you describe the Iyplcal
buyer distributor, agent or partner you
Evant to work with
efg |

-e When do you plcn fo visit the markef¢

Have you considered adapting your
r‘t)(.)cny and product llteroiure o ﬂ\e
tatthatfime? . - -

[fyou've already prov:ded this mformahon V

as a registered member of WIN Exports,

- the Trade Comm:ss:onerSemoes dient data- -

base, let your frade commissioner know.
'Why we need all .this

Don't hesitate to brag
about your accomplishments,
K you've just kanded an account
with a well-known Canadian
corporation, that connection can
goa long way with buyers
from Aflanta fo Zagreb.

i :'getbccktoyoumﬁun five:
* working days. Most of the .
fime, its nota Canadian who

answers your enquiry. More
than half of the 500 trade

.. commissioners working

abroad are sectoral specnahsls

who have been hired for their '

firsthand knowledge of the -
counry in which they live. You
too can benefit from their
market intelligence and valu- -
able connections.

You're a stranger in a strange land.
To successfully enter a foreign market, -
you need fo build a credible reputation

abroad. That foundation starts with your

Request personchzed core services

on-lme. 5
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