
that he warited to start a joint venture with a U. S. company, the supplier put him in touch with

the company that eventually became Auty, U.S.A..

4. Bi-National Companies

Another networking route is to establish dies with a Canadian subsidiary of a U. S. parent

company or with a Canadian company that lias a U.S. subsidiary. This method lias been

extremely effective for both MM&T and Lowe Martin. Don Griffin established strong ties with

the president of Xerox, Canada who later became the president of Xerox, U.S.A.. When the

Xerox executive moved, the business moved with him.

Ill. HOW TO STAY IN THE U.S. MARKETPLACE

Service

To stay in the U.S. market, excellent service is essential. As previously mentioned, an

"800' lime can be established to reduce the perceived distance and increase communication.

Customers usually find an "800" number convemient for answering questions. Mike Colinge of

Webcom best summed up the service philosophy of an exporter: "Our objective from day one

is to make it seem.that Webcom is the printer down the street. Webcom takes care of all the

isues. .. we do not use metric measurement, pricing is ail in U.S. dollars, and we take care

of ail reauired exi3ort documentation." The obiective is to minimize anv unforseen obstacles for


