
Group 2

What are the opportunities for attracting consumers willing to pay a premium?

ENRD Thematic Group 
‘Sustainability agreements: Implications for 

business, the environment and the consumer’

PT - Producers' club example 
- declaration on sustainability 

(11 principles) - promote 
good practice  and use in 

marketing

Important that 
consumers know 

producers get premium - 
needs transparency

Premium is not always 
enough for producers - on 
top of market price which 

can vary significantly.

Problem for producers in 
vertical agreements - market 
power distribution skewed - 
producers perspectives may 

not have as much focus

Have to convince 
consumers that 

it's worth it.

Legal constraints (EU) on 
labelling - can only mention 

a limited number of 
attributes for promotion 

(olive oil example)

IT consumers want to purchase 
sustainable products. Need more 
tools for consumer to tell whether 

product is healthier, authentic, 
origin, ethically produced etc.

- Labelling important

Olive oil (IT): difficult to find ways 
to get consumers to pay a 

premium price. Quality always 
top of priority list, but in practice 

choose cheapest products

Horizontal agreements 
help farmers achieve 
higher standards over 

time.

Supermarkets - profiling 
themselves as leader in the 

market - competitive 
advantage (vertical 

agreements) Translate 'eco' 
into 'ego' 

arguments

Democratic products: 
ones that a large 

proportion of consumers 
can purchase

But new mainstream may 
have higher costs and 

these should be reflected 
in the price - food inflation

Will this in turn lead 
to higher standards 

over time?

But supermarket agreements 
can mean that some farmers 
are not in a position to attain 

the higher standards 
required.

Needs sustainable 
consumer - requires 
education on what 

sustainability means - priority 
for action

If goal is that sustainability 
becomes the mainstream - 

what are implications for 
premium prices in mid-​long 

term?

How to avoid the consumer 
having to bear the burden of 

this transition to 
sustainability being the new 

norm?

Need to have transparency 
for consumers in terms of 

how much of the price ends 
up with the producer - will 
help maintain competition



In what ways can the existence of Sustainability Agreements be helpful in influencing 
consumer willingness to pay?

This enables consumer 
choice to invest in 

sustainable product

So how will A210a 
protect the consumer 

from paying higher 
prices?

But need to find cheapest 
level at this higher level of 

sustainability via 
competition

Aim of F2F and SA 
opportunities is to 

make sustainability the 
mainstream option

Supermarkets use vertical 
agreements to gain 

competitive advantage 
through promoting higher 

standards

Most consumers won't 
be aware of SAs - 
effect is indirect

SAs that promote high 
standards allows supermarkets / 
retailers to demonstrate added 

value of product (within legal 
constraints)

Tools are important:
- information
- knowledge

- labelling

Important that consumers 
know producers get premium 
- needs transparency - A210 

could help with this?

SAs will not cover all products -  
higher standards for selected 
products. Should not lead to a 
disproportionate increase in 

prices across all products.

But higher sustainability standards 
imply a higher price of food. This 
may become the norm over time. 
Issues of food inflation. So how to 

ensure a just transition?


