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Wlth the 1mp1ementatxon of the North Amencan Free Trade Agreement (NAFTA), new R
partnerships for Canadran busxnesses are emerglng in the United States and Mexico. To help =

. 'Canddian busmesses understand what is in-store, how to prepare,and how to take advantage

e “of our widening trade horizons, the Department of Foreign Affairs and Intematxonal Trade s

o (DFAIT) has produced this bnef guide to, these emergrng opportunmes

The Market )

" The three countnes in North Amenca have worked to liberalize trade among themselves
The result is a new single market of 360 million _people that exceeds the size of the European

- Commumty by some 30 million. Yet size is not the only cons1deratxon The North American
market is also charactenzed by higher hvrng standards polltxcal dnd economic stabrhty, and -

- astrong record of innovation and economic growth. Canadian hrms secking dynamie inter-~

- .7 national markets for thelr goods and servmes or lookxng for mvestment partners need search -
o no further than their own backyard :

o "_-'The Unrted States S

The Un1ted States has long been a pnmary focus for Canada’s trade The Canada-U S Free

. Trade Agreement (FTA) was a major step forward in opening up the Us. market to Canadran

_ -companies. The NAFTA’ conitinues the process. of liberalization, and Canadian ﬁrms, partlcu- :
larly in the serv1ces sector, wrll have better aceess to many U.S. government procurement -

- opportunities. This is a significant extension inasmuch as the U.S. government is the smgle :

- largest purchaser of goods and services in the world. In 1992, ‘purchases by the various
. federal departments and agencxes in-the u. S totalled USSZOO bllhon

' Memco

o The bus1ness environment in Mexrco has become especxally dynamnc in the wake of sweeplng

-social and economic changes that have lowered inflatjon, liberalized trade and reduced the.
regulatory burden on business. As a result the Mexican economy has been  growing by an-

“average of 3.5 percent a year for the past three years. In 1992, more than §6 bllllOl’l in foreign .

direct 1nvestment" entered the country, and unports rose by 22 percent over 1991.

Economlc growth in turn, has spurred demand for Canadxan goods in areas such as
. information technologies, transportation equipment and serviees, environmental equipment
- and services, engineering and construetion, agn-food and resource industries. Mexico is
 lready Canada’s. largest. tradxng partner in Latin America; two-way trade totalled $3.5 billion -
in1992. In: faet, Canada’s exports to Mexico 1ncreased by a striking 37.4 percent that year,
" to reach $771 million. Canadian companies have recogmzed the extent of the emergmg '
B opportunrty in 1992, Canadian exporters made some 4500 visits to the commerclal
- division of the Canadlan Embassy in Mexrco Clty, up from 2100 v1s1ts in 1991.

"~ This guide offers an overview of what these events mean for Canadlan comparues tis mtended
to help firms decide whether or not they should; pursue these opportunities. For those who do
want todo business.in- the North' Amencan marketplace, it offers some ideas of how to pro-

ceed and where to get help Readers seekmg more detailed information about domg busrness 2
- in Mexieo should refer to a DFAIT-sponsored publication entitled Canada - Mexico: Partnermg_‘

. for Success avallable through the Departments InfoEx Centre (see page 8)

. ‘All monetary values arein Canadlan dollars unless othenmse specxﬁed.




