. reconfirm them Just before

A Checkllst for an Overseas Sales VISlt

Pre planrung is v1tal to a successful

s .- overseas sales trip. The followmg checklist. .
~ highlights a number of important details* -
" you should cover to make-the most of

- your first, exploratory overseas. sales tr1p

' ',0 If you intend to apply for PEMD
. assistance, make. your apphcatlon two )

_to three months pricr to -
. your planned departure

. Two or three months prior toﬁ'
- “your departure write to the o

-trade cornmissmn_er atthe .
‘Canadian embassy in your

target country(ies). and pro-'. - : &

vide details of your product

_ . or service and your plans to

‘market it. Ouitline your, -

. - objectives and expectations i-"
- _for this first exploratory trip.

- As soon as your travel plans

T are finalized, inform.the_

I trade comrmss1oner

* have approved the plan,
- make confirmed travel and
" hotel reservations and -

-you leave. .

"' Carry agood supply of

* business cards prmted in

R English or French on one -

-.side and, if possible; in the -

E language of the country to be
" visited on the other. Exchange busmess
_ cards with each of the contacts you visit.

.20

Include a supply of business stationery, .
' sales brochures, literature and photo-
- graphs-of your product for use abroad.
- A small dictaphone or recorder is very

. ilgiftS Téld_t,ed_gjt‘
your PTOduct 0

/. Canada are
¥ always welcome.

: dress code, meal

tlmes, how: to
address people,
‘and other
: customs wlll ,
a ellmmate small

- *problems and win |-
‘i;you the good wlll i

of your hosts
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~ service or to o

L thtle thlngs llke o
. e Usea rehable travel agent to knowlng the local 3
" help you plan your itinerary -
- and to take advantage ofthe - [
most efficient and ‘economi- ~ i
" cal travel routes. Whenyou

_ handy for rnaking on- the spot notes to . .
) »-,.yourself on meeting details; outcomes, . .
agréements and undertakmgs made dur- <

- mg your meetmgs ' -
.. 'Carry a list ofC LF. pnces ‘for allyour

.. products for each of the countries you'. ‘ '_
" plan to visit and of scheduled saxhngs to

these countnes from major .
Canadlan ports

* Samples of your products 1f o

feasible, or-small’ give-away

:-  gifts related to your. product
ot service or to Canada are.

' always welcomed by con- - .-
tacts. Check local -customs
’regulatlons on these with

. your trade commissiorier.

i o Ensire that you haveavalid® -

. Canadian passport and any.
_ visas requlred for your trip. -
Carry a few-extra passport .-

~ you. may need on the trip.
You should also be sure that -

~“you have an up-to-date

record of required immuniza- -

" tion shots and you should

carry it w1th your passport

o '.0- Obtam an mternahonal

driver’s licence if you- plan to .

. use'a car during your trip. If
you are renting a car, make
- reservations well in advance

~ and reconfirm them just .
before you leave T

¢ Take advantage of any ,
“memberships you may have _'

~in mternatlonal service clubs. Obtain
- addresses and. telephone numbers of - .

~- club branches in the cities you are vis-

- .iting and, if poss1ble the names of :con-. .

- “tacts. Service clubs are excellent ways

-,‘of makmg business contacts '

photos for additional visas® . .



