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LIST OF ACRONYMS

AIRS

Automated Import Reference System

CBSA

Canadian Border Services Agency

BCLDB

BC Liquor Distribution Branch

CAD

Canadian Dollar

CETA

Comprehensive Economic and Trade Agreement

CFIA

Canadian Food Inspection Agency

CIPO

Canadian Intellectual Property Office

COSD

Cost of Service Differential

CPLA

Consumer Packaging and Labelling Act

EU

European Union

F&B

Food and Beverage

FDR

The Food and Drug Regulations

GDP

Gross Domestic Product

GI

Geographical Indication

GST

Goods and Services Tax

HS

Harmonised System

IPR

Intellectual Property Rights

MFN

Most Favoured Nation

NAFTA

North American Free Trade Agreement

LCBO

Liquor Control Board of Ontario

REX

Registered Exporter system

SAQ

Société des Alcools du Québec

SFCA

Safe Food for Canadians Act

SME

Small and Medium Sized Enterprises

SPS

Sanitary and Phytosanitary Standards

TRQ

Tariff Rate Quotas

TQS

Tariff Quota System

US

United States of America
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EXECUTIVE
SUMMARY

How to use this Guide
This guide will introduce you to the agri-food sector in Canada and how to
leverage the EU-Canada Comprehensive Economic and Trade Agreement
(CETA). It provides an overview of the size of the Canadian agri-food market,
the distribution structure, key players and trends, as well as opportunities and
challenges for EU businesses.
It explains market entry strategies and requirements of the Canadian agrifood market, including in-depth information on standards and how to register
geographical indications, labelling requirements and special requirements for
alcoholic beverages, dairy products and other sensitive food products, and safety
standards. It also addresses the challenges and barriers that EU exporters can
face, such as regulatory and technical requirements that have to be respected,
and how EU exporters can mitigate them to export products successfully.
This guide is designed to help EU businesses navigate through the requirements
and procedures to export agri-food products to Canada. It includes an extensive list
of key resources for EU exporters of agricultural products to Canada.

Note: All dollar figures are cited in Canadian dollars unless otherwise
noted. All euro figures have been converted from Canadian dollars using
the InforEuro exchange rate system (November 2020).
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QUICK FACTS ABOUT CANADA

There are 10 provinces (Alberta, British Columbia, Manitoba, New Brunswick, Newfoundland and Labrador, Nova Scotia, Ontario,
Prince Edward Island, Québec, and Saskatchewan) and 3 territories (Northwest Territories, Nunavut, and Yukon) in Canada. Under
Canada’s federal system, the powers of government are shared between the federal government and the 10 provincial governments.
The provincial governments always play a role in their regional economic development. The federal and provincial governments have
shared jurisdiction over agriculture.
Canada has the tenth largest economy in the world and is one of the world’s wealthiest nations.
According to UN data, Canada is the world’s second largest country by area, with a population of 37,742,154 at mid-year 2020.
32.3% of Canadians considered their ethnic origin to be Canadian. Other major groups are English (18.3%), Scottish (13.9%), French
(13.6%), Irish (13.4%), German (9.6%), Chinese (5.1%), Italian (4.6%) and East Indian (4%). In 2019, 313,580 immigrants made
Canada their home. 88% of the population reside in the provinces of Ontario, Québec, British Columbia and Alberta.
Figure 1. Overview of Canada´s population in 2020

Ontario (14,71 million)

12%
12%
14%

Québec (8,54 million)

39%

British Columbia (5,11 million)
Alberta (4,43 million)

23%

Other

Sources: Worldometers, Statistics Canada
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1. GENERAL INTRODUCTION TO THE
AGRI-FOOD SECTOR IN CANADA
1.1. The Canadian agri-food sector
Agri-food includes agricultural products for final consumption (livestock, fisheries and aquaculture) and products processed by the
food industry (food and beverage).
The agri-food sector is a significant contributor to Canada’s economy. As one of the world’s largest food producers, Canada is a
major player on the global agri-food stage, and is ranked as the 11th largest food producer in the world.

1.2. Agricultural production and food manufacturing
In 2018, agricultural production and food manufacturing represented 6.7% of the Canadian GDP. The agri-food sector is the second
largest manufacturing industry in Canada, generating more than €72 billion ($112 billion) in production value, and employing an
estimated 2.3 million people, accounting for 16.4% of Canadian manufacturing1.
Figure 2. Canada’s top commodities by region

Source: Agribusiness - Invest in Canada, Canada Action

1.3. Food and beverages processing industry
There are 6,900 businesses in the food processing industry, employing more than 270,000 people and representing more than 18%
of the total manufacturing production in Canada2. 94% of the companies have less than 100 employees3. The total GDP for the food
and processing industry in Canada amounted to €17.58 billion ($27.53 billion) in 20184.
Canadian food processing companies import raw, semi-processed and processed ingredients.

1 Department of Agriculture and agri-food Canada, Invest in Canada, Agri-food processing sector
2 Food Processors of Canada
3 FoodTech Canada
4 Statista
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The largest food and beverage processing industry is meat product manufacturing. Dairy product manufacturing is the second
largest industry, followed by grain and oilseed milling. The other industries include:
•
•
•
•
•

Beverage manufacturing;
Bakeries and bread products;
Fruit and vegetable preserving and speciality food manufacturing;
Seafood product preparation and packaging;
Chocolate, snacks, sugar and confectionery product manufacturing.

There are major players in the global food processing industry in Canada. The majority of food processors are concentrated in the
provinces with the largest populations, near to their retail markets or distribution centres. The largest number of food manufacturers
are located in Ontario.
Figure 3. Number of food processing establishments by province in 2019
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Source: Statista
The Canadian industry supplied 70% of the food and beverage products consumed in Canada5.
In 2019, the dairy manufacturers Saputo, Agropur and Parmalat/Lactalis were among the top ten companies in Canada, with
combined revenues of €15.7 billion ($24.57 billion). At the top of the list is the Canadian company George Weston Foods, also the
owner of the largest supermarket chain in Canada (Loblaws, Super Store, No Name, Provigo, Zehrs, T&T, No Frills, Maxi). Canadian
subsidiaries of major American companies (Kraft-Heinz, Pepsico, General Mills, etc.) are also well established in Canada.
Table 1. Major Canadian food processors in 2019
COMPANY

PRODUCT GROUP

2019 – REVENUE IN
BILLION OF CAD

Weston Foods

Baked goods and retail/Loblaws

50.1

Saputo

Dairy products

14.9

McCain Foods Limited

Frozen and packaged food

10

Cooperative Agropur

Dairy products

7.3

Maple Leaf Foods

Processed meat products

3.9

Premium Brands Holding Corp

Processed meat and packaged products

3.6

Kraft Heinz Canada

Packaged goods

3.5

Nestlé Canada

Beverages, chocolates, coffee, packaged goods

2.9

Lactalis/Parmalat Canada

Dairy products

2.5

Lassonde Industries

Fruits, beverages, sauces, snacks

1.7

General Mills Canada Corp

Cereals, snacks, frozen food, dairy, packages foods

1.4

SunOpta

Organic foods and beverages

1.6

Lantic Inc.

Sugar and sweeteners

0,8

Source: Companies’ Annual reports
5 Statista
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Canada is the fifth largest exporter of processed food and beverage products in the world. On average, food manufacturers export
about 34% of their production, while beverage manufacturers export 11% of their products. The bulk of the food and beverages
processing industry exports were destined for the US market, accounting for 71% of the total. This was followed by China, Japan
and the EU6.
Figure 4. Exports of processed food and beverages per product sector in 2018 (in percentage)
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80
60
40
20
0

89

83

70
27

Seafood

Sugar and
Gain and
Confectionary Oilseed milling

Meat

35

Bakery
products

3

6

Breweries

Soft drinks

Source: The Canadian Agri-Food Policy Institute, Paper on Canadian Agri-Food Processing Competitiveness, Quality Growth and
Global Opportunities: A Snapshot of Current Trends Key Findings
In 2019, the Canadian government announced the Canadian Agricultural Partnership (CAP), a five-year €1.91 billion ($3 billion)
investment to increase Canadian agri-food exports to €48 billion ($75 billion).
However, as only over 40% of agricultural products are purchased domestically by the Canadian food and beverage manufacturing
industry as inputs, the industry needs to import raw, semi-processed and processed ingredients to be able to expand. Due to the
Canadian climate, a lot of fresh produce has to be imported, mostly from the US.
While the US is Canada’s largest trading partner, partly due to their long-standing relationship, proximity and multiple ports,
CETA offers a new window of opportunity for EU products. With CETA’s elimination of tariffs and other trade barriers, Canadian
manufacturers may turn more and more towards EU-sourced products.

6 Statistics Canada. The Canadian Agri-Food Policy Institute, Paper on Canadian Agri-Food Processing Competitiveness, Quality Growth and Global
Opportunities: A Snapshot of Current Trends Key Findings, March 2020, available at https://capi-icpa.ca/wp-content/uploads/2020/02/2020-03-09CAPI-Food-Processing-Key-Findings-Paper.pdf
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2. CETA AND THE AGRI-FOOD
SECTOR
Following the provisional implementation of CETA in September 2017, Canada eliminated duties for 90.9% of all its agricultural
tariff lines. By 2023, this will increase to 91.7%. Some foods and beverage goods immediately became duty-free: alcoholic drinks,
soft beverages and fruit juice, fish/crustaceans, products of animal origin, edible vegetables, fruits, nuts, coffee and tea, spices,
oilseeds, grains, gums, resins/vegetable saps/extracts, vegetable products and preparations of vegetables, fruits and nuts.
For sensitive agricultural products under the Canadian supply management, there is a special treatment. CETA is introducing new
duty-free quotas on dairy products, according to which 16,000 tonnes of EU cheese and 700 tonnes of cheese for industrial use
imports are being phased-in and will be fully available as of 2022.
There is no special treatment for poultry and eggs. However, as a signatory to the WTO Agreement on Agriculture, Canadian poultry
and eggs imports are regulated under tariff rate quotas (TRQs). This allows a calculated volume of this category of product to
enter Canada with little or no tariff. Higher tariffs apply to volumes exceeding this set threshold. These TRQs are calculated on the
Canadian poultry and egg production in the preceding calendar year. The Canadian Ministry of Global Affairs publishes the level of
TRQs for each year. The key dates and quantities for 2020/21 are available on their site7.
In addition to leading to wider choice for consumers, the elimination of significant customs duties under CETA has made EU products
considerably more competitive in the Canadian market. EU imports into Canada have increased by 11.5%, from €3,184 million in
2017 to €3,549 million in 2019.
In 2019, the EU was the second largest supplier of food and beverages to Canada, after the US. Canada ranked 9th in the top
destinations of EU agri-food exports, and Canada was the 15th supplier of agricultural products to the EU, with exports valued at
€2,044 million in 2019. The top EU agri-food exports were alcoholic beverages (38%), chocolate and confectionery (7%), pasta,
bakery products (6%), and cheese (5%).
With lower or no tariffs and easier harmonised import procedures, CETA creates new export opportunities for EU farmers and
producers across the agri-food industry, including wines and spirits, fruit and vegetables, processed products, chocolate and
confectionery, baked goods and cheese, and EU traditional specialities products.
Figure 5. Top EU agri-food exports to Canada in 2019

Wine, Vermouth, Cider and Vinegar (€956 million)
Chocolate, confectionery and ice cream (€252 million)

27%

Spirits and liqueurs (€220 million)

44%

Pasta, pastry, biscuits and bread (€215 million)

7%
6%
5% 5%

6%

Beer (€179 million)
Cheese (€176 million)
Other agri-food products

Source: European Commission, Agri-food Trade Statistical Factsheet

7 https://www.international.gc.ca/trade-commerce/controls-controles/trq-dates-ct.aspx?lang=eng
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2.1. Opportunities related to cheese
Thanks to CETA, Canada has opened new import quotas – Tariff Rate Quotas (TRQs) on EU cheese, allowing a greater variety of cheese
and industrial cheese products from the EU to be imported into Canada at a preferential tariff rate (on a duty-free basis).
Table 2. CETA cheese TRQ
YEAR

AGGREGATE ANNUAL QUANTITY
(METRIC TONNES)

2017

745

2018

5,333

2019

8,000

2020

10,667

2021

13,333

2022 onwards

16,000

Source: https://www.international.gc.ca/controls-controles/prod/agri/dairy-laitiers/notices-avis/904.aspx?lang=eng
Table 3. CETA industrial cheese TRQ
AGGREGATE ANNUAL QUANTITY
(METRIC TONNES)

YEAR
2017

79

2018

567

2019

850

2020

1,133

2021

1,417

2022 onwards

1,700

Source: https://www.international.gc.ca/controls-controles/prod/agri/dairy-laitiers/notices-avis/904.aspx?lang=eng
As a result of the TRQs, EU exports of cheese to Canada increased between 2017 and 2019 by 44.3%, from €122 million to €176 million.
France is the leading exporter of cheese to Canada, followed closely by Italy, surpassing by far imports from the US, which lag at
3.56 million kg in 2019.
Figure 6. Canadian imports of cheese from EU Member States in 2019 (in million Kg)
10
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Bulgaria

Spain

Source: Statista

2.2. Opportunities related to alcoholic beverages
Following the entry into force of CETA in 2017, tariffs on EU wines and spirits entering Canada were eliminated. In addition, CETA
addresses other trade barriers on spirits such as gin, vodka and whisky, which had previously hampered the EU’s ability to penetrate
the Canadian market.
An example of how CETA eliminates other trade barriers is the new calculation method for the cost-of-service-differential (COSD)
fee imposed by certain provincial liquor boards on imported wines and spirits, which is now based on volume and not value, and
calculated in a more transparent manner. This lowered the cost for some EU producers of selling their products in Canada. Canada
has also abolished the requirements to blend imported bulk spirits with local spirits before bottling, which prevented imported bulk
spirits from being labelled as GIs upon bottling in Canada.
The cost-of-service-differential refers to the difference between the mark-up applied to domestic and imported spirits and wines.
Under international trade law (WTO), higher mark-ups are permitted on imported products to recover the substantiated higher costs
of bringing the product to the market, such as shipping, importation, and storage.
There are, however, certain requirements and policies to respect to take full advantage of CETA. Please refer to the “Market entry
requirements” section.
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2.3. Opportunities related to other agri-food products
Figure 7. Opportunities related to other agri-food products

•Canada’s import of bread and
bakery products reached €1.59 ($2.5
billion) in 2019.
•Italy was the 3rd top exporter to
Canada (2.28% market share),
France 4th (2.02%), Germany 5th
(1.90%) and Belgium 8th (1.49%).
The market is expected to grow by
3.4% annually.

Bread, pastry, cakes and
bakery products

•Canada is an important market for
chocolate from the EU. Imports in
2019 reached €0.95 billion ($1.5
billion). Growth is expected to
continue in the years to come.
Belgium (5.10% imports), Germany
(4.88%), France (4.18%), Italy
(3.24%), and the Netherlands
(1.85%) are among the top ten
exporters of chocolate to Canada.
•Artisanal and organic and highquality dark chocolates are most
favoured by the Canadian
consumers. The industry is valued at
€2.29 billion ($3.6 billion). According
to Nielsen data, it is expected to
increase by 7% annually.

•Canada’s import of sauces and
condiments reached €623.96 million
($977 million) in 2019. Italy was the
4th top exporter with 1.59% of the
market share, France 6th (1.35%)
and Germany 10th (0.93%). The
market is expected to grow annually
by 2.1%.

Sauces and condiments

Chocolates

•Canada’s import of pasta reached
€357 million ($559 million) in 2019.
Italy was the second top supplier
with 12.73% of total import.
According to Statista, Canada’s
market is evaluated at €618.85
million ($969 million) in 2020 and is
expected to grow by 2% annually.
•However, with the COVID-19
pandemic, consumers have been
stockpiling on non-perishable items,
such as pasta. It is estimated that
the growth will be much more
important than previously
estimated.

Pasta

•According to the International olive
council, Canada accounts for about
5% of the world imports of olive oil
and olive-pomace oil, reaching close
to €153 million ($240 million) in
2019. Italy was the top supplier of
olive oil with 43.80% of total
imports, followed by Spain with
22.86% of the market share. Greece
came in 4th place (6.31%) and
Portugal in 9th place (1.39%).
•By origin, around over 77% of
imports came from the EU. The
market is expected to grow annually
by 3%.

Olive oil

•Canada’s imports of meat and fish
preparations reached €12.13
million ($19 million) in 2019. Italy
was the 5th largest supplier with
2,21% of total imports, with
Germany taking the 10th place
(0.99%).
•The market for meat preparations
is expected to shrink annually by
2% and fish preparations are
expected to grow by 1.3%.

Meat, fish and seafood
preparations

2.4. Exceptions
Even though Canada and the EU have agreed to establish a number of origin quotas to allow for some products to receive preferential
tariff treatment, certain agricultural products have not been offered any preferential tariff treatment by Canada under CETA, as these
products have not been deemed essential. Tariffs for these products could be as high as 300% Ad Valorem.
These include:
•
•
•
•
•
•

Broiler hatching eggs and chicks;
Chicken and chicken products;
Turkey and turkey products;
Margarine;
Butter;
Wheat, barley and their products.

For more information on controlled agricultural products in Canada visit Global Affairs Canada – Controlled Products.
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2.5. Canadian imports of food and beverages
Canada is an important market for EU countries.
Canada imports mostly high value customer-oriented products. In 2019, total Canadian imports of agri-food products represented
a total of €32.57 billion ($51 billion) (including wines and spirits).
Figure 8. Top 10 EU Member States food exporters (% of total EU27 food exports to Canada)

Italy

3%

3%

France

3%
6%

Spain

27%

5%

Netherlands
Germany

9%

Belgium

9%
12%

23%

Ireland
Denmark
Greece
Poland

Source: Statistics Canada
Figure 9. Canadian imports by food and beverages products in million CAD in 2019
Fish, crustaceans, molluscs and other aquatic

3090

invertebrates Oilseeds and oleaginous fruits

1348

Sugars and sugar confectionary

1397

Meat, fish and seafood preparations
Chocolates and cocoa
Meat and meat products
Bread, pastry, cakes, biscuits and cereals
Prepared vegetables, fruits and nuts

1949
2073
2400
2972
3136

Edible fruits and nuts
Alcoholic beverages

6371
5310

Source: Innovation, Science and Economic Development Canada
The proximity of the US plays a major role. In 2019, the US was the largest exporter of food and beverages to Canada, with exports
valued at €18 billion ($28.1 billion) (55% of the market share). The EU is the second supplier of agri-food products, with 12% of
the market share.
In 2019, the value of Canadian imports of alcoholic beverages reached €2.9 billion ($4.5 billion), of which €1.6 billion ($2.6 billion)
was wine. The EU is the top supplier of alcoholic drinks to Canada, with France and Italy leading. With regards to wine, France, Italy,
the US, Australia, and Spain were the top 5 suppliers in 2019. The exports from these 5 countries represented 79.4% of import
value and 74.4% import volume.
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Figure 10. Top ten exports of alcoholic beverages to Canada 2015-2019 - % of market share
20.84

16.77
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13.32
ITALY
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Source: Statistics Canada
Figure 11. Top ten exports of wine to Canada 2015-2019 - % of market share

22.74

FRANCE

21.39

ITALY

20.13

UNITED
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8.64

6.3

4.94

4.78

AUSTRALIA

SPAIN

NEW
ZEALAND
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4.08

2.81

ARGENTINA PORTUGAL

1.72
SOUTH
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Source: Statistics Canada
Table 4. Top 10 EU-27 exports of alcoholic beverages to Canada 2015-2019 in millions of CAD
EU MEMBER STATE

2015

2016

2017

2018

2019

% OF TOTAL CANADA´S IMPORTS (2019)

France

623

647

696

740

764

16.77%

Italy

504

527

563

590

607

13.32%

Spain

131

138

160

173

171

3.76%

The Netherlands

145

148

141

163

163

3.58%

Ireland

121

119

134

149

161

3.53%

Belgium

76

87

95

102

91

2.00%

Germany

86

81

78

77

80

1.75%

Portugal

59

62

66

74

74

1.62%

Sweden

35

38

38

40

40

0.88%

Denmark

35

36

37

35

33

0.72%

Source: Statistics Canada
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3. CHALLENGES AND BARRIERS
3.1. Analysis of obstacles and barriers
A) Cheese and dairy products
Certain rules apply in order to export cheese and dairy products to Canada.
The cheese TRQs are administered by way of managed allocation. Under the Export and Import Permits Act (EIPA), only
Canadian residents may obtain an import permit. Therefore, cheese quotas are available only to companies that are located in
Canada and are active in the cheese sector. Consequently, the way for EU companies to export cheese to Canada is through a buyer
or an importer holding a quota.
The Canadian government has divided the cheese quota allocation into two pools: 50% to cheese manufacturers and 50% to cheese
distributors and retailers. Within the two pools, 30% was reserved for small and medium sized enterprises and 20% for large
companies. The individual quota allocations are based on applications and the companies’ market share within the respective pool.

What is an allocation? An allocation is an amount of TRQ that is granted to an eligible applicant, and it
functions as an account.
How can a quota holder use their allocation? The TRQ holder may import their entire allocation under one
permit, or they may draw down on it gradually by importing smaller quantities over the allocation year. However,
they need to request a permit for each shipment of cheese that they import.
Do allocations expire? All allocations expire at the end of the TRQ year on December 31 of each year. Allocation
cannot be carried over from one year to another.
Do they grant property rights? There are no property rights attached to an import allocation - under EIPA, the
Minister may amend, suspend, cancel or reinstate any permit, import allocation or other authorisation issued or
granted under the EIPA.
More information can be found on TRQ application period opening and closing dates, reference periods and the
annual access quantities for each TRQ here.

The CETA Cheese of All Types Quota Holders list is reviewed every year.
Companies may find information about the cheese importers in the Canadian database site.

B) Alcoholic beverages
The Canadian market for alcoholic beverages is subject to regulations at federal and provincial/territorial levels. In 2020, the Canadian
provincial, territorial and federal governments put together the alcohollaws.ca website, which is designed to help businesses find
regulatory information related to Canadian alcohol retail and distribution systems.
Provincial liquor boards are the legal importers of alcoholic drinks, and have the sole right to purchase alcoholic beverages both
within and outside the province, in accordance with the federal Importation of Intoxicating Liquors Act. Therefore, if EU companies
wish to export alcoholic beverages to Canada, they must go through the agents approved by the provincial liquor boards or the
government-authorised beer stores.
In Ontario, the Alcohol and Gaming Commission of Ontario (AGCO) is responsible for regulating the alcohol, gaming, horse racing sectors
and cannabis retail in the province. The alcoholic beverage retailers include the government-owned Liquor Control Board of Ontario (LCBO),
and private businesses, such as the Beer Store, authorised grocery stores, and manufacturers’ off- and on-site retail stores.
•
•

The LCBO is the largest alcohol retailer in Canada.
The Beer Store is Ontario’s largest retailer of beer.
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In Québec, the Régie des alcools, des courses et des jeux (RAC) handles production, distribution, and possession of alcohol, as well
as approving advertisements for alcoholic beverages. Laws and regulations regarding the sale of alcohol in Québec can be found
here. The Société des alcools du Québec (SAQ) is a government-owned corporation authorised to buy and sell alcoholic beverages.
In British Columbia, two branches of government that are responsible for the wholesale distribution and retail sale of alcoholic
beverages: the Liquor and Cannabis Regulation Branch (LCRB) and the Liquor Distribution Branch (LDB).
Alberta has a privatised retail liquor system: Alberta Gaming, Liquor and Cannabis (AGLC), which oversees the gaming, liquor and
cannabis industries in Alberta. Even though Alberta does not have a liquor board, the AGLC establishes and enforces liquor policies
that govern the sale, consumption, importation, manufacturing, possession, storage and distribution/use of liquor in the province,
and collects a mark-up from the sale of liquor in Alberta.
Potential obstacles with the sale of alcoholic beverages - delisting of products
Once a product has been sold to one of the liquor boards, EU exporters should be aware that it does not mean that the product will
be sold year after year. Indeed, any liquor board may decide to discontinue buying (or ‘delist’) a product for failure to meet any terms
or conditions set out in the Notice to Purchase Letter or Purchase Order, including:
•
•
•
•
•
•
•
•
•

Failure to achieve the specified sales target set for the product;
For inconsistent supply;
If the supplier’s marketing commitments for a product are not met;
If the supplier demands an excessive price increase;
If the supplier does not sell the product to the LCBO at the Supplier’s best price;
If the supplier fails to comply with applicable liquor laws;
If the supplier fails to comply with the Advertising Guidelines of the provincial commission;
Failure to comply with the Liquor Board’s Product Packaging/Labelling Standards and Guidelines for Chemical Analysis and
CALJ Product Identification Standards;
Failure of the product, including its packaging, to comply with any applicable law of Canada or the province.

To conduct business with the liquor boards, suppliers and exporters have to go through an agent. These agents have to be licensed
by each provincial commission to sell the products.
Agents are usually licensed in only one province. However, some have representatives in each province. A supplier may appoint only
one agent to represent a single product line, per province.
Once appointed, the agent will begin the process of submitting the suppliers’ product(s) for evaluation by the Liquor Board in order
to have the product listed by the Board. Only listed products are put on the shelves.
The agents are also responsible for:
•
•
•
•
•
•

Making applications to sell the product to the liquor board;
Ensuring supplier information is accurate and provided in a timely fashion;
Receiving samples from suppliers that will be forwarded to LCBO as part of the application process;
Liaising with the suppliers regarding packaging and pricing;
Executing supplier advertising, public relations and other promotional campaigns; and
Liaising with store managers regarding product knowledge and other promotional activities.

The Federal government also imposes taxes on alcoholic beverages at the time of production or importation. These duties are
imposed under the Excise Acts and are payable by the manufacturer or importer. Excise Act 2001 is imposed on spirits and wines
and the Excise Act is imposed on beers and malt liquors. The excise duty rates are adjusted annually and are indexed to the
Consumer Price Index. The rates of excise duty can be found on the site of the Canada Revenue Agency.
It is also important to know that the taxes and mark-ups on alcoholic beverages are quite high in Canada, and can double the initial price.
As an example, you can find the pricing structure of other alcoholic beverages by the LCBO here.
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Figure 12. LCBO Pricing examples for table wine for a 0,75 L bottle of wine, April 2019

*The commission to the agent is not included in the calculation, as it is negotiated directly between the supplier and the agent.
Source: Hello LCBO

C) Other technical barriers
While the EU has completely banned the use of methyl bromide (MB), Canada still requires it as the only approved quarantine
treatment for the quarantine and pre-shipment applications of some products. This Canadian requirement for MB treatment can pose
significant challenges for EU-based exporters who are unable to treat commodities in the EU with MB. The European Commission
has prepared a guide on the subject available here.
There are also certain Canadian regulations with regards to the slaughtering of meat that differ from the EU practices: Food-specific
requirements and guidance – Meat products and food animals.
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3.2. Documentation and customs clearance
Exporters have to keep in mind that all goods imported into Canada must be declared to the customs authorities by the importers or
their agent. Exporters have to send all the relevant papers which must be presented to the Canadian authorities to ensure smooth
processing at the border.
Depending on the type of goods, additional documents must also be presented to customs authorities. These may include:
•
•
•
•
•

Commercial invoices;
Transport documents such as bills of lading;
Certificates of origin;
Import licences;
Inspection certificates such as health, veterinary or plant-health certificates.

The Canadian Border Services Agency has prepared several guides to help companies through the many regulations governing
imports of food products into Canada:
•
•
•
•
•

Checklist for Importing Commercial Goods;
Complements the Step-by-Step Guide to Importing;
Video - Importing Commercial Goods into Canada;
Other Government Departments and Agencies: Reference List for Importers;
Commonly imported goods requiring import permits, and/or certificates and contact information.
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4. OVERVIEW OF THE CANADIAN
AGRI-FOOD MARKET
4.1. Introduction to the Canadian agri-food market and Canada’s
agri-food strategy
Canada is mostly a producer and exporter of agricultural commodities. The country processes only half of its agricultural production
and depends on imports of raw and semi-processed food for its food processing industry. Canada has a €1.9 billion ($3 billion) trade
deficit for agri-food products.
In May 2017, the Government of Canada launched consultations regarding the creation of a new food policy to address issues
related to the production, processing, distribution and consumption of food.
A permanent and independent panel of industry experts was created to help with finding solutions to help advance the sector, to be
competitive on the global market.
The consultation highlighted the problem of inter-provincial trade barriers such as the different provincial regulatory standards, the
low investments in the food and beverage processing sector, and the lack of skilled workers needed in the sector.
As a result of the consultation, the federal government published the Agri-food Economic Strategy Table in September 2018. The
ambitious goal is for Canada to become one of the top five exporters in the world, by increasing agriculture and agri-food exports
from €41.25 billion ($64.6 billion) in 2017 to €54.28 billion ($85 billion) by 2025, and domestic food sales from €70.25 billion
($110 billion) in 2017 to €89.41 billion ($140 billion) by 2025.
However, the COVID-19 pandemic has challenged this goal. According to the President of the Canadian Agri-food Policy Institute
(CEPI), the initial target - 5.2% of the world market share for exports by 2027- was ambitious from the start. Initially, the Canadian
government had tabled on the beneficial impacts of the trade agreements signed with the EU (CETA), the Pacific regions (CPTPP) and
the US and Mexico (CUSMA) to reach their mark.
Now, as a result of the COVID-19 pandemic and the expected global economic contraction, it is highly unlikely that the Canadian
food and beverages sector can grow at a pace sufficient enough to allow Canada to capture 5.2% of the global market share target8.
To this end, the federal government has put in place a 5-year investment plan of €32.12 million ($50.3 million) to help the agricultural
sector improve its processing capability by innovating the sector, reduce waste, adapt to new technologies and remain competitive.

4.2. Size of the Canadian market, distribution structure and key players
A) The retail sector
The sector mostly imports processed customer-oriented products. Changing consumer sentiment and shopping preferences has
influenced the industry’s trading conditions. In 2019, the food and beverages retail sales reached €83 billion ($130 billion)9.
The food retail industry is one of the most fiercely competitive sectors in Canada, and is mainly composed of the five largest food
retailers, controlling over 65% of the market.
The leading retailers are the three Canadian supermarkets chains: Loblaws, Sobeys and Metro, and the two American giants: Walmart
and Costco. Loblaws is by far the leading food retailer in Canada, followed by Sobeys and Metro10.
Independent food retailers play a key role in the Canadian supermarket industry, with 6,816 unaffiliated stores in Canada as of 2018.
There is also a growing number of discount food stores, such as No Frills (Loblaws), Food Basics (Metro), Fresco (Sobeys) or Giant
Tiger. All their international purchases are made through their parent companies. These stores, inspired by the German discount
chains Aldi and Lidl, are gaining in popularity. Consumers report savings between 10% to 20% on their bill when shopping at
discount grocery stores.

8 CAPI, “COVID-19 pandemic tests Canada’s agri-food supply chain”, April 2020.
9 Statista
10 Statista
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Figure 13. Major Canadian retailers and 2019 revenue (in billion CAD)
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B) The alcoholic beverages market
The Statistics Canada 2018-2019 Report11 reported that the total volume of alcoholic beverages sold in Canada in 2018/2019
amounted to 3,094 million litres, an increase of 2% from the previous year.
While beer is the most consumed alcoholic beverage in Canada, wine sales have increased considerably in the last 10 years, making
Canada one of the top 10 importers of wine in the world, with an annual still wine consumption of around 590 million litres in 2019.
While being a wine-producing country, imported wine accounts for over 70% of the total wine sold in Canada. Red wines accounted
for 53.7% of total wine sales, followed by white (33.1%) and sparkling (6.3%) wines. Rosé, fortified and other wines accounted for
the remaining wine sales.
According to a study by Euromonitor, wine sales in Canada will increase by 2.9% in volume and 3.8% in value over the next 5 years.
In 2018 - 2019, 87% of the total wine sales in Canada took place in Ontario (191 million litres), Québec (163 million litres), British
Columbia (75,5 million litres) and Alberta (45 million litres). Québec held the largest market share, with 43.3% of total sales of
alcoholic beverages being wine. Québec also imported 38% of all wine imports in Canada.
During the same period, total wine sales by liquor stores, agencies and other retail outlets edged up 0.2%, to €4.78 billion ($7.5
billion), beer sales grew 2%, to €6 billion ($9.4 billion), spirits sales increased by 3.1%, to €3.6 billion ($5.7 billion) and ciders, coolers
and other refreshment beverages increased 15%, to €0.7 billion ($1.1 billion).
Overall, sales of Canadian spirits increased by 0.4%, while sales of imported spirits rose by 5.5%. Sales of ciders, coolers and other
refreshment beverages more than doubled the growth rate of 7.2% for the 2017-2018 period.
While Canada is a lucrative market for European exporters, the importation and sale of alcoholic beverages is highly regulated.
The Canadian wine market is controlled by provincial liquor control boards, which hold a monopoly on the market. Each Canadian
province, except for Alberta, has a government-controlled liquor control board which regulates liquor licensing, importation of
alcoholic beverages and labelling and packaging standards. Individual provinces may also have their own set of other rules.

Liquor boards in Canada by province
•
•
•
•
•
•

Alberta Gaming and Liquor Commission
British Columbia Liquor Distribution Branch
Liquor Control Board of Ontario
Manitoba Liquor Control Commission
New Brunswick Liquor Corporation
Newfoundland Liquor Corporation

11 Statistics Canada

•
•
•
•
•
•

Northwest Territories Liquor Commission
Nova Scotia Liquor Corporation
Prince Edward Island Liquor Control Commission
Saskatchewan Liquor and Gaming Authority
Société des alcools du Québec
Yukon Liquor Corporation Board
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4.3. Market trends
A) Private labels
The market share of private label products in Canada is increasing. On average, private label products cost 25% less than name
brand products.
Costco, Loblaws, Sobeys, Walmart, and Metro’s private-label strategies have been so successful in Canada that they have changed
the perception that Canadians had of the quality of private-label brands. In the past few years, leading supermarket operators have
been increasing their range of private-label products. Some supermarkets, such as Loblaws, have developed two private labels - one
focusing on price (the No Name brand) and the other on higher-end quality (President’s Choice).
According to Nielsen statistics, 49% of Canadian consumers are looking to save money by buying private label products. The
statistics also show that private label is growing at a rate of 3% versus large national brands at 1%. The current share of the
Canadian market for private label products exceeds now 18% in Canada, and is expected to continue increasing as consumers’
satisfaction with private labels continues to grow12.
Several European companies have already signed agreements with retailers to export products under their private labels.

B) Consumer trends
In 2019, the annual food expenditure for the average Canadian family was around €7,764 ($12,157), with the highest expense
being vegetables.
In general, while most “American” food categories are compatible with Canadian tastes, early immigration, especially from Europe,
has had an important influence on consumers’ preference.
About 159,700 European-born immigrants arrived in Canada between 2006 and 2011. They comprised the second largest group
of newcomers, and accounted for 13.7% of all recent immigrants. Before the 1970s, immigrants born in European countries such
as the UK, Italy, Germany and the Netherlands accounted for most of the immigrant sources countries. By 2011, more than threequarters of the immigrants who reported coming to Canada before 1971 (78.3%) were from Europe.
The vast majority of the foreign-born population live in four provinces: Ontario, British Columbia, Québec and Alberta, and most live in
the nation’s largest urban centres, where their influence on food consumption habits is visible. As expected, Canadian food choices vary
with imported cultural influence. For example, the Canadian East Coast cuisine is influenced by English, Irish and Scottish immigration.
Québec’s culinary traditions are deeply rooted in French culture. Montreal has the largest community of Jewish immigrants from
Eastern and Central Europe, and still favours food from this part of the world. Italians are amongst the earliest to have also settled in
Montreal and Toronto. In the Prairies, early settlers from Northern Europe have dominated food choices.
The drive to make food and beverages healthier continues to gain momentum in Canada. Health Canada has published a new guide
to encourage better nutrition and prioritises the inclusion of more healthy food in the diet, such as vegetables and plant-based foods.
As a result, Canadian’s eating habits have changed over the last few years towards more health-conscious choices. Consumption of
high-in-sugar/fat-products has dramatically decreased, while the consumption of fresh fruits, vegetables and chicken has increased.
There is a growing demand for fruits and vegetables in Canada, which due to its climate, must turn to imports. 80% of Canada’s
fruits and vegetables are imported during the winter months. The US, South America and China are the main suppliers. However,
with CETA, there is a potential for growth.
Consumption of organic products showed a rapid increase in Canada. Canada’s imports of organic products reached €430
million ($672 million) in 2019. Organic food is widely available in Canadian grocery stores. Over 50% of Canadians would buy
organic products rather than conventional food if the prices were close to similar.
New research from the Canadian Organic Trade Association reveals that organic products sold in Canada account for 3.2% of all
grocery sales in 201913. The organic food market has reached €3.25 billion ($5.1 billion) annually and is growing:
•
•
•

66% of Canadians buy organic products weekly;
The sector is growing by 8.7% a year;
Organic food shoppers are:
Millennials: 83%
University graduates: 78%
Families: 72%
Men: 69%

Organic fruits and vegetables are purchased most often. Approximately 78% of Canadians usually buy organic fruits and vegetables.
Purchases of meat and poultry grew from 26% in 2016 to 32% in 2020, the largest increase of any product category, followed by
bread and cereals, dairy products and eggs.
82% of Canadians shop for organic food at regular grocery stores, 45% shop for organic products at mass retailers (e.g., Walmart, Costco).
12 https://www.canadiangrocer.com/top-stories/welcome-to-2020-91912?utm_source=EmailMarketing&utm_medium=email&utm_campaign=Newsletter
13 https://www.canada-organic.ca/sites/default/files/quick_facts_organic_v4_0.pdf
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Recent data shows that Canadians are buying more organic products year on year, especially during the COVID-19 pandemic.
Reasons range from avoiding exposure to pesticides, to higher animal welfare standards14.
Figure 14. Change in the food consumption in Canada – Comparison 2009 to 2019 (in percentage)
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Figure 15. Top ingredients avoided by Canadian consumers
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Food priorities – a recent study on food consumption published by Statistics Canada15 reports that Canada’s top priorities are
eating more fresh fruit and vegetables, smaller portion sizes, reducing sugar intake from food, eating healthier snacks, and cutting
down on red meat and fat.
Canadians are trying to control their portion sizes. They do not want to cut out certain food groups or flavours, but they are willing
to control the amount they eat.
Demand for healthy food is being boosted by demographic shifts. An ageing population (17.5% of the population are seniors) and
the rising of Millennials had a positive impact on the development of the health and wellness market since 2016.
Freshness is also an important area of concern for packaged food sales. Single-serve pack sizes, resealable packaging, and clear
on-pack communication have gained popularity.
Snacking is still popular. A recent survey by Statistics Canada indicated that Canadians eat between meals and that healthy snacks
are a priority. Organic savoury snacks are increasingly popular. In addition, according to Canadian Grocers, refrigerated snacks and
meat-plant blends were among the growing trends in 202016.
Organic packaged food is the second strongest performer among the main health and wellness packaged food categories, even
if organic packaged food products tend to have high prices as compared to standard alternatives.
Ethnic food - Canada is home to immigrants from around the world. These newcomers bring the tastes of home to Canada.
The demand for ethnic food continues to rise. Canadian Grocer magazine stated that the Canadian ethnic food market is growing
by about 14% annually, and that 6% of Canadian consumers buy ethnic food weekly. In Ontario, the number jumps to 35%.
While Chinese, Italian and Mexican food remain popular, Canadian consumers are turning to Thai, Japanese, Vietnamese, Indian,
Mediterranean and African food.

14 http://www.canada-organic.ca/en
15 Statistics Canada
16 Canadian Grocer
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Impact of COVID-19 - Online food sales surged as the pandemic spread. Before the spread of COVID-19, only 1.5% of groceries
were sold online in Canada, a number that had grown to over 9% into the first 2020 COVID-19 lockdown17. Grocery chains were
reporting surges in online orders of up to 300%18. Much of the online ordering was for non-perishable food.
A study by the Canadian Journal of Agricultural Economics on the COVID-19 impact on fruit and vegetable markets shows that a
potential long-term trend that may emerge from the COVID-19 pandemic is the way consumers purchase food and how they buy fruits
and vegetables. Online grocery shopping has seen a significant increase, which is expected to reach 30% of total grocery sales by 2025.
The meal-kit company HelloFresh released a study on the home cooking habits of Canadians, which reveals that 87% of Canadian
consumers prefer homemade meals to meals in restaurants, despite the rapid increase of food delivery trends. According to Statista,
the ready-to-eat meals segment should reach €3,911 million ($6,124 million) in 2020, with an expected growth of 2% annually.
Since the outbreak of COVID-19, the new trend among suppliers is meal delivery kits. They consist essentially of boxes of raw
ingredients in pre-measured amounts, with easy-to-follow recipes that feed up to four people. The preparation of the average meal
takes 30 minutes or less. All orders and customisation of meal preferences are made online or via an app, and all companies offer
vegetarian and flexitarian meals.
•
•
•
•

Among the most important companies, “HelloFresh” is the largest, with 95% of deliveries in the major Canadian provinces:
Ontario, Québec, Manitoba, Saskatchewan, Alberta, British Columbia, Newfoundland and the Maritimes.
“Chefs Plate” is another company that is gaining in popularity. The company also delivers in Ontario, British Columbia,
Alberta, Saskatchewan, Manitoba, Québec, Prince Edward Island, New Brunswick and Nova Scotia, and has announced
plans to expand. The company also offers gluten-free and dairy-free meals.
“Goodfood” delivers in Ontario, Québec, Manitoba, Saskatchewan, Alberta, British Columbia and the Maritimes. They offer
a choice of meal categories like low carbs, as well as ready to blend frozen breakfast smoothies.
“Cook It” is a Montreal-based company only available in Québec and Ontario. The company will likely expand to other
provinces as the clientele expands. The company also offers “ready-to-eat” meals that can be quickly reheated, as well as
snacks.
Figure 16. Products with good sales potential in Canada
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Figure 17. Annual retail sales by method of sale (% of total)
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17 https://onlinelibrary.wiley.com/doi/full/10.1111/cjag.12231#cjag12231-bib-0004
18 https://onlinelibrary.wiley.com/doi/full/10.1111/cjag.12231#cjag12231-bib-0011
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Wines - Over 70% of the wine consumed in Canada is imported as the Canadian domestic production is insufficient.
•
•
•
•

Red Wine is the most popular choice among Canadian consumers. It represents 60% of wine consumption in Canada. The
most popular red wines purchased are Merlot, Cabernet Sauvignon, Pinot Noir, Shiraz (Syrah) and Malbec. Red wines from
France, Italy and Spain are very popular.
White wine is more popular among women. White wine drinkers favour Chardonnay, Sauvignon Blanc, Pinot Grigio (Pinot
Gris), Riesling and Moscato. Although Australian white wines are widely sold, the consumers’ preferences lean towards
French, Italian, Spanish, and Portuguese white wines.
Consumption of sparkling wine is increasing. Most consumers choose Champagne, Crémant, Prosecco and Cava, imported
from France, Italy, and Spain.
Rosé is gaining in popularity among young adults and women, especially in Québec.

The provincial liquor boards promote the sale of imported high-end brands of wines. Canadians are now reporting buying more
higher priced wines. The provincial liquor boards also promote higher-end brands to motivate consumers to spend more on better
quality products, in the hope that this will also encourage Canadians to drink less alcohol.

4.4. Market entry strategy
A) Doing business in Canada
According to the latest World Bank annual ratings, Canada ranked 23 out of 190 economies in terms of the ease of doing business.
The Organization for Economic Co-operation and Development (OECD) shows similar results, ranking Canada as the 14th economy
overall in terms of regulatory simplicity.
Following the entry into force of CETA in 2017, and while the sale of alcoholic beverages remains very regulated, EU exporters are
benefiting from the removal of a large number of barriers, leading to many business opportunities across Canada. The most important
step to being successful in entering the market for the first time is by following all the rules for a smooth business experience.

B) How to approach the Canadian market
First-time exporters should approach Canada by regional markets. For EU exporters, Ontario, Québec and Western Canada
(British Columbia) would be the natural points of entry. Atlantic Canada (Nova Scotia, New Brunswick, Prince Edward Island and
Newfoundland) is attractive, but can be explored after initial entry. The Prairies (Alberta, Manitoba and Saskatchewan) can be
approached once the products have found a niche in Canada. A relay, such as an agent broker, could help with advice as to which
province the food product will be most successful in.
Speciality importers, brokers and distributors can offer national coverage, by assisting in identifying a given product’s success rate
in different Canadian provinces.
Larger Canadian retailers, such as Loblaws, The Empire Company (Sobeys) and Metro, are responsible for over 65% of retail food
sales in Canada and have stores in every province. They also have large distribution centres across Canada.
Commercial specialists in embassies can help exporters to participate in trade missions in Canada. Trade shows are also an important
channel to meet buyers across Canada.
A significant volume of commodities is imported via marine transportation. The most cost-effective ports for cargos with containers
of perishable goods arriving from Europe are the Ports of Halifax (Nova Scotia), Montreal (Québec) or Saint John (New Brunswick)
on the East Coast, and Toronto (Ontario).
Halifax is the second-largest port in Canada, after Vancouver. The Port of Halifax is an ice-free and deep-water port that can operate
throughout the year and handle large vessels. The Port of Saint John (New Brunswick), also an ice-free port, handles mostly bulk and
liquid products. The port of Montreal, located on the Saint-Lawrence River Seaway, is also an important port of entry to Canada for
European merchandise; the Port of Toronto is one of Canada’s largest major inland ports, and is situated on the northwest shore of
Lake Ontario. Its location at the doorstep of downtown Toronto provides access to 25% of Canada’s population. However, it is not the
most cost-effective as Halifax, Montreal, and St John’s (Newfoundland and Labrador) ports have excellent connectivity to eastern
and central Canada via road and rail, allowing to move goods effectively19.
Air freight is the quickest way to ship perishable goods to Canada. It is, however, an expensive option. It can be used for smaller
volumes of goods (less than 100 kg) to introduce new products with shorter shelf lives. Once the products have found a niche and
export volumes have increased, a less costly mode of transportation should be explored.
The major chains, food ingredient importers and wholesalers, have their own warehouses and distribution centres close to the portcities of Montreal and Toronto.
Food-processing facilities are located in most large Canadian cities. However, the largest factories are in the provinces of Ontario,
Québec and British Columbia, in proximity to the largest urban areas (Toronto, Montreal and Vancouver). Most of the inter-regional
delivery across Canada (within provinces) is done by truck. Railroads are used mainly for long-distance transportation of merchandise
to the Prairies and Western Canada.
19 Association of Canadian Port Authorities
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C) The importance of a relay in Canada
To be successful in introducing a new product into the Canadian market, an exporter needs to be knowledgeable about the market
and be able to build relationships with experienced and well-established agents in Canada, namely with an importer, a distributor or
a broker. An agent knows the market, the regulations on the concerned product, trade barriers, and required documentation.
Prior to exporting to Canada, it is necessary to research and analyse the Canadian food culture, such as concepts, trends, flavour,
prices, requirements, seasonal demand, etc. Even if a product has been successfully exported to other countries and could sell well
in Canada, exporters should be aware that the competition will be fierce, mostly from US products, which are easily identifiable for
Canadian consumers and enjoy a price advantage.

D) Distribution channels
While distribution channels can vary considerably from one product to another, many companies prefer to continue purchasing
food ingredients through specialised importers rather than sourcing directly from an overseas supplier. This enables them to better
manage delivery and storage, while effectively outsourcing international trade relations and regulatory compliance. Large companies
seeking to reduce costs usually look for opportunities to directly import ingredients from foreign suppliers.
The vast majority of food retailers buy foreign, speciality products, through specialised importers. This is especially the case for
consumer-oriented and ready-to-eat products such as sauces, condiments, non-alcoholic beverages, prepared food, confectioneries,
and snack products.
In the case of small-town grocery stores, purchases are made through wholesalers. Retailers also tend to have different suppliers
for different food products. In Canada, importers tend to specialise in different categories of food products as they have
access to the right type of storage (cold storage, regulated temperature, etc.), but also to Canadian Food Inspection Agency
and Customs approved depots. The retailers customarily negotiate directly with the recognised suppliers for meat products, seafood
products, groceries, beverages, bakery products, prepared foods, etc.
The largest supermarkets have their own buyers who usually work with only a few specialised importers who are responsible for
selecting products, filling the shelves, and promoting the products within the stores.
The Canadian Federal Ministry of Innovation, Science and Economic Development has developed the Canadian Importers Database,
which provides lists of companies importing goods into Canada by product, city and country of origin. The companies listed in this
database include both customs brokers and their clients, as well as non-resident importers, companies which have addresses
outside of Canada. It also provides summary reports on companies importing goods into Canada. It is a very useful tool to help
exporters choose the agent with the most experience with products from their country and their speciality market.

E) Customs brokers
To facilitate a smooth entry of the goods in Canada, EU exporters might choose to obtain the services of a Canadian customs
broker to help them comply with Canadian import requirements and/or market their product. Canada Border Services Agency (CBSA)
licenses customs brokers to carry out customs-related responsibilities on behalf of their clients.
The broker’s services include:
•
•
•
•
•

Obtaining release of the imported goods;
Paying any duties that apply;
Obtaining, preparing, and presenting or transmitting the necessary documents or data;
Maintaining records; and
Responding to the Canada Customs and Revenue Agency, should there be any concerns after payment.

Clients have to pay a fee for these services, which is established by the brokerage firm. Agents are required to obtain written
authorisation from their clients to transact business on behalf of their clients. This business may include, but is not limited to,
registering for a Business Number (BN) or creating an Importer/Exporter Account.

Canadian Society of Customs Brokers
Suite 320, 55 Murray Street Ottawa, ON K1N 5M3
Tel: 613-562-3543 / Fax: 613-562-3548
Email: cscb@cscb.ca
Website: http://www.cscb.ca
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Exporters of alcoholic beverages must have an agent/distributor active in a Canadian liquor board. Each liquor board has a list of
approved agents.
•
•

•
•
•

In Ontario, Drinks Ontario is the largest association of alcohol agents, suppliers, manufacturers and trade marketing
boards. A list of Agents in Ontario licensed to represent a manufacturer can also be obtained by contacting the Alcohol
and Gaming Commission of Ontario (AGCO).
In Québec, the Association A3Québec, formerly known as the Association Québécoise des Agences de Vins, Bières et
Spiritueux (AQAVBS) is the major organisation for wine (and other alcoholic beverages) agents in the province. Currently,
A3Québec has 63 members and represents wines from 20 countries. According to the association, 95% of the products
sold across the SAQ outlets are represented by agents that are members of the association.
British Columbia also has a list of agents authorised to represent suppliers.
In Alberta, the Alberta Gaming, Liquor and Cannabis Commission has a list of licensed agents.
Provinces: There are also wine agents/distributors who do business in several provinces.

F) Trade shows
Trade shows are effective platforms to connect with Canadian buyers and agents. Many buyers attend US and international trade
shows like Fancy Food, Anuga, SIAL, etc. where EU companies can connect with them.
If possible, EU exporters are encouraged to attend the trade shows and industries’ conferences in Canada, to get a better understanding
of the Canadian agri-food market. SIAL is the most important show in Canada. It is held annually in late Spring in alternation between
Montreal and Toronto. For wine exporters, the Vancouver International Wine Festival is an event not to be missed.
Due to the COVID-19 pandemic, a lot of the 2020/2021 trade shows and conferences are being postponed or simply cancelled. It is
recommended to check their websites for the next dates and venues.
Figure 18. Top Canadian food industry trade shows and conferences
SIAL Canada
• Montreal/Toronto
• This show is held annually and takes
place in alternation between
Montreal and Toronto.
• In 2021, the SIAL International Food
Show will be in its 18th year. It is
North America’s biggest Food
Innovation tradeshow. Visitors from
over 50 countries attend this show. It
is the most important trade show for
companies active in the retail, food
service and food sector with over
1000 exhibitors.

The Food Regulatory and
Quality Assurance Summit

Vancouver International Wine
Festival

•Toronto
• This two-day summit includes topics like
labelling requirements, traceability,
importing and exporting, and defining
‘natural’ and ‘organic’.

• Vancouver
• The Vancouver International Wine
Festival features around 1500 wines from
over 15 countries, with side events and
conferences over the course of the
festival. In a typical year, close to 25,000
attendees participate. Each year the
festival has a special focus on a different
wine growing region of the world. In 2017
it was Canada, in 2018 the Iberian
Peninsula (Spain and Portugal), in 2019
California, and in 2020 France. In 2021
the featured region is South Africa.

Canadian Produce Marketing Association (CPMA)

Grocery & Specialty Food West

•Each year, CPMA holds the event in a different Canadian city.
In 2022, it will be held in Montreal, and in 2023, in Toronto
•It is Canada’s largest event dedicated to the produce
industry. The show attracts over 3700 international visitors
and 275 exhibitors.

•Vancouver
•B2B grocery & specialty food show. From specialty grocers,
to independents, majors chains and warehouse operators,
and food retailers from across Canada gather annually at the
two-day event.

Source: International Trade Show Service, Canada
The list of all the shows attended by the Canadian agri-food industry can be found here.

4.5. Market entry requirements
Under CETA, Canada and the EU retain their ability to require sanitary and phytosanitary standards of imported food, animals and
plants. For the Canadian market, this responsibility lays within the Canadian Food Inspection Agency (CFIA), which is Canada’s
primary regulator in this regard.
The CFIA sets the policies and regulations for the imports of food, agricultural inputs and agricultural products, which are later
enforced by the Canada Border Services Agency (CBSA). The CBSA is responsible for the initial import inspection of food, agricultural
inputs and agricultural products.
All exports to Canada must meet the Canadian regulations. EU exporters are urged to research Canadian regulations, standards,
labelling and other requirements specific to their products (fruits, vegetables, meat products, alcoholic beverages, cheese, etc.). The
useful sites are referenced below.
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A) Licence requirements under the Safe Food for Canadians Act (SFCA)
Many of Canada’s food safety requirements are set out in the Safe Food for Canadians Act (SFCA) and its regulations, the Safe Food
for Canadians Regulations (SFCR). The SFCR sets out several requirements that must be met by food importers.
The Safe Food for Canadians Regulations (SFCR) was finalised in June 2018, with phase one coming into force on 15 January 2020
for fresh produce companies, and phase two on 15 July 2020 for the rest of the manufacturing sector. These rules aim to address
food safety, from production to the supply chain in one set of regulations, and to align Canada’s model with internationally accepted
best practices for food safety and globally recognised Codex Alimentarius food standards.
Under these new rules, all importers of food into Canada are responsible to ensure the safety of the food products that they import.
The emphasis is put on activity through Licensing, Preventive Controls, Traceability, Importing, and Exporting. Manufacturing food
businesses of confectionery, beverages, coffee and tea, snack foods, oils, dried herbs and spices, nuts and seeds and baked goods,
cereals, and pasta had until 15 July 2020 to apply for import licenses.
i) Licensing
These rules also apply to food companies that were not previously registered with the Canadian Food Inspection Agency.
All importers of food items must have a licence, prior to importing their products into Canada. No licences are issued at the border.
To get a licence, exporters of food products must meet the Preventive Control and Traceability/Recall requirements under the SFCR.
ii) Preventive control
Under these rules, all importers must ensure that the imported food has been manufactured, prepared, stored, packaged and
labelled in a manner and under conditions that provide at least the same level of protection as required by the SFCA and the SFCR.
This includes a requirement to prepare, implement and maintain a written preventive control plan that documents how the imported
foods satisfy these food safety requirements.
The businesses must show proof of their preventive controls in a written Preventive Control Plan (PCP), detailing how the business
identifies and controls food safety hazards. The CFIA verifies that all the businesses have documented evidence that their control
measures are effective.
iii) Traceability
Importers are required to trace and maintain traceability records of their immediate customer to allow businesses to track food
products in case of a food safety investigation or food recall by CFIA.
iv) How does the COVID-19 pandemic impact SFCR?
On April 2020, the CFIA released an update (Coronavirus disease (COVID-19): CFIA information for industry, 7 April 2020) announcing
that it will not prioritise compliance activities associated with the 15 July 2020 SFCR rules for the manufacturing food sector due
to the COVID-19 pandemic until further notice. CFIA will announce any change with enough lead time when the situation evolves.
However, the CFIA continues to encourage the submission of import license applications.
It is also important to note that it does not eliminate the need to ensure that the imported food product is safe and meets the
quality requirements. It Is therefore strongly recommended that EU exporters apply for a licence under the Safe Food for Canadians
Act (SFCA), and to prepare their Preventive Control Plan (PCP).
Companies can review the guidance and use the Licensing interactive tool to determine if any activities they conduct require a Safe
Food for Canadians (SFC) licence.
If this applies to the EU exporting companies, the first step to obtaining an SFC licence is to sign up through the Canadian Food
Inspection Agency’s (CFIA) online service portal – My CFIA. CFIA has published a video on what to consider before applying for a
licence to help business owners understand how to apply for a licence and provide guidance.
Consult the CFIA’s guidance finder: food to search for the latest SFCR technical and regulatory information.
EU companies may also find further help in the CFIA websites:
•
•
•
•
•
•
•

Preventive control plan interactive tool: Find out if and when you will need a Preventive Control Plan
A guide for preparing a preventive control plan for importers
The Guidance Finder
Understanding the SFCR: A handbook for food businesses
Getting started: Toolkit for businesses
Questions and answers: Safe Food for Canadians Regulations
Glossary of key terms
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B) Standard products and geographical indications
The 2003 Wines and Spirits Agreement between the EU and Canada has been incorporated into CETA and several Geographical
indications (GIs) of wines and spirits have already been protected further to the 2003 agreement. Canada and the EU GIs on wines
and spirit drinks are listed respectively in Annex III(a) and Annex IV(a) of the 2003 Wines and Spirits Agreement.
Under CETA, 170 EU agricultural GIs are protected – granting the same level of protection from imitations in the Canadian market
as in the EU. The European Commission has prepared a practical business guide detailing the steps to take to apply for Geographical
Indication protection in Canada.
The Canadian Intellectual Property Office (CIPO) maintains a list of all protected GIs. A request must be submitted to have a
geographical indication entered on the list of GIs in Canada. CIPO has developed a guide explaining how to request a GI.

How to request the protection of a GI
The request, and all supporting documentation, must be submitted to CIPO in writing, in either English or French (except for
the GI itself), by, or on behalf of, a responsible authority for the wine, spirit, or agricultural product or food in question.
A responsible authority is defined under subsection 11.11(1) of the Act as:
in relation to a wine or spirit, or an agricultural product or food of a category set out in the schedule, the person, firm or
other entity that, in the Minister’s opinion, is, by reason of state or commercial interest, sufficiently connected with and
knowledgeable about that wine or spirit or that agricultural product or food to be a party to any proceedings under this Act.
Usually, Embassies or Trade Commissioners are the preferred relay of the EU party.
A separate request must be made for each GI, accompanied by the required fee, for each request submitted. The fee for a
request for protection of a GI is adjusted each year on the 1st of January. It is payable once, and the amount required depends
on the date on which the payment is made, even if the request was filed prior to the annual adjustment. For 2020, the fee
for a request for protection of a GI was €293.71 ($459.90).
When sending payment documents to CIPO by mail, facsimile or hand-delivery, the use of the CIPO Fee Payment Form is
recommended. The fee must be received before the request is to be processed, and the fee will be charged regardless of the
outcome of the review. Note that documentation submitted as part of the request will not be returned.
Requests must be sent to the following address:
Canadian Intellectual Property Office (CIPO) - Trademarks and Industrial Designs Branch
50 Victoria Street, Place du Portage, Phase I, Gatineau, Québec, Canada, K1A 0C9

C) Labelling requirements
Product labelling is regulated both federally and provincially in Canada. The federal Consumer Packaging and Labelling Act (CPLA)
regulates pre-packaged consumer product labelling. The CPLA requires labelling regulated by the statute to be in both French and
English. The Québec Charter of the French Language requires that most product labelling and materials accompanying products sold
in Québec (e.g., warranties) be in French.
When exporting food products to Canada, it is important to look very closely at the food labelling requirements.
Below is a list of regulations to help you navigate through when exporting food products into Canada:
•
•
•

Food and Drugs Act and Regulations
Consumer Packaging and Labelling Act and Regulations
Canada Agricultural Products Act and Regulations

More information on the Safe Food For Canadians Act and Regulations can be found here.
The basic packaging and labelling requirements are:
•
•
•
•
•

Labels in English and French,
Net quantities in metric,
List of ingredients and allergens,
Nutrition facts,
Sugar content,
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•
•
•
•
•
•
•
•
•

Durable life date (if shelf life is 90 days or less),
Common name of the product,
Storage instruction,
Company name and address,
Dealer identity,
Country of origin,
Minimum type size specifications,
Conformity to standardised package sizes stipulated in the regulations, and
Country of origin labelling on the shipping container.
Figure 19. Copy of a label with nutrition facts as required

Figure 20. List of ingredients requirements

The CFIA has prepared a Guide to Food Labelling and Advertising that details the regulatory requirements for selling packaged
foods and beverages in Canada. The CFIA has the authority to refuse entry, detain, return, or remove from retail shelves any
imported processed food product that does not meet the federal food labelling requirements.
This information is subject to change as the Canadian government is in the process of updating its labelling requirements. It is
recommended that exporters visit the CFIA website regularly.
For new exporters, it is important to familiarise yourself with the Canadian regulatory system. The Canadian Food Inspection
Agency has developed tools to help the industry, such as the Industry Labelling Tool. The Industry Labelling Tool is the food
labelling reference for all food inspectors and stakeholders in Canada. Another important tool to help new entrants in the
marketplace who are not familiar with the Canadian regulatory system to make sure that they meet all the requirements
with regard to the label compliance is the Food Requirements Labelling Checklist: https://www.inspection.gc.ca/food-labelrequirements/labelling/industry/food-labelling-requirements-checklist/eng/1393275252175/1393275314581
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D) Safety standards
i) Food safety
Under CETA, Canada and the EU parties retain their ability to require sanitary and phytosanitary standards to be met when importing
food, animals and plants.
Food products imported into Canada must meet sanitary and phytosanitary requirements for animal and plant health.
Animals and animal products can only be imported into Canada if they:
•
•
•
•

originate in countries approved by the Canadian Food Inspection Agency (CFIA) for those categories of products;
come from approved processing establishments in the EU approved to export to Canada;
are accompanied by a health certificate signed by the European Food Inspection Agencies during evolving disease situations
in the Member States;
have passed health controls such as veterinary checks carried out at the border inspection post in Canada, at the port of arrival.

Animal products
At the border inspection post, each consignment is subject to a documentation check, an identity check and as appropriate, physical checks.
If a product fails any of these checks, it is not allowed into Canada and may be destroyed or returned to the country of origin. If the
product is compliant, the exporter receives a Veterinary Entry Document, and the product can be marketed freely within Canada.
Plant health control
Imports into Canada of specified plants and plant products must:
•
•
•
•

be accompanied by a plant-health certificate issued by the EU;
pass customs and phytosanitary inspections at the point of entry into Canada;
be imported into Canada by an importer registered in Canada;
be announced to the customs office before arrival at the point of entry.

Fresh fruits and vegetables
As of January 2019, new requirements of the Safe Food for Canadians Regulations (SFCR) came into force for businesses importing,
manufacturing, processing, treating, preserving, grading, packaging or labelling fresh fruits or vegetables. Certain requirements may only
apply in 2020 and 2021, based on food commodity, type of activity and business size. For more information, refer to the SFCR timelines.
Under the new provisions, businesses are required to maintain:
•
•
•
•

preventive controls that address food safety hazards such as microbiological contamination to food and that help to
prevent contaminated and non-compliant food from entering the marketplace;
written preventive control plans that document the risks to food and how these risks are being controlled; and
traceability documentation that tracks the movement of food one step forward and one step back in the supply chain.
New requirements for lot code labelling of consumer-pre-packaged fresh fruits or vegetables that are not packaged at the
retail level are also now in force.

The preventive control requirements found in the SFCR include most food safety requirements for food exports to Canada. The
Canadian Food Inspection Agency website also provides all the details, including a fact sheet, information specific to labelling
requirements to help companies walk through the SFCR requirements.
More information on the Safe Food for Canadians Regulations can be found here.
These documents outline specific criteria and provide examples of programme components.
The European Commission has prepared a guide to help navigate through Canadian requirements. The purpose of this guide is to assist
EU exporters of fruit and vegetables and other agricultural and forest commodities in understanding Canada’s phytosanitary requirements.
Alcoholic beverages
The federal Importation of Intoxicating Liquors Act gives the provinces and territories full control over the importation of intoxicating
liquor into their jurisdictions. Provincial liquor commissions control the sale of alcoholic beverages in Canada.
Both the federal and the provincial governments have laws, policies and regulations governing the sale of alcoholic beverages in
Canada. The regulations differ from province to province.
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ii) Labelling and Packaging
Canada’s phytosanitary requirements also apply to wood used as packaging. Under Canada’s rules, wood packaging materials such
as cases, boxes, crates and pallets must be heat treated or fumigated.
Federal level
Canadian packaging and labelling requirements for wine and beer are administered under Canada’s Food and Drug Regulations
and the Consumer Packaging and Labelling Regulations. The Federal government is in charge of developing and overseeing
the compliance with laws, policies and regulations for alcoholic beverages, that govern labelling and packaging requirements,
compositional standards, geographical indications and excise duties in Canada.
The Government of Canada requires that alcoholic beverages follow federal requirements for labelling. The CFIA oversees enforcing
the Federal laws, policies and regulations.
Spirits and wine packaged in Canada are also subject to the labelling requirements under Regulations Respecting the Information to
be Displayed on Alcohol Containers and their Packaging Law.
Beer packaging is subject to different regulations.
In addition to the general packaging and labelling requirements for most foods, the regulations for alcoholic beverages include
common names and standardised container rules. For example, light beer in Canada is defined by regulation as beer with a
percentage of alcohol of 2.6 to 4.0, by volume. Wine container sizes are standardised. The most common containers for wine are
750 millilitres or 1, 1.5 and 2 litres.
There are several other federal legislations, regulations and policies for alcoholic beverages sold in Canada:
•
•
•
•
•

The Food and Drugs Act (FDA)
The Food and Drug Regulations (FDR)
The Safe Food for Canadians Act (SFCA) (SFCR)
The Importation of Intoxicating Liquors Act which governs the importation of all alcoholic drinks.
The Spirit Drinks Act was designed to respect the Canadian international commitment regarding the use of names of
spirits drinks of foreign countries.
Table 5. Federal requirements by type/category of product

TYPE/CATEGORY
OF PRODUCT
Fruits and
vegetables

REGULATORY STATUS

REQUIREMENTS

Fresh fruits and vegetables are
regulated
under
various
plant
protection directives of the Canadian
Food Inspection Agency (CFIA).

Importation, with few exceptions, requires a Dispute Resolution
Corporation membership or a CFIA produce License and a
Confirmation of Sale. Depending on the commodity and where it
originates, it may also require other certifications, phytosanitary
certificates, or permits.

Under CETA, new procedures have been
set up that will simplify and accelerate
the approval process for plants, fruits
and vegetables by Canada. Canada
undertook EU-wide assessments and
approval procedures for fruits and
vegetables, instead of the countryby-country and product-by-product
approach prior to CETA, in cooperation
with the European Food Safety Authority
and the European Commission.

Many fruits and vegetables have specific grade standards that
must be met to enter Canada. Exporters must:
•
Ensure that the product is eligible for admission into Canada,
by referencing the CFIA Automated Import Reference System;
•
Hold a Safe Foods for Canadians (SFCR) Import License; and
•
Become a member of the Dispute Resolution Corporation (DRC).

Fruits and vegetables are subject to strict guidelines on labelling
and packaging. General Import Requirements for some fresh
fruits are:
•
Grapes from offshore require a phytosanitary certificate,
Information and requirements on the
import permit and fumigation. The phytosanitary certificate
Plant and Plant Product Imports to
must contain the treatment details.
Canada Plant and plant products can •
Apples from offshore require a phytosanitary certificate and
be found here.
an additional declaration for pear leaf blister moth.
More information can be found here.
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TYPE/CATEGORY
OF PRODUCT
Fish and seafood
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REGULATORY STATUS

REQUIREMENTS

While the Safe Food for Canadians
Regulations (SFCR) includes a set
of general requirements that apply
to a broad range of foods, some
requirements apply specifically to fish
and seafood. The specific requirements
are detailed here.

All importers of fish and seafood into Canada must hold a fish
import license or a Quality Management Program Import License,
must provide written notification to the Canadian Food Inspection
Agency (CFIA) for each imported shipment of fish, and must make
the fish available for inspection.

Importers must apply for a license to inform the Canadian Food
Inspection Agency (CFIA) of their intention to import fish products.
Importers must familiarise themselves Fees for a fish license range from €320 to €3194 ($500 to $5,000).
with the fish inspection requirements
upon entry to Canada. Many import The following documents must be sent to the importer of the
requirements may vary by commodity, customs broker before the goods arrive at a port of entry for
therefore, it is strongly suggested customs clearance by the Canadian Border Services Agency (CBSA):
that an importer use the Automated •
Canada Customs Commercial Invoice;
Importer Reference System (AIRS) for •
Copy of the Fish License; and
reference.
•
Completed Fish Import Notification Form for each shipment.
More information regarding the requirements to import fish
into Canada can be found under the Safe Food for Canadians
Regulations (SOR/2018-108).

Honey

The exportation of honey from the EU
to Canada is highly regulated and must
meet the requirement with regards to
the level of chemical contaminants or
other residues.
Due to a history of non-compliance,
honey imported from certain countries
is subject to a directed inspection,
including detention by the CFIA.

The honey is only considered acceptable for sale or further use
upon receipt of all satisfactory lab results, showing that the
honey meets Canadian veterinary drug residue limits, and is free
from other adulterants such as foreign sugars.
There are grades and standards referred to in the regulations
for honey. These standards of identity and grades have been
combined into a collection of documents incorporated by
reference – Safe Food for Canadians Regulations. Imported honey
must meet strict requirements.
More information can be found here.

Organic food

All organic food products imported
must comply with the Food and Drug
Regulations, the Consumer Packaging
and Labelling Regulations, and the Safe
Food for Canadians Regulations (SFCR).

Ingredients of processed products must be produced in the EU
or imported into the EU in accordance with Article 33 of Council
Regulation (EC) No 834/2007.

Organic products exported to Canada must be accompanied by an
organic certificate issued by an EU Control body listed in the List
Canada and the EU have established an of Control Authorities in Charge of Controls in the Organic Sector
equivalency arrangement. Therefore, all provided in Article 35(b) of Council Regulation (EC) No 834/2007.
organic agricultural products produced
and processed in the EU and certified Organic products certified in accordance with the European Organic
by the European Organic System are System and exported to Canada may bear the Canada Organic
accepted as organic in Canada, without Logo, as well as the EU organic logo, as set out in the Commission
Regulation (EC) No 889/2008. A copy of the logo must be requested
additional certification.
from the Control bodies responsible for the certification.
This applies to all agricultural products, including wine, which are
produced and processed in the EU and which are:
•
Certified in conformity with Council Regulation (EC) No
834/2007 and Commission Regulation (EC) No 889/2008
by an EU control authority or control body approved in
accordance with Article 27 of Council Regulation (EC) No
834/2007;
•
Accompanied by the certificate which is issued by an EU
control authority or control body; and
•
Are deemed equivalent to those products that have been
produced and processed in accordance with the Canadian
Organic Products Regulations, 2009 (OPR 2009).
More information on organic equivalency arrangements with
other countries can be found here.
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TYPE/CATEGORY
OF PRODUCT

REGULATORY STATUS

REQUIREMENTS

Fresh meats

The EU—Canada veterinary agreement
has been incorporated into CETA.
Both sides have agreed to simplify the
approval process for exporters.

EU meat plants must be on the list of CFIA’s approved
establishments to export fresh meats to Canada. EU companies are
urged to contact their veterinary authorities for the list of approved
establishments to obtain a certificate. EU exporters should be
aware that their products may be refused entry into Canada if they
don’t present a certificate from their veterinary authorities.

Food allergens

In Canada, the Priority Food Allergens are crustaceans and molluscs, eggs, fish, gluten, milk, mustard, peanuts,
sesame, soy, sulphites, tree nuts (almonds, Brazil nuts, cashews, hazelnuts, macadamia nuts, pecans, pine
nuts, pistachio nuts and walnuts), peanuts, wheat and triticale. According to the Canadian Food Inspection
Agency (CFIA), these Priority Allergens have been shown to account for more than 90% of severe adverse
reactions related to food allergens.
The CFIA recommends that food companies establish effective allergen controls to minimise the potential
for allergic reactions. When the CFIA becomes aware of a potentially serious hazard associated with a food
product, such as undeclared allergens, the CFIA investigates and takes all appropriate actions to protect
consumers, which may include a recall of the food product.
More information on a CFIA industry reference guide on food allergens and labelling is available here.

Provincial level
Regarding labelling, each provincial government may also have additional requirements that pertain to the products sold in their
provinces. More information about provincial regulations can be found here.
A list of all the liquor boards’ websites is available in section 4.2.

E) Other regulations and requirements
i) Rules of origin
Rules of origin ensure that CETA preferential tariff rates benefit EU and Canadian production. In order to take full advantage of CETA
preferential tariff rates, EU exporters will need to fulfil the rules of origin defined in the agreement and prescribed for each product.
To be eligible for preferential treatment at the Canadian border, goods need to be transported directly from the EU to Canada (or vice
versa). However, goods can be transhipped via another country, as long as they remain under customs control and do not undergo
any further production, other than unloading, reloading, splitting of consignments or any other operation necessary to preserve or to
transport the product. The European Commission has developed a practical Guide to the help navigate through CETA Rules of Origin.
EU companies’ operators that want to export to Canada (for shipments worth more than €6,000) need to register in the Registered
Exporter (REX) system. This will be the only way to benefit from the preferences granted under CETA.
For more information you can visit: REX – Customs regulations; Access2Markets Database; and webinar on CETA and rules of origin.
ii) Demurrage and storage fees
The storage rates for a full container range from about €80 - €160 ($126 - $252 USD) per day, for the first 5 days, and increase
after that. There will also be demurrage costs for the container itself, payable to the steamship line if there are delays. These costs
range from approximately €128 - €192 ($200 - $300 USD) per day.
In many cases, the daily rate will continue to increase if freight remains at the terminal longer, from one to three days.
More information on the schedule of inspection fees can be found here.
iii) Food samples
The entry of food samples for research, evaluation, or display at trade shows and food exhibitions is permited, but may not be
offered for commercial sale. In the case of samples destined for food shows, EU exporters must present the proof that they are
participating in the food show in Canada and the certificate of origin of the product, i.e., that it is produced in the EU. Up to 10
samples are permitted for a maximum of 100 kg per sample. More information is available on the Automated Import Reference
System (AIRS) website.
For regulated products such as meat, poultry, dairy or egg, and fruits and vegetable samples, exhibitors must apply for an import
permit and declare that the food is not for resale. Exporters must contact the Canadian Food Inspection Agency for permits.
For shell eggs, processed eggs, cooked eggs, liquid egg whites (albumen), yolk, and whole eggs, other program requirements may
also apply.
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How to register in the REX system?
•
•
•
•

Apply for a Registered Exporter (REX) number by completing this form.
Send the completed form to your national customs office.
You will then receive a REX number to indicate on the origin declaration to be provided on the commercial document
that describes the product.
The originating product will then benefit from CETA preferential tariff treatment in Canada on the basis of the origin
declaration.

The origin declaration can simply be provided on an invoice or any other commercial document that describes the originating
product. The originating product will then benefit from the preferential tariff rates in CETA.
Text of the origin declaration:
The exporter of the products covered by this document (Customs Authorisation No ...) declares that, except where otherwise
clearly indicated, these products are of ... preferential origin.
What happens to your product when it gets to the Canadian border? Who performs inspections at the border
and how much does it cost?
Your product will be subject to examination. As part of a Canadian government initiative to partially recover costs associated
with providing inspection services, most federal departments charge fees to industry for inspection and product registrations.
The fee can be requested by the Canada Border Services Agency (CBSA) and/or the Canadian Food Inspection Agency (CFIA).
Depending on the type of CBSA examination, full ocean container inspections can range from €320 - €2,235 ($500 - $3,500).
Variables such as how the goods are packed in the container, if they are palletised, etc. play a role in the costs associated with an
examination. Less Than Container Load (LCL) shipments are significantly lower in examination costs and start around €22 ($35).
CFIA has the authority to conduct their own examinations independently from Canada Customs. These examinations are
usually done on-site for regular importers. Wood packaging examinations are done under CBSA control for the CFIA, using
their contracted carriers and bonded facilities. These costs can range from €767 - €2,235 ($1,200 - $3,500) depending on
the packaging, time spent unloading and loading into the container.
There are usually costs that the CFIA issues for standard inspections but if goods are held in detention the costs could be over
€64/hour ($100/hour). If the CFIA finds bugs (dead or alive) inside a shipment, the shipment will be fumigated and ordered
to be exported from Canada, at the importer’s expense.
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5. TIPS FOR EU BUSINESSES
Business culture in Canada is a blend of American, British, and French, with a twist. Tendencies and practices vary depending on the
region, and most Canadians identify themselves very strongly with their province.
How to prepare for expanding into the Canadian market
1.

Identify a key importer, broker, distributor, agent, or wholesaler, as they know how to best navigate the import
and distribution process, can engage directly with Canadian food retailers and guide you on business practices.
Seek assistance from embassies and trade commissioners in locating a reputable broker/distributor.

2.

Familiarise yourself with the Canadian standards and regulations pertaining to your products, as well as
other import requirement and custom procedures.

3.

Attend trade shows, as Canadian food processing industry players tend to attend regional and international
food trade shows.

4.

Register your GI, if applicable, at the Canadian Intellectual Property Office.

5.

Price is always important, although quality and novelty alone do move some imported products.

6.

Be prepared to start small by shipping a few pallets or cases of a product, and recognise that it could take
several months or years before an importer is ready to order full containers. For small shipments, consider
sharing container shipments.
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6. CULTURAL CONSIDERATIONS
DOs
√

Canada is officially bilingual in French and English – do not forget that and be prepared to use these languages in meetings. In
the province of Québec, there are very stringent French-language requirements for all commercial endeavours.

√

When meeting with a Canadian businessperson, it is advisable to have a business card in English on one side and the other side
in French. It should be handed at the beginning of the meeting when shaking hands.

√

Business communication is quite direct in Canada; there will be no need for you to decipher and read into messages. Emails
and telephone calls should also be direct and succinct.

√

Canadians take business very seriously. Professionalism and punctuality are expected.

√

When doing business in Canada, expect a heavy reliance on facts and numbers. Decisions are not usually made until all the
facts are at hand.

√

If you participate in a trade show where you meet Canadian buyers, make sure you send them a message a week after the
show, thanking them for their time.

√

Keep in mind that a new business venture with a company from your country can be very demanding on personal and/or
financial resources.

√

Research the client and the company’s structure before engaging in negotiations.

√

Verify the creditworthiness of the companies you want to engage in business with.

√

Understand the government regulations that affect your industry as well as the costs associated with complying with the rules
and regulations.

√

Have a clearly defined target market. Understanding your potential customers will help you in determining the demand for your
product and enable you to develop a more successful marketing strategy.

√

Consider working with professionals as part of the cost of doing business.

√

Develop a good working relationship to strengthen the business.

√

Business meetings in Canada tend to be more formal than in the US. Presentations should be short and clear, and it is important
to use facts and figures during business meetings. If an offer is considered to be of real interest, the answer comes very quickly.

√

Agreements are often sealed with a handshake, followed by a written agreement, confirmed by a letter setting out the terms
and conditions discussed. A contract in due form is recommended.

√

Build strong relationships with your key importers.

√

Have an active website. Have a strong presence on social networks. Always add new contacts on LinkedIn.

√

In Canada, business hours are generally 9:00am to 5:00pm, Monday to Friday. Keep in mind the time difference between
Canada and Europe.

DON’Ts
x

Don’t initiate a discussion on comparing Canada with the US. Canadians are very sensitive about their differences.

x

Don’t exaggerate your company’s export abilities.

x

Don’t assume the export venture will go quickly. Allow plenty of time to reap the benefits.

x

Don’t ignore what’s happening in the Canadian market. Companies must adapt to consumer preferences.

x

Don’t underestimate the costs of starting a new export venture in Canada.

x

Don’t over project your sales. Keep in mind that it often takes longer than expected to build sales. Therefore, it is important to
be conservative.

x

Don’t underestimate the length of time it takes for a product to sell well in the Canadian market.

x

Don’t underestimate the competition, especially from the US, the largest trading partner of Canada.

x

Don’t assume there is an immediate demand for your product. You must research whether or not adequate demand for your
product exists.
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KEEP IN MIND
Know your competitive advantage: Competitors cannot be avoided in export markets. To stay competitive, agri-food
exporters need to understand their competitive advantages to be successful.
Be aware of the costs associated with expanding to Canada: Developing an export market can be time-consuming and
costly. Exporters must be prepared to develop new promotional/marketing materials geared towards the Canadian market,
and travel to Canada to visit trade shows or meet with local agents.
Listing or slotting fees: Typically, large grocery chains impose a fee on food suppliers to have their products placed on their
shelves. The better visibility, the pricier it gets. For small food suppliers, aligning with a distributor can help to offset this expense.
Compliance with local requirements: Food labelling in Canada is stringent and has different requirements than in Europe.
EU companies must develop new packaging to comply with the Canadian labelling requirements. Also, produts may have to
be modified to meet safety, sanitary and other requirements prior to exporting to Canada. Adapting to the Canadian Federal
labelling and food safety standards, but also to divergent labelling and food safety standards at the provincial level, can be
costly. SMEs may not have the technical expertise to do so and must rely on external expertise. EU exporters need to consider
the costs involved for these changes for a relatively small market (Canada’s population is approximately 38 million).
Payment: Apart from the risk of non-payment, the complicated processes involved in the collection of payments using the
various methods (consignment, letter of credit etc) can be time consuming. SMEs with limited cash-flow have to understand the
risks associated with exporting, such as non-payment for the goods, the different methods of payments used (Cash in advance,
Letter of credit, Documentary credit, Documentary collection, Open account, Consignment). Thorough research of the importer’s
reputation and his ability to pay is essential. Embassies, trade commissioners and chambers of commerce can assist.
Be aware of transportation risks: Damage, especially for perishable food items, loss, theft.
Maintaining a presence: Maintaining a presence in the Canadian market over the years requires time but also resources. It
could take years before the product is successful in the market (quality, consumers’ demand and loyalty, competitive prices,
etc.). Exporters should expect to wait a few years before fully cashing on their products.
Market information: Lack of knowledge of the market for specific products such as the competitors, the consumers’
preferences, and trends, as well as cultural differences, can impact the success in the Canadian market.
Canada’s size and distance: Canada is large in size. One of the challenges faced by EU exporters of perishable goods is
related to the distance between European and Canadian markets, and within the Canadian borders: the distance between
Montreal and Vancouver is close to 5000 km. Moving merchandise across Canada during the winter months could also take
more time than usual.
Provincial differences: Tastes and eating habits differ by province. Although Canadian diets are generally similar across the
country, each region has consumption patterns that distinguish it from the others. For example, in the Atlantic provinces and
the Prairies, consumers will eat more snacks and fast food, whereas, in British Columbia and Québec, consumers are more
health-conscious with their approach to food. In Ontario, ethnic food is a rising trend. Therefore, it is recommended to start
by exploring a single province, before expanding to another. For new EU exporters, the target markets are almost naturally
Ontario and Québec.
The Euro/CAD exchange rate creates a certain price disadvantage for EU exports. InfoEuro provides the European
Commission’s official monthly exchange rates for the Euro.
Private labels: Another potential challenge is the widespread and increasing demand for private labels. More and more
companies request that their suppliers provide products with their own private labels. Some companies feel that they might
lose their brand awareness with the consumers. Most companies negotiate directly with their Canadian clients which product
they feel most comfortable with selling under the store’s private label. Food retailers usually sell a mix of national brands and
private label, thus taking advantage of the benefits of each product category.
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7. STUDIES OF SUCCESSFUL EU
BUSINESSES IN THE CANADIAN
AGRI-FOOD SECTOR
Several EU exporters have reported more exports to Canada thanks to CETA.
Moreover, the largest Canadian importers of EU food products have seen more variety of food reaching the Canadian market, with
a clear success among Canadian consumers.
Many exporters’ stories are reported and can be found on the website of the European Commission.

1. JAN K. OVERWEEL LIMITED
Jan K. Overweel Limited is a family-owned business headquartered in Ontario. The company is one of the largest importers of
cheese, baked goods, chocolate, confectionery, deli meats, ingredients, oils, pasta, tomatoes, seafood salads, preserved vegetables,
jams and speciality flour from the EU.
Since the entry into force of CETA, their imports of food and grocery from Europe have been steadily increasing. The company has
seen an increase of 10% of their imports from the EU, most notably from Italy, the Netherlands, Spain, Portugal, France, Bulgaria,
Germany, Austria, Greece and Belgium.
The company has been able to help EU companies with the registration process that allows them to export their products into
Canada. This year, their sales of EU products has registered a growth of approx. €13 million ($20 million), with room for more in
the coming year.
Jan K. Overweel Limited imports dairy products from IGOR Gorgonzola, a zero-emission Italian company, and A Dutch Masterpiece,
a traditional Dutch cheesemaking company.
“CETA and the tariff reductions have been good for the company, allowing more products to flow from
Europe, including new ones that were never exported before.”
Mr. Patrick Pelliccione, President of Jan K. Overweel Limited

Initially, most of their products originated from Italy and the Netherlands. However, the advantages of CETA allowed them to expand
their product portfolio to include Spanish artichokes, cheese, nougats, olives and olive oil, or Belgian chocolates. Next year, they plan
to import canned fish and more high-quality grocery products.
Despite selling at a higher price than locally produced tomatoes, the company also imports up to 300 containers of top-quality tomatoes
from the EU. This is possible due to the elimination of duties under CETA, which reduces costs and makes them more competitive.
Deli meats’ imports have also increased exponentially. Jan K. Overweel Limited imports over 100 containers of deli meat a year,
primarily from Spain and Italy. This is thanks to the harmonisation of health requirements, easing the entry of EU meat products into
Canada, as more EU slaughterhouses have been approved by the Canadian Food Inspection Agency (CFIA). In fact, Jan K. Overweel
has invested in the building of two facilities dedicated to meat inspection by the CFIA.
Another high-end successful product is novelty flour (00 mode of milling) from Italy. With CETA, the company can import the flour
all year round without restrictions and sell them at premium prices to end-users.
Before CETA, the duty rate was 25%. With its elimination, now the company imports two containers a week into Canada.
Thanks to the help of trade commissioners from the different EU MS embassies, new products from the EU have
entered the Canadian market.
Spain, Italy, France, and the Netherlands are the most active trade commissions in Canada, with trade delegations
visiting Canada regularly, and promotion activities in all the Canadian provinces.
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2. LES DÉPENDANCES
Les Dépendances is a company located in the outskirts of Montreal. The company has a representative in Vancouver, BC, to cover
Western Canada. Both presidents, Mrs Lucie Besnard and Mr Nicolas Lenoir, have been active in the cheese importing business for
several years.
The company specialises in the import of high-end speciality cheeses from the EU, and in particular from EU SMEs. The full
catalogue can be found on their website.
Montreal is the main port of entry of all cheese products from Europe. Then, the products are moved by train to different parts of Canada.
Les Dépendances supplies independent stores, chains stores and distributors all over Canada. While they deliver to large
supermarkets such as Sobeys, Metro, Costco and Provigo, many of their clients in Canada are speciality gourmet boutiques. 50% of
the cheese they import is sold in Québec, and the remaining 50% is distributed in all of Canada, including places as far as Yukon
and Newfoundland, where European cheese is becoming more popular.
Since the entry into force of CETA, the company has witnessed more freedom with obtaining new cheese quotas. They have been
able to import new varieties of high-quality novelty cheese, without restraint. There has been an increase in imports from Europe up
to 15%, which mainly concerns high-end artisan cheese from France, Italy, Belgium, Spain, Portugal and Sweden. They also import
raw-milk artisan cheeses from France, as they have their own laboratory where they analyse the imported cheese, to comply with
the Canadian Food Inspection Agency’s requirements with regards to bacteriology.
The advice from Mrs Lucie Besnard, President of Les Dépendances to EU SMEs is not to hesitate to explore the Canadian
market. Canadian consumers like to experiment with new products. They like European products, as the EU countries have a
reputation for constant innovation to provide new offerings.

Mrs Besnard advises EU cheese exporters to make sure that their products comply with the Canadian
sanitary measures to allow a smooth entry into Canada.

Also, it is important to keep in mind that tastes are different from one province to another. For example, Québec consumers tend
to buy cheese that they know, whereas British Columbia and Alberta consumers are curious to discover totally novel cheeses with
new ingredients. Fancy goat cheeses appeal to Albertans, whereas in central Canadian provinces like Manitoba and Saskatchewan,
young consumers, mostly well-travelled, want to experiment with new tastes from Europe. Cheese platters are the new favourite.
Mrs Besnard has recently witnessed the openings of several new gourmet boutiques that sell novelty cheeses from Europe in
Winnipeg, Regina and Saskatoon, and strongly encourages EU cheese exporters to explore the Canadian market.
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8. CONCLUSIONS
Determining if the goods you would like to export can enter Canada is your first step to importing. Not every commodity is allowed
entry into Canada, while others need to meet specific standards to do so. Understanding the import process is important for certain
agri-food products.
THE IMPORT PROCESS, A STEP-BY-STEP WALKTHROUGH TO IMPORTING FOOD INTO CANADA
The risks of exporting goods to Canada can be minimised by taking the following steps:
1.

Research the market thoroughly (international and domestic competition, pricing, etc.).

2.

Learn about upcoming trade events and webinars.

3.

Determine if you need the services of a licensed customs broker. You can prepare your own documentation to submit directly
to the Canada Border Services Agency (CBSA) or you may authorise a licensed broker to act as your agent to transact business.

4.

If you decide to go through an agent or an importer, ask for assistance from an experienced contact person who is familiar
with the market to find a relay. Your embassies may be able to help you find a supplier with a record of efficiency through their
commercial sections.

5.

Calculate the costs in transportation, insurance, foreign exchange, warehousing company, tax advisor, customs brokers,
international freight forwarders, translators, etc.

6.

Obtain a Business Number. Before exporting food products to Canada, you will need to obtain a Business Number (BN) issued
by the Canada Revenue Agency (CRA) for an import/export account. This import/export account is free of charge.

7.

Apply to the CFIA for your licence to import into Canada.

8.

Calculate the import cost and ultimate pricing, as well as the method of payment. Be aware of the fee imposed by the Canada
Border Services Agency (CBSA) when they examine your shipment. There may be penalties for incorrect documentation or late
accounting, or interest owed on late payment of duties.

9.

Determine which permits, restrictions or regulations are needed.

10. Comply with the import regulations to avoid delays in releasing your goods at the border.
11. Food and agricultural products must pass the necessary health and sanitary tests. Understand Canadian labelling regulations
and import requirements.
12. Be aware that many goods are subject to the requirements of other government departments and agencies and may require
permits, certificates, and/or inspection. The Canada Border Services Agency (CBSA) is responsible for administering the legislated
import requirements on behalf of other government departments.
13. Your import may be subject to a customs review, inspection or audit prior to, or after the importation. Additional fees may be
levied by the Government of Canada for these services.
14. Alcohol imports of liquor, wine and beer require prior authorisation from the provincial liquor commissions.
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Annex I. Resources for EU businesses
USEFUL CETA AND MARKET ACCESS REPORTS AND GUIDES

OTHER USEFUL WEBSITES BY TOPIC

CETA factsheet and guides
EU-Canada Trade
Food Labelling Requirements
Guide to Geographical Indications in Canada
Market access opportunities for EU business in Canada in the context of CETA
Methyl Bromide Treatment
REX – Customs regulations
Access2Markets Database

Alcoholic drinks

LIST OF ESTABLISHMENTS APPROVED TO EXPORT LIVE OR RAW MOLLUSCAN SHELLFISH
FROM CERTAIN EU MEMBER STATES TO CANADA
France
Ireland
The Netherlands
TRADE-RELATED CANADIAN WEBSITES
Automated Import Reference System (AIRS)
Canada Border Services Agency
Global Affairs Canada
Health Canada
Importers’ guide
Innovation, Science and Economic Development Canada
National Import Service Centre
Schedule of inspection fees
Trade Data Online
CANADIAN-ISSUED GUIDES AND REPORTS
Conditions for importing meat products from the European Union
EU Member States: approval status for meat inspection systems
Food import: Rules, licences, preventive control plans, traceability, notices and oversights
Food labelling for the industry
Food Safety Fact Sheets
Fresh fruits and vegetables
Importing food to Canada: a step-by-step guide
Information on requirements for food imports
Labelling requirements for fish and fish products
Phytosanitary import requirements for temperate fresh fruit and tree nuts
Plant and plant products
Requirements for fish imports
Service Standards and Fees

Laws and regulation for the sale of alcohol in Québec
Pricing calculator – LCBO
Regulatory information related to Canadian alcohol retail and distribution systems
alcohol laws in Canada
Food
Agri-food Economic Strategy Table
Canada Food Guide
Canadian Food Inspection Agency
Cheese importers database
How to protect a GI
List of Protected GIs
Nutrition Labelling
Safe Food for Canadians Regulations
CANADIAN MINISTRY OF JUSTICE – RELEVANT ACTS AND REGULATIONS
Excise Act 2001 in imposed on spirits and wines
Excise Act is imposed on beers and malt liquors
Regulations and policies for alcoholic beverages – Food and Drug Act
Regulations and policies for alcoholic beverages – Food and Drug Regulations
Regulations and policies for alcoholic beverages – Safe Food for Canadian Act
Regulations and policies for alcoholic beverages - The Safe Food for Canadian Regulations (SFCR)
The importation of Intoxicating Liquors Act
The Spirit Drinks Act
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Annex II. EU Member States Embassies, Consulates and Chambers of Commerce in Canada
Table 10. EU Member States Embassies, Consulates and Chambers of Commerce in Canada
EUROPEAN UNION
Delegation of the European Union to Canada
150 Metcalfe Street, Suite 1900, K2P 1P1,
Ottawa, Ontario
https://eeas.europa.eu/delegations/canada_en
Delegation-Canada@eeas.europa.eu
Tel. (1) 613 238 6464

BELGIUM
Belgian Embassy in Ottawa
60 Albert Street, 8th floor, Suite 820, K1R 7X7,
Ottawa, Ontario
http://canada.diplomatie.belgium.be/en
ottawa@diplobel.fed.be
Tel. (1) 613 236 7267

European Union Chamber of Commerce in
Canada (EUCCAN)
622 College Street, Suite 201F, M6G 1B6,
Toronto, Ontario
https://euccan.com/
info@euccan.com

Belgian Consulate General in Montreal
1000, rue Sherbrooke Ouest - Suite 1400, H3A
3G4, Montreal
https://canada.diplomatie.belgium.be/en
Montreal@diplobel.fed.be
Tel. (1) 514 849 7394

European Union Chamber of Commerce in
Canada-West
http://eu-canada.com/
office@eu-canada.com

Belgian Chamber of Commerce (Belgian
Canadian Business Chamber)
508-161 Bay Street, 27th Fl, M5J 2S1, Toronto,
Ontario
http://www.belgiumconnect.com
info@belgiumconnect.com
Tel. (1) 416 816 9154

AUSTRIA
Austrian Embassy in Ottawa
445 Wilbrod Street, K1N 6M7, Ottawa, Ontario
https://www.bmeia.gv.at/en/embassy/ottawa.html
ottawa-ob@bmeia.gv.at
Tel. (1) 613 789 1444
Austrian Honorary Consulate General in
Toronto
30 St. Clair Avenue West Suite 1402, M4V 3A1,
Toronto, Ontario
consulate.toronto@advantageaustria.org
Tel. (1) 416 967 4867
Austrian Honorary Consulate General Toronto
– Commercial Section
Advantage Austria
30 St. Clair Avenue West Suite 1402, M4V 3A1,
Toronto, Ontario
toronto@advantageaustria.org
https://www.advantageaustria.org/ca
Tel. (1) 416 967 3348

Cercle d’Affaires Belgique-Québec
C/O Consulat Général du Royaume de
Belgique à Montréal
https://cabq.ca/
info@cabq.ca
Agence wallonne à l’Exportation et aux
Investissements Etrangers - Montréal
1250 René-Levesque Ouest - Bureau 4115
Montréal, QC H3B 4W8
montreal@awex-wallonia.com
Tel. (1) 514 939 4049
Agence wallonne pour l’Exportation (AWEX)
– Toronto
Consulate General of Belgium – Trade
Commission
2 Bloor Street West, Suite 2508 Box 86
Toronto-Ontario ON M4W 3E2
https://www.awex-export.be/fr/contacts/
conseillers-economiques-et-commerciaux/

toronto-canada
toronto@awex-wallonia.com
Tel. (1) 416 515 7777
Flanders Investment and Trade - Montréal
1000 Rue Sherbrooke Ouest, suite 1400
Montréal, QC - H3A 3G4
https://www.flandersinvestmentandtrade.
com/en/contact/foreign-offices/canada
montreal@fitagency.com
Tel. (1) 514 289 9955
Hub.Brussels - Montréal
1010 Sherbrooke Ouest - Bureau 2404
Montréal, QC H3A 2R7
montreal@hub.brussels
Tel. (1) 514 286 1581
Hub.Brussels - Vancouver
Consulate General of Belgium
Brussels Capital Region Office in Vancouver
221 West Esplanade (Suite 412)
North Vancouver, BC, V7M 3J3
vancouver@hub.brussels
Tel. (1) 604 770 3505
BULGARIA
Bulgarian Embassy in Ottawa
325 Stewart Street, K1N 6K5, Ottawa, Ontario
http://www.mfa.bg/embassies/canada
Embassy.Ottawa@mfa.bg
Tel. (1) 613 789 3215
Bulgarian Consulate General in Toronto
65 Overlea Blvd, Suite 230, ON M4H 1P1,
Toronto
https://www.bgconsultoronto.info/
Consulate.Toronto@mfa.bg
Tel. (1) 416 696 2420
Bulgarian Chamber of Commerce (Canada
Bulgaria Business Network)
6 Hillholm Rd #1, M5P 1M2, Toronto, Ontario

http://www.canadabulgaria.com/
info@canadabulgaria.com
Canada-Bulgaria Business Council
1, Westmount Square, suite 1110, Montreal,
Quebec, H3Z 2P9
http://www.cabg.ca/
info@cabg.ca
CROATIA
Croatian Embassy in Ottawa
229 Chapel St, K1N 7Y6, Ottawa, Ontario
http://ca.mvep.hr/en/
croemb.ottawa@mvep.hr
Tel. (1) 613 562 7820
Croatian Consulate General in Mississauga
918 Dundas Street East, Suite 302, L4Y 2B8,
Mississauga, Ontario
http://ca.mvep.hr/en/
genmiss@mvep.hr
Tel. (1) 905 277 9051
Croatian Chamber of Commerce
630 The East Mall, M9B 4B1, Etobicoke,
Ontario
https://croat.ca/
contactus@croat.ca
Tel. (1) 416 641 2829
CYPRUS
Cyprus Embassy in Ottawa
150 Metcalfe Street, Suite 1002, K2P 1P1,
Ottawa, Ontario
http://www.mfa.gov.cy/mfa/consulate/
consulate_toronto.nsf/dmlindex_en/dmlindex_
en?OpenDocument
ottawahighcom@mfa.gov.cy
Tel. (1) 613 563 9763
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Cyprus Honorary Consulate in Coquitlam
435 Donald Street, V3K 3Z9, Coquitlam, British
Columbia
http://www.mfa.gov.cy/mfa/consulate/
consulate_toronto.nsf/dmlconscanada_en/
dmlconscanada_en?OpenDocument
tberggre@sfu.ca
Tel. (1) 604 936 2268
Cyprus Chamber of Commerce
38, Grivas Dhigenis Ave., Deligiorgis Str., PO
Box 21455, 1509 Nicosia
https://ccci.org.cy/
chamber@ccci.org.cy
Tel. (357) 22 889800
CZECH REPUBLIC
Czech Embassy in Ottawa
251 Cooper Street, K2P 0G2, Ottawa, Ontario
http://www.mzv.cz/ottawa/en/
ottawa@embassy.mzv.cz
Tel. (1) 613 562 3875
Consulate General of the Czech Republic
2 Bloor Street West, Suite 1500, M4W 3E2,
Toronto, Ontario
www.mzv.cz/toronto
commerce_toronto@mzv.cz
Tel. (1) 416 972 1476
Czech Business Association of Canada
300-340 Midpark Way SE, T2X 1P1, Calgary,
Alberta,
http://www.cbaconline.ca/
Tel. (1) 403 264 5150
DENMARK
Danish Embassy in Ottawa
47 Clarence Street, Suite 450, K1N 9K1,
Ottawa, Ontario
http://canada.um.dk/en
ottamb@um.dk
Tel. (1) 613 562 1811

Danish Trade Council in Toronto
2 Bloor Street West, Suite 2120,
M4W 3E2
Toronto, Ontario
https://canada.um.dk/en/the-trade-council/
yyzhkt@um.dk
Tel. (1) 416 962 5661
Danish Canadian Chamber of Commerce
2 Bloor Street West, Suite 2109, M4W 3E2,
Toronto, Ontario
https://dccc-toronto.ca
dccc@um.dk
ESTONIA
Estonian Embassy in Ottawa
260 Dalhousie Street, Suite 210, K1N 7E4 ,
Ottawa, Ontario
https://vm.ee/en/estonian-embassy-webpages
embassy.ottawa@mfa.ee
Tel. (1) 613 789 4222
Estonian Consulate in Toronto
958 Broadview Avenue, Suite 202, M4K 2R6,
Toronto, Ontario
consul@heinsooinsurance.ca
Tel. (1) 416 461 0764
Estonian Chamber of Commerce
c/o 956 Broadview Avenue, M4K 2R4, Toronto,
Ontario
http://canestchamber.com/
info@estcanchamber.com
FINLAND
Finland Embassy in Ottawa
55 Metcalfe Street, Suite 850, K1P 6L5, Ottawa,
Ontario
https://finlandabroad.fi/web/can/frontpage
embassy@finland.ca
Tel. (1) 613 288 2233

Honorary Consulate of Finland in Toronto
1200 Bay Street, Suite 301, M5R 2A5, Toronto,
Ontario
toronto.ott@formin.fi
Tel. (1) 416 964 0066

Consulate General of France in Moncton
777 Main St Suite 800,
Moncton, NB E1C 1E9
https://moncton.consulfrance.org/
Tel. (1) 506 857 4191

Finnish Chamber of Commerce
191 Eglinton Avenue East, M4P 1K1, Toronto,
Ontario
https://canadafinlandcc.com/
info@canadafinlandcc.com
Tel. (1) 905 464 2296

France Canada Chamber of Commerce Toronto
2 Bloor Street East, Suite 2200, M4W 1A8,
Toronto, Ontario
http://www.fccco.org
contact@fccco.org

FRANCE
French Embassy in Ottawa
42 Sussex Drive, K1M 2C9, Ottawa, Ontario
https://ca.ambafrance.org/
politique@ambafrance-ca.org
Tel. (1) 613 789 1795
Consulate General of France in Toronto
2 Bloor Street East, Suite 2200, M4W 1A8,
Toronto, Ontario
https://toronto.consulfrance.org/
info@consulfrance-toronto.org
Tel. (1) 416 847 1900
Consulate General of France in Vancouver
1130 W Pender St Suite 1100, Vancouver, BC
V6E 4A4
https://vancouver.consulfrance.org/
Tel. (1) 604 637 5300
Consulate General of France in Montreal
Bureau 1000, 10ème étage
1501 Mc Gill Collège
Montréal (QC) H3A 3M8
https://montreal.consulfrance.org/
Tel. (1) 514 878 4385
Consulate General of France in Quebec City
500 Grande Allée E
11e étage, Québec, QC G1R 2J7
https://quebec.consulfrance.org/
Tel. (1) 418 266 2500

France Canada Chamber of Commerce Montreal
1455, rue Drummond, bureau 2B
Montréal (Québec) H3G 1W3, Canada
https://www.ccifcmtl.ca/
Tel. (1) 514 281 3200

GERMANY
German Embassy in Ottawa
1 Waverley Street, K2P 0T8, Ottawa, Ontario
www.ottawa.diplo.de
info@ottawa.diplo.de
Tel. (1) 613 232 1101
German Consulate General in Montreal
1250 Bd René Levesque O #4315, H3B 4W8,
Montréal, Québec
https://canada.diplo.de/
mail@montr.diplo.de
Tel. (1) 514 931 2277
German Consulate General in Toronto
2 Bloor St E, Toronto, ON M4W 1A8
https://canada.diplo.de/
mail@toronto.diplo.de
Tel. (1) 416 925 2813
German Consulate General in Vancouver
999 Canada Place, Suite 704
Vancouver, B.C.
V6C 3E1 Canada
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https://Canada.diplo.de/
info@vanc.diplo.de
Tel. (1) 604 684 8377
German Chamber of Commerce
480 University Avenue, Suite 1500, M5G 1V2,
Toronto, Ontario
www.germanchamber.ca
info@germanchamber.ca
Tel. (1) 416 598 3355
Germany Trade and Invest – Toronto
480 University Avenue, Suite 1500, M5G 1V2,
Toronto, Ontario
https://www.gtai.de/gtai-en/invest/service/
toronto-office-75352.pdf
Tel. (1) 416 598 8813
GREECE
Greek Embassy in Ottawa
80 MacLaren Street, Ottawa, ON, K2P 0K6
https://www.mfa.gr/canada/presveia
gremb.otv@mfa.gr
Τel. (1) 613 238 6271
Office for Economic and Commercial Affairs
80 MacLaren Street, Ottawa, ON, K2P 0K6
http://www.agora.mfa.gr/ta-grafeiaoikonomikon-emporikon-upotheseon/grafeiaana-xora/office/844
ecocom-ottawa@mfa.gr
Τel. (1) 613 238 6271 ext. 105
General Consulate of Greece in Toronto
1075 Bay Street, suite 600, Toronto, ON M5S 2B1
https://www.mfa.gr/canada/geniko-proxeneiotoronto
grgencon.tor@mfa.gr; toronto@mfa.gr
Τel. (1) 416 515 0132
Office for Economic and Commercial Affairs
1075 Bay Street, suite 600, Toronto, ON M5S 2B1
http://www.agora.mfa.gr/ta-grafeia-oikonomikonemporikon-upotheseon/grafeia-ana-xora/
office/845

ecocom-toronto@mfa.gr
Τel. (1) 416 515 0132 ext. 8222
General Consulate of Greece in Montreal
1002 Sherbrooke Ouest, Suite 2620, Montreal,
QC, H3A 3L6
https://www.mfa.gr/canada/geniko-proxeneiomontreal
grgencon.mon@mfa.gr; montreal@mfa.gr
Tel. (1) 514 875 2119
General Consulate of Greece in Vancouver
688 West Hastings Str, Suite 500, Vancouver,
BC, V6B 1P1
https://www.mfa.gr/canada/geniko-proxeneiovancouver
grgencon.van@mfa.gr
vancouver@mfa.gr
Τel. (1) 604 681 1381
Hellenic Canadian Board of Trade (EUCCAN
member)
www.hcbt.com
membership@hcbt.com
events@hcbt.com
Hellenic Board of Trade of Metropolitan Montreal
381 St-Antoine West, Suite 6000, Montreal,
Quebec, H2Y 3X7
http://hbotmontreal.com
info@hbotmontreal.com
HUNGARY
Embassy of Hungary in Ottawa
299 Waverley St., K2P 0V9, Ottawa, Ontario
https://ottawa.mfa.gov.hu/
mission.ott@mfa.gov.hu
Tel. (1) 613 230 2717
Consulate General of Hungary in Toronto
175 Bloor Street East, Suite 1109, South Tower,
M4W 3R4, Toronto, Ontario
https://toronto.mfa.gov.hu/eng
mission.tor@mfa.gov.hu
Tel. (1) 647 349 2550

Vice Consulate of Hungary in Vancouver
808 Nelson Street, Suite #701, Vancouver, BC,
V6Z 2H2 (Mail Box #12131)
mission.van@mfa.gov.hu
Tel. (1) 604 258 9658
HEPA Hungarian Export Promotion Agency –
Regional Office Canada
8750 Jane St. unit 12, L4K 0E7, Concord,
Ontario
www.hepaoffice.ca
info@hepaoffice.ca
Tel. (1) 877 203 9548
IRELAND
Irish Embassy in Ottawa
Varette Building, 130 Albert St, K1P 5G4,
Ottawa, Ontario
https://www.dfa.ie/irish-embassy/canada/
about-us/team-ireland
ottawaembassy@dfa.ie
Tel. (1) 613 233 6281
Consulate General of Ireland in Vancouver
1300-1095 West Pender Street Vancouver, BC,
Canada V6E 2M6, Vancouver, British Columbia
https://www.dfa.ie/irish-consulate/vancouver/
Tel. (1) 236 521 7300
Ireland Canada Chamber of Commerce
Vancouver
101-1001 West Broadway, Suite 164,
Vancouver, British Columbia
https://icccvan.ca/
hello@icccvan.ca
Tel. (1) 604 730 7883
Ireland Canada Chamber of Commerce Toronto
http://www.icccto.com/
cmurphy@icccto.com
Ireland Canada Chamber of Commerce Ottawa
https://icccott.ca/
info@icccott.ca
Tel. (1) 613 219 7654

Ireland Canada Chamber of Commerce Montreal
630 Sherbrooke Street West,
Suite 210, Montreal QC H3A 1E4
https://icccmtl.com/en/
contact@icccmtl.com
Tel. (1) 514 289 9289
Ireland-Canada Center of Commerce Calgary
https://www.iccccal.com/
lregan@iccccal.com
Tel. (1) 403 441 8800
ITALY
Embassy of Italy in Ottawa
275 Slater St, suite 2100, K1P 5H9, Ottawa, Ontario
http://www.ambottawa.esteri.it/ambasciata_
ottawa/it
ambasciata.ottawa@esteri.it
Tel. (1) 613 232 2401
Consulate General of Italy in Toronto
136 Beverley Street, M5T 1Y5, Toronto, Ontario
https://constoronto.esteri.it/Consolato_
Toronto/it/
ancip.toronto@esteri.it
Tel. (1) 416 977 1566
Consulate General of Italy in Montreal
3489 Drummond Street, H3G 1X6, Montréal,
Québec
https://consmontreal.esteri.it/consolato_
montreal/it/
archivio.montreal@esteri.it
Tel. (1) 514 849 8351
Consulate General of Italy in Vancouver
Standard Building
1100-510 West Hastings Street, V6B 1L8,
Vancouver, British Columbia
https://consvancouver.esteri.it/consolato_
vancouver/it/
consolato.vancouver@esteri.it
Tel. (1) 604 684 7288
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ITA/ICE - Italian Trade Agency
Toronto Office
480 University, Suite 800, M5G 1V2,
Toronto, Ontario
https://www.ice.it/it/mercati/canada/toronto
toronto@ice.it
Tel. (1) 416 598 1555
Tel. (1) 416 598 1566
ITA/ICE- Italian Trade Agency
Montréal Office
1000 Rue Sherbrooke Ouest, suite 1720, H3A
3G4, Montréal, Québec
https://www.ice.it/it/mercati/canada/puntodi-corrispondenza-di-montreal
montreal@ice.it
Tel. (1) 514 284 0265
Italian Chamber of Commerce of Ontario 622
College Street Suite, 201F, M6G 1B6, Toronto,
Ontario
https://www.italchambers.ca
trade@italchambers.ca
Tel. (1) 416 789 7169
Italian Chamber of Commerce in Canada 550,
rue Sherbrooke Ouest, Bureau 1150, H3A 1B9
Montreal, Québec
https://italchamber.qc.ca/
info.montreal@italchamber.qc.ca
Tel. (1) 514 844 4249
Italian Chamber of Commerce in West Canada
Vancouver office
889 West Pender Street, Suite 703, V6C 3B2,
Vancouver, British Columbia
http://www.iccbc.com/
iccbcinfo@iccbc.com
Tel. (1) 604 682 1410
Italian Chamber of Commerce in West Canada
Calgary office
307 -1324 11th Avenue SW, T3C 0M6 Calgary,
Alberta
http://www.iccbc.com/
calgary@iccbc.com
Tel. (1) 403 283 0453

LATVIA
Latvian Embassy in Ottawa
350 Sparks St, K1R 7S8, Ottawa, Ontario
http://www.mfa.gov.lv/en/ottawa
embassy.canada@mfa.gov.lv
Tel. (1) 613 238 6014
Consulate General of Latvia in Montreal
3955 Latvian Centre Provost Lachine, H8T 1M1,
Montreal, Québec
consulate.canada@mfa.gov.lv
rklaise@sympatico.ca
Tel. (1) 514 422 0562
Consulate General of Latvia in Toronto
Latvian Canadian Cultural Centre, 4 Credit
Union Drive, Toronto, ON, M4A 2N8
karlis.vasarais@gmail.com
Tel. (1) 416 301 8353
Consulate General of Latvia in Vancouver
830 Kenwood Road, West Vancouver, British
Columbia, V7S 1S9, Canada
esavics@shaw.ca
Tel. (1) 604 764 61 10
Consulate General of Latvia in Halifax
525 Tower Road, Halifax, Nova Scotia, B3H 2X4,
sketris@bellaliant.com
Tel. (1) 902 425 04 15
Consulate General of Latvia in Edmonton
9308 - 82 Street NW, Edmonton AB T6C 2X5, Canada
lvconsul.edmonton@gmail.com
Tel. (1) 780 468 27 28

http://www.latcan.org/
richlote@xplornet.ca
Tel. (1) 705 656 3541
LITHUANIA
Lithuanian Embassy in Ottawa
150 Metcalfe St #1600, K2P 1P1, Ottawa, Ontario
https://ca.mfa.lt/ca/en/
amb.ca@urm.lt
Tel. (1) 613 567 5458
Lithuanian Honorary Consulate in Toronto
1573 Bloor Street West, M6P 1A6, Toronto, Ontario
www.ca.mfa.lt
pvk@rogers.com
Tel. (1) 416 538 2992
LUXEMBOURG
Luxembourg Embassy in Washington (also
accredited to Canada)
2200 Massachusetts Avenue N.W.
Washington, D.C. 20008
https://washington.mae.lu/en.html
washington.amb@mae.etat.lu
tel. (1) 202 265 4171
Luxembourg Honorary Consulate in Ottawa
251 Laurier Avenue West, Suite 900
K1P 5J6 Ottawa, Ontario
https://maee.gouvernement.lu/fr/missionsdiplomatiques/missions-diplomatiques-etconsulaires-luxembourgeoises.html
ottawa@consul-hon.lu
Tel. (1) 613 751 4472

Consulate General of Latvia in Sudbury
144 Kuusisto Road, Sudbury, Ontario, P3E 4N1, Canada
deuce32@hotmail.ca
Tel. (1) 705 929 0871

Luxembourg Honorary Consulate in Toronto
350 Front Street West, 2d Floor
M5V 3Bs Toronto, Ontario
toronto@consul-hon.lu
Tel. (1) 613 755 4091

Latvian Chamber of Commerce (Latvian
Canada Business Council)
4 Credit Union Drive, M4A 2N8, Toronto, Ontario

Luxembourg Honorary Consulate in Vancouver
Hungerford Tomyn Lawrenson and Nils.
Barristers & Solicitors

1100 Cathedral Place
925 West Georgia Street
V6C 3L2 Vancouver
vancouver@consul-hon.lu
Tel. (1) 604 408 5616
MALTA
Malta Consulate General in Toronto
3300 Bloor St W, M8X 2X3, Etobicoke, Ontario
https://foreignandeu.gov.mt/mt/Pages/Home.aspx
maltaconsulate.toronto@gov.mt
Tel. (1) 416 207 0922
NETHERLANDS
Dutch Embassy in Ottawa
350 Albert Street, Suite 2020, K1R 1A4, Ottawa,
Ontario, Canada
www.netherlandsandyou.nl/canada
ott@minbuza.nl
Tel. (1) 613 237 5031
Dutch Consulate General in Toronto
1 Dundas Street West, Suite 2106, M5G 1Z3,
Toronto, Ontario, Canada
www.netherlandsandyou.nl/canada
tor-ea@minbuza.nl
Tel. (1) 416 598 2534
Netherlands Consulate General in Vancouver
595 Burrard Street, Suite 883, Vancouver,
British Columbia, Canada
www.netherlandsandyou.nl/canada
van-ea@minbuza.nl
Tel. (1) 604 684 6448
POLAND
Polish Embassy in Ottawa
443 Daly Ave, K1N 6H3, Ottawa, Ontario
http://www.ottawa.msz.gov.pl
ottawa.amb.sekretariat@msz.gov.pl
Tel. (1) 613 789 0468
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Polish Consulate General in Vancouver
1177 West Hastings Street, Suite 1600, V6E
2K3, Vancouver, British Columbia
www.vancouver.msz.gov.pl
vancouver.info@msz.gov.pl
Tel. (1) 604 688 3458
Polish Chamber of Commerce
2680 Matheson Boulevard East, Suite 102, L4W
0A5, Mississauga, Ontario
http://www.canada-poland.com/
Tel. (1) 416 871 1938

https://www.toronto.consuladoportugal.mne.pt/pt/
toronto@mne.pt
Tel. (1) 416 217 0971
Consulate General of Portugal in Vancouver
920-925 West Georgia Street, Vancouver, BC,
V6C 3L2
https://www.vancouver.consuladoportugal.
mne.pt/pt/
vancouver@mne.pt
Tel. (1) 604 688 6514

Polish Foreign Trade Office
Polish Investment and Trade Agency
438 University Avenue Suite 1810
Toronto, Ontario M5G 2K8
www.paih.gov.pl
zack.labieniec@paih.gov.pl

Aicep Portugal Global
Trade & Investment Agency
438 University Avenue, Suite 1400 - Toronto ON M5G 2K8
http://portugalglobal.pt/EN/Pages/Index.aspx
aicep.toronto@portugalglobal.pt
Tel. (1) 416 934 7444

Consulate General of the Republic of Poland
in Toronto
2603 Lake Shore Blvd. West
Toronto, ON M8V 1G5
http://www.gov.pl/canada-en
natalia.iwaszko@msz.gov.pl
Tel. (1) 416 252 5471

ROMANIA
Romanian Embassy in Ottawa
655 Rideau St, K1N 6A3, Ottawa, Ontario
https://ottawa.mae.ro
ottawa@mae.ro
Tel. (1) 613 789 3709

PORTUGAL
Portuguese Embassy in Ottawa
645 Island Park Dr, K1Y 0B8, Ottawa, Ontario
https://www.otava.embaixadaportugal.mne.pt/en/
ottawa@mne.pt
Tel. (1) 613 729 0883
Consulate General of Portugal in Montreal
2020 Robert-Bourassa Boulevard, Suite 2425,
H3A 2A5Montréal, QC
https://www.montreal.consuladoportugal.mne.pt
montreal@mne.pt
Tel. (1) 514 499 0359
Consulate General of Portugal in Toronto
438 University Avenue, Suite 1400, box 41,
Toronto, ON M5G 2K8 Canada

Romanian General Consulate
Suite 855, 555 Burrard Street, Two Bentall
Centre, V7X 1M8, Vancouver, British Columbia
http://vancouver.mae.ro/
vancouver@mae.ro
Tel. (1) 604 633 0986
Romanian Chamber of Commerce
111 Peter Street, M5V 2H1 Toronto
ccir@ccir.ro
Tel. (1) 416 913 7222
SLOVAKIA
Slovak Embassy in Ottawa
50 Rideau Terrace, K1M 2A2, Ottawa, Ontario
https://www.mzv.sk/web/ottawa-en/home
emb.ottawa@mzv.sk

Tel. (1) 613 749 4442
SLOVENIA
Slovenian Embassy in Ottawa
150 Metcalfe Street, Suite 2200, K2P 1P1
Ottawa, Ontario
http://www.ottawa.veleposlanistvo.si/
sloembassy.ottawa@gov.si
Tel. (1) 613 565 5781
Slovenian Consulate General in Toronto
5096 South Service Road, Suite 102, L7L 5H4
Burlington, Ontario
jdoma@sloveniacg.com
Tel. (1) 416 201 8307
Slovenian Consulate in Moncton
53 Emerald Road E1H 2E3 Irishtown, New Brunswick
egkoch@rogers.com
Tel. (1) 506 383 1246
Slovenian Consulate in Vancouver
5361 Montiverdi Place, V7W 2W8 West
Vancouver, British Columbia
sloveniaconsulbc@gmail.com
Tel. (1) 778 279 0277
Slovenian Chamber of Commerce
5096 South Service Road, Suite 102, L7L 5H4
Burlington, Ontario
https://www.canslo.com
info@canslo.com
Tel. (1) 289 787 0593
SPAIN
Spanish Embassy in Ottawa
74 Stanley Ave, K1M 1P4, Ottawa, Ontario
http://www.exteriores.gob.es
emb.ottawa@mae.es
Tel. (1) 613 747 2252
Spanish Consulate in Toronto
2 Bloor Street East, Suite 1201, ON M4W 1A8,
Toronto, Ontario

http://www.exteriores.gob.es/Consulados/
TORONTO/en/Consulado/Pages/inicio.aspx
cog.toronto@maec.es
Tel. (1) 416 977 1661
General Consulate of Spain in Montreal
1200 Avenue McGill College, Suite 2025
Montréal, Québec H3B4G7
cog.montreal@maec.es
Tel. (1) 514 935 5235
Spanish Economic and Commercial Office in Ottawa
130 Albert St. Suite 1511. Ottawa, ON K1P 5G4
ottawa@comercio.mineco.es
Tel. (1) 613 236 0409
Spanish Economic and Commercial Office in Toronto
170 University Avenue. Suite 700
Toronto, ON, M5H 3B3
toronto@comercio.mineco.es
Tel. (1) 416 967 0488
SWEDEN
Swedish Embassy in Ottawa
377 Dalhousie Street, Suite 305, K1N 9N8,
Ottawa, Ontario
https://www.swedenabroad.se/en/embassies/
canada-ottawa/contact/
sweden.ottawa@gov.se
Tel. (1) 613 244 8200
Business Sweden
2 Bloor Street West, Unit 2120, M4W 3E2,
Toronto, Ontario
https://www.business-sweden.com/markets/
americas/canada/
Tel.(1) 416 922 8152
Swedish-Canadian Chamber of Commerce
2 Bloor Street West, Unit 2109, M4W 3E2,
Toronto, Ontario
https://www.sccc.ca/
info@sccc.ca
Tel. (1) 416 925 8661
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The European Union
www.europa.eu
The European Commission
www.ec.europa.eu
Delegation of the European Union to Canada
www.eeas.europa.eu/delegations/canada
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