
Canaian xpoter t igpors may employ a number
oftraigmt s Exports may be handied through an
establisdtrdn firmn with branches in Sligpore anid

throghot Sigapre's maktin~g area or, if a stJbstan-
tJi vlme is invoved thy may etablish a branch

office. The majort of Canadian firms, however, engage

Thes strength of the Canadian cornpany and its products
will depend muc on the competence, credibility, and
image o the local representative. The key to securlng

ssane buinssi local and regional markets is
ensrig tatthe çtoser representative is both knowi-

edebeaout your prodtict and faum1llar with the busi-
nesspracicesin he particular market or sector. It is

often neesar 5 tfo relyon the0 agent t arrange appoint-
mnswith apprQpriate local business representatives

aswlia to process niccessary docuîments through
officiai chançnels.

Eperene Canaf1lan exporters have found that busi-
nes deelp ln requires positive initial contacts, the
esabihmn of legitimacy, and patience. Frequent

visis toSingpor will enabe you to maintain contacts
andlegtimcywhiIi. concurrently supporting the efforts
of yur eprsenative. In addition, technical support

throgh egtar training sessions in the latest develop-
met n naio n as tieyrelate toyour produticU

of araoun imortnceto yo&r agent as well as your
produt's cedibltyin he miarket.
Theseectnof n gent should be proached wltfi

som cuton.Threis no agny lin Stngapore:
agremens btwee agntsandtheir prin~cipals are

to apoit arepesetatve or a oneyear trial period,
the~ ~ ~ ~~~a aponmrtt ecni dif perfo~rmance is

satsfator. Dtaied urrnt redit report of the kind
avaiabl in anaa ae no ye avibe Iin Singapore.

The CaadianHig ommisiin ingapors ciii, how-
ever proidea sttusrepot o the suitabillty of a local

firmas n agntfro wich It c reditworthiness may

be juded. Su hreotsar free t ly orahse n s t-


