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How the Manufacturer Cali Get 1I<nto Export I1
First Step is Alppointment of Expert Manager, Who Should' Study Field Carefully-
Personal Visits to Foreign Markets ---Assistance of Government Trade Commissioners--
Advertising in Export Trade Publications-Arrangements With Export Commission Houses
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(This is the seicond of a scries of articles on Pratw<x Exporting, -the first of. which was piubished in
The Monet&ry Times of Noveer 112, 1920.)

T lIERF, are advantages and disadvantages in any one sye-tem of developing expert business and what might
appeal to the heads of one business would flot suit another
manufacturer for resoens of finance, unsuitabilitY Of staff,
pelicy in sales, or class of goods manufactured. The objec-t
of this article is therefore to suggest various waYs and
mneans from which, executives may make a decision on policy
whether the manufacturing firm is old and wealthY Or a new
"ýone-xnan11 concern.

Obviously, the first step for sny manufacturer is to ap-
point an export manager. At the initial stages of a decision
te formn an expert department, the first consideration 'will be
expense'and the second the calibre of available personnel. As
pointed out in the first article of this series, the developrnent
of expert markets ie mlot a rapid jirocese and the first year's
efforts wili net likely prove profitable if a heavy exponse
le undertaken to provide an export staff before ectual orders
demand it. llowever, a bright man of initiative, with execu-
tive and organize1tion possibiities, should be dofinitely. as-
signed the. responsibilitios of expert manager and bie given
time and opportunity te study his duties. The selection will,
of course, bie dependent on the size of the firmn, the eventual
possibilities of expert sales of a partieular line, andi the in-
dividuel characterletice ef the existing staff. In the case ef
a very emaîl partnership, ene of the peartners might tae on the
work, while in a bigger effice ergenfration, the sales manager
or hie chief assistant might b. selected. For soine menthe at
least, the expert mianager eould devoto only part tino te hie
expert duties, but if the firm's policy ia a whole-hearted one
a.nd they can afford to do se, the expert manager sheuld ho
given ample tîme te study hie subject and woxic out his plans.
Subeequently, ho will bie kept busy in leoking after actual
orders-

Assuniing that the expert manager has been selecteti,
~we 11w preceeti to review the verieus means at hie disposai
for~ develeping his foreign markets, leving the. question of
his technieal educetion te subsequent articles in thie series.

Through Personal Visit-P te Foreign Markets

Dealing first with firme that aire sufficiently wealthY toe
justify an initial travelling «expnse item of $10,000, the. Ideai
way te investigate possibilities ef sales abreed je te sencr a
hlghly conipetent man (presumaby the expert manager) on
a trip aroand the world. The language diffculty, je not hesur-
mountable although a working knowledge of French at leaet
would prove Tory usiefui as an alternative te Engliehi. Of
course, it je enfer te stay with a language one kneows ne-
çvrat<ly thaa attempt te mal<e statements and promises in
a tioreiga tengue and subsequentiy find that ridiculous nis-

undrstndigshave arisen. Se fer as Canadien travellers
are coeene, they will always find that thi. offices and
advice of the Canadian or British trade cemmissloners are et

thirdiposalin laractically ehl centres they wieh te visit,
and .loa quliie itepreters are net expensive.

By a visit "ton th ground," tho Canadian expert manager
can accure tely check up the. competition in i-, lino beth as
rega~rds <luality and pice,5 He should, ef course, have full
supplies and litoratur. witIh himj and be are wji sufficlent
authority te make up delivere4 pie, se disc~ounts, make
contracta for agences an dlieres promnise te meet local-

Should Help the Generel Agent
>The timne required in each country is problemal

nseuming that the initial investigation inte sales po
is eatisfactory, it wîll prove worth while te spen,
weeks. The moet important work fromi an ofg
standpoint is the settlement of policy on the mnerte
aried branch office staff and warehouse versus the,
ment of a. generel agent or territorial representz
agencies are decided on, it îe net sufficient te ml
pointuient, sign a.contraet end move on. The Can
presentative, who, understande the peculiar merit
goode should spend time in company wîth the ager
acquainteti with hie customers and helping him te mi
eseîsting in the preperetion and possibly payment
advertising, etc. 'Heving thus firmly established
peny's business in une country, ho can report full
hie heedquartere andi proceeti with his journey.

This systema of persenal visite te foreiga countr
môst ideel wey, when,.the expense can b.e affordec
for the, future benefits of establisheti friendship bet
port manager and foreign agent, but abeve elI, ti
manager hes breadeneti hie mi,, gathered the vieyj
others in hie hune of business, picketi up valuable au
and increaseti hie value te hie firm by et least 100

And yet there le nothing perfect in an initial v
eppointed'agent may become' lees enthusiastie wit]
parture of bis Cenadian visitor andi sales results m
tremiely disappointing. Again, With ail the energy
intentionsi the werld, conditions may arise aften 1
dien's departure which temperarily prevent sales. 1
petition may appeer, exehange may upset prices,
buying depression may comeoever the market; any c
dozen things may rentier the expense ef the person
more or lees financiel~ loss. Se much for the adveni
disedvàntaget ef foreign visiting.

Medium of Gevernment Trade Commnissiouer

If any Canadian manufacturer will write te
mercial intelligence Branch, Depertment of Tredeî
merce, Ottawa, ho will receive free the "Weekly
anti ho placeti on the niling liet for future issues.
publishing reports on the peesibilities for Canedial
in various countries, and trade inquiries for specifi
frei foreign buyers, the bulletin furniehes the ni
addresses et- the Canadian trade commiesioners a
dieu commercial agents comprising our own stal
Argentine, Australie, Brazil, British West Indu,

ýCuba, France, iollanti, Belgium, Italy, Japan, Ne~w
South Africa andi the Unitedi Kingdem. In etiditio
lisheti the atidresses of British consulaton whose ohl
been instructeti by the British Foneign Office to ai
quiries fremi andi givo information te Canadiens wh
consUlt thoni in reference te trade Inattere.

Tii. duties et the Canadian tratie commissi(
inany, but their principal oe is well defined-i.e., t(
utmest te premote the expert of Capadian prod
manufactured articles. It mey theretore be t
grantoti bY oveny Canadien manufacturer thnt b. haE
andi capable friend in every country where our owni
sieners eperate, andi, shall we say, a sympathetie
anc. in the British onmulates uwhih ar~e wegld su.r


