BDG INDUSTRIAL SOLUTIONS @']

business
development
germany




CONSUMER GOODS
IN GERMANY - AN INDUSTRY OVERVIEW

The Industry in Numbers Turnover of product categories in the German consumer market:
A population of 82 million of the world’s wealthiest consumers make Germany the
largest consumer goods market in Europe. Recent years have shown a continuing
positive development for the market with further growth predicted for 2016. Studies
forecast a two percent increase in the country’s purchasing power to a total of 80% --
EUR 1,776.5 bn in 2016.

100 %~ -

Market Summary 60 % -
The consumer goods market in Germany is intensely competitive. Yet, the country’s
affluent consumers and the stable growth of the domestic spending power create
great market opportunities. Germany’s excellent infrastructure and its location
provide easy access to other European markets.
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Market Trends and Opportunities 20% -

German consumers follow a value-for-price-concept. Thus, the industry faces a

higher demand for luxury as well as no-name products across all product segments. 0%
Generation 50+ consumers are the most attractive target group for the consumer 1973 1981 1986 1990 2010
goods market as they represent the largest and most affluent consumer group. B High end products I mic-level products I cheap products
They are in particular quality-conscious and thus are willing to buy quality products

in the high price segment.



CURRENT MARKET TRENDS

Household total consumption expenditure in Germany (bn EUR) 2001-2015
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The increase in total expenditure shows the strength of the German market. This is however
also a risk for a company that is interested in entering into Germany; you are not alone!
Therefore it is crucial to thoroughly prepare the entry process and to find the right partners
and distributors.




FINDING THE RIGHT DISTRIBUTORS

Our team has many years of experience, when it comes to finding suitable
distributors and sales-partners within the consumer market. We work according
to a well-proven basic concept:
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First Phase - Preparation:

1. Initial meeting: Definition of goals, conditions of a suitable distributor:
financial, technical, sales, specific requirements

2. Preliminary research: determine potential of target market

3. Initial offer = communication of acquisition fee per approached candidate +
performance related bonus in case of closed contract with distributor

4. Present short list of candidates - customer choses who to contact

Second Phase - Execution:

1. Approach of distributors

2. Arrangement of on-site meeting with distributor,
client and one of our consultants

3. Contractual negotiations with distributor

Third Phase - Completion:
1. Completion of contract
2. Follow-up services



WHY BDG INDUSTRIAL SOLUTIONS?

Because we know what it takes to generate success in the German market!
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BDG is focused on market entry in Germany. We understand the needs of business development, sales and

marketing, when it comes to etablishing business links in Germany. This is also reflected when searching for

suitable business partners within this market.

BDG delivers quickly. We are well experienced in business development and experts in representing foreign E:;ﬂg;aer:esrtsr 141
companies in Germany. With a huge network of professionals, we know where to start and can deliver quickly. 10783 Berlin /Germany

Service Team Cologne
Post office box 13 01 35

Contact us 50495 Cologne / Germany
, for a bespoke proposal for your successful
' sales activities in Germany. Phone.: +49 (0)221 - 64 00 90 80
Telefax: +49 (0)221 - 64 00 90 89
‘ M '] “ ‘ “ Email:  info@businessdevelopmentgermany.com
“‘ | ' Web:  www.businessdevelopmentgermany.com
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