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Flipped classroom

basic concepts at home, and face-to-face time on activities that

600

enhance critical thinking

Aim Of The Project
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ESCAPE project is a 32 month project. Co-financed by the European
Commission in the Framework of the Erasmus + Programme. KA2 Strategic
Partnership in the field of Vocational Education and Training.

The project is lead by ASSOCIATION NATIONALE DES INDUSTRIES
ALIMENTAIRES (ANIA) in partnership with 5 organisations from Italy, French
and Netherlands coming from educational and F&D sector.

The specific aim of the project is to develop a training programme for food
technology students motivated in working in the business area of the F&D
sector, based on the industry’s needs and to address F&D industry’s need
for effective international salespeople with skills in food technology
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Flipped Classroom

* |l corso si svolgera in modalita «Flipped Classroom»

* Il metodo Flipped Classroom, letteralmente «classe
capovolta» e un approccio metodologico che ribalta
il ciclo tradizionale di apprendimento

THE Q2 = b=
ISR 1 =
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CORSO TRADIZIONALE vs. FLIPPED
CLASSROOM

Corso La lezione e Compiti a casa
. impartita in classe per migliorare la
Tradizionale :
dal Professore comprensione

: Gli studenti Lezioni in classe
Flipped D .
seguono le lezioni dedicate ad
Classroom T T
a casa attivita superiori
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Livelli di apprendimento — Tassonomia di
Bloom

— ‘ Creating |
TAXONOMY A
‘ Evaluating
[ Analyzing
. Applying
- Understanding
- Remembering

* Le attivita presentano diversi livelli di apprendimento
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Flipped Classroom — Le attivita

e Attivita che possono essere svolte .
in autonomia (la qualita del
materiale € molto importante)

 Mediante: .
* Video
* Quiz e test
* Esercizi

A

( Applying

Understanding =

()
o
%O
n N
0 O
Qo
<
Ripetere

D!

Remembering
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Attivita che richiedono interazioni e
collaborazioni = on-line e in classe
(fondamentale la collaborazione e
I'interazione tra gli studenti)

Mediante:
 Forum di discussione
 Domande / Risposte
e Collaborazione per problemi
esistenti

‘ Creating

[ Evaluating = o

richiesta

‘ Analyzing

| Interazione |
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Struttura del corso ESCAPE

Business management

Marketing management

Export and sales

Logistics

National cases of (import)

export of product

SIAL, Parigi

4 giorni

4 giorni

4 giorni

4 giorni

4 giorni

No, attivita di gruppo

4 - 1 al giorno Giorno 5 = presentazione e
discussione, test finale del
modulo.

4 - 1 al giorno Giorno 5 = presentazione e
discussione, test finale del
modulo.

4 - 1 al giorno Giorno 5 - presentazione e
discussione, test finale del
modulo.

4 - 1 al giorno Giorno 5 - presentazione e
discussione, test finale del
modulo.

4 - 1 al giorno Giorno 5 - presentazione e
discussione, test finale del
modulo.

Utilizzo del materiale studiato Gruppi mischiati,
in tutti i moduli presentazioni alle aziende
alimentari al SIAL.

ef
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Attivita previste per modulo

Youtube video (on-line)

Self-recorded video (on-line)

Slides with teacher’s notes (on-line)

Documents (on-line)

Articles (on-line)

Book chapters (on-line)

Web link (on-line)

* Excercices (group work)

Test (individual)

* Presentation and Discussion (group work, face to face)

. ]grOL;p work and presentation to agrifood company (face to
ace
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Self-recorded video
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Slides with teacher’s notes

Where a product sits on the shelf

Co-funded by the
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Also, it is important where a product sits on the shelf. Odd shaped or sized
products may be placed on less desirable shelves redudng the exposure to
clients. Thisis but one reason why thousands of products adhere {somewhat) to
padkaging standards. In addition, how can shelf space be used efficiently while
ensuring that the shelfis full and the products are at eye level? A tool thatis

used in making these decisions is a planogram. A planogram is essentially a map
of each an every item and its placement on the shelf.
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Esercizi di gruppo

ESCAPE TRAINING COURSE

Dashboard ESCAPE Course Logistics Module 5 assignment

Dashboard Module 5 assignment
Home del site
Pagine del sito Submit the assignment on this page.
Corso in uso You are an industry producer of potato chips and Pringles. You are going to ship from your country to China 10 container a week to a Chinese retailer chain located in Beijing for both potato
ESCAPE Course chips and Pringles.
Partecipanti

You have to answer the following questions
Badge

ESCAPE TRAINING COURSE
Business management
Marketing management

How do you imagine your Supply Chain? Present the links and physical location of the chain. What could be the strategic decisions you take in designing this SC?

Calculate for each product the weight/volume ratio by looking at commercially available products (e.g. purchase one classic potato chip and one pringles). Comment about different density.
how much will be the weight on a pallet of 1,60 m max height of packages on top of it?

Find how many pallets/packages for each product you can ship in a 40 ft container overseas for both preducts. Tell us also how much product will fit in & pallet (consumer packages per
pallet). Look at the web there is info about it.

™~

w2

Export and sales 4. Calculate the cost for shipping from your location to Beijing, considering the use of intermodal transportation (you have to find yourself what does it means, there is a litile presentation
Logistics about it in modes of transpertation), intermediate warehouses and so on. If you do not find all the information, make some assumptions. The cost should be shown in absolute figures per
Forum Module 5 consumer package of potato chips and Pringles, and then in % of sales price (assume the price you find at the supermarket)

w

IMake a report of your export plan (4 pages max), not only with results but with calculation too. Upload also the excel table with calculation and assumptions, make it in a way is easy to

» Module 5 Pre Test
understand. So we expect 2 files, one word, and one excel

. Module 5 assignment
|/ Module 5 Final Test Upload enly once per group - the file name should be including the last name of all group members that work on it

National cases of (import) export of product

SIAL - Fans Riepilogo delle valutazioni
| miei corsi
Partecipanti 53
Consegne 12
In attesa di valutazione 12
Termine consegne mercoledi, 10 ottobre 2018, 18:00
Tempo rimasto Consegna compite

Visualizzaivaluta tutte le consegne
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Attivita di gruppo
W AP R IS -

'R ERE N

The Principle Display Baked Crunchy
= , 2
: pane Muesli

by WUR students
* Must contain: ad e

L * Product name
§- * Clear

g by Tnesysucnlf

Chocolate

* Indicate what consumer
is buying

* Parallel to bottom of
package

* Net quantity
* bottom 30%

* Unit : American or Net wt 1lb and 1.64 oz.
metric &

0000000000600 000000000 ¢
©000000060000000000000°
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00006000000000000600°¢

Thirea Peters Mirte Doomen Isabel Boone
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ESCAPE Elearning platform

ESCAPE TRAINING COURSE

Dasticers © SBCASE Course

NAVIGAZIONE a
[ ESCAPE TRAINING COURSE
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Atz moatica
RICERCA NEI FORUM om
vl
Ricarce syanzatz )
NOTIZIE RECENTI am

AQFLngl rucvs agoments. .
Your week 8t SIAL s o YouTude
T2res 1723 Ferwe Soaws
SSCASE istofemais

410 1333 Paize s
Gocduye #om the coominatar
B

talan stdents parteciation to SIAL Pars
£z 1007 Twrme Soaws

SIAL Caiznder

32ael 172 Femze Semis

Agomens prececents

PROSSIMI EVENTI am
Nen o sono svent! prossimi

el & coenzai
Nuavo evenso.

ATTIVITA RECENTE =m
Atsuza 8 pertie cs ssnato, € eprile 2015, 1756
Repart compieto deifamta recents.
Nen o sonc st recent!

Cliccare

sull'immagine o sul

titolo per aprire |l
modulo specifico
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Introduzione al corso

NAVIGAZIONE BE RICERCA NEI FORUM =@

Dashboard ESCAPE TRAINING COURSE vai

= Home del sito

b Pagine del sito Ricerca avanzata (7)

w Corso in uso

ESCAPE C
e ES@APE -
Partecipanti

Aggiungi nuoveo argemento...

-

) Badge Enhancing Sales Capacity for
} ESCAPE TRAINING COURSE S = ‘Your week at SIAL is on YouTube
) Business management 22 feb, 17:59 Patrizia Busato
) Marketing management ESCAPE list of emails
» Food Regulation FELJ Forum News 4feb, 10:30 Patrizia Busato
b Export and sales
p . El Intrecuctory viceo Goodbye from the coordinator
) Logistics 30oft, 11:55 Laura Marley
} National cases of (import) export of product The Introductory video of the course Italian students partecipation to SIAL Paris
b SIAL - Paris 4 oft, 10:13 Patrizia Busato
b | miei corsi s Guide for Zoom virtual meeting SIAL Calendar
. X . X X 25 set, 17:59 Remigio Berruto
Guide for Zoom virtual meeting, utilized for online face to face meetings
Argomenti precedenti ...
AMMINISTRAZIONE BE ﬁ List of registered students with groups
¥ Amministrazione del corso ’z: SIAL Calendar
N
AR | PROSSIMI EVENTI @
£ |mpostazioni .| ESCAPE COURSE FINAL GRADE

) i NON ¢i 50n0 eventi prossimi
Utenti \'gj list of emails (private one} for survey
l Nigierrivimi Aa FQCAPF Mnnres Vi al ralandarin

Introduzione, guide e link

utili

ES@APE S
oac Erasmus+ Programme

B of the European Union

Enhancing Sales Capacity for
Agrifood Products in Europe




Modulo Business management

Day 1

Objective: Business strategy

3 subjects: Globalisation, Porter’s generic strategies, SWOT analysis

Business management
Watch the videos:

Aim Of the mOdUle + For the Globalisation topi

To give students insight in the position and role of food technology practitioners in businesses. o -

The food technology

« he/she, as a future food t

n collaborate
ed for

s functions, so as to contribute to the ge

Learning outcomes What is €’ ._ lisation?

AlLevel Economi facroeconomics
By completing the activities and exercises in this module, you will achieve the following leaming cutcomes:

« Understand the position of the food company in the global business environment
Be familiar with business strategies and understand strategic choices
Be able to analyse the position of the technology function in ompany's value chain, from customer
relationships, through business functions, to supplier relationships
Be able to understand improvement options for food companies regarding strategy, design and position in the
supply chain

+ For the generic strategiee topic: Video 1.2

Introduction

« Watch the intreducion videe (slides) (script)

Michael Porters
‘Generic strategies

COMPETITIVE ADVANTAGE

scape-IntroductionB... 0,

COMPETITIVE SCOPE

+ Forthe SWOT analysis topic
Read:

« For the SWOT analysis topic: chapters 1, 3, 4 (pages 9-12 and 138-22) of Management Basics (5.Quinn,
Bockboon). This book can be found here

€0 1.3 link (mindtools.com)

« Read the case of the week (click h:

« Make the Pre-Test

+ Additional material on SWOT can be read in the mindtecls.com article mentioned above (which includes
the video). It alzo includes a SWOT template that you can use for the assignment.

Make:

+ SWOT analysis "Specialty Food and Beverage” assignment. This assignment can be found here

Co-funded by the
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Modulo Business management

Day 2
Objective: Functioning of the company

3 subjects: The company in the chain, Process thinking, Value added system view

Watch the videos:

o Video 2.1: The company and its Supply Chain (siides) {serip)

o Video 2.3: System P

integrating logistics, operations and purchasing
can be found hers

Make:

o Value Added System Cycle assignment. This assignment can be found here

Enhancing Sales Capacity for
Agrifood Products in Europe

m Erasmus+

Day 3
Objective: Supplier relationships and costing

3 ssbjects: (ore competesce aed culscurcing, Outsowrcing risks, fOLal costs of owser

Watch the videos:

-~

sssignment This assigrment

Co-funded by the
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Modulol: Business management

Day 4
Objective: Transparency in the supply chain
2 subjects: Inf ion systems, Tr: bilit
Watch the videos:
o Video 4.1
infor The Age of Transparent Suppl... o A~
\ Send:
o The final report of all the assignments through the aforementioned assignment of day 4.
| 2 .
- Final test
"‘ S o Make the final test
s |
s idsos "=l Forum Module 1
VI Module 1 Pre-Test
& M1 - Day1 - SWOT analysis "Specialty Food and Beverage™ assignment
o M1 - Day2 - Value Added System Cycle assignment
. M1 - Day3 - Costs and outsourcing opportunities for "Specialty Food and Beverage”
assignment
et M1 - Day4 - Data for traceability in the supply chain of "Specialty Food and Beverage”
assignment
o Video 4.3 VI Module 1 Final Test
Module 1 final individual test
Time:
« 12.00 hrs (first & groups);
« 15.00 hrs (last 5 groups).
20 question, 0.5 points for each correct answer, 30 minutes of time.
Read:
¢ Donnelly et 3l (2009). The importance of transformations for traceability — 3 case study of lamb and lamb
products. Meat Science 82, 88-72 (Take your time!). This article can be found here
Make:
© Data for tracaability in the supply chain of "Speciaity Food and Beverage” assignment This assignment
can be found here

ES@APE
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Modulo2: Marketing management

Marketing management

Aim of the module

Day 1:
The aim of the module is to give students knowledge of marketing concepts and theories that allow students to &
understand and apply marketing practices. Objective: the marksting phllozophy

The food technology student will understand how shefhe, as & future food technology practitione

» is influenced by and contributes to the company’s marketing strategies and plans. Furthermor
e, students learn to apply marketing tools to improve their contri

ioner to value added in the market and results for the company.

Wetch the videcs
Forome sl he sz

ion as food technology pra

Learning objectives

By completing the activities and exercises in this module, you will achieve the following leaming chjectives
1. Explain key concepts and mainstream theories in (international) marketing;
2. Recognize the use of marketing concepts and tools in (export-onented) food businesses;

3. Apply marketing concepts and tools in tasks of food technology practitioners.

Introduction

The focus will be on marketing in the intemational or export-oriented food business. Attention is paid to the
(helistic) marketing concept, value creation and delivery: trends in the marketing envirenment of food businesses;

consumer buying behavior versus organizational buying behavior and customer relationship management;
strategic marketing, segmenting targetting and positioning; branding and competition; New product success
factors; Pricing strategies; wholesaling and retailing: and integrated marketing communicaticns.

» Watch the Introduction of this module {slides) (notes)

Structure of the module
* 2= thearlas or convspls each day
*Wateh videa's

* R test

- Answer Case questions

wss with group members
+ Prasent

» Make the Pre-test (click here})

» Read the case of the week (click here)

f) Pn.nc1p6es ofMarkern

wt

Co-funded by the
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Modulo2: Marketing management

Day 2:
Objective: the markating environment

Watch ths videcs

Forite maresl amorsmmen:

Forenca M ite Tarkel et rTamens (s eL e O

®° Dong SeNEODLT versLE DeganIaiorel Soyng Seheam.r (mrues

EH
ok e v i
o b PR
e e Ao ene
T T e

)

Df LN TETCH T TTOT N TeRT e sl [Tize Rl [eneon D Teges | - 2

Azsgnment Ik tere
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Day 3:

Objective: strategic marketing

Watch the videos

“Lessons in Building and Man._. 0~
ATE L SITY

L RF
KEVIN LAN >

KELLER

TUCK SCHOOL OF BUSINESS
AT DARTMOUTH COLLEGE
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Modulo2: Marketing management

» Forstagegete

Send

« Assignment 1-4: upload the final report of the assignment 1, 2. 3 and 4 here

Day 4: Final Test of module 2:

« Make the Final Test

Objective: Introducing successful new products Additional materiale:

b focts: Mow

Watch the videos

Watch the videos « For an overview on marketing, understanding marketing basics and fundamentals (minutes 0:00 to 90:29,

«  Fornew product success factors (siides) (notes;

Forstapegate peoo

Q0 »
The of successfi x
O oz

i "y

» For trends in the market environment (minutes 0:00 to 48:07)
Read

w
o

iDie sUCCesS ‘aciors

Dounle digh contineous growth for ciean labe retated NPD around the word

o‘d:
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Modulo3: Export and sales

Day 1

Export and sales Objective: What export means and how to be able doing

export
Export and sales

2 subjects: Definition of export, Aptitude to international trade: Master the sources of market
information.

Aim of the module

Thig course sims to enlighten foremaost a number of basic concepts and workings of intermational trade, to Watch the videos:

demystify the speech of experts, in arder to do successful export operations.
ZEIRETE P SRS P pe = + \ideo 4.1: for Export meaning topic

Learnin g outcomes
By completing the activities and exercises in this module, you will achieve the following learning cutcomes:

« Understand what export means

; ) ) ) EXPORT & SALES
« Understand the intemational trade technics and how to be able doing export. s =
« Apply the technics of the export in a practical case in relstion agribusiness.

Introduction

To be able deing intemational frade we have to contrel the following peints -

Master the sources of market information
Controlling the transport and insurance of transported goods
Master the way of recovery
= To be well informed about specific customs procedures and decuments nesded to exported products
All these points can not be dissociated

In other-words, an export fransaction can not be accomplished in half. It begins with the first contact with

customers and ends when you get paid EXPORT & SALES

Sell especially abroad, is not a theory or philosophy of approach but a concrete cperation in which certsin rules

must be applied and respected, otherwise we take real financial risks. e

N . . . . - . . 1. MASTER The sources of mariet itormnation
You will leam about these rules throughout this module. “Yow will be able to confirm your progress in this area by
answering a few questions, day after day. The study of a concrete and complete case can only be realized at the
end of this training.

Watch the video:

= Video 4.0 Intreduction video to the module (glides) {=cript)

EXPORT & SaLES

INTRACICTION

Coeri” ASEAAD
anager

« Make the Pre-test

Co-Tunded by the
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B of the European Union
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Modulo3: Export and sales

Day 3

Objective: How to Master the way of recovery (or payment)

Subject: Different methods of payment

Day 2 Watch the videos:

¢ Video 4.3: Methods of payment (slides) (script]

Objective: How to master shipping and insurance of

transported goods EXPORT & SaLES

Partd

Subject: INCOTERMS 111} Kaastor A way of recaesrg

Defte oterat ool sl

Watch the videos:

o \ideo 4.2: Aptitude to the intemational trade (slides) (script)

€. o T s © Video on how LC works and who are involved in LC

EXPORT & SALES

Peil3

Aptitude to the International trade

¢ Video on the different existing
@ | ctters of Credit - Whatisate. © 2

Advantages of LCs

Any Mode or Sea Freight? Read:

o Comparison betwsen Documentary Credit and Documentary Remittance (¢

ck here)

¢ Other illustration of Documentary remittance (click herg)

¢ Documentary Collection (c!

ent Methods (chick here)

bout Trade Pay

Co-funded by the
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Modulo3: Export and sales

Day 4

Objective: The purpose of this module is to have a global

view of the most important documents currently used in

international trade.
Final test

Suhja(t: EXPORT DOCUMENTS
) o Make the final test
Watch the videos:

+ Video 4.4: for export documents topic (slides) (script)
Forum Module 4

&) Module 4 Pre test

EXPORT & SALES Module 4 assignment

Specific customs procedures and documents

&/] Module 4 Final Test

Delta Intarnational sarl

Make and send:

+ The assignment of Module 4 (click here)

Co-funded by the
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Modulo4: Logistics

Logistics

Logistics module

The logistics module will serve to understand the logistic issues. They are the basis of any ex

port activity when we deal with the movements of goods.

Learning outcomes

By completing the activities and exercises in this module, you will achieve the following learning outcomes:
1. understand the main concepts of supply chain and supply chain management;
2. understand how the characteristics of the products play a role in the logistic:
3. understand the customer service and logistic activities;

4. understand the tools for network design and transportation solutions available.

Introduction

1. Watch the introduction video (notes and scripts)

ESCAPE:
LOGISTICS MODULE 5

Patrizia Busato

2 Do the pre-test
Activities

Below is each objective in this module followed by a set of learning activities. It is recommended that you follow
each activity in the order presented.

Enhancing Sales Capacity for
Agrifood Products in Europe

m Erasmus+

Objective 1: Understand the main concepts of supply chain
and supply chain management
Dear ESCAPE participant, we would like to introduce you to a supply chain:

Activities:

« Watch the video Supply chain management

WHAT IS SUPPLY CHAIN MANAGEMENT?

g

Reverse grochuct flow 4‘
v | “__‘
Supplier . Customer ===

sus P s I
procuct preduct

flow

BAams e prmary ca o

www.almseducation

« watch the presentation 1.1 What is the Supply Chain

« watch the presentation 1.1.1 How is Agri-food SC Structured

« watch the presentation 1.2 What is Supply Chain Management

Co-funded by the
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Modulo4: Logistics

Objective 2: Understand logistics and how the
characteristics of the products play a role in the logistics.

Logistic it is what makes our business running. If one business cannot be done by the logistic

point of view, it will not be done.

Activities:
» Leam differences between logistic definition and concepts and supply chain management 1.3 Logistics
Definiticns and Concepts

See what are the main logistic activities 2.2.2 Logistics Activities

Study the product classification, and his impact on logistics and customer service we have to provide 2.2.1.1
Product classification

Understand how the characteristics of the product (ratio valuefweight, perishability, weight/volume) have a
large influence on logistics 2.2.1.2 product characteristics

and watch the related video

weight-volume examples.
= Farriure Danisported CED [Corpletsty Frocked
Dieraa)
* Mzsen aly sl dastinatiar
» Canred fong great utllizstion of keth <pece and

{oaaks, petata chis,
at chips, bamassas| =
weight= high trans poriation

p 15371449
—

» product pricing - 2.2.13. product pricing.

ES@APE

Enhancing Sales Capacity for E
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Objective 3: Customers and customer service, logistic
activities
Activities:

« Customers and customer service 3.1.1. customer service

« globalisation challenges 2.4.1. Supply chain challenges

« information sharing and flow (ERP videos)

PN
eb What is Enterprise Resource P... 0 »

RS-

",’
15)
O

| 2

*{/) What is ERP software 0 ad

XE]
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Modulo4: Logistics

transportation solutions available

related to the design of the network and the

Activities:
« study the presentation 6.2 2 Design cptions for a transportation network

« study the presentation €.1.1 The role of transportation in a supply chain

and watch the related \

The Role of Transportation in
the Supply Chain

Patrizla Busato

« study the presentation €.1.2 Medes of Transportation

and watch the related video

Transporlation Modes

Patrizia Busato

Objective 4: Understand the tools for network design and the

« study the presentation 6.1.3 Shipment services

and watch the related video

Shipment Services

Palrizia Busate

« study the presentation £.2.1 Transportstion costs

« study the presentation 6.2.3 Transportation decision

« lock at the presentation from Hofstra University about intermodality
» watch the video about intermodality

Enhancing Sales Capacity for
Agrifood Products in Europe

m Erasmus+
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Modulo4: Logistics

Objective 5: Packaging, palletisation, containerisation
Activities:

« By looking st these slides, you will have a simple idea about packaging, that is what we sctually move in
logistic activities 6.4 Packaging

« watch palletisation video

@ Packaging Systems - Pallet Pa... o~

/‘\

Study the following guides on palletisation, to have an idea on the reasens you need palletisation of your goods
not only for export

1. Tips for Packaging and Damage Prevention {pdf)

2 How Much Cargo Fits In a Container {pdf)
2 palletizaticn-containerization (pdf)
« watch containerisation

4 pallets cosideration (pdf)

Test and assignment

1. Make the final azsignment (group work)

2 Make the final test (individual)

Forum Module 5
& Module 5 Pre Teat
Medule 5 assignment

%" Module 5 Final Test

« watch containerization innovation

Co-funded by the
Erasmus+ Programme
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Modulo5: National cases of (import) export
of product

National cases of (import) export of product Objective 1: analyze the drivers for successful export
for a food producer

re the main actions to understand the marke

you will realize wh

of the module
o find the link in the chain that a

wyou company To make & succsesful export pl

that should be considered, a an

To export a food product o another country, these are the aspe

also dependin

nd they might w from one continent to ancther, from expert to export,

g on the produc u want to export. The following material present mainly infol ;natior‘ related Activities:
o export to UsA
S ? « Read the presentstion about the food trade: ingredients and strategies for a successful export (ESCAPE-
. xeomark_sxport_sgroalimentare-ENG_final.pdf)
Lea rn I n g O u tco mes » Read the document - guidelines taken from an intenview of Italian companies about successful export (PDF)
By completing the activities and exsrcises in this module, you will achieve the following leamning cutcomes:

Objective 2: Be able to design the labeling of a food product

1. Be able to analyzs the drivers for successiul export;

2 Be abls to design the labsling of a food product for export; for expor‘t

3 Know the rules in term of food safiety requirements and the Food Safety Modernisation Act;
for succesful export to USA.

4 Prepare a plan for shipping gocd to the USA

1 need a profession

momoH
n

1 paople to follow you

Introduction

1. Watch the introduction video (notes and scripts) Activities:

» Read the presentation about Labelling of food products (ESCAPE-Labelling of food products ENG_Finsl pdf)

anks o fa. Y (i g

« Watch the video about New U.S. FDA Food Labeling Rules

NATIONAL CASES OF {IMPORT]
EXFORT OF PRODLIET FOR & FOOD
PRODUCER

e New U.S. FDA Food Labeling .. @ ~

Anigic B dF

2 Do the pre-test

Activities

Below is each objective in this moduls followed by 2 set of lsarning activities. It is recommended that you follow
each activity in the order presented.

Co-funded by the
Erasmus+ Programme
B of the European Union
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Modulo5: National cases of (import) export
of product

Objective 3: Know the rules in term of food safety
requirements and Food Safety Modernisation Act to export in

USA « Watch the video about U.S. FDA Food Facility Registration

ry regulation o

Activities:

« Resad the presentation about Food safety modemization act (ESCAPE-FOOD SAFETY MODERNIZATION
ACT - FSMA-ENG_final pdf)

« Watch the video about the Food Safety Modemization Act

Co-funded by the
Erasmus+ Programme

Enhancing Sales C ity for i
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Modulo5: National cases of (import) export
of product

Objective 4: Prepare a plan for shipping good to the USA

In this part of the module, you will learn some aspects related to shipment of food to the usa,

the IMCOTERMS, the contracts and some registration and c

t successfully sitting on a supermarket’'s shelf in the usa

rtification needed to have your produc

Activities:
« Read the presentation about Shipping food to USA (ESCAPE-Shipping of food to USA_ENG_FIMNAL pdf)

« \Watch the video about Incoterms

nl CO.-'I-e rm S Test and assignment

Freight Collect Terms Froight Propaid Terms 1. Make the final assignment (group work)

2 Make the final test (individual)
EXW FCA FAS FOB (= - :_PI :II? o._a.'r DAP DD&

Obligations and Charges

Faorum Moduls 6

'w" Maodule & Pre Test

« ‘Watch the video about TRACES: protecting consumers, facilitating trade .
Module & assignment

% Module & Final Test

« Have a look at the container carrisrs

@ Co-funded by the
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Group work and presentation to agrifood
company at SIAL, Paris
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Maggiori informazioni

e Patrizia Busato

UNIVERSITA
DEGLI STUDI
DI TORINO

patrizia.busato@unito.it

* Remigio Berruto
remigio.berruto@unito.it

* Alessandro Sopegno

alessandro.sopegno@unito.it
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