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EXPORT GUIDELINES



IN ORDER TO FACILITATE THE READING AND THE USE OF THESE GUIDELINES, 
WE DESIGNED THEM ALONG THE SAME LINES.

The guidelines are classified in 6 categories:

• NUMBER OF THE GUIDELINES + HASHTAGS indicates the number of the guideline and 4 hashtags specify  
main key-words. 

• OBJECTIVES defines the goal of the guideline. 

• DESCRIPTION presents the main subjects that will be developed in the “content” section.

• CONTENT develops the topics written in “description”. 

• TIPS & TRICKS gives you general advice following the topic of the guideline.

• FURTHER INFO helps you to go further by following the useful links to find more by yourself or gives you experts’ 
contacts.

TIPS AND TRICKS 

Advice following the guideline.

We hope that you will enjoy the reading and that they will be helpful for your exporting projects. 
We wish you good luck and lots of achievements.

DESCRIPTION

• Main subjects

GUIDELINE

#hashtag

OBJECTIVES

Goal of the guideline.

#X

Useful links: 
Contact person: 
Name Surname - function 
Email: name@agency.com | Mobile : + 32 0 000 000

FURTHER INFO

How to use
the guidelines
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OBJECTIVES

Understand the distribution system in 
Germany and France for the organic 
sector.

DESCRIPTION

• Common points
• Germany
• France

GUIDELINE

#exportation 
#organicfood 
#germany 
#france

#29

CONTENT

COMMON POINTS

• France and Germany are two of the biggest markets for organic food worldwide.

• Stores in these countries work only with wholesalers, you need to sign a contract with one of them to penetrate the organic 

market. 

• •It’s still possible to enter these markets without a wholesaler, by convincing independent stores, but it will cost you much more, 

in terms of time, investment, logistics…

GERMANY 

2 important national wholesalers:

• Dennree

 - Leader on the German organic food and cosmetic industry.

 - Own store network since 2010: Denn’s (approx. 280 stores in Germany and Austria).

 - Several private labels (Gustoni, Dennree, Königshofer…).

 - Store partnership “Biomarkt”: the members (approx. 400) have to order regularly between 70 and 80% of their range 

exclusively at Dennree to get the promotions.

• Weiling

 - 2 warehouses : Coesfeld and Lonsee

 - Weiling offers their own private label to a store partnership (Bioladen). The members (approx. 600) have to order between 70 

and 80% of their range exclusively at Weiling to get to the promotions.

#29 How to export your organic 
products to Germany and France
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FRANCE 

2 important national wholesalers

• Relais Vert

 - 1st wholesaler in France.

 - 3 warehouses.

 - Specialised in fruits and vegetables. Since 2006, frozen organic products, and since 2017 organic wine, beer and spirits.

• Pur Aliment

 - Present in Germany, France, Austria and Switzerland.

 - Main warehouse in Baden-Baden (in Germany, close to Strasbourg, France). Competitive delivery costs and delays.

 - Centralised storage in 1 warehouse for 4 countries.

TIPS ANS TRICKS

• Generally said, Germany and France are the biggest markets in EU. 
• In France, it is very difficult to control the consumer price (end price), while in Germany you have recommended prices 

that are almost fairly respected. 
• Trends are bulk or plastic free goods, fair trade, clean food (as few ingredients as possible), zero carbon, innovation…

Useful links: /
Contact person: 

• Germany
Olivier Potaufeux 
Email: opotaufeux@ecolive.fr | Mobile: +33(0)6 62 81 77 99

Our economic and commercial advisors
Email: koeln@hub.brussels | berlin@hub.brussels | stuttgart@fitagency.com | munich@awex-wallonia.com

• France + Belgique 
Gregory Gicquel
Email: ggicquel@ecolive.fr | Mobile: +33(0)6 62 54 68 88

Our economic and commercial advisors
Email: paris@hub.brussels | lille@hub.brussels | lyon@awex-wallonia.com

FURTHER INFO



CONTACT

hub.brussels 
export@hub.brussels
+32 02 422 00 20


	#1 Make sure your company 
is ready for foreign markets
	#2 How to select 
your target markets
	#3 How to succeed 
	in international prospecting
	#4 Are your products/services ready for sale
	#5 Fixed and variable costs 
to incorporate to your sales 
price abroad
	#6 How do cultural differences affect your negotiations 
	#7 How to choose 
your distribution channel
	#8 VAT for international 
sales
	#9 EU rules applicable when dealing with foreign markets within the EU
	#10 Customs formalities 
	at exportation 
	#11 Different kinds
	of commercial contracts
in international business
	#12 International contracts:
how to limit your legal risks
	#13 Risks in international 
	transactions
	#14 How can Credendo help 
you with your exportation
	#15 The payment 
mechanisms 
	#16 Financing your international business activities 
	#17 Logistics and international transport 
	#18 The Incoterms
	#19 The origin of goods
	#20 How to conduct
a digital market study
	#21 How to prospect new 
customers on social media
	#22 How to optimize 
your digital marketing
	#23 Getting the most out 
of an international trade show
	#24 International 
	E-commerce 
	#25 E-commerce of alcoholic beverages from Belgium 
to France
	#26 Intellectual property: 
how to defend my products abroad 
	#27 Packaging and labelling certification for food 
for exportation
	#28 Engagement and secondment of staff when selling abroad
	#29 How to export your organic products to Germany and France



