CBI Market Information

Get your product on
the European market




Your opportunities on the European market

As an entrepreneur, you are always looking for ways to grow your
business. Finding foreign markets for your products or services is
a great way to reach this goal. The European market offers many
opportunities. European companies import more and more
products from developing countries every year, from fresh fruits

and natural ingredients to apparel and home decoration products.

European businesses also outsource services to developing
countries, and an increasing number of tourists from Europe pick
developing countries as their holiday destination.

How can you seize these opportunities? A good start is to go to
our website (www.cbi.eu/marketinfo). Every year we publish over
250 market studies, especially designed for entrepreneurs from
developing countries that want to export to Europe or offer their
services on the European market. Our studies will help you find out:
«» which European markets offer the most opportunities for your

product;

what trends offer you new opportunities;

what requirements your product must comply with to be allowed

on the market;

how to find European buyers;

how to build a successful relationship with them;

and, ultimately, how to organise the export of your product

(or service) to the European market.




What makes our MarRet Intelligence unique?

It’s free! All our Market Intelligence (Ml) is accesible for free and can be read online, on PCs
or mobile devices, but also offline, through downloadable and printable PDF files.

It’s easily accessible. There’s no need to register or to subscribe to anything as our Ml is
readily available to everyone on our website www.cbi.eu/marketinfo.

Countless practical tips and opportunities. Our M| provides hands-on information you can
start implementing in your business right away. It includes practical tips from European buyers
and sector experts and is written specifically for small- and medium-sized enterprises in
developing countries.

All our market research is carried out with help from experienced organisations. Together we discuss the opportunities our market
European market researchers and sector experts. To make sure we researchers and experts have spotted, as well as the latest trends and
offer the best-quality information, we involve major European changes in buyer requirements. This means your potential buyers

importers, wholesalers, retailers, sector associations and certification  actively contribute to our market information!




Developing countries where CBl is active

About CBI

CBI, the Centre for the Promotion of Imports from developing
countries, is part of the Netherlands Enterprise Agency and is
funded by the Dutch Ministry of Foreign Affairs. We contribute to
sustainable economic development in developing countries

Want to export to Europe?
Start by visiting www.cbi.eu/marketinfo

through the expansion of exports from these countries. Besides
market information, we offer export coaching programmes, help
business support organisations in developing countries, involve
importers and inform and influence policy makers.




What our users say about us:

Shoaib Zahid Malik | CEO of Kausar, a Pakistani company
specialising in grains, pulses and seeds:

“I' had no clue my markets
would eventually turn out to
be Belgium, Germany, France
and the Netherlands.”

Advice for fellow entrepreneurs:

» You have to learn that exporting to Europe requires an
investment on your side first: in time, in resources, in building
relationships, in learning about cultures.

» You have to see it in order to believe it. Invest in visiting a fair.
For me, taking my father and brothers to a fair in Europe,
seeing the sheer magnitude and possibility, was the only way
| could really show them why it makes sense to investin
research and relationships.

- Inthe end, CBI can only help you realise your results.

You yourself have to be fully committed.

Andrew Mutisya | Head of Business Development for
Bawa Hope, a Kenyan company specialising in jewels, fashion
and lifestyle:

“You have to realise that even if
your product is great, it still needs
to go to the right market. Your
first stop on the road to exporting
your product is the CBl website.”

Advice for fellow entrepreneurs:

« Visit the CBI website, download the tools and implement them.
Before we used the tools, we were limited to abracadabra
pricing, but CBI has templates that are very helpful. They have
info that is practical and that you won’t get in business school.
That is your first stop.

- Be patient. It's not an instant coffee thing. Sit down, learn

and plan. L
« Every country is different. Some countries like subtler colours, *“ WP ’3""‘ ——
others like flashier styles. You have to realise that even if your E 4-,'!
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product is great, it needs to go to the right market.



CBI (Centre for the Promotion of Imports
from developing countries)

Postal address
P.O. Box 93144
2509 AC The Hague
The Netherlands

Visiting address
Prinses Beatrixlaan 2
2595 AL The Hague

The Netherlands
+31(0)88 602 4300
contact-us@cbi.eu
www.cbi.eu/marketinfo

Follow us for the latest updates
E1 @CBINL

M CBI

il CBIEU
market-information/rss

Publicatienummer: RVO-031-1901/BR-CBI

May 2019



https://nl.linkedin.com/company/cbi---centre-for-the-promotion-of-imports-from-developing-countries
https://nl-nl.facebook.com/CBI.EU
https://www.idc.com/about/rss
https://twitter.com/cbi_nl

