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Venezuela:

A Market of Value to Catr

By Georges Lemieux, Counsellor (Commercial) and Consul, Canadian Embassy, Caracas
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The importance of Venezuela as a trade partner with Canada tends to be eclipsed by discussions concerning
Chile's accession to a free trade arrangement, the popularity of traditional markets (Brazil, Mexico) and new
" markets (Peru, Colombia). The fact is Venezuela remains Canada's third- largest trading partner in Latin
America, with two-way trade close to $1 billion, including Canadian exports reaching $600 million in 1995.

Perception and Reality

The perception in Canada on

doing business in Venezuela may

" be less than favourable -- but not
among the more than 150
Canadian exporters already sell-
ing to Venezuela. Do they know

_ something other Canadian busi-
nesses don't?

Yes, there are difficulties in
this market: inflation. is high
(officially 57 per cent in 1995 but
probably higher at around 70 per
cent); Government deficit is large
(almost 50 per cent of GDP goes
towards debt servicing); and
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exchange controls — a major irri-
tant -- force Venezuelan im-
porters and major exporters to
apply to the Government for hard
currency to pay for essential com-
modities, or use the parallel mar-
ket in Brady Bonds (a financial
instrument whereby Venezuelan
debt is publicly traded).

Steps in the Right Direction

Still, the Government of Presi-
dent Rafael Caldera is slowly
coming to grips with the situa-
tion through the implementation
of "Agenda Venezuela".

On Lme Servnces Expedlte

Exports toUsS.

. Canadlan companies lookmg to

. -now . can - access information
. ‘about the services provided by
! the Buffalo-based U.S. Trade

' Center through its new world

; ,VW1de web site: WWW. ustradecen-
‘ !:’ter com

Avaﬂable free on the Internet,

Aare all of the publications and
. services offered through U.S.
. Trade Center. These range from
i - Establishing a U.S. Corporatlon
and U.S. Imxmgratlon Laws to

expand into the United States

‘Competing in_ the US. and
Clearing  Goods: through U.S. |

" Customs, as well as other docu- :

ments covering U.S. -Canadlan
trade regulatlons

For more mfonnatlon on the
site or for assistance with
exports to the United States,
contact Dean Rockwell, Ex- .
ecutive Director, U.S. Trade .
Center, Olympic Tower, 300"
Pearl Street, Suite 200, Buffalo,
NY 14202, Tel.: 1-800-U.S.

Trade; Fax: 1-800-842-4575.
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This includes: accelerated pri-
vatization (telephone company,

aluminium, steel, electricity, cof-

fee); removal of price subsidies on
remaining basic commodities
(food, medicine) by the end of
April  1996; assistance to
exporters through a newly orga-
nized Foreign Trade Ministry;
and, more importantly, the eas-
ing of exchange controls,
announced for May 1996. The
preceding are an indication of
steps in the right direction, but
the test will be the successful
negotiations with the Inter-
national Monetary Fund (IMF) to
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