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In every case however, it is shown Éhat the smallest companies wg1 

have to rationalize their oparstione by focusing on à spetific- market 

aegment. Thia should nt  he too hard to do since Most Of  'the are 

already aPecialized In à very small segMent of the  production  process. 

Grove 

For Canadian firma that want tp expend their market, thia means. going 

overseas and trying to gain a share of the third:CoUntriea market. We 

Bee twO Way u  to do business with these çonntriea 

'Directly from the Canadian office. 

2-  Opening a mneW office in the Community. 

Let: u lookat the first option. 

'A strong-Canadian company cond decide to do some representatinn in 

third countries ou its Own. This means that this firm la already 

very strong financially speaking, that its tethnology la ahead of 

the competition, that they are willing to inciir the costs of fo-

reign operations, promotion, 11 and D and travel. The hey-is to en-

anre à presence and in order to do that companies need a'strong fi-

nancial capacity.. 

On the ether heed, thesecOmpanies  are  keeping their independence. 

They still can do business whenever they leant with whoever they 

want. However, we do not expect many Canedian firms to do 80 since 

it requites  e  very strong financial capacity and a technelogical 

edge on the competition such as drilling In difficult environnent .. 

It is clear that not every large COmpany has a technologica/ edge on 

 the rest of the world. 

If the Company la noi intereated in taking all these risk, alone, 

another .  Ocenarto is possib/e in acquiring Or merging with European 

'firM. This implies however-that; 


