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BUSINESS GUIDE: 
DISTRIBUTION CHANNELS IN MEXICO 20 

If the agent is a company employing a group of representatives, the Canadian 
exporter needs to be sure that it does not carry competing lines. The agent must 
not act as the exclusive representative of the exporter under such circumstances. 
If the agent is to be responsible for physical distribution, it must also have 
adequate warehouse and related facilities. 

The agent is the importer of record, but does not necessarily physically handle the 
product. Government entities and large end users, for example, typically take 
delivery at the border and handle their own customs clearance. In other cases, 
shipments might go directly from Canada to distributors, with the agent managing 
logistics, but not the product. In these circumstances some companies (  hire 
individuals to act as their agents. If so, the exporter should take precautions to 
avoid establishing an employment relationship, since this can make termination 
difficult, even if the agent fails to meet his or her contractual obligations. A related 
risk is that the exporter can be legally bound by the actions of the agent. 

Depending on the product, the agent may deal with a number of distributors in 
order to achieve regional coverage. Nonetheless, trade liberalization and the 
devaluation have given a boost to large national distributors. Smaller distributors 
and agents are being forced to consolidate ties in other regions in order to remain 
competitive. In the long term, this will be advantageous to Canadian exporters. 

A good example of this issue is imported wine. The three principal markets for 
wine are Mexico City, the border cities (including Monterrey), and the coastal 
tourist resorts. Each of these markets has different ways of importing, and 
distributors in Mexico City are not always in a good position to import directly to 
places like Canctin or Monterrey. Alliances of centralized import agents and 
regional distributors are developing to better serve this market on behalf of 
foreign wineries. In this example, an agent might handle a Canadian wine 
exclusively, and work in partnership with distributors in each of the three markets. 
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