 DOING BUSINESS IN MEXICO

Canadlans 1ntend1ng to'do bus1ness in or W1th Mexxco should expect to find themselves o
' deallng with a profoundly different way of life. For example, Mexicans tend to be more

formal than Canadians or Americans. This means that you should try to amve for meetlngs :
“on time, equipped with both business cards and small talk about current events Personal
' connectxons are 1mportant for Mexicans, who by and large prefer to meet face-to-face i in
“the 1nterests of closer and more. trustlngrelatxonshxps rather than doing business on the.

"-More ektensive and —detailed‘ '
mformatlon about the MeX|can o

economy, emergmg busmess
opportunltles strategles for :

‘ penetratmg the MeX|can market )

. ~and Mexxcan business. pract|ces

is conta|ned in Canada - Mexico:;

* Partnering for Success, a

. f'p’ublitat__lbn co_—s'pOnsofed‘-by :
" DFAIT, the Bank of Montreal, -

‘Westem Economic Diversification

* Canada, Atlantic Canada

: Opportunities AgenCy and Baker -

& McKenzue In addltlon DFAIT
has prepared deta|led pfof Ies
- of some 30 key sectors ofthe
MeX|can economy that offer '
opportunltles for Canad:an
, busmess. For copies of elther

' -‘pl'ease contact the Infokx Centre - -

tollfree at 1-800-267-8376;
~ o Tor(613)944-4000.

telephone In fact, you may find yourself conductlng a good deal

- of bus1ness w1th Mex1cans over lunch in restaurants rather than
"'1nthe1roff1ces S Lo e -

The dominance of the family in Lleﬁcan life'is 'often‘reflected in'

" business, where the notjon of delegated responsibility is not easxly .
‘accepted. This sometxmes means Mexican subordinates are relue- -~

" tant to go beyond thelr instructions without spe01f1c authonzatlon -

: ‘optlng 1nstead to refer back to the1r managers :

’Generally speaklng, Memcans value respectful conduct and prefer :

to av01d conflict. Thus, lower—rankmg specialists may be reluctant
to offer’ unsollclted adviceto a generalist who is a senior member. .

_ of the’ flrm By the same token, reprimands .and changes in d1rec-
"~ - tion are handled d1screetly For example, employees are never :
. :repnmanded or corrected in front of the1r peers ‘ T

- Meucans are ever polxte and thus reluctant to dellver bad 1 news.

They also tend to be reluctant to say no. For newcomers, this -

~canbe easlly ‘misunderstood. Those unfamiliar with this trait may

requ1re some t1me in the Mexican milieu before they develop an

) understandxng of just how a “yes” response is to be 1nterpreted

These and other cultural characterlstlcs may make possxble

‘ventures in Mexico seem somewhat daunting, espe01ally fora

- company w1th llmlted 1nternatlonal experience. In such c1rcum-' -

~stances, it may take considerable tlme to analyse opportumtles '
" to carry out market research, to locate an agent or other type.

o S ~ of partner, to negotiate a contract or even to reach an informal
-the handbook or sector profiles, - .

understanding, and then to battle through red tape. All of this

‘can seem insurmountable. Sens:t1v1ty is essential, and there is
-~ no. substitute for experience. For those who persevere however
.the rewards are substantlal ' :

A good first step after wexghlng these and other issues related
' to the launch ofa Mexncan venture is tocontact the trade officer

at the nearest Intematlonal Trade. Centre, or your provincial trade 1 ministry. In Mexico, the
Commercial Division of the Canadlan Embassy can prov1de specific information on market
condltlons .and can dssist.in an 1n1t1al assessment of potential demand fora gwen product -
or service. The Commercial D1v1s1on can also arrange a program of appomtments w1th
potentlal agents or 1mporters : : : ‘




