
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Trade mission 2018 

Nordic countries 

 

Sweden 

With possibility of extension to  

Denmark 
 

Scheduled for  

Late September – early October 2018 

 

Important information: The consultant needs to receive information 

(presentations, catalogues, etc in English) from the interested companies 

by middle of March 2018 so that they start contacting potential buyers. 

This timeframe has to be respected so that the mission takes place in 

September-October 2018 

 

In partnership with  



WHAT’S INCLUDED 

 

The opportunities 

• Access to interesting targeted contacts in accordance with your export strategy (B2B format) 

• Ability to meet other firms interested in the same market synergies (often created between 

trade mission participants through their sharing of market information and valuable 

networking) 

• One-on-one appointments scheduled by SOPEXA for the delegation members to meet with 

potential partners 

• Market discovery and opportunity to visit various points of sale 

• Onsite market briefings from local experts  

• Positive opportunities to further develop relationships with high-level decision makers during 

events/receptions and through media 

• Optimization of your travels with the ability to extend this mission to a neighboring country  

 

 

The services 

In addition to the opportunities listed above, the trade mission includes:  

• Specifically tailored preparation meeting with each company participating in the mission 

*Dates to be determined  

• Help on the preparation of the mission: project coordination, practical, strategic and logistical 
support (grouping of samples, hotel reservations, interpreting ...) 

• Prospecting and buyer recruitment (includes point of sale visits and B2B appointments 
organization)  

 

 

 

The expenses 

A substantial part of the trade mission’s organization cost will be covered by the CCI du Gers. 

Companies will have to cover 15% of their trade mission cost: 

A. 396 € for mission in Sweden only 

B. 792 € for mission in Sweden-Denmark 

 
Fees do not include: flights and transfers, internal transport, accommodation, interpreting fees, 
samples packaging, living expenses and extras. 
 
  
 
 
 

 



OPTION B 

• Flight back home 

METHODOLOGY OF THE ADGENCY 

 

 

 

 

 

 

 

 

  

PROVISIONAL PROGRAMME  

The information appearing below is for general guidance purposes only 

 
Example of trade mission: 

• Sunday evening: Arrival in Stockholm (hotel night) 
• Monday  

• Morning: B2B meetings 
• Afternoon: collective points of sale visits (supermarkets /retailers / wholesalers…) 
• Night in Stockholm  

• Tuesday 
• Day: B2B meetings 
 
OPTION A 
• Transfer to the airport and flight to Copenhagen  
• Night in Copenhagen 

• Wednesday       
• Morning: B2B meetings 
• Afternoon: collective points of sale visits  
• Night in Copenhagen 

• Thursday        

• Day: B2B meetings (Copenhagen or other city) 
• Late afternoon: flight back home 

 

Please note that the program above is the same for all companies participating in the trade mission.  

 

 

• In-depth discussion with the 
company to learn more about 
its products, key strengths, and 
previous export experiences 

• Key data and information 
gathering about the target 
market(s) and target profile 
establishment 

• Preparation of individual 
programme (longlist) 

• Logistical preparation 
 

 

 

 

• Getting to know each 

other 

 

• Learning more about 

the local market 

 

• Taking decision to enter 

the market 

 

          

      

Time frame 

 

 

• Accompaniment at 

location 

 

 

 

 

 

 

     

February - March      March - May                 late Sept. - early Oct. 



CONTACT 

 

Xavier Petitfrere 
Account Manager 
Sopexa 
Direct: +46 8 612 45 92 
xavier.petitfrere@sopexa.com 
  
 

 

 

www.sopexa.com 

 

Kyriaki Panagiotaki    

Chef de projet - Chargée de l'Ingénierie de Projets     

Chambre de Commerce et d'Industrie du Gers 

Tél: +33 (0)5 62 61 62 97  

GSM: +33 (0)6 51 03 94 95  

Fax: +33 (0)5 62 61 62 63 

k.panagiotaki@gers.cci.fr 

 

 

  

www.gers.cci.fr 

 
 

https://sopexa.letsignit.com/r/0/7f55f399-62da-4b62-8438-bd6708409a8c/f80ea0cc-5856-44e0-a9f2-61d844b10e15
http://www.gers.cci.fr/

