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Food & Drink Exporters Association 

ÁTrade Association for UK food and drink 
exporters 
 

ÁMeetings with Government  - Defra export plan 
 

ÁEvents ï workshops, networking, dinners... 
 

ÁUKTI grants for international trade shows 
 

ÁMeet the Buyer Events 
 

ÁResearch 

 



Over 95 members 



UK Exports 2011 

ÁTotal UK Exports = £18.6 billion -  up 14.8% 
 

ÁFood & Non-alcoholic drinks  = £12.1 bn up 11.4%  

ÁEU Share 77%  

 

ÁNon EU Growth = +11.8% 
 

 

Source : Leatherhead Food RA 



Top 10 UK Export Markets  

1. Ireland = £2,932m 

2. France = £1,446m 

3. Netherlands 

4. Germany 

5. Belgium = £569.3m 

6. Spain 

7. US 

8. Italy 

9. Denmark 

10. Poland = £202m 

 



Key Growth areas 

ÁPoland strong gains in sauces and condiments 

+25.6%, chocolate +108.7% and cheese +77.4%) 

ÁHong Kong (+40.9%,) - soft drinks +86.8% and 

cakes +42.8% 

ÁNetherlands sugar confectionery +52.1% and 

crisps +15.1%. 

ÁBelgium large gains seen in chocolate +30.9% 

and sweet biscuits +100.3%) 



BRICs?   Worldôs Prosperity Index 2010 

 

1. Norway 

2. Denmark 

3. Finland 

4. Australia 

5. New Zealand 

6. Sweden 

7. Canada 

8. Switzerland 

9. Netherlands 

10. USA 

 



Size the prize and prioritise 

ÁResearch the market 

 

Á Identify the market, chose your customer, find 

the route to supply them 

 

ÁBig is not always beautiful 

 

 



Need to get the basics right 

ÁMake sure your product is right 

ÁGet the price right 

ÁDonôt succumb to first person that shows interest 

ÁSupply chain - logistics 

Á Is it worth it? 

ÁMarketing strategy ï end game 

ÁGetting paid 

 

 



Getting it Right 

ÁConscious decision to enter market 

ÁResearch market and routes to market (distributors) 

ÁVisit Market / Attend trade show 

ÁShortlist and then meet distributors 

ÁMatch products to the customer base & supply 

capabilities of the distributors. 

ÁCreate a plan ï collaboration & partnership. 
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Tips from Successful Exporters 

 

ÁDevelop an export marketing plan 

ÁSenior management commitment 

ÁCareful selection of overseas partners 

ÁSupport  your local partners 

ÁPlan and develop export expansion 

ÁGive equal priority to export and home market 

ÁModify products to meet export requirement 

ÁUse export specialists when needed  



International Trade Shows 

FDEAôs event delivery partner : 

 

ÁPS8 ï UKTI accredited Trade Organiser 

 

ÁUKTI grants for exhibitors 

 



  

ÁExhibitions ï one of the most cost effective 
forums to build international trade 
 

ÁBusiness comes to you 
 

ÁThe only platform that brings buyers straight to 
your company for face to face interaction 
 

ÁSave time and money 

 

International trade shows 



Choosing the Right Show 

ÁWhich best fit your needs?  

Location, Time of Year, Target audience 

 

ÁExpand into new markets?  

Does show attract prospects from those areas. 

 

ÁHow successful is the show? 

Ask exhibitors?  First edition? Reputable organiser? 

 

ÁHow is the show promoted? 

No good if the trade donôt know about it! 



Benefits of a UK Pavilion 

ÁSomeone else to organise logistics 

 

ÁHigh profile stand ï helps you to stand out 

however small you are  

 

ÁMix of established and new exporters - help each 

other 

 

ÁGroup publicity, websites, receptions 

 

ÁUKTI financial support may be available 



Benefits of a UK Pavilion 

ÅPre event meeting to present the team and 

explain the package 

 

ÅGroup services for freight, travel, refrigeration 

 

ÅOne stop shop for all your queries 

 

ÅSort through all the exhibitor information and 

alert you to deadlines and key actions 

 

ÅOn site to hold your handéé 

 





Large UK pavilion 



Biofach ï Nuremberg ï 13-16 February 2013 



> Largest organic trade show in Europe 

> Stringent entry criteria ï all products exhibited 

must be certified organic  

> Organic sales continue to increase their market 

share outside of the UK 

> Many European governments are setting organic 

targets to ensure continued growth for this 

product sector 

Biofach ï Nuremberg ï 13-16 February 2013 



UK Pavilion exhibitors in 2012 

ÅDoves Farm Foods 

ÅHigher Living 

ÅLittle Sauce Company 

ÅLye Cross Farm 

ÅMeridian 

ÅOrganic Trade Board 

ÅOrganix 

 

ÅRainforest Foods 

ÅRasanco 

ÅRocks Organic 

ÅSuma Wholefoods 

ÅSun & Seed 

ÅTrioni 

 



Typical UK Pavilion Stands 

Individual stands of 9sqm or larger Pod areas ï ideal for first time exhibitors 



Stand out 

Design and build of exhibition stand to fit within shell scheme 

Services include artwork, graphics, stand build, storage, delivery and 

installation 


