
mailto:veera.virtanen@valio.fi
mailto:lili.lehtovuori@businessfinland.fi
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PURE FOOD 
FOR THE
NEXT 
GENERATION
MARKET INSIGHTS AND BUSINESS FINLAND SUPPORT

VALIO FOOD 2.0 EXPORT WEBINAR 23.9.2024

LILI LEHTOVUORI т GERMANY  AND SINGAPORE
AGATHE DAMOUR т FRANCE
ELINA FAHLGREN т US



FOOD & FOODTECH TEAM 2024
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LILI
LEHTOVUORI

VILMA
RISSANEN

PHILIP
BANK

philip.bank
@businessfinland.fi
+45 205 49892

EUROPE

PHILIPP
JORDI

lili.lehtovuori
@businessfinland.fi
+43 664 254 5289

vilma.rissanen
@businessfinland.fi

+4673028 14 31

philipp.Jordi
@formin.fi
+41 79954 62 45

Bern, Switzerland

Vienna, Austria
Germany
Global

Stockholm, Sweden Copenhagen, Denmark 

AGATHE 
DAMOUR

Agathe.damour
@businessfinland.fi
+33 7 62 06 75 96

Paris, France 

FOOD & FOODTECH TEAM

mailto:Vilma.Rissanen@businessfinland.fi
mailto:lili.lehtovuori%20(at)%20businessfinland.fi
mailto:Vilma.Rissanen@businessfinland.fi
mailto:philipp.jordi@formin.fi
mailto:philipp.jordi@formin.fi
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LAURA 
KOPILOW

-FOOD

GLORIA
CHOI

JIANING 
LU

jianing.lu
@businessfinland.fi
+86 188 0179 3699

ASIA

SONALI
KAPUR

laura.kopilow
@businessfinland.fi
+81 90 53 38 63 44

gloria.choi
@businessfinland.fi
+82 107 265 3164

sonali.kapur
@businessfinland.fi
+91 98118 07348

Delhi, India

Tokyo, Japan Seoul, South Korea

Shanghai, China

DZUNG
BUI

dzung.bui
@businessfinland.fi 
+84901 852 550

Ho Chi Min, Vietnam

FOOD & FOODTECH TEAM

INKA-LIISA
HÄKÄLÄ

-FOODTECH

inka-liisa.hakala
@businessfinland.fi
+81 90 22 28 9163

Tokyo, Japan

KEI 
SHIKAGI

-INVEST IN

kei.shikagi
@businessfinland.fi
+81 90 70 98 58 24

Tokyo, Japan

HUONG 
LE

Hanoi, Vietnam

huong.le
@gov.fi

mailto:gloria.choi@businessfinland.fi
mailto:gloria.choi@businessfinland.fi
mailto:sonali.kapur@businessfinland.fi
mailto:sonali.kapur@businessfinland.fi
mailto:sonali.kapur@businessfinland.fi
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MASEGO
POLO

SUSAN 
KAPARO

AFRICA 

masego.polo
@gov.fi
+27 76 437 1310

susan.kaparo
@businessfinland.fi 
+254 701 572895

ELINA
FAHLGREN

elina.fahlgren
@businssfinland.fi
+1 650 5079178

AMERICAS

Pretoria, South Africa Nairobi, Kenya

New York, USA

Nairobi, Kenya

MESCHAK
WASIAR

meschak.wasiar
@businessfinland.fi 
+254 712 722 169

FOOD & FOODTECH TEAM

mailto:jenni.kiilholma@formin.fi
mailto:jenni.kiilholma@formin.fi
mailto:elina.fahlgren@businssfinland.fi
mailto:elina.fahlgren@businssfinland.fi
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FOOD & FOODTECH TEAM

ANNALEENA
SOULT

annaleena.soult
@businessfinland.fi
+358 40 343 3447

SARI
PAAVILAINEN

sari.paavilainen
@businessfinland.fi
+358 50 395 5396

ALEKSEJ 
LEPPÄNEN

aleksej.leppanen
@businessfinland.fi
+358 40 343 3361

eeva.nuutinen
@businessfinland.fi 
+358 40 343 3317

EEVA 
NUUTINEN

FINLAND

MARKETING
MAIJA
HAKKARAINEN

Maija.hakkarainen
@businessfinland.fi
+358 50 577739

mailto:annaleena.soult@business
mailto:annaleena.soult@business
mailto:tiina.luoma@businessfinland.fi
mailto:tiina.luoma@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:tiina.luoma@businessfinland.fi
mailto:tiina.luoma@businessfinland.fi
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kari.venalainen
@businessfinland.fi
+358 40 722 1632

KARI
VENÄLÄINEN

JUHA HEINOLA

juha.Heinola
@businessfinland.fi
+358 50 557 7895

PIRJO
HAKANPÄÄ

pirjo.hakanpaa
@businessfinland.fi
+358 44 712 4136

anna.nikku
@businessfinland.fi 
+358 50 5344 895

ANNA 
NIKKU

FINLAND 
- AGENCY

Kati.lahtinen
@businessfinland.fi 
+358 50 557 7725

KATI
LAHTINEN

Lari.rajantie
@businessfinland.fi 
+358 373 8609

LARI
RAJANTIE

ANN-CHARLOTTE
HALLGREN

ann-charlotte.hallgren
@businessfinland.fi 
+358 50 55 77 017

FOOD & FOODTECH TEAM

mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:genevieve.tong@businessfinland.fi
mailto:genevieve.tong@businessfinland.fi
mailto:pirjo.hakanpaa@businessfinland.fi
mailto:pirjo.hakanpaa@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi
mailto:kari.venalainen@businessfinland.fi


MARKET INSIGHTS AND 
BUSINESS FINLAND 

EXPORT SUPPORT
IN GERMANY



GERMANY IS THE #3 FINNISH FOOD EXPORT MARKET

7/23-6/24 

LARGEST CATEGORIES:

1. Grain

2. Bakery products

3. Fish

4. Alcohol ic beverages

5. Sweets

6. Berry products



GERMANY AS A TARGET MARKET

80+ mn 
consumers

ӀШққққ ÅNorth ÅSouth
ÅWest ÅEast
ÅCities ÅCountryside
ÅGerman accuracy ÅFinnish accuracy
ÅQuality 

= competitive price
ÅQuality 

= high price



֫ΤΜШӖ

Source: Euromonitor, Lebensmittelzeitung

њ7f]ШΠњ DRUGSTORE

6.3 %

ORGANICOTHER/LOCAL

GERMAN GROCERY RETAIL

E-COMMERCE

3.7 %



ÅGerman rules ÅFinnish rules

ÅGerman ÅFinnish, English

Å Importer/distributor ÅDirect sales

ÅPartnership ÅάƻƴŜ-ƴƛƎƘǘ ǎǘŀƴŘέ

ÅReplies in 1-2 days ÅReplies љƽőĲŰШfШőċƻĲШƣŔůĲњ
ÅGerman packaging ÅEnglish packaging
ÅLong BBDs ÅShort BBDs

ÅMixed pallets ÅFull pallets
ÅMulti -channel marketing ÅNo marketing

GERMAN GROCERY RETAIL - CHARACTERISTICS

I can sell the same 
way to REWE and 
EDEKA as I sell to 
Kesko and S-group

I can sell the 
surplus short BBD 

products to 
Germany



GERMAN FOOD SERVICE

Education

Healthcare

Military  & Civil  
Defense

Welfare  & Services
Prisons and other welfare 

services

HOTELS & 
CATERING
֫ΠΡШӖ

FULL-SERVICE
RESTAURANTS

֫ΞΜӖ

QUICK-SERVICE
RESTAURANTS

֫ΝΡӖ

PUB, CLUB & 
BAR
֫ΝΡӖ

COFFEE & 
TEA SHOP
֫ΡӖ

PUBLIC SECTOR & 
PRIVATIZED UNITS

Source: GlobalData: Germany ïThe Future of Foodservice to 2026



THERE IS NO ONE RECIPE FOR SUCCESS IN GERMANY

FOCUSED MULTI-CHANNEL CO-BRANDING ORGANIC

AMAZON.DE GROCERY RETAIL PRIVATE LABEL



COMMON FOR ALL SUCCESS

1. Strong export strategy for Germany and 

commitment to long-term work

2. Market based product development / 

localization

3. German language skills / presence in 

Germany

4. Focus on partnership development and 

marketing



INTERESTED IN MORE INFO ABOUT GERMANY?

The report can be ordered free of charge from: lili.lehtovuori@businessfinland.fi
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ADVICE & NETWORKS
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FINLAND WEEK CAMPAIGNS  
- GERMANY

johanna.pfeiffer@finde-consulting.com

HERITAGE
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AMAZON FBA LIGHT 
- GERMANY

mika.krieger@teamblue.de

HERITAGE



MARKET INSIGHTS AND 
BUSINESS FINLAND 

EXPORT SUPPORT
IN SINGAPORE



WHY SINGAPORE?

ÁÉŔŰŊċƓŸƖĲќƚШ30-by-30 strategy
ÁLim Chu Kang agricultural area will be transferred to a 

high-tech agri-food zone with sustainable and efficient 
production based on circular economy.
ÁSingapore is a hot spot of novel food products , and it 

was the first country where cell-based meat product 
has got the novelty food approval.
ÁQuicker novel food certification process compared 

to the EU and US
ÁA gateway to Southeast Asia
ÁSingapore is now identifying technologies and 

solutions for:
1. Urban growing technology providers
2. Alternative ingredient / technology producers
3. Blue bio economy solution providers
4. Side stream and waste stream circular economy 

companies
5. Food traceability solution providers



#%$#%$#

BUSINESS SWEDEN

INVITATION

NORDIC AGRI-TECH NETWORKING 

VISIT TO SINGAPORE 18 TO 22 NOVEMBER 2024

Building on good momentum and interest from both Nordic and

Singapore companies last year, Business Sweden and Business

Finland will host the Nordic Agri-food Tech delegation to Singapore

focusing on business opportunities and ecosystem partnerships

within the agriculture and food technology sector in Southeast Asia.

Brought to you by:

Discovery Track
Innovation & R&D focused
Companies looking to discover Singapore and if it

has a market fit

Showcase Track
Business Matching
Companies to demo their solutions and find leads in

Singapore

SEPTEMBER 2024



DREAM BIG
START SMALL
MOST IMPORTANTLY, START
 - SIMON SINEK

lili.lehtovuori@businessfinland.fi
+43 664 25 45 289



MARKET INSIGHTS AND 
BUSINESS FINLAND 

EXPORT SUPPORT
IN FRANCE



Food & FoodTech 
Opportunities in France

Agathe Damour, Senior Advisor 

France

September 2024



MARKET OVERVIEW



FOOD INDUSTRY IN FRANCE

3rd largest economy in Europe

$127.6 billion estimated sales in the packaged food market

10 food innovation clusters

1200 varieties of cheese

21% Share of budget spent on food

WHY FRANCE ?

Å Strategic location in Europe: link between Northern 
Europeand Mediterranean countries

Å Largest FDI recipient in Europe

Å More than 75% of the French population lives in 
urban areas, with a strong demand for 
international cuisine

Å Most visited destination in the world: Strong 
tourism industry with high demand for HORECA



DISTRIBUTION OF HOUSEHOLD 
EXPENDITURE BY TYPE OF FOOD

24% 24% 18% 14% 8% 6% 6%

Meat Fruit & Vegetable Bread & Cereales Milk, Cheese& Eggs Sweet Products Fats, Spices,Sauces Fish & Seafood

Source: AgresteGaph'agri22.



MARKET TRENDS



TOP 5 MARKET TRENDS IN
FRANCE

PURCHASING POWER Purchasingpower and price sensitivity are back in the spotlight in a context of inflation. We are seeing a boom in 

hard discountersand private label products.

E-COMMERCEThe food delivery market in France is substantial, with an estimated revenue of around ú5.8 billion in 2023. This is expectedto

continue growing by 7-9% annually. The rise in urbanization, busy lifestyles, and an increasing digital penetration have fueled this growth.

FOOD TRANSITION Debates and changes in the way we produce and consume are emerging around more sustainable and

environmentally friendly food: organic, fair, local, seasonal, vegetable, natural, healthy.

ECO-RESPONSIBILITY Lawshave been adopted in Francewith an emphasis on waste management and a gradual 

disappearanceof plasticï3R Decree / AGECanti-waste law for a circular economy.

PLEASURE France is the country of gastronomy, food is about the pleasure of a diverse diet of homemade cooking, sharing, conviviality, 

relaxation, memories but also comfort.

1.

2.

3.

4.

5.



GROWTH OPPORTUNITIES FOR
FINLAND

PLANT BASED

SUSTAINABILITY
&

ECO-FRIENDLY  
CHOICES

THE FUTURE OF 
FOOD

TRANSPARENT 
FOOD CHAIN

WELLBEING
READY-TO-EAT 

PRODUCTS



RETAIL



TYPES OF RETAILERS

French consumersare diversifying their purchasesthrough several stores:

ÅHyper/supermarkets: Located on the outskirts of cities. Many offer "click and drive" services that allow a
consumer to order groceries online that will be ready for pick-up.

ÅCash & Carry: Hypermarkets reserved for professionals.

ÅSpecialized stores: Stores specializedin one family of products (e.g. organic, frozen). They offer an 
extensive choice of goods in a specific category at a competitive price and with an emphasis on customer 
service.

ÅConvenience stores: Located in city centers.

ÅDepartment stores: Located in the city centers.

ÅTraditional outlets: Specializedlocal shops: butchers, fishmongers, greengrocers, cheeseshops, 
delicatessens,bakeries. Peopleprefer them for the quality of their products, human contact and advice.



POSITIONING

premiumdiscount

urban

rural



E-COMMERCE

E-COMMERCE

Å Drive Click & Collect
6 leading supermarket chains operate
almost 5,600 drive outlets
Pedestrianclick and collect in large cities

Å Home Delivery
Delivery price is the main obstacle for 
32% of regular shop customers and 60% 
of drive customers

Å Quick Commerce
ñDarkstoreconceptsò(mini-warehouses) 
allowing to deliver small to medium-sized 
assortments and in short delivery times. 
176 dark stores in France(Paris et 
Marseille)

DELIVERY PLATFORMS

Å Key Players

Å Virtual Restaurants

PURE PLAYER 
MARKETPLACE



ORGANIC

IN STORE

ONLINE



GOURMET AND FINE FOODS



MARKET ENTRY



MARKET ENTRY OPTIONS

DIRECT EXPORT

Å Export and direct sales

Å Salesrepresentative

Å Market presence (branch/subsidiary)

INDIRECT EXPORT

Å Distributor

Å Importer

Å Agent

Å Partner companies

Å Online marketplace



FRENCH MARKET ENTRY TIPS

ÁBrand image : Product, packaging and communication adaptation

ÁDetailed oriented : Receptive to logical presentations supported by trends and statistics (show
that you understand the French market and expectations) that thoroughly explain the added
value of a product (priority will be given to local manufacturer when possible).

ÁHierarchical structures with slow decision -making processes : patience is appreciated,
pressure will be taken negatively

ÁLong term business relationships based on professionalism and mutual trust ïto be
maintained through regular face to face visits

ÁLocal partner : Many French speak and understand English but generally prefer not to
communicate with it. Out of courtesy, check ahead of time if the executives speak English, provide
as much written material translated to French and attempt to learn a few key phrases.



EVENTS 

September 2024

For more information: https://www.businessfinland.fi/en/whats -new/events/business-
delegations/2024/-networking-paris#stored 

https://www.businessfinland.fi/en/whats-new/events/business-delegations/2024/-networking-paris#stored
https://www.businessfinland.fi/en/whats-new/events/business-delegations/2024/-networking-paris#stored


THANK YOU

Agathe Damour

Senior Advisor

Mobile: +33 7 62 06 75 96

agathe.damour@businessfinland.fi

Ambassadede Finlande | 1 Placede Finlande, 75007 Paris,France 

www.businessfinland.fi

mailto:agathe.damour@businessfinland.fi
http://www.businessfinland.fi/


Food & FoodTech 
Opportunities  in the  US

Elina Fahlgren, Senior Advisor 

New York

September 2024



Business Finland North 
America

ÅWe coach and advice Finnish companies with 
their US and Canadian market expansion

ÅTeam of 14

ÅLocations: New York, Washington DC, Silicon 
Valley (colleagues also in Chicago IL and Los 
Angeles CA), Toronto Canada

ÅPart of Team Finland network (consulates, 
embassy)

ÅMy area of focus: food, foodtech and agritech, 
circular economy, sustainable packaging, retail



Topics that We H elp With

customers

competitors employees

investors pricingLegislation 
& taxation

market

Trademarks,
patents

restrictions business 
behavior



FDA registration  // GRAS notification

ÁAll food products need to be registered with FDA prior to selling in the US

ÁRegistering manufacturing facility and all warehouses

ÁNeed FDA agent otherwise straightforward  process

ÁLabel & ingredient review

ÁGRAS (Generally recognized as safe) notification

ÁFor novel ingredients that are not listed by FDA yet

ÁRequires demonstrable consensus among qualified experts that the ingredient is safe



Local  Contacts  and Network

ÅUniversities

ÅLocal organizations

ÅPotential End Customers

ÅIndustry experts

ÅService providers

ÅNordic partner organizations



Industry Events  & Collaborations



Market Opportunities  & Delegations

Áwww.marketopportunities.fi

What  is the  US interested  in at the  
moment :

ÁBiomanufacturing: proteins, 
entzymes, food additives

ÁCircular economy (upcycling, side 
stream valorization)

ÁRegenerative materials & sustainable 
packaging

ÁBetter-for-you foods & beverages

http://www.marketopportunities.fi/


CPG Path  to Market

Step 1 Step 2 Step 3 Step 4*

ÅD2C

Trade shows :

* examples



Other  market entry  strategies

ÁPrivate label

ÁFood service

ÁIngredients

ÁMentorship programs, accelerators

ÁThought leadership 



US Etiquette

ÁBe concise in your messaging

ÁEmails are short but polite (who you are, why are you contacting and what you want)

ÁKnow how to pitch yourself, your idea, your company, your solution

ÁPay it forward (share your network, introduce people, do favors)

ÁDonôt be late, donôt go overtime in meetings

ÁIf raising funding donôt start with an ask, learn to network and get feedback from investors, ask 
for 15-30min calls with investors to share your passion



Thank  you !

Elina Fahlgren

elina.fahlgren@businessfinland.fi


