
Journals that serve the existing U.S. trade can also provide useful insights for the

potential exporting firm. For example, American Printer, lin September 1993, ran an article of

particular interest, "How to Conduct Market Research". The item is a case study documenting

the efforts of Printing Arts in Minneapolis to find and explore new opportunities in the existing

account base of the firm. The program is described as providing Printing Arts with information

such as client mission statements, marketing directions, geographic markets, status of

competitors, and history with Printing Arts.

The August 1993 issue (v. 211) of American Printer reminds firms to stick to niches that

have proven to be successful. The article makes the point that past success can be transferred

to new markets. This echoes the view of many of the Canadian executives who had successfully

penetrated the U.S. market.

Firms wishing to find a niche in a quality-based strategy niight look at a review of Total

Quality Management (TQM) in the same issue of American Prinrer (August 1993). TQM was

seen as a necessity in maintaining a competitive edge in today's competitive environment. A

case study of the successful niche strategy of HM Graphics of Milwaukee, Wisconsin is

described in the July 1993 (v. 211) issue. According to the article, HM Graphics discovered,
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