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About this Guide

Export Guide to the United Kingdom @

o , , Guide Tip
This guide was developed to assist B.C. agri-food
and seafood businesses by informing them about Use the bookmark bar in your PDE
key export topics such as the economic and reader to easily navigate to a section.
business environment; key regulatory agencies;
finding and assessing buyers; distribution channels;
the culture; and the development and maintenance ®
of relationships. Use this guide as part of your Opinions expressed in this document are
company’s export toolkit in your overall sales those of the author and not necessarily
expansion strategy, and to train staff on the unique those of the governments of Canada
elements of doing business with the UK. and British Columbia. Allinformationis

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
Visit the B.C. Ministry and British Columbia, and their directors,
of Agriculture and ig?ntbsl, efmployee-ls,‘or cgntraotors Willl not
: e liable for any claims, damages, or losses
ToBES ST of any kind whatsoever arising out of the
use of, or reliance upon, this information.

Readiness Roadmap
to get export ready

for this market and
others.
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United Kingdom

Introductionto the
UK Market

Welcome to the United Kingdom of Great Britain and Northern Ireland

The United Kingdom of Great Britain and Northern Ireland, commonly referred to as the United Kingdom
or the UK, is a sovereign state located off the north western coast of mainland Europe. It comprises four
countries—England, Scotland, Wales, and Northern Ireland, and is a unitary parliamentary constitutional
monarchy, with regionalized governments in Scotland, Wales, and Northern Ireland. The UK is bordered by
the Atlantic Ocean, the North Sea, the English Channel, and the Irish Sea. London, located in southeastern

England, is the capital and largest city with nine million people.

Itis important to note that the Republic of Ireland is a separate country and is not part of the UK.

POLITICAL

The UK has a predictable regulatory environment and
maintains an active global trade agenda following
Brexit, including new bilateral agreements and joining
the Comprehensive and Progressive Agreement for
Trans-Pacific Partnership (CPTPP).

ECONOMIC

The UK s a high income, service driven economy, with
London as a global financial hub. Economic growth
has been moderate, with inflation and productivity
challenges shaping the business environment

SOCIAL

The UK has an aging and diverse population, with
strong urban concentration in England. Consumer
preferences emphasize convenience, sustainability,
and high quality goods. Cultural diversity and global
food openness support demand for international
products.

TECHNOLOGICAL

High internet penetration and mature e-commerce
infrastructure make digital channels important for
market entry. Digital infrastructure is robust, with
widespread online payment systems, and strong
consumer comfort with digital services.

LEGAL

The UK follows a common law system with
transparent, well-defined regulations. Importers must
comply with strict standards on labelling, food safety,
packaging, and product testing, especially under
post Brexit UK specific rules. Intellectual property
protection is strong and consistently enforced.

(" , )

Demographic Snapshot
Growing 77.2M (2050)
Population )

Aging Population

69.2M (2024

65+19% of the
total population (2025)

1

Urbanization

83% of the
population live
inurban areas

ENVIRONMENTAL

The UK has ambitious net zero and sustainability
commitments, with strong consumer and regulatory
pressure for low carbon products, recyclable
packaging, and transparent supply chains.
Environmental standards —especially for food,
agriculture, and packaging—are among the most
stringent globally.
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Shared

Connections
Canada and the UK share a sovereign,

His Majesty King Charles lll,and are
both among the oldest parliamentary
democracies in the world.



https://www.international.gc.ca/country-pays/united_kingdom-royaume_uni/relations.aspx?lang=eng
https://www.oecd.org/en/countries/united-kingdom.html
https://data.worldbank.org/
https://data.worldbank.org/

United Kingdom

Economic Environment @ Gross domestic product (GDP) in 2024 — US$3.69 trillion

@® GDP per capita US$53,246.40

@ Real GDP forecast — Annual growth rate 1.0%, 2025

@® Oneof the world's top 10 economies

21 Agri-food Imports

In 2024, the United Kingdom ranked as the world’s
5th-largest agri-food and seafood importer,
accounting for Can$122.38 billion.

UK's top consumer-oriented growth products

as determinded by the U.S. Department of
Agriculture (USDA)

The United Kingdom's leading import categories
included bread, pastries, cakes, and biscuits,

valued at Can$4,409.34 million, with a growth rate - Chocolate 6. Processed Fruit
0,

0f12.50% from 2020. 2. Fruit and Vegetable 7 Chewina G

Wine was the second-leading import, valued at Juice -hewing &Gum

Can%$4,066.83 million, growing at a 3.25% CAGR

since 2020. 3.Tea 8. Coffee

Food preparations reached Can$2,871.93 million,

growing modestly at a rate of 5.21%. 9. Beef and Beef

4. Tree Nuts Products

Canada's presence is relatively small in the

top 15 import groups, with its most significant
contributions in bread, pastries, cakes (1.40%) and
sugar confectionary (0.58%).

5. Fresh Fruit 10. Dairy Products

Top global suppliers of agri-food and seafood to the United Kingdom in 2024 (Can$ million) (Agriculture and Agri-Food Canada (AAFC))

Country 2021 2022 2023 2024 22232;‘?4 Marki;)s"are
e o 128 1Me w1005 100
Netherlands 10,061 14,850 15,890 16,272 863 1337
France 7372 10,058 11177 11,261 8.51 9.33
Ireland 7486 8,395 8,992 10,511 543 854
Belgium 5101 7061 8,507 9,069 17.82 67
Germany 5,839 6,669 7710 8,975 191 73
Spain 5735 6,378 7215 7575 453 647
Italy 5,380 6117 6,831 7279 754 6.04
Poland 3,959 4938 6053 6439 127 494
China 1642 2430 3322 3623 2238 246
United States 2509 2,862 2,955 3,361 6.25 279
Canada 1042 1238 1149 1197 10,05 106
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https://data.worldbank.org/country/GB
https://www.oecd.org/en/countries/united-kingdom.html
https://data.worldbank.org/country/GB
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
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United Kingdom

The United Kingdom's agri-food and seafood imports and supplying countries in 2024: (Can$ million) (AAFC)

HS .. Import

Top Suppliers and market share %

Canada's
share %

190590 | bread, pastry, cakes 4,409.29 France: 1814 Ireland: 17.44 Germany: 12.46 14
220421 | wine of fresh grape 4,066.83 France: 34.28 Italy: 1515 Spain: 10.35 0.02
210690 | food preparations 2,871.90 Germany: 14.46 | Netherlands: 1313 Denmark: 12.48 0.56
160232 | meat "gallus domesticus" (chicken) 2,770.48 Thailand: 39.86 Poland: 16.34 Germany: 8.03 0
180690 | chocolate and others 243243 Germany: 20.91 France: 14.50 Italy:14.10 0.08
2 2 Market Trends Packaging Regulations

Lifestyle In January 2025, the Extended Producer

“The plant-based food market in the UK continues Responsibility (EPR) came into force, a

to grow rapidly, driven by rising consumer interest scheme whereby (large) UK organizations,

in health, sustainability, and ethical eating.” (AAFC) including importers, are responsible

“Health conscious shoppers and flexitarians are for the recycling of the packaging they

steadily reducing their meat intake, with 32% produce. This means businesses that

reporting they eat less meat and 10% consuming place packaging on the UK market must

meat or fish only occasionally.” (AAFC) Changing now cover the costs of collecting, sorting,

eating habits—such as fewer formal meals and recycling, and managing the residual

more frequent snacking—are reshaping demand, waste. Businesses are also required to

alongside heightened public debate around food report the type and amount of packaging

safety, environmental impact, animal welfare, and they place on the market.

broader social and economic issues. Consumers

are increasingly seeking foods that support better

health, fueling strong sales of premium, minimally . .

processed products, functional foods, fresh fruit, Premium grocery stores, such as Wa.|tro‘se and

fruit juices, and low fat or low sugar options. Marks & Spencer are s‘trong players in high-end, .

_ upmarket grocery retail and can often be a good fit

‘In 2023, Canada was the largest supplier to the for B.C. exporters. Waitrose is expanding and will

UK of plant-based pulse ingredients with imports “open up to 100 new convenience stores by 2029,

totaling US$101.3 million.” Learn more: Agriculture alongside upgrades to 150 existing locations.”

and Agri-Food Canada's (AAFC) Sector Trend .

. . i . Online e-commerce
Analysis — Plant-based pulse ingredients in the . . .
The UK grocery market is navigating evolving

UK. consumer habits, technological disruption, and

Grocery landscape intense competition. “Online grocery shopping

“The food retail sector is saturated, highly was expected to maintain its 9% market share in

consolidated, and competitive. Based on 2024 2025; however, increased delivery fees are driving

figures, the top four retailers (Tesco, Sainsbury, some price conscious consumers back to physical

Asda and Aldi) together account for 67% of the stores.” (USDA)

market. Discounter retailers, Aldi and Lidl continue Showing confidence, Tesco plans “to open 150

to gain market share and combined now have new Express stores by 2027, aiming to strengthen

19.2% market share. This is increasingly where UK its footprint in high-traffic areas and enhance quick

consumers shop.” (USDA) commerce capabilities.”

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters 4



https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-plant-based-pulse-ingredients-united-kingdom
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://www.savills.co.uk/research_articles/229130/379213-0
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://www.savills.co.uk/research_articles/229130/379213-0
https://www.gov.uk/guidance/extended-producer-responsibility-for-packaging-who-is-affected-and-what-to-do
https://www.gov.uk/guidance/extended-producer-responsibility-for-packaging-who-is-affected-and-what-to-do

United Kingdom

2.3 Free Trade: Canada, the
UK and the Canada-UK TCA

The Canada-United Kingdom Trade Continuity « On March 24,2022, Canada and the United
Agreement (Canada-UK TCA) came into force on Kingdom launched negotiations toward a free
April1,2021 and does not expire. It replicates the trade agreement (FTA); they are still in progress at
main benefits of the Canadian-European Union the time of writing this guide.

Comprehensive Economic and Trade Agreement
(CETA) and created continuity in Canada’s trade Progressive Agreement for Trans-Pacific

with the UK when the UK left the EU. Partnership (CPTPP), which Canada is a
Stay up to date on Canada’s Trade Negotiations! member of. However, Canada hasn't finished
ratifying the UK's accession, so the CPTPP terms

don't apply to Canada-UK trade yet.
E-commerce is a real thing, especially for healthy
snacks for children. It's just easier. 99

« The UK has joined the Comprehensive and

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

What the UK buys from Canada
\ a 58% increase of
- trade ingoods
\<C> a and services
3rd w2 sinee

3500 | o= | $6.OMm

companies partner?or - $
exportgoods to goodand in2024 63B
the UK. services exports of sauces, dips and .
93% are smalland medium condiments, led by prepared N 2024

Sized companies sauces and mustard.

Provincial breakdown of Canada's agri-food and seafood exports to the United Kingdom (Can$ million) (AAFC)

* 0 5

Ontario 259.01 2521 20142 236.56 9.41 285
Saskatchewan 133.23 150.69 14118 175.87 24.36 17.26
Quebec 94.2 105.91 137.98 13313 1418 14.06
Alberta 93.24 105.72 91.73 92.24 3.33 11.87
Manitoba 4537 51.88 46.82 9118 -3.90 8.75
British Columbia 41.84 66.64 56.82 70.98 117 778

*CAGR: Compound Annual Growth Rate

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters


https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-trade-overview-united-kingdom
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cuktca-acccru/trade-statistics-statistiques-commerciales.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cuktca-acccru/trade-statistics-statistiques-commerciales.aspx?lang=eng
https://agriculture.canada.ca/en/international-trade/reports-and-guides/sector-trend-analysis-sauces-dips-and-condiment-trends-united-kingdom
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cuktca-acccru/trade-agreement-explained.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cuktca-acccru/trade-agreement-explained.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/index.aspx?lang=eng
https://international.canada.ca/en/services/business/trade/agreements-negotiations/investment-agreements
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/canada_uk_fta-ale_canada_ru/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/canada_uk_fta-ale_canada_ru/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cptpp-ptpgp/index.aspx?lang=eng
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/cuktca-acccru/trade-statistics-statistiques-commerciales.aspx?lang=eng
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What the UK buys from BC (Statistics Canada)

Commodity Detail

Value of Exports (Can$)

Wild salmon nes $4,803,842 $7,080,383 $5,780,783 $6,424,281 $7,545,439
2 Sgs;rf;[?:ns $3,540595 $2,693,737 $3,099,018 $2,762,209 $5,699,424
3 Coffee $3,694,943 $5,602138 $2,947045 $3,759,502 $3,335,690
4 Sablefish $2,924,447 $4,066,822 $3,683,917 $2,345,634 $2,356,506
5 Cherries, n.e.s. $1,644,201 $1428426 $1,971,921 $1592176 $5,825,804
6 Cannabis products $108,000 $11,446,076
7 Spirits $75,318 $1148,783 $1,083127 $1,785,987 $1,573114
8 Baked goods $1,438 $614,503 $2,050,288 $1,541,833 $517,345
9 Wheat $516,707 $676,172 $999,760 $739,988 $778.412
10 Pharmaceutical $85,789 $3,543,209
products
1 Sausages $606,395 $217,500 $550,366 $572,431 $828,882
16 Soups and broths $265,728 $812,5647 $475,968
19 Sea urchin $222,783 $199,534 $507,533 $52,643 $262,282
20 Crabs $223,789 $193,269 $184,447 $90,546 $164,589
23 Clams $120,618 $151,624 $15,720 $180,483 $221673

Essential Insights:

Advice from B.C.’s Trade and Investment
Representative (TIR) in Europe

Entering the UK food market requires persistence,
relationship-building, and a clear understanding of
retail and distribution dynamics. Market entry can
take several years, and success often depends

on repeated engagement, local partnerships, and
ongoing investment in promotion. Exporters should
be prepared to adapt their approach across retail,
food service, and growing e-commerce channels.

« Shoppers are willing to invest in high-quality
products that elevate their home-cooked meals.

- Branded sauces, dips, and condiments are
gaining ground over private label as consumers
prioritize flavour and quality.

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

*n.e.s.: not elsewhere specified

- Seafood is a premium, limited-availability
product that fits well in high-end restaurants and
foodservice—be ready to speak the language of
both retail and restaurant sales!

- Exporters probably don’t have the capability
or the inventory to deal direct with Tesco and
Sainsbury, Costco is an anomaly that buys direct.

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



https://www.britishcolumbia.ca/for-bc-businesses/
mailto:international%40gov.bc.ca?subject=
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

United Kingdom

Market Readiness

As England, Wales, and Scotland are outside

of the EU single market and customs union,
exporters should ensure they are familiar with UK
requirements which do differ from the EU in some
areas. Northern Ireland, although part of the United
Kingdom, remains within the EU single market for
goods and customs union.

Keep Learning

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

- How to Navigate Export Market
Regulations and Requirements

» How to Conduct and Use Market
Research for Exporting

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

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

Initial research should include:

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

« Consumption trends - is the UK 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 the
Canada-UK TCA?

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

* How much is spent annually on products
like yours?

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

If you think the UK 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 UK store shelves.

They do pick up the
phone! Take a chance
and make a call.



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://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2025-0046.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2025-0046.pdf
https://www.niassembly.gov.uk/assembly-business/brexit-and-beyond/brexit-questions-and-answers/
https://www.niassembly.gov.uk/assembly-business/brexit-and-beyond/brexit-questions-and-answers/

United Kingdom

) Learn about
31Food Import AgenC|eS exporting food
Please note that Northern Ireland will continue to follow the EU regulations. Utilize from Canada:
these resources if you will export to Northern Ireland: EU Access2Markets and Exporting food, plants
Trade Control and Expert System New Technology (TRACES NT), an online portal or animals

to request export certificates.

Department for
Environment, Food & Rural

Affairs (Defra)

International trade policy, including agricultural biotechnology and
organic standards.

Animal and Plant Health Importing animal or plant (horticultural) products.

Agency (APHA) . . ) . . . .

an executive agency under L|v_e animals and animal prodyct import regulations, mcludl_ng eggs,

Defra dairy, red meat, poultry, gelatin, honey, and pet food. Trade in animals
and animal products.
Horticultural product import regulations, including plants, cut flowers,
planting seeds, fruit, and vegetables. Plant health controls on imports.
Plant and plant products imported from all countries to Great Britain
are categorised into high, medium risk and low categories.

Food Standards Agency All aspects of food safety and standards on all packaged and loose

(FSA) food products sold direct to the consumer, including wine. Email:

helpline@food.gov.uk

Food that is intended for human consumption must meet the general
food safety requirements of retained EU law. A comprehensive guide
to UK food law is available here: FSA Food and Feed Law Guide.

There are guides for importing bakery products, cereal and cereal
products, confectionery, cooking oils, drinks, food or dietary
supplements and health foods, fruits and vegetables, herbs and
spices, nut, plant products and vegetarian products, salt or low
sodium salt alternatives, sauces containing products of animal origin,
sugar and sweeteners, table sauces, preserves, pickles and chutney:
Import information sheets.

His Majesty’s Revenue &
Customs (HMRC)

Handles the clearance of all goods entering the UK.

The onus is on the UK importer to make sure the product can legally be imported

and that the correct paperwork is organized to accompany the shipment. (USDA)

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters 8


https://www.gov.uk/guidance/contact-defra
https://www.gov.uk/guidance/contact-defra
https://www.gov.uk/guidance/contact-defra
https://www.gov.uk/government/organisations/animal-and-plant-health-agency
https://www.gov.uk/government/organisations/animal-and-plant-health-agency
https://www.gov.uk/plant-health-controls#imports
https://planthealthportal.defra.gov.uk/trade/imports/imports-from-the-eu/import-requirements/
http://www.food.gov.uk/
http://www.food.gov.uk/
mailto:mailto:helpline%40food.gov.uk?subject=
https://www.food.gov.uk/sites/default/files/media/document/food-and-feed-law-guide-july-2020.pdf
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https://inspection.canada.ca/exporting-food-plants-or-animals/exporting-food-and-animal-products-to-the-european/eng/1627578090394/1627578090779
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
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https://inspection.canada.ca/en/exporting-food-plants-animals
https://inspection.canada.ca/en/exporting-food-plants-animals
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3.2 Market Requirements
and Import Documentation

The first step to achieving sales in the UK is
ensuring that you are market ready. This means
that your product is eligible for export and you are
compliant or have the ability to meet all necessary
standards and regulations. Several factors must
be considered to ensure successful market entry,
specifically around food safety standards, labelling
and packaging requirements.

UK guidance for traders on importing certain
foods refer to the relevant sheet for the category
specific to the product you wish to import. For
example, cakes will be covered by ‘Bakery
products’.

GMO

"Products Derived From “Genetic Modification™
Products that contain genetically engineered
(GE) ingredients can only be sold in the UK if the
GE trait has either received approval by the EU
prior to January 2021 or more recently has been
authorized for the market in Great Britain (England,
Scotland, and Wales), having been subject to the
UK’s own risk analysis process." Learn more about
labelling requirements for product derived from
biotechnology (GMO), page 10.

Labelling standards

There are four labelling standards that you must
comply with to import and sell food products in the
UK:

1. Food labelling: giving food information to
consumers.

2. Food standards: labelling and composition.

3. Food labelling and packaging.

4. Organic food: labelling rules.

r _ &

Rules and Regulations

Rules and regulations for importing
food for human consumption to Great
Britain and guidance for importing or
moving products into Northern Ireland.

\_ _J
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As shown in the label below, "potential allergens
are indicated in bold in the ingredients list. Also
note the format of the “Nutrition” panel. This is the
basic nutritional information panel for compliance
with UK (EU) regulations. It can be added to with
vitamins and minerals, and the panel can also show
nutrients per serving in addition to per 100 grams
or per 100 milliliters."

Labelling example (USDA)

Advent calendar with milk chocolate pieces

Milk chocolate contains: cocoa solids 30% minimum, milk solids 20% minimum.

(INGREDIENTS Q We'd love to hear from you on 0800 454 537
rugar, Dried Whole Milk, Cocoa Butter, | or customercare@thorntons.co.uk Thomtons PLC,

Cocoa Mass, Milk Fat, Emulsifier (Soya | Thomton Park, Somercotes, Alfreton,
Leclinin), Plavoiigy Derbyshire, DE55 4XJ.
M N: 4 3
IAY CONTAIN: Peanuts, Nuts. f Made in thelUk:
[NUTRITION © Design 13 J15207  Our chocolate is happiest

Typical Values kept in a cool, dry place.
Energy For Best Before see side of pack.

L

231942">
Although they are not a legal requirement, many
private label products from UK manufacturers
and retailers display front-of-pack color-coded
nutritional information using a voluntary “traffic
light labelling” system. Learn more about how to
create front-of-pack nutritional information.

542 keal
N & @
Carbohydrate 5549 Lo)
St The tray is made from

Per 100 g
Fat 319g
of which Sugars 53.7g pLAST[C PAPER FOIL
‘ Suitable for vegetarians v'| 50% recycled plastic.
| | No artificial colours v
v) 83 g

2260J| RECYCLABILITY
of which Saturates 198g
Protein
No artificial flavours

Front-of-pack labelling for a breakfast cereal (USDA)

per 30g cereal:

ENERGY || FAT ' SATURATES SALT

aeok) | 0.79 | 0.9 0.2g

10keal | ow Low MED
6% 2% 1% 4%

% of an adult’s reference intake.
Typical values per 100g: Energy 1530kJ/360kcal



https://www.food.gov.uk/business-guidance/imports-exports
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
https://www.food.gov.uk/business-guidance/imported-food-trade-information
https://www.food.gov.uk/business-guidance/imported-food-trade-information
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Exporter%20Guide%20Annual_London_United%20Kingdom_UK2025-0022.pdf
https://www.gov.uk/guidance/uk-standards-and-regulatory-import-requirements
https://www.gov.uk/guidance/food-labelling-giving-food-information-to-consumers
https://www.gov.uk/guidance/food-labelling-giving-food-information-to-consumers
https://www.gov.uk/guidance/food-standards-labelling-durability-and-composition
https://www.gov.uk/food-labelling-and-packaging
https://www.gov.uk/guidance/organic-food-labelling-rules
https://www.gov.uk/food-labelling-and-packaging/nutrition-health-claims-and-supplement-labelling
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
https://www.gov.uk/government/publications/front-of-pack-nutrition-labelling-guidance
https://www.gov.uk/government/publications/front-of-pack-nutrition-labelling-guidance
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041

LS

United Kingdom

g@ >

Key Steps for Exporting from Canada to the UK:

Confirm your Harmonized System (HS) code and preferential treatment under the Canada-UK TCA:
» Canada Tariff Finder.

Canadian Food Inspection Agency (CFIA) procedures will depend on if you are shipping to
England, Wales and Scotland, or Northern Ireland:

« Safe Food for Canadians Regulations (SFCR). Do you need a licence?

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

« Check CFlA's Export Requirements Library.

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

Consult the UK’s import goods checklist.

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

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

« Proof of originis referred to in the Canada-UK TCA as the “origin declaration”. This origin declaration
may be provided on an invoice or any other commercial document. It should be completed in English or
French and at the time of writing, uses the same language as the CETA origin declaration.

 Phytosanitary Certificate and/or Health Certificate.

 Understand the likelihood of an inspection at the port of entry: Border Target Operating Model (BTOM)
risk categories and inspection percentages for imports of live animals, products of animal origin
(POAO) and animal by-products (ABPs) from non-EU countries.

Organic equivalency

Yes! The United Kingdom and Canada recognize In 2024, UK sales of organic food and drink

each other's organic production rules and control increased for their 13th year. In 2024, total annual
systems as equivalent under their respective rules, sales of organic products reached US $4.9 billion,
under the United Kingdom-Canada Organic an increase of 7.3% on the previous year. In
Equivalence Arrangement (UKCOEA). 2024, sales of organic products in supermarkets
This equivalence arrangement means that organic increased by eight percent to US $319 billion.
products certified under the CFIA Canada Organic Independent retailers saw sales increase by nine
Regime or UK organic system may be sold and percent to over US $687 million. Sainsbury’s is the
labelled as organic in both Canada and the UK. largest retailer of organic products, with online
This eliminates the need to hold dual certification. retailers Ocado and Amazon also seeing good

‘According to the Soil Association Organic growth.” (USDA)

Market Report 2025, (a major organic food
certification body), despite the cost-of-living crisis,
UK consumers continue to buy more organic food,
which are typically at a higher price point than
conventionally farmed products.

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters


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://www.gov.uk/import-goods-into-uk
https://www.international.gc.ca/trade-commerce/trade-agreements-accords-commerciaux/agr-acc/ceta-aecg/text-texte/P1.aspx?lang=eng#2
https://www.gov.uk/government/publications/risk-categories-for-animal-and-animal-product-imports-from-non-eu-countries-to-great-britain/tom-risk-categories-for-animal-and-animal-product-imports-from-non-eu-countries-to-great-britain-summary-tables
https://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements/ukcoea-overview
https://inspection.canada.ca/en/food-labels/organic-products/equivalence-arrangements/ukcoea-overview
https://www.soilassociation.org/certification/organic-market-report-2025/
https://www.soilassociation.org/certification/organic-market-report-2025/
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=Retail+Foods+Annual_London_United+Kingdom_UK2025-0035.pdf
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Logistics

41 The Basics

Moving a product from farm to processing plant to
the customer’s doorstep can be challenging evenin
the best circumstances, now add the complexities
of an 7,000+ km journey from Nelson to London!
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 the UK, 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.

Importers often
handle customs
clearance, but

they rely on you for
accurate documents
and information.

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

Large distributors
do food service as
well as grocery.

4.2 Shipping Tips
« Ocean transit from Canada can be 20-40 days
depending on departure port and route.
« Check pallet requirements:

« Do your buyers prefer Euro (100 x 80 cm) or
block pallet (100 x 120 cm) configurations?

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

- Consider poly or steel strapping to prevent
shifting and use corner protectors so straps
don’t cut into cartons.

- Buildin extra time for border checks - Post
Brexit, food shipments face stricter checks,
more documentation and can involve additional
inspections, especially for animal origin
products.

Shipping Samples

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
the UK, arrange meetings, and taste the samples
together. Building personal relationships is highly
valued in the UK, and an in-person visit allows you
to share your story, build rapport, and demonstrate
genuine commitment to the market and to
understanding the buyer and their needs.

Itis possible to import goods deemed to be of
negligible value, such as commercial samples, free
of duty and VAT —learn more: HM Revenue and
Customs - VAT and duties exemptions.
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https://inspection.canada.ca/en/plant-health/invasive-pests-and-plants/directives/date-originally-issued/13-01
https://inspection.canada.ca/en/plant-health/invasive-pests-and-plants/directives/date-originally-issued/13-01
https://inspection.canada.ca/en/plant-health/invasive-pests-and-plants/directives/date-originally-issued/13-01
https://www.gov.uk/government/publications/notice-372-importing-commercial-samples-free-of-duty-and-vat/notice-372-importing-commercial-samples-free-of-duty-and-vat
https://www.gov.uk/government/publications/notice-372-importing-commercial-samples-free-of-duty-and-vat/notice-372-importing-commercial-samples-free-of-duty-and-vat
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/12_how_to_manage_supply_chain_logistics.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/15_how_to_access_and_use_distribution_channels_for_export_markets.pdf
https://www2.gov.bc.ca/assets/gov/farming-natural-resources-and-industry/agriculture-and-seafood/farm-management/market-development/domestic-marketing/marketing-guides/15_how_to_access_and_use_distribution_channels_for_export_markets.pdf
https://www.tradecommissioner.gc.ca/en/market-industry-info/export-learning/step-7-delivering-goods.html
https://www.tradecommissioner.gc.ca/en/market-industry-info/export-learning/step-7-delivering-goods.html
https://www.edc.ca/en/tool/inlist.html
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Money Matters

51Pricing

Once you've completed your initial market research
and believe your products could be a strong fit for
the UK market, your 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 regulatory requirements. Together, these
factors will help you answer the question: “Can |
export to the UK, 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.

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

- Product modifications, e.g., new flavour.
- Labtesting and certificates.

- Import labelling.

- Import tariffs and local taxes.

- Logistics — freight, insurance and foreign
warehousing.

Potential expenses in the new market:

- Trademark registration.

- Marketing, translation and promotions.

+ Trade show attendance.

- Barcode/product identification, e.g., new GS1
GTIN.

- Sales commissions and fees.

Consider these questions before you start

negotiating:

« Will you offer volume discounts? If yes, which
products, what quantities and for how long?

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

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

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

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

Currency
The Pound Sterling

is the UK’s official
currency, denoted
with the symbol £ and
currency code GBP

Learn more about
international payments, pricing
and market entry

+ International payments

- EDC'’s trade credit insurance

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

Taxes

- Evenif goods are duty-free under Canada-
UK TCA, the UK has a Value Added Tax (VAT),
currently at 20%.

+ GOV.UK:look up duty and VAT rates.

« Charges payable on imported goods may
include:

- ‘Additional duties’ on flour and sugar.

« ‘Sugar levies' on processed goods containing
sugar.

- Excise duty on alcoholic beverages.

5.2 Payments

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

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

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

+ Will you accept Letters of Credit (L/C) or
purchase Accounts Receivable insurance?
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https://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
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https://www.gov.uk/trade-tariff
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName?fileName=FAIRS%20Country%20Report%20Annual_London_United%20Kingdom_UK2024-0041
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Sellingtothe UK

Exporter Tips for Success

- Large distributors work across channels and « Work with government trade offices to
handle food service as well as grocery. Some understand cultural differences, how
are more specific and focus on a sector like promotions work, and importer responsibilities.
‘natural plant-based’ or focus on a region like

Northern England. « Keep going back, make friends in your industry

and get to know the buyers, they can be a great
Exporters are expected to fully joinin to source of referrals and information across
promote the product. Make sure you know Europe for years to come.

what they expect, how you will work together

and how much it will cost.

E-commerce is growing in the UK for grocery — The UK IS a SOphlStlcated
the big players have their own channels or are market—know how you
partnering with giants like Amazon. W||| COmpete.

Finding buyers
The UK is a promising market for companies
prepared to invest the time and resources needed

to build strong commercial relationships. Retail market by channel 2024 (US$ millions) (USDA)

UK supermarket chains demand high volumes,
and their market concentration makes entry
challenging. Trial listings must deliver fast results
or the product is delisted. With strong, established
brands dominating the mainstream, building
recognition is costly—and ongoing promotion
needs to be factored into both your budget and
your pricing.

There are North American chains in the UK
market such as Whole Foods Market which has
one flagship store and six smaller stores across
London, and Costco which has 29 UK stores.
These sell a wide range of U.S. products and may
be more familiar with Canadian brands. If you are
already in Whole Foods or Costco in Canada or @ Hypermarkets (30%) @ Foods E-Commerce (11%)
anywhere else in the world, this could be a great
starting point for entering the UK!

@ Convenience Retailers (21%) @ Food/Drink/Tobacco Specialists (5%)

Importers and distributors_can manage one @ Supermarkets (16%) @ SmallLocal Grocers (3%)
or several steps along the import and sales
journey. Before signing an agreement ensure @ Discounters (13%) Warehouse Clubs (1%)

you explicitly set out roles, expectations, costs
and responsibilities. For example, will they buy
the goods, take ownership, be responsible for
warehousing and marketing and sell with a mark-
up, or will they act as a representative in exchange
for sales commission?
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6.1 Attending Trade Shows (" )

Trade shows are an excellent opportunity to utilize
B.C.’'s provincial and federal trade offices in the
UK, which can facilitate introductions to reputable
partners, suppliers and experts.

The UK's largest food and drink show case is
International Food and Drink Event in London
with 25,000 buyers in attendance.

UK buyers also attend these major industry shows

with Canadian pavilions:

ANUGA is billed as the world's largest food
show. The show is a biennial event that attracts
approximately 170,000 qualified buyers from
201 countries. ANUGA is a show "where the

world shops". Over 90% of exhibitors and 70% of

visitors come from outside Germany.

Seafood Expo Global (SEG) is Europe's largest

fish and seafood trade show. In 2024, the show

attracted more than 35,000 buyers and suppliers

from around the world with visitors from 153
countries.

Salon International de I'Alimentation (SIAL)

Paris, held biennially in October, is another of the

world's largest food and beverage shows. Based

in Paris, France, the show attracts approximately

310,000 professionals from 130 countries.

Questions to ask potential
importers and distributors

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

«  What regions will you cover,and do you
expect exclusivity?

« Whatis your commission structure?

» What promotions, funding, or mandatory
programs do you expect?

« How doyou handle returns, productissues,
andrecalls?

«  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?

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters
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Get Trade Show Ready

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

Funding for Trade Shows and
In-Market Promotion
¢ BC Agriculture and Food Export Program

¢ AAFC's AgriMarketing Market Diversification
Program

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

Major Food /N
Shopping Holidays i

Christmas (December): The biggest
annual surge in grocery spending on
premium foods, gifting, and entertaining.

Easter (March/April): Strong demand
for confectionery, bakery, seasonal
treats, and family meal ingredients.

Mother's Day (March): Boost in
premium foods, desserts, gifting, and
restaurant dining.

Summer BBQ Season (June- August):
Seasonal lift in meats, sauces,
beverages, and outdoor ready-to-eat
products.

Back to School (late August):
Increased buying of snacks, lunchbox
items, and convenience foods.

J
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https://www.ife.co.uk/
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service
https://agriculture.canada.ca/en/international-trade/services-agri-food-exporters/trade-show-service
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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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6.2 Marketing

As you plan your UK market entry strategy, it's
essential to build a promotion and advertising
budget into your overall export plan. With well
established brands dominating mainstream
categories, gaining recognition requires sustained
investment, and highlighting selling points such as
sustainability, organic or plant based attributes can
help your product stand out. The shared language
between Canada and the UK also works in your
favour—simplifying communication, reducing
marketing adaptation costs, and making it easier
to build strong relationships with buyers.

Inthe UK every listingis a
timed test—strong early sales
and active promotion are
essential to stay on the shelf. 33

r N
Digital Landscape

The UK has one of Europe’s most active
digital ecosystems, making online
visibility essential for food brands
entering the market. Social media

plays a major role in product discovery,
with TikTok, Instagram, YouTube, and
Snapchat driving trends, influencing
younger shoppers, and shaping demand
for new flavours, formats, and global
foods.

TikTok in particular has become a
powerful engine for viral food moments,
while Instagram and YouTube remain key
for recipe content, brand storytelling, and
influencer partnerships.

Google dominates search behaviour, so
strong SEO and paid search can help UK
consumers find your brand quickly. Again,
the shared language is a major advantage
and makes it easier to engage directly
with UK audiences across all digital
channels.

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

Profiles of different food retailers
in the UK (2025) (USDA)

No. of Market
Retailer Name and . Share
Outlets
Outlet Type (2025) (July
2025)
Tesco (mid-range),
Supermarkets & 2,964 28.3%
Express stores
Sainsbury's (mid-
range), Supermarkets & | 1,430 151%
convience stores
Asda/Wal-Mart (mid- o
range) 1106 1.8%
Aldi (discounter) 1,021 10.9%
Morrisons (mid-range) 497 8.4%
Lidl (discounter) 983 8.3%
Co-op (mid-range) 3,727 5.2%
Waitrose (upscale) 329 4.4%
Iceland 979 2.2%
Ocado (online) n/a 2.0%
1main
Whole Foods Market store and n/a
(very upscale) 5 smaller
stores
Costco Wholesale 59 n/a

(member warehouse)

Promotional Resources

« Learn how to promote your product in

new markets.

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

Utilize the free, Canada Brand program
to help global consumers recognize
Canadian food and beverage products.
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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://marque-canada-brand.agriculture.canada.ca/en-CA/home-accueil/
mailto:https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName%3FfileName%3DRetail%2BFoods%2BAnnual_London_United%2BKingdom_UK2025-0035.pdf?subject=
mailto:https://apps.fas.usda.gov/newgainapi/api/Report/DownloadReportByFileName%3FfileName%3DRetail%2BFoods%2BAnnual_London_United%2BKingdom_UK2025-0035.pdf?subject=
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6.3 Building Relationships

Using interpreters

Yes, we're including an interpreters’ section!
Companies should pay close attention to cultural
differences between Canada and the UK for
marketing strategies, especially language. It's
important to have a native British English speaker
review marketing text and slogans as word
meanings and connotations can differ greatly
between Canada and the UK.

Communications

In the UK, businesses are increasingly using
WhatsApp for online communication due to its
familiarity, speed, and convenience. Here are
some tips for effective WhatsApp use in business
communication:

 Use the official WhatsApp Business app.

« Check that your contact is comfortable using
WhatsApp for work conversations.

« Maintain professionalism by using proper
grammar and language.

» Respect work/life boundaries: avoid blurring the
lines between work and personal life.

6.4 Due Diligence

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

Contracts need to include this information
and more:
- Legal jurisdiction, ideally under B.C. law.

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

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

« Marketing and
representation fees.

« Payment terms.

- Territorial exclusivity
conditions, if applicable.

Legal Tip

Learn about

protecting your IP
outside of Canada

Export Guide to the United Kingdom for B.C. Agriculture and Food Exporters

Social and Business
Etiquette

Top 5 cultural tips for doing business in the
United Kingdom from Export Development
Canada.

« Know your geography — Understand
the cultural differences across the UK’s
four nations and avoid misidentifying
someone’s regional background.

Follow the lead — Expect light small talk,
especially about the weather! Read the
tone of indirect communication, and start
meetings with a firm handshake and a
smile.

Make time to socialize — Be prepared
for meetings to continue in a pub after
business hours.

Dress appropriately — Business attire is
generally smart casual; men should keep
a tie handy, and when unsure, choose the
more formal option.

Time your day — Allow extra travel time,
use the tube in London, walk when
practical, and take trains for meetings
outside the city. Punctuality is important!

J

17 |
Doing business

in the UK takes
persistence —emall
alone wont move
things forward; buyers
value relationships,

SO you need to vistt,
show up, and keep
coming back. ¥
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https://www.edc.ca/en/guide/edc-cultural-etiquette-tips-united-kingdom.html
https://www.edc.ca/en/tool/company-insight.html
https://www.edc.ca/en/tool/company-insight.html
https://www.ised-isde.canada.ca/site/canadian-intellectual-property-office/en/introduction-intellectual-property-ip
https://www.edc.ca/en/guide/understanding-incoterms.html
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries
https://ised-isde.canada.ca/site/canadian-intellectual-property-office/en/protect-ip-outside-canada-3-learn-about-ip-target-countries

United Kingdom

Export Supportand Resources

Government export services and resources
Agriculture and Agri-Food Canada (AAFC)
« International Agri-Food Trade Information and Services.

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

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

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

Trade and Invest BC offers resources and export professionals in

B.C. and markets around the world to help your business grow through

international opportunities.

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

and exporting articles and tools.

Canada’s Trade Commissioner Service (TCS) connects exporters
with global opportunities and market insights, including free MyTCS

accounts, a trade diversification toolkit, and a Step-by-Step Guide

to Exporting.

Canadian Food Inspection Agency (CFIA) offers these international

trade focused resources:
- Exporting food: a step-by-step guide.

- Exporting food: general requirements.

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

- Plant and plant product exports.

+ Safe Food for Canadians Regulations (SFCR) Fact sheet on
exporting food.
» Food export requirements library.

- Food export certification.

Newsletters

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

AAFC B.C. Agri-Trade Service Bulletin — subscribe by email.
Trade and Invest BC monthly newsletter.

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

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

( )
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Export assistance and funding
programs

AAFC’s AgriMarketing Program:
Market Diversification for Small and

Medium-sized Enterprises: cost-
share funding for export activities.

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

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

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

export education resources.

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

World Trade Centre Vancouver’s

Trade Accelerator Program (TAP):
export planning and mentorship.

Market research
AAFC: Market intelligence reports
and export guides.

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

Statistics Canada: Canadian

International Merchandise Trade Web

Application for import and export
statistics by province and trading
country, international trade statistics
and trade data.

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

Trade Data Online: Customized
reports on Canada and U.S. trade in
goods with over 200 countries.
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https://agriculture.canada.ca/en/international-trade
mailto:aafc.bc.info.cb.aac%40agr.gc.ca%20?subject=
https://public-can.mkt.dynamics.com/api/orgs/5b3b27f5-bf14-ed11-90e2-002248ad8084/r/KsI5Dn2BpECRYXqk0zAAABsAAAA?msdynmkt_target=%7B%22TargetUrl%22%3A%22https%253A%252F%252Fagriculture.canada.ca%252Fen%252Finternational-trade%252Fsingle-window-contact-agri-food-trade-services%2523msdynmkt_trackingcontext%253D01d4747c-3893-411f-91ba-92ed663e457c%22%2C%22RedirectOptions%22%3A%7B%225%22%3Anull%2C%220%22%3Anull%7D%7D&msdynmkt_digest=Kpq%2Ft5wLAQG4JkoUyEwxyDUlWnDpXw0LFf5Ha4xOGcY%3D&msdynmkt_secretVersion=ec6760509d48401b8df9faefc2ceb5a9
http://gov.bc.ca/agrifoodexportreadiness
https://www.britishcolumbia.ca/for-bc-businesses/
https://www.bdc.ca/en
https://www.bdc.ca/en/articles-tools/marketing-sales-export/export
https://www.tradecommissioner.gc.ca/index.aspx?lang=eng
https://www.tradecommissioner.gc.ca/en/about-us/success-stories/expand-new-markets-tools-support-canadian-exporters.html?utm_campaign=gac-amc-tcssdc-content-article-trade-diversification-toolkit-25-26&utm_medium=email&utm_source=mytcs&utm_content=explore-2026-03-26-en
https://www.tradecommissioner.gc.ca/guides/exporter-exportateurs/exporting-guide-exportation.aspx?lang=eng&_ga=2.134929650.223385560.1611759373-1015975137.1605862086
https://www.tradecommissioner.gc.ca/guides/exporter-exportateurs/exporting-guide-exportation.aspx?lang=eng&_ga=2.134929650.223385560.1611759373-1015975137.1605862086
https://inspection.canada.ca/en
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/step-step-guide
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/general-requirements
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports
https://inspection.canada.ca/en/exporting-food-plants-animals/plant-exports
https://inspection.canada.ca/en/food-safety-industry/toolkit-food-businesses/exporting-food
https://inspection.canada.ca/en/food-safety-industry/toolkit-food-businesses/exporting-food
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/requirements-library
https://inspection.canada.ca/en/exporting-food-plants-animals/food-exports/certification
https://www.cbsa-asfc.gc.ca/services/export/guide-eng.html
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://agriculture.canada.ca/en/programs/agrimarketing-market-diversification-small-medium-enterprises
https://bcagricultureandfoodexportprogram.ca/
https://bcagricultureandfoodexportprogram.ca/
https://www.tradecommissioner.gc.ca/en/our-solutions/funding-financing-international-business/canexport-smes.html
https://exportnavigator.ca/
https://www.boardoftrade.com/training/business-development/wtc/map
https://www.boardoftrade.com/training/business-development/wtc/tap
https://www.boardoftrade.com/training/business-development/wtc/tap
https://agriculture.canada.ca/en/international-trade/reports-and-guides
https://agriculture.canada.ca/en/international-trade/reports-and-guides
https://www.intracen.org/resources
https://www.trademap.org/Index.aspx
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www150.statcan.gc.ca/n1/pub/71-607-x/71-607-x2021004-eng.htm
https://www.statcan.gc.ca/en/subjects-start/international_trade
https://www150.statcan.gc.ca/n1/en/subjects/international_trade
https://www.tradecommissioner.gc.ca/index.aspx?lang=eng
https://ised-isde.canada.ca/site/trade-data-online/en
mailto:infoservice%40agr.gc.ca?subject=
mailto:mailto:aafc.bc.info.cb.aac%40agr.gc.ca?subject=
https://www.britishcolumbia.ca/subscribe/
https://www.edc.ca/
https://www.edc.ca/
https://exportnavigator.ca/
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