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Sell more and sell better in 
the UK market





“A specialty food is a food that is typically considered as 
a "unique and high-value food item made in small 

quantities from high-quality ingredients"
 Consumers typically pay higher prices for specialty 

foods, and may perceive them as having various benefits 
compared to non-specialty foods”

WIKIPEDIA
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Speciality Foods
the macro trends 



UK - State of the Nation 



Increase in food-on-the-go



“Eating in” is the new “eating out”



Treat me



Health  



Authenticity
Especially Caribbean, Eastern European, and Mexican



Sustainability
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Speciality Foods
the retail opportunities 



The UK Grocery Market



The most heavily promoted market in the world 



UK Private label share   



09.06.24 VS 11.06.23 



• Tesco
• Asda
• Sainsburys
• Morrisons
• Waitrose
• M&S 

Grocery multiples  



Grocery discounters   

• Aldi
• Lidl



Food halls 

• Harrods
• Selfridges
• Harvey Nichols
• Fortnum and Mason
• Liberty
• John Lewis
• Fenwicks



Organic/bio speciality



London smaller multiples  



Independent delis



Other multiples  
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Speciality Foods
are you UK ready?  



Who is Your Customer?    

• Who is your target audience?
• Where do they shop?
• Why would they buy your product? 
• What is their social media of choice?
• What are the key messages that will 

entice them to buy? 



What are the logistics?      

• Are your products UK compliant? 
• Where will you store the products?
• Do you have the right shelf life? 
• Do you have a supply chain?  
• Have you costed all the elements 

into your price?



Are you Shelf Ready?    

• Is your pack copy UK compliant?
• Do you have a barcode?
• Does your product stand out on 

shelf? 
• Do you have shelf ready outer 

trays
• Does the design stand out?
• Is the packaging fit for 

distribution channel



Does it make money?  

• What is your cost of goods?
• What margins are your retailers 

looking for?
• What are their marketing costs
• Any other costs of doing 

business?



Which Retailers?      

• Where does your customer shop?
• Do you have the right 

accreditation?
• Do have enough capacity?
• Can you meet retailer margin 

expectations? 
• Do you have a launch plan 
• Do you have the cashflow?  



Where to start? 

• Understand your UK market strategy
⚬ target customer
⚬ market position
⚬ cost base 

• Build your route to market plan
• Start marketing - trade and consumer 
• Go sell!!   



Case study 
Pure Chocolate Jamaica

• Route to market strategy 2023
• Speciality Fine Food Show 2023

⚬ Won Pitch live!
⚬ Won International Product 

of the Year
• Listing in John Lewis
• Signed exclusively with 

distributor and in discussions 
with Wholefoods



• UK market webinars/seminars 
• Market entry strategy
• Bespoke skill training eg 

presentations, negotiations 
• 1-1 business mentoring and 

coaching
• UK market tours and trade shows
• Hands-on, done-for you UK 

launch  

Supporting UK market 
entry 



Any questions? 
karen@buyerology.co.uk 

+44 7811 942054
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