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g success by forming strategic
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v anle‘ wa_ntmg to"export to Germany

for companies that are prepared to irﬁplémentﬁ
sustained marketing programs over
an extended period.

Canadian firms are used to finding an agent

‘with minimum difficulty in the United States.

In Germany, choices are more limited, and the
process is more time-consuming and expensive.
To set up an office requires a comprehensive
understanding of international law, German
business practices and the cultural environment.
Special attention must also be paid to bud-
geting, given the high cost of living, labour
costs and the strength of the Deutschemark.




