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Demographics 

Population Size





Social Classes

• Class E (Lowest Income Class) is
predominant in Colombia. Its related
to the past armed conflict which drove
a significant share of the population
into displacement and unemployment.
16 million

• Class C (Middle Class) has the fastest
rate of expansion which has been
fuelled by increasing disposable
income and rising social spending by
the government. 4.4 million



Colombia’s Consumer Market by
Region

• Colombia is made up of 32
departments and one Capital
District.

• Capital district is Bogota
• Caribbean/Atlantic Region –

Cartagena, Santa Marta, and
Barranquilla

• Pacific Region – Buenaventura
and Ipiales.

• Central/Andean Region –
Medellin, Cali, Popayan and
Pereira.

• Oriental Region – Villavicencio,
Acacias and Villanueva.

• Amazon Region - Leticia



Cities Covered in Survey
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Bogota
Barranquilla
Cartagena



Language and Meetings

• A few of my meetings were conducted in English 
but English is not so widely spoken that an 
interpreter is not required.

• Even if the meeting is conducted in English an 
interpreter is recommended to get into the 
building which can be a task in itself. 

• Security is high in most places so account for that 
when getting to meetings. 

• Even in carparks to malls dogs will be allowed to 
sniff inside your car and mirrors will be used to 
check for bombs.

• Easier to get meetings with decision makers in 
the Coastal Cities
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Depreciation of Exchange Rates
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COP per USD for period 2013 to 2017 Same fate as other 
petroleum producing 
countries like Trinidad and 
Tobago. In Trinidad and rate 
was more or less preserved 
but this has caused 
implications with currency 
availability which we are still 
struggling with. 

Source: World Factbook



Retail Landscape

• Almacenes Éxito, Éxito, Éxito Express, Carulla, Surtimax, Super Inter, Ley, 
Pomona and Vivero.

Casino Guichard-Perrachon SA 

• Olímpica and Sao

Supertiendas & Droguerías Olímpica SA

• Metro and Jumbo

Cencosud SA

• Koba LLC – D1, Jeronimo Martins SGPS SA – Ara, Mercaderia – Justo y Bueno 

Neighbourhood Convenience Stores

• Colombiana de Comercio SA – Alkosto (Simiar Format to Pricemart)
• Sodimac Corona - Homecenter
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Proliferation of Private Labels 

• 7 buyers (3 big, 3 medium, 1 small) – All preferred 
Private Labels to National Brands. 

• Everyone is getting in on the PL Bandwagon. 
Retailers, Wholesalers, Distributors and even 
Agents are looking at opportunities to offer their 
own brands. 

• Retailers have their own brand which is 
positioned as a value brand and also offer and 
economy brand which is lower in price.

• Some retailers are creating different brands for 
each of their product offerings. 



Important to Importers of Private 
Label Brands

Competitive 
Cost/Price

Ability to modify 
product 

formulation and 
packaging

Consistent Quality

Ability to share the 
product 

formulations

Where packaging is 
a major input high 

volumes are 
necessary



General Process of Becoming a PL Supplier

• Ingredients list and 
nutritional value

• Sizes, quantities in cases and 
cases in 20ft and 40ft 
containers

• Production capacity

Supply Price List 
and Product Specs

• Feedback will be provided if 
formulation needs to change.

• Testing can be done in the 
market. Some buyers can 
start selling branded before 
moving to PL – Ara and 
Meico.

Provide Samples
• Finalise formulation with 

feedback provided

• Finalise packaging designs, 
branding and logos. 

• Finalise the prices and orders

Finalise Details



Margins

• With Private Label the buyer retailer can do 
business directly with the manufacturer so there 
is no distributor margin but the retailer margin 
going up. Cencosud – up to 40%

• It is also possible that a distributor picks up your 
private label and in this case – margins for food 
products are 10-15% and for personal care items 
10-40%.

• All depends o the products and deal that is 
agreed two between the parties. 
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Pricing 

• The final price of most imported consumer 
goods is calculated by estimating 20 percent 
of the FOB price for freight and insurance, 
warehousing, and other documentation costs; 
a 19 percent VAT (in most products); the 
import tariff (if the product is not duty free); 
and a 30-40 percent profit, thus putting the 
final price at an approximately 60-80 percent 
over the FOB price.
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Exito Value Brand Exito Economy Brand

Both Brands Manufactured by the same company locally – Unibol SAS
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Justo y Bueno Ara

• Multiple brands for different 
products rather than one brand for 
all products like Exito.
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• Most of the Private Labels spotted were locally 
manufactured. There were a number of others 
manufactured by Latin American Neighbours such as 
Chile and Mexico. D1
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Pricing  - Regional Differences
Product Exito Bogota Ara Bogota Exito –

Barranquilla 
Ara – Cartagena 

Fabuloso
Antibacterial 
Disinfectant 2L

$10,890 $11,220

Limpido Bleach
1L 

$3,310 - Carulla $2,200 $3,190

Saltin Noel 
Crackers 500g

$4,300 – 385g $4,850

Kelloggs
Zucaritas 450g

$9,990 $7,250 – 300g

Axion
Dishwashing 
450g

$4770 $4,125 - Special $4050 – 400g

Hit Flavoured
Soft Drink 500ml

$1,620 $1,540 $1,540

Familiar Toilet 
Paper 30M X 12

$9,900 $9,990 $10, 990

Muneca
Spagetti 250g

$1,670 $1,720



Land Logistics

• The ports are on the Coast 
but the most populous cities 
are in the mountains far 
away.

• Cartagena has the biggest 
container port and can 
facilitate the largest ships. 
The distance between 
Cartagena and Bogota 
however is very far.

• Roads have been improved 
between the cities but it can 
take 20-24 hrs by truck.

• Buenaventura is closer to 
Bogota but its on the Pacific 
Coast and will require going 
through the Panama Canal.



Logistic Costs
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Shanghai China to 
Cartagena

Cartagena to 
Bogota

Buenaventura to 
Bogota

450 – 500 USD 2000 – 2500 USD 1500 – 1900 USD

Shipment 40 Feet 20 Feet

T&T to Cartagena USD 980 – 1090 
excl. taxes and 
duties

USD 780 – 870 
excl. taxes and 
duties

T&T to 
Barranquilla

USD 1000 – 1010 USD 800 - 900



Main Agencies in the Import Process

• Contraband and money laundering related to the drug trade. They check the 
paperwork against the shipment to ensure that it is consistent in terms of 
value.

DIAN (Customs)

• Similar to Chemistry Food and Drug in Trinidad and Tobago and is 
responsible for approving the entry of all products for human use or 
consumption including items like cosmetics, tissue etc. once it makes contact 
with the skin. 

INVIMA (Health)

• All agricultural products (plants and animals)

ICA (Agriculture)

• Check for drugs in shipments. All containers are scanned and suspicious 
shipments are searched. 

NARCOTICS POLICE
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Details Break 

Bulk/Ton

20’ 

Container

40’ 

Container

Port Charge 5.50 90 140
Inspection 2.20 120 140
Unloading 5.50 70 70
Warehousing 5.50 35/day 35/day

Port Costs in USD 



General Import Process

Ship sends shipping list 
to port and DIAN

On arrival DIAN takes 
one day to inspect 

containers

Once the paperwork is 
ok withdrawal of goods 

is authorised

If inspections have to be 
done then 1-2 days 

extra.

Fill in Andean Custom 
Value Declaration – USD 

5000+ and Import 
Declaration for USD 

1000+

Pay import duties, VAT, 
surcharges and other 

fees at authorised 
financial entity

Present all documents to 
Customs

The importer must keep 
the import documents 
for a period of no less 

than 5 years. 



Reasons for Delays 
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The supplier/exporter 
does not submit the 

necessary documents. 

The importer does not 
have the money to pay 

the fees.

Trucks not available to 
take the products out –

80% of truck not 
owned by logistics 

companies

Container selected for 
inspection



INVIMA

• All products which make contact with humans 
must be registered. 

• The importer can do the registration process but 
the T&T company can also have the company 
register the product on their behalf. 

• Generally, products which are deemed high risk 
have a longer process and involve a higher costs. 
The process can take as long as 4-5 months. 

• Major steps in the process:
– Identify the risk level of the product

– Harmonisation – ensure that products correspond

– Registration or certification
36
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INVIMA Document 
which provides the risk 
level associated with 
different products.



INVIMA

• INVIMA’s website: www.invima.gov.co

• All information related to process for each 
grouping of process is available. 

• Tramites y Servicios Tramites

• Select the product grouping for eg. Alimentos 

• Select the certification required from the list.

• Navigate the tables for the details
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http://www.invima.gov.co/
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Non-Food and Beverage Requirements

• Construction
– Generally does not require registration but electrical 

products such as generators, panels, wires etc would require 
ISO or UL certification. 

– The details and use of the product are important. For eg. 
wires for a specific machinery would not have as many 
requirements as wires for household electricity. Electrical 
products require a REPTIE certificate which can take up to 15 
days.

• Chemicals 
– Also does not require registration but there are restrictions 

on some types of chemicals which are used in the production 
of illegal drugs such as acetone and ethanol. The frequency 
and volumes of these chemicals are closely monitored by the 
Narcotics police. 
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Customs Agencies

• Over 250 customs brokers in Colombia
– Top 10 – Large established firms which are not the cheapest.

– 11-25 Medium size

– 25-40 Smaller firms but which are still well established.

– Over 40 companies in a mixed bag of good and bad

• Customs brokers are highly recommended if you want to 
get your products through without issues. 

• The established brokers have good relationships with ports 
and port operators and can leverage these to your benefit.

• Choose a broker who is based at the port of entry rather 
than somewhere else since the operation will be bigger 
and better able to help.
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Top 5 Customs Agencies 

1. Aduanas Gamma

2. Imex

3. Sudeco

4. DDP

5. Aduanimex
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Opportunities

• A number of opportunities available in the area of 
private labels for those companies which can meet the 
requirements. 

• Some of the products of interest were:
– Sauces and condiments including Ketchup, Mustard, 

Mayonnaise and Barbecue Sauces.
– Candy particularly low priced lollipops 
– Pasta
– Cereals
– Healthy and Low Fat Snacks
– Soaps
– Beer and Malta
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Resources Available on Colombia

• 12 Product Sheets on the sectors covered

• Access to all the Euromonitor Reports on 
Colombia.

• Over 750 pics from store checks

• Pricing info from Euromonitor and from store 
checks.

• Ability to use in-market consultants to get more 
specific info for your market.

• Colombian Embassy
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Product Factsheet
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Contact Information 

• Website: www.exportt.co.tt

• Dhanraj Harrypersad 
dharrypersad@exportt.co.tt
623-5507 ext 411
799-7390

• Vincent Ramlochan
vramlochan@exportt.co.tt
623-5507 ext 380
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