
selection of a representative as they will b. your comparly's daily
link te the market, and the aqent's ability ta understand you and
your company's objectives in Peru i. essentiel. We strongly
recomuend face to face meetings in Lima as an essentiel part of
market evaluation and agent se3.ectien. The. Embassy can pravide a
list of well Jçnown and established commercial representatives.

Repeated visits ta the. market are aise essential flot only to
meet clients but aise te keep agents motivated. Companies
interested in exportinq min±ng equipment te Peru should b. prepared
te make a long term committment to the market which will allow for
several visits to Peru to b.ceme acquainte4 with the mînîng
community, Although important under normal circumstances, w. do
net encourage Canadian companies te visit some of the mine sites
due te present guerilla activities.

After sales service is a traditional weakness when doing
business in this manner and miners are w.ll aware of its
disadvantages. Kaving seen exemples cf success in Peru, w. are
convinced that companies which can cf fer immediate service and
spare parts sales are likely te benefit a great deal for taking the
risk of maintainiig a local spares inpvntory and of training local
service personnel. This can be ac lish.d through an agent,
aithough such a ommitmnt must of co us b. based on a solidly
informed appraisal of sales potential.. Local offices and
facilities have proved th.ir worth for a wide variety cf foreign
suppliers ef mining goods and services.

Joint-venture or licenced manufacturing can b. excellent
options. The capability of local manufacturers is quit.
sophistiçeted and their capabilities as partners shQuI4 net be
underestimated. M(ost are still quite limited in product range and
many have been active lv seekina Dartners to hein them exmand te new


