How To:
Access and Use Distribution Channels for

Export Markets

B.C. Ministry of Agriculture and Food Market Readiness Series

Expand your business by effectively navigating export-specific distribution channels. Whether you're partnering with
distributors or leveraging e-commerce, understanding the nuances of exporting—such as cross-border logistics,
international compliance, and global market dynamics—is critical to your success. This guide equips you with the tools
to select the right distribution strategy, build strong partnerships, and streamline operations to meet the demands of

global consumers.

For guidance on ensuring regulatory compliance during your export journey, refer to How to Navigate Export Market

Regulations and Requirements.

1. Business-to-Business (B2B) Distribution

Channels

B2B distribution channels play a pivotal role in
international expansion, offering access to established
networks, logistical support, and expertise in navigating
regulatory requirements specific to different countries.

Key Export-Focused B2B Channels

* Distributors: Purchase products in bulk, manage
warehousing and transportation, and sell to retailers or
food service operators. Distributors are critical for
handling international logistics and ensuring compliance
with local regulations.

Example: A B.C.-based juice company partners with a
German distributor familiar with EU food safety
standards, ensuring smooth market entry and
widespread distribution across Europe.

» Wholesalers: Purchase products in large volumes
and resell them to smaller retailers or markets. They're
particularly useful for reaching niche markets or
independent stores in foreign countries.

Example: A Canadian maple syrup producer works with
a wholesaler in Japan specializing in North American
specialty foods for boutique grocery stores.
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* Brokers (Agents): Facilitate sales by connecting
producers with international buyers but do not take
ownership of the product. Brokers offer valuable insights
into local market dynamics and help navigate cultural
nuances.

Example: A seafood exporter uses a broker to secure
contracts with premium restaurants in South Korea,
leveraging the broker’s knowledge of local seafood
preferences.

Advantages of B2B Channels

Established Networks: Distributors and brokers
already have relationships with local retailers and food
service operators, simplifying your market entry.

Expertise in Cross-Border Logistics: These partners
handle regulatory compliance, customs documentation,
and transportation, easing your operational burden.

Market Knowledge: Local partners understand cultural
preferences and consumption patterns, helping you
adapt your products for success in international
markets.

Challenges of B2B Channels

Reduced Control Over Branding: Working with
distributors or wholesalers may limit how your product is
marketed or displayed, affecting brand consistency.

Lower Margins: Distributors and wholesalers require
their own margins, reducing your direct profit per unit.
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Partners: Relying on third-party distribution partners for
market penetration can reduce your ability to respond
quickly to market trends or adapt to customer feedback.
Maintaining agility may require additional
communication and coordination with partners to ensure
your brand remains responsive to changing market
demands.

2. Business-to-Consumer (B2C) E-Commerce

E-commerce offers a direct route to international
consumers, giving you control over your brand while
bypassing traditional intermediaries. However, exporting
via e-commerce comes with challenges like managing
cross-border logistics, international payment systems,
and tax regulations.

E-Commerce Options for Export Markets
Marketplace Platforms: Global platforms like Amazon,
Alibaba, and Etsy offer access to vast international
audiences. These platforms handle aspects of logistics
and payments but often charge fees and offer limited
control over branding.

Dedicated Websites: Creating your own website using
website-building platforms allows for full control over
branding and customer experience, but requires
managing international shipping, compliance, and
payment processing.
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Advantages of B2C E-Commerce for Export

Direct Customer Relationships: Engage directly with
global consumers, control brand messaging, and collect
customer feedback.

Global Reach with Lower Overhead: Access multiple
markets without relying on intermediaries, maximizing
profit margins.

Flexibility and Scalability: Easily test new markets,
adjust pricing, and adapt marketing strategies to meet
diverse consumer needs.

4. Pricing, Packaging, and Payments

Considerations
» Optimize your website for global audiences with
multilingual content and currency conversion.

» Ensure compatibility with international shipping and
payment processing.

Challenges of B2C E-Commerce for Export
Cross-Border Logistics: Managing international
shipping, customs, and returns can be complex and
costly.

Payment Processing and Currency Conversion:
Navigating international payment systems and
exchange rates adds complexity to transactions.

Legal and Tax Considerations: Compliance with
international tax laws and regulatory requirements can
be resource-intensive.

3. Factors in Choosing Distribution Partners

Selecting the right partners is critical for ensuring your
product aligns with market demands and operational
goals.

Evaluation Criteria
[0 Market Fit: Ensure the partner understands your
target audience and product niche.

[0 Operational Capabilities: Assess their ability to
handle logistics, including warehousing and delivery
to export markets.

O Reputation and Network: Research the partner’s
market reputation and existing client network.

Adapting pricing, packaging, and payment strategies for
export markets ensures you remain competitive and
compliant while protecting your profit margins.
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Pricing Strategies for Export

Incorporate Margins: Factor in distributor, wholesaler,
and logistics costs when setting export prices.
Distributor margins typically range from 15-30%.

Market-Based Adjustments: Adjust pricing to remain
competitive in the target market while covering costs
and ensuring profitability.

Example: A Canadian seafood exporter adjusts pricing
in Japan to reflect the premium placed on sustainably
sourced fish.

For more in-depth pricing strategies, refer to How to
Determine the Right Retail Price for Your Product.

Packaging Standards for Export

Compliance with Regulations: Ensure packaging
meets the importing country’s standards for labelling,
language, and safety.

Adapt for Distribution Channels: Use cost-effective
bulk packaging for B2B exports and consumer-friendly
designs for B2C e-commerce.

Example: A B.C. granola brand uses resealable, eco-
friendly packaging for direct sales while providing bulk
packaging for international wholesalers.
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Payment Terms for Export

Define Clear Payment Terms: Outline contract
payment deadlines, currency, and contract conditions to
prevent disputes.

Utilize Trade Financing: Consider payment insurance
or trade financing solutions to mitigate risks associated
with large international orders.

Both business-to-business (B2B) and business-to-
consumer (B2C) distribution channels offer unique
benefits and challenges when expanding into export
markets. The key to success lies in thoroughly
researching and evaluating which distribution model
aligns best with your business goals, product type, and
target market.

By selecting the right approach—whether partnering
with experienced distributors or engaging directly with
international consumers—you can optimize your pricing,
packaging, and logistics strategies to meet market
demands. Staying adaptable and leveraging available
resources will help you streamline operations and
achieve sustainable growth in global markets.
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