Going Global: Women Entrepreneurs in International Markets
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Entrepreneurs. The Task Force placed a great deal of importance on

women exporting and recefved submissions from relevant
businesswomen's groups. The Report's recommendations can be
viewed at www.liberal.parl.gc.ca/entrepreneur.

» The heavily-populated Montreal and Toronto markets are
scheduled to see Women's Entreprises Centres open, offering
export assistance similar to that provided by Western
Economic Diversification’s (WD) Women's Enterprise Initiative
and by the Atlantic Canada Opportunities Agency's (ACOA)
Women in Business Initiative.

» Last year, the second Canadian chapter of the Organization of
Women in International Trade (OWIT) was launched to advance
global trade opportunities for women. The new chapter in
Alberta joins its sister chapter in the east in Toronto. And
Alberta even hosted the organization’s Annual Conference in
Calgary in September 2003, the first time this event was held
in Canada.

» This spring Vancouver will host the Women Trading Globally
Trade Mission and Forum (www.womentradingglobally.com),
sponsored by RBC Financial Group in collaboration with the
Global Banking Alliance for Women. Delegates from the U.5.,
‘Australia, New Zealand and Ireland will meet Canadian
exporters there from March 31 to April 2 to forge international
business partnerships. (Additional business matching will
take place in Toronto April 5.)

With the latest statistics revealing that only 9% of Canadian
women business owners export, these developments are helping
to create an even more supportive environment to encourage
more women to expand internationally. Combine them with the
support of existing services offered by the Canadian Trade
Commissioner Service, Export Development Canada, WD, ACOA
and women’s business associations across Canada and the
message is clear: there is a host of services to tap into, most of
them even free or low-cost. Take the Virtual Trade Commissioner,

after she started exporting. “Everything is far more organized and
structured now than when | started, seit'smucheasneffor
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"Absolutely, women are becoming more accepted all over the
place,” adds Sylvie. "Some countries might be at level one,
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it is changing.”

"Although there are some countnes still uncomfoctable dealing
with businesswomen, that is changing rapidly,” says Lisa Olfman,
President & Co-Founder of award-winning Portfolio Entertainment
Inc. *When you participate in international shows, for example,
they are truly international — with people of all shapes and sizes,
who are there to do business.” _

Rosaleen Citron, the no-nonsense CEO of WhiteHat Inc — an IT
security provider — echoes these sentiments: "In preparing to
export and in selling to other countries, it doesn’t matter if you're
a man or woman, Certainly in the North American market and
increasingly in Europe, women are so much more accepted. At
the end of the day, what matters most is not your gender but
whether your goods get shipped to where they belong.”

The bottom line: Everyone wants women entrepreneurs to
succeed - both domestically and globally. As you read through the
profiles of the dynamic Canadian women exporters featured in this
4th annual supplement, remember one thing — you, too, can
succeed on the global stage. "We are a country that is welcomed
almost anywhere!” insists Sylvie Boileau.

LEARN FROM THE EXPERTS

The savvy women entrepreneurs featured in the following pages
have over 50 years of combined exporting expertise. Here they
share some of the biggest lessons they learned while expanding
their businesses beyond Canada’s borders:

"Since 9/11, we have been keenly aware of the need to use a
sales approach with the U.S. that is non-threatening. We talk
about the favourable exchange rate and that works well.”

MicHELLE YaTES, President, MAD Creations Inc.

“It's one thing to collect your receivables in Canada. But what if
a client from another country doesn’t pay their bill? It can cost
you more to go collect it than its original worth. I've learned that
accounts receivable insurance through EDC (Export Development
Canada) is a must; get it as soon as you can.

RosaLeen Cirron, CEO, WhiteHat Inc.

“At the beginning, we wasted a great deal of time and energy
pursuing or quoting on everything that came our way, lured into
believing these were all big projects when in fact it was often
Just a case of smoke and mirrors. It's important to find the right
contacts and right network in order to determine the legitimate
projects and the real decision-makers.”

Svwvie BoiLeau, President, Dubo Electric Ltd.

"It is better to charge in U.S. dollars if you are marketing to the
U.5. Americans typically don’t pick up on the fact there is a

price break if you charge in Canadian dollars. They just see the
price. You can do this easily by having an e-Commerce storefront
in U.5. dollars on your Web site and setting up a merchant
account with your bank.”

SusaN Sweeney, Founder & President, Connex Network Inc
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Background:
A member of the Squamish Nation, Pamela
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*¢ Be sure to follow up quickly with contacts you
make on trade missions.>®

Export Preparatlon

Exporting Advice:

B Be patient and research as much as
possible."For example, check out various
shippers and compare services and
prices. Don't settle for the first offer.”

B Translate your marketing materials. "If
you want to be taken seriously, invest
in translating your promotional literature,
including your business cards, into the
language of your target market.”

= Follow up. "Be sure to quickly get
back to the contacts you make on
trade missions.’

Future Exporting Goals:
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