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L CONCLUSION AND RECOM]VHENDATIONS
fMost part1c1pants were mofe 1nterested in the content of the GMOR and less concerned about

. " howit is presented. The "ideal" GMOR may not actually exist in hard copy ‘form, but for -
~many partrcrpants would ex1st in a database that they may access on-line at the time of the1r

o choosmg However, there are s1gmf1cant portlons of the target group that would stlll hke to -
- deal n hard copy . -

The Department should cons1der |
- 1 establishing a GMoR database accessihle ;m'_um;; and,
B . 2 ensure the information may be acc_:essed by phone{ fax or 'hard copy.': .
Many partlcrpants were unaware of a Gh/IOR (untll its evaluat10n when they were asked to A?
part1c1pate in the reSearch) o - ‘
: _.The Department should consider: 8

3. ' increasing its efforts to ensure that exlstrng and potentlal exporters are. made aware of the o
GMORs and other mformatron from the Department

o Partrcnpants valued mformatlon such as market intelligence (e.g., contacts leads, etc. ) market

demographics (market size, culture, etc.) and transactional information (credrt terms, foreign -

banking) much more than other types of information. However, these tend to have a relatlvely

short shelf life. - Accurate and trmely dlssemlnatlon were 1mportant :
f The Department should consrder

o 4; makrng the collectlon of thrs type of mformatron a hrgh pnonty,

5 ensunng the mformatron 1s accurate; and,

6. gnsuring as quick a tum-around time as possible.
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