
AVOIDUNG POTENTIAL PITFALLS
are noted some of the potenti dfflculties you may enicounter, together wih Canadan cor anes'
Dn 110w t0 avoid or overcome them.

3ING YOUR ENTRY STRATEGY AND TACTICS

At toast start by consulting a Trade Commissiorier. The
overseas tracie offices were found to be most usetul in giving
advlce on the "ie of the land".

If you do your own market study, senci top-level people from

~ o . ;the parentcompany whoeabltofocuon keifomaton

Take full advantags of the informTation you can get through
trade associations, the expeaiOnce of your peers, and explore
the trade magazines. In the UI< you MI flnd market and
company data eastly, flot so in the rest of Europe where you
wviIl have f0 rely muwh more on talking to people in the industry.

If you go for the acquisition process, exploit to the fuit the
knowlsdge and experience of exlsttng key staff.
Survey ail European countries, not just one. Conditions could
be very different next door. Aiso you might be able to ide"tf
scae factors acroos Europe for your product.

Compare a nunter 0f countries on a 10 point scale using
factors such as:
- easO of acquisition
- eaue 0f repatriatlng money
- taxation level

IV to deIde on thé-gvmnn netvsaalNiyso be treated as a


