DOING BUSINESS IN VENEZUELA
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Canadian companies considering on doing business in Venezuela should follow some of
the following steps: gy 4
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3. Possibly consider a joint venture, depending upon the nature of the company's activities. If
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here. In telecommunications, for example, the same situation could apply: disassembled telecom
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4. Consider Venezuels as a stepping stone to doing business in the rest of South America, in .
which case establishing a "Latin American Branch" might be a good idea. Costs of operations
would be relatively cheaper, G S

S. Take into consideration the competition involving prices and financing, Japaness and
European firms are noted for coming in with a business proposition in one hand, and a financing
offer in the other, ‘“ 8 '

6. Look at the possibilities of participating more in local expositions, congresses, and seminars
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