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Build a practical B2B export model
around an every day food product, from
Indian sourcing to overseas distribution.
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Cooking oil earns repeat business when the

model stays dependable

=

Everyday consumption Flexible formats Repeat orders
Demand spans households, The category works in bulk, retail, and Quality and supply consistency
restaurants, and food manufacturers. private-label formats. can turn a first shipment into an

ongoing account.



Start with the oil the market can absorb, regulate, and source

PRODUCT RANGE

Indian-origin oils
Groundnut

Rice bran Sunflower
S oyb ean

Co conut
Sesame
Corn
Mustard

SELECTION TEST

1 Demand
Is the oil wanted in the target market?

2 Regulation
Can the product meet destination requirements?

3 Pricing
Can the offer remain competitive?

4 Availability
Can supply stay consistent?



India offers multiple sourcing corridors

Gujarat
Groundnut and sesame

Rajasthan
Mustard

Andhra Pradesh

and Telangana

Groundnut and rice
bran

Mah arashtra
Soybean and sunflower

Karnataka
Sunflower and groundnut

Kerala
Coconut oil



Sell into channels that already know

how to move food products

i

Importers and distributors Supermarket chains Hotels, restaurants, and

Local market access, warehousing, and Retail shelf presence at scale. food service

onward sales. Professional kitchens with recurring usage.

Food manufacturers and wholesale traders Private-label brands
Industrial demand and larger commercial orders. A route to market under the buyer's brand.



Packaging turns one product into
several channel offers
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RETAIL FOOD SERVICE BULK
500 mland 1L 5L and 10L cans, plus 20L Drums, flexitanks, and larger

bottles containers sh ipments

PRIVATE-LABEL FLOW
Indian manufacturer — your brand — overseas distributor — retail

stores




Compliance is part of the product,
not paperwork after the sale

1.Confirm the specification. Product specifications, lab testing, and certificate of analysis must be agreed before shipment.
2.Match the destination. Packaging and labeling must match the destination market.
3.Check the rules. Food-safety rules, import regulations, and shelf-life requirements need to be checked.

4.Respect the variation. Requirements vary by country and oil type.



The simplest model starts B2B

Source from an Indian manufacturer

Sell under your company or private-label brand

Supply an overseas importer

Let the buyer distribute through supermarkets, restaurants, or wholesalers

Starting posture: Start with bulk or private-label orders
before investing in a standalone retail brand.




Choose markets by fit, not by size

Potential markets named.in the source include the UAE, Saudi Arabia, Qatar,
Oman, Kuwait, the USA, the UK, Canada, Singapore, and Malaysia.

Comp are

What to examine

Why it matters

Decision question

Tariffs

Import cost

Shapes the landed offer

Can the price remain
competitive?

Standards

Destination requirements

Determines what can be sold

Can the product and label
comply?

Comp etition

Existing suppliers

Sets the commercial
ch allen ge

Where is there room to win?

Consumption patterns

Oil and channel fit

Connects product to demand

Who will buy, and in what
format?

Buyer requirements

Specifications and terms

Defines the workable offer

Can the buyer's needs be
served consistently?



https://gamma.app/?utm_source=made-with-gamma

Control the risks before the shipment

leaves India

COMMERCIAL MARKET
Commodity price fluctuations and freight costs International competition
Verify the offer, shipment economics, and payment terms Choose the oil, format, and market by fit rather than size alone.

before committing.

QUALITY COMPLIANCE

Quality consistency Food-safety and import restrictions

Confirm specifications, lab testing, certificate of analysis, and Match packaging, labeling, and regulatory requirements to
shelf life. the destination.

EXECUTION BEFORE SHIPMENT

Payment risk and packaging issues Buyer verified. Product specified. Market checked.
Verify the buyer, specifications, regulations, and payment Terms agreed.

terms before shipping.
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