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Alaska Seafood Exports
To Brazil 2016/2017

2016 2017
% of 

Change
MT Val. (000) MT Val. (000) Volume Value

Salmon
Chinook (Frozen H&G) 211 $              678 0 $                 - -100% -100%
Chum (Frozen H&G) 773 $            2,592 755 $            2,728 -2% 5%
Coho (Frozen H&G) 152 $              665 85 $              430 -44% -35%
Pink (Frozen H&G) 128 $              443 55 $              183 -57% -59%
Sockeye (Frozen H&G) 31 $              240 4 $                33 -86% -86%
Other/NSPF (Roe) 22 $              307 36 $              389 63% 27%
All Frozen Fillets 1 $                  8 0 $                 - -100% -100%
Total Salmon 1,319 $            4,932 944 $            3,803 -28% -23%

Groundfish
Pollock (Frozen Fillet) 482 $              883 527 $            1,075 9% 22%
Pollock (Frozen H&G) 105 $              150 0 $                 - -100% -100%
Pollock (Roe) 0 $                 - 0 $                 - - -
Pollock (Surimi) 88 $              185 44 $                93 -50% -50%
Pacific Cod (Frozen H&G) 36 $              126 43 $              156 21% 24%
Sablefish 10 $              212 0 $                 - -100% -100%
Total Groundfish 722 $            1,557 614 $            1,324 -15% -15%

Total 2,041 $            6,489 1,559 $            5,128 -24% -21%
Source: NMFS export data

Imports  Cod:
•2,243 tons of finished product end up in the Brazilian market = 12% of total Bacalhau imports into 
Brazil are of Alaska cod
•Corresponding to about 2,915 tons of HG cod (raw material) exported from Alaska to third 
countries to be processed and exported to Brazil
•Considering HG Cod average price $3.55/kg in 2017 = about $10.3 million of AK cod exports are 
going to Brazil through third-party countries

Salmon:
In 2017, Brazil imported 3,150 tons of salmon from China (fillets)
Considering 50% of this product is made from wild Alaska salmon, we have 1,575 tons
Considering +30% lost in the processing, then we have 2,047 tons of raw material exported to 
China to serve the Brazilian market
2,047 tons @ $3.90/kg = about $ 8 million of AK salmon exports to Brazil through China

Pollock:
In 2017, Brazil imported 10,000 tons of pollock fillets from China
Considering 50% of the product is made from Alaska raw material, then we have 5,000 tons
5,000 tons @ 1.50/kg = about $ 8.4 million of AK pollock exports to Brazil through China

$ 26.7 million exports to Brazil through other countries in 2017 (about 12,000 tons).



Demographics 

 At the consumer level, the middle/upper classes are 
familiar with wild Alaska seafood and ask for it in 
restaurants, as reported by importers and distributors.

 There is an existing demand for wild Alaska seafood in 
the major cities.

 Other income classes, especially in the Northeast region, 
have been introduced to pink and keta salmon.

 Brazilians spend on average FOUR hours a day on 
Instagram!



Trade Trends 

 Pollock roe: A new product in this market. Despite interest, the 
trade put it on hold, due to the economic downturn. Currently a 
middle and long-term project. There is no product in the market 
from any origin.

 Salmon roe: Alaska ikura is available through a California company 
that sources the raw material in AK. Direct product registration is 
facing issues related to the “standard of identity” and ASMI is 
working with USDA/FAS to address this issue.

 APO blocks: There is increased interest from processors to develop 
products from blocks. ASMI is working with leads who are willing 
to invest in APO processing machinery. Currently we have only two 
companies able to process APO blocks with Alaska specs.

 Refresh/Modified atmosphere packaging: Retail is interested in 
adding AK species. It’s a new trend in the market (working with Pão
de Açucar and Oba supermarkets)



Strategy 

 Go back to the basics: boost new plant/product registrations and 
Alaska attendance at events in the market

 Keep prospecting new leads for the creation of new wild Alaska 
seafood lines: the target is to have at least two new lines in FY19

 Grow volumes and include new species in the portfolio of current 
importers

 Seminars on species, harvest seasons, formats and processing and 
international seafood products trends

 Explore more nutrition and sustainability opportunities with retail, 
foodservice, and universities

 Keep using social media as educational and retail merchandising 
tool

 Continue working with USDA/FAS on regulatory issues, i.e. parasite 
inspections, product registration barriers

 Trade Shows, seminars and trainings
 Expand number of in-store promotion partners



Strategy after the budget cut

 Activities we are no longer conducting:
 Missions
 Foodservice promotions
 Japan Food Show
 Ads (foodservice/consumer)
 Sihra Foodservice Show
 Marketing material (recipe books)

 Reduced Activities/Opportunities:
 Trade ads with Seafood Brasil Magazine 
 Smaller booth at APAS, no networking reception
 Social Media ads
 PR (foodservice usually boosts PR efforts, without budget, it will be limited)
 Smaller Trade Gathering (dinner only)
 Recipe development, photos, videos
 Joint promotions with Federal Gov (FAS, State Dept, etc)



Training Example 






Product Launch/promotion 

Alaska keta salmon
private label 
Available at retail 
in Pão de Açúcar, 
Carrefour,
and Wal Mart

In-store promo of AK cod loins
at 140 outlets during Easter



Polaca do Alasca website build 

www.polacadoalasca.
com.br

www.genuinapolacad
oalasca.com.br

http://www.polacadoalasca.com.br/
http://www.genuinapolacadoalasca.com.br/


Foothold in S. America Strategy 

 Uruguay and Argentina have become seafood reprocessing centers 
(needs more investigation) and some foreign products enter Brazil 
through these countries.

 Chile, Colombia and Peru have an FTA with the US. They have good 
seafood processing capacity and are open to new species.

 International shows ASMI OMRs attend in the region:
 APAS- Sao Paulo Brazil, May 6-9, 2019
 Alimentec- Bogota, Colombia June 2020
 Espacio Food & Service- Santiago, Chile Sept. 25-27, 2018

 Alimentaria- Lima, Peru Sept. 26-28, 2018
 ASMI OMRs have an office in Colombia and travel in the region for 

other cooperators.
 Propose a report: “Opportunities in South America” 

to present at the IMC.



Discussion/Questions
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