

Learn about 
exporting food 
from Canada:

Exporting food, plants 
or animals

https://www.tariffinder.ca/en/getStarted
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/prepare-export-certification-control-program-pl-2
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library#u
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/exporting-food-plants-animals
https://inspection.canada.ca/en/exporting-food-plants-animals
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4.2 Shipping Tips

Shipping can be 
difficult to the UAE, 
you have long 
shipping times and 
high freight costs.

“
”

Logistics

Moving a product from farm to processing plant to 
the customer’s doorstep can be challenging even in 
the best circumstances, now add the complexities 
of an 11,800 km journey from Delta to Dubai! 
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 
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 the UAE 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.

•	 Most consumer-ready products enter through 
Jebel Ali Port in Dubai, the world's tenth busiest 
seaport, and the biggest and busiest port in the 
Middle East. 

•	 A container takes roughly 30 days from an 
eastern North American port and 50 days from a 
western port to arrive in the UAE.

•	 Individual emirate municipalities serve as the 
main regulatory bodies that directly oversee 
food imports at ports of entry.  They review 
paperwork, conduct physical inspections, collect 
samples for lab testing, and make final decisions 
on product release or detention.

•	 The UAE has a hot and humid climate, with 
temperatures frequently over 45C from May to 
September. Can your product and packaging 
maintain freshness, taste and visual appeal?

•	 Do you need to add thermal liners, pallet covers 
or temperature indicators?

Guidance from this 2025 U.S. Department of 
Agriculture (USDA) report includes:

•	 Samples are exempt from local 
labelling and shelf-life requirements 
but may require a health certificate. 

•	  A halal certificate is required for meat 
and meat products.

•	 Product samples must be clearly 
labeled as samples and not for sale. 

•	  Product samples are subject to 
quantity limits based on food category. 

•	 Exporters should verify limits and other 
requirements with UAE municipalities 
prior to shipment. 

Shipping 
Samples

4
4.1 The Basics

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
https://vervologistics.com/blog/uae-customs-for-food-and-beverage-imports
https://vervologistics.com/blog/uae-customs-for-food-and-beverage-imports
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0008.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0008.pdf
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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 UAE 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 UAE regulatory requirements. Together, 
these factors will help you answer the question: 
“Can I export to the UAE, work with high-quality 
partners, and make a profit?"

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

Export costs may include:
•	 Packaging modifications, e.g., smaller size.  
•	 Product modifications, e.g., no alcohol 

ingredients, check your ingredients’ ingredients!
•	 Lab testing and regulatory approval.
•	 Labelling and label translation.
•	 Import tariffs, VAT and local taxes. 
•	 Logistics – freight, insurance and foreign 

warehousing.

Potential expenses in the new market:
•	 Listing fees.
•	 Trademark registration.
•	 Marketing, translation and 

promotions. 
•	 Trade show attendance.
•	 Barcode/product 

identification, e.g., new 
GS1 GTIN.

•	 Inspection fees.
•	 Sales commissions and 

fees.

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 cover the cost of samples, 
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?

Consider these questions before you start 
negotiating:
•	 Can you be flexible on MOQ (minimum order 

quantity) for the first shipments? 
•	 What is your budget for samples, advertising 

and promotional activities?
•	 Is exclusivity available for certain products or 

channels?
•	 What level of in-market presence (trade 

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

Taxes:
•	 Value Added Tax (VAT), 5% as of spring 2026.
•	 Excise Taxes on alcohol, energy drinks and 

carbonated beverages.
•	 Understanding international sales tax.

The Emirati Dirham is the 
official currency of the UAE, 
referred to officially as AED.

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
https://www.edc.ca/en/article/understanding-international-sales-tax.html
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Finding buyers

Top retailers include:  Carrefour, Lulu Hypermarket, 
Spinneys, Waitrose, Nesto Hypermarket, Union Co-
operative Society, Sharjah Co-operative Society, 
Emirates Co-operative Society, and ADCOOP.

Finding buyers in the UAE starts with 
understanding how the market is structured. 
Large supermarket groups dominate retail, while 
distributors handle most imports and brand 
representation. Because the UAE is a hub and 
spoke market, buyers often look for products 
that can serve not only the Emirates but also 
re-export channels across the Gulf. Trade shows 
like Gulfood are among the most effective ways to 
meet importers, distributors, and retail category 
managers in person.

Beyond events, exporters can identify buyers 
through Canadian trade offices. Many UAE 
distributors specialize by category—such as 

premium grocery, organic, frozen, or foodservice—
so targeting the right segment is essential. Strong 
packaging, clear halal compliance, and competitive 
logistics drive buyer interest.

When engaging potential distributors or retailers, 
it’s important to ask targeted questions about 
their geographic coverage, channel reach, client 
portfolio, and marketing strategies. This helps 
you understand whether they can support your 
category across the UAE and whether their 
strengths align with your product positioning. 

It is also imperative to visit the market to build 
relationships, evaluate potential partnerships, 
and identify new opportunities. Personal contact 
carries significant weight in the UAE and signals 
long-term commitment. Meeting buyers, walking 
stores, and observing how your category is 
merchandised will give you insights that are 
impossible to gain remotely and will strengthen 
your credibility with local partners.

•	 The Canadian government has the 
contacts to make introductions and 
get meetings – that’s the advantage of 
working with them – not a chance I could 
get an appointment on my own! 

•	 It’s a fast-moving market, you can’t delay 
follow-up or answering questions. 

•	 Knowing how to communicate makes a 
real difference—email is expected for 
formal communications, but WhatsApp 
keeps things moving and builds the 
relationship.  

•	 Time zones can be challenging, but 
showing flexibility and a willingness to 
meet halfway goes a long way.  

Cold calls are OK! It's a very 
competitive market, so find 
what works!

“

•	 Buyers often need education, not just 
a pitch. They need to understand what 
makes your product different and how 
it compares to competitors. Canadian 
quality is not always well understood 
in the UAE, and many buyers are more 
familiar with lower‑priced products, so 
premium exporters need to be clear 
about their advantages. 

•	 A local importer plays a critical role, 
not only selling the product but also 
registering it in the market. 

Exporter Tips for Success

”

Selling to the UAE
6

https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_Dubai_United%20Arab%20Emirates_TC2025-0005.pdf
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Gulfood  is the world's biggest annual food and 
hospitality show. Held in Dubai, the show attracts 
approximately 5,000 exhibitors participating from 
over 120 countries and 100,000 professional 
visitors. There is also a significant Canadian 
pavillion, with 63 companies participating in 2026. 

Other international food trade shows popular 
among UAE buyers include:

•	 Summer Fancy Food Show
•	 Natural Products Expo West
•	 SIAL Paris
•	 ANUGA Germany

Agriculture and Agri-Food Canada (AAFC) 
has information about food shows across the 
world through its Trade Show Service ,  and also 
the Canada Pavilion Program  that helps with 
participation. 

Travelling to the UAE —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.

Ramadan & Eid al Fitr (dates vary each year): 
The biggest annual food buying period, driven 
by large family gatherings, gifting, and increased 
consumption of staples, sweets, and premium 
items.

UAE National Day (December 2): Retailers run 
major promotions on snacks, beverages, and 
celebratory foods as consumers prepare for 
gatherings and public festivities.

Dubai Shopping Festival (dates vary): A peak 
retail season where supermarkets and hyper-
markets promote packaged foods, confection-
ery, and giftable items.          

Major Food 
Shopping Holidays

6.1 Attending Trade Shows

•	 Do you have experience importing North 
American foods or beverages?

•	 Which emirates 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?

Questions to ask potential 
importers and distributors

Get Trade Show Ready

Funding for Trade Shows and 
In-Market Promotion

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

•	 BC Agriculture and Food Export Program 

•	 AAFC's AgriMarketing Market Diversification 
Program

https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service/gulfood
https://www.specialtyfood.com/fancy-food-shows/summer/
https://www.expowest.com/en/home.html
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service/sial-paris
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service/anuga
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://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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Sales in the UAE are built on trust, rapport, and 
consistent engagement as much as on the 
product itself. The UAE’s multicultural business 
environment requires respect for cultural norms, 
adaptability, and steady communication to maintain 
momentum.

Using interpreters 
Dubai’s business environment is multilingual, but 
English is the dominant language for business, 
negotiations, and commercial communication. 
For trade shows and business meetings, hiring an 
interpreter is generally not necessary. If you do 
work with a translator, treat them as part of your 
team—skilled interpreters can provide cultural 
context, product feedback, and guidance on next 
steps. As with all business communication in the 
UAE, it’s best practice to confirm agreements or 
decisions in writing.
Communications 
Business communication in the UAE moves 
quickly, and exporters need to keep momentum 
with buyers through prompt, consistent follow 
up. Keeping the conversation alive signals 
professionalism and commitment, but only if you 
have the capacity to supply—your second email 
cannot be “I’m out of stock.” If you want to explore 
the market, be ready to engage actively and ensure 
product availability, because as buyers often say, “If 
they want it, they want it now.”

6.3 Building Relationships

Selling food in the UAE increasingly 
depends on a strong digital presence, as 
consumers rely heavily on online channels 
to discover brands, compare prices, and 
order groceries. Social media—especially 
Instagram, TikTok, and YouTube—plays 
an outsized role in shaping food trends, 
and product and brand reviews on these 
platforms strongly influence e-shopping 
behavior. Influencers and micro-creators 
often drive trial and awareness, making 
digital visibility essential. 
As the UAE is a high adoption, mobile 
first market, brands are expected to 
support launches with digital advertising, 
targeted promotions, and retailer specific 
campaigns. Strong content, localized 
messaging, and consistent visibility 
across online and offline channels 
help new Canadian products stand 
out in a competitive, promotion heavy 
environment.
Search behaviour in the UAE is bilingual, 
with significant usage in both English 
and Arabic. English dominates business, 
expat, and general consumer searches, 
but Arabic remains essential for reaching 
Emirati consumers, government-related 
queries, and users who prefer to evaluate 
products in their native language.

Importers may collaborate with Canadian 
companies on marketing and may share 
advertising costs, but fees to place SKUs on 
shelves are negotiated privately. The market is 
highly promotional, and while strong marketing 
support is expected, it can be expensive for new 
brands entering the UAE.

Work closely with the trade commissioners as they 
often spearhead major food promotion events such 
as this outdoor family day  in 2024, with over 500 
members from the general public and local food 
service industry. 

6.2 Marketing Digital Landscape

•	 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

https://tastecanadianfood.ca/events/canadian-food-and-beverage-retail-campaign-united-arab-emirates
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/
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Social and Business 
Etiquette  

Using WhatsApp for business communication 
is very common in the UAE, especially for quick 
updates. However, WhatsApp cannot be used 
for voice or video calls in the UAE due to local 
restrictions. For virtual meetings, companies 
typically rely on Microsoft Teams or Zoom, which 
are widely accepted for business discussions.

More than 150 Canadian companies have 
an operational presence in the UAE.“ ”

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

•	 Legal jurisdiction, if under UAE law, use 
experienced legal counsel.

•	 Ensure the accuracy of Arabic translations - 
this supersedes the English version in case of 
disputes.

•	 Intellectual Property (IP) and trademark 
protection for your brand.  

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

•	 Marketing and representation fees. 

•	 Payment terms. 

•	 UAE Commercial Agency Law is highly 
protective of local distribution partners. 
Therefore, it is important to identify 
specific geographical areas and 
whether exclusivity of distribution is 
needed.

•	 Dispute resolution and termination 
of contract – the UAE Commercial 
Agency Law governs agency dispute 
mechanisms and decides on contract 
termination cases. The process can be 
difficult.

•	 Relationships matter: Long-term 
success depends on regular in-market 
engagement and maintaining contact 
even after contracts are signed.

•	 Patience is essential: Approvals, 
payments, and government 
processes can take months or longer; 
persistence without pressure builds 
trust.

•	 Meeting norms: Punctuality is 
expected, though counterparts may 
arrive late. Meetings often take place 
in offices or hotel boardrooms.

•	 Conservative attire: Business dress 
is formal—suits for men and modest 
professional clothing for women.

•	 Hospitality: Accept Arabic coffee or 
refreshments when offered; declining 
may be viewed as impolite.

•	 Greetings: Handshakes are common, 
but men should wait for women to 
initiate.

•	 Negotiation style: Bargaining is 
normal, and government procurement 
often requires multiple quotes, 
favouring the lowest price unless 
value is clearly demonstrated.

Contracts need to include this information 
and this report suggests a few more specific 
to the UAE:

6.4 Due Diligence

Learn about 
protecting your IP 
outside of Canada

Legal Tip

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://www.trade.gov/country-commercial-guides/united-arab-emirates-distribution-sales-channels
https://www.trade.gov/country-commercial-guides/united-arab-emirates-distribution-sales-channels
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 Support and 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.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 . 

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.

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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