~in exporting — activities that

_expertise, all of which should

’ ;.”The flrst step 1s to evaluate

EVALUATING YOUR
EXPORT POTENTIAL

Evaluate both your

organizational and

Let’s start by taking a look at
some of the activities involved

require time, effort, money and

be assessed before entering the
international marketplace.

exporting

your export potennal by taking
a careful look at yourself.

Determmlng whether your product or service is

suitable for sale abroad begins with an evalu-
ation of.rts competitive strengths and weak-
nesses in the Canadian market. It involves knowing

who buys your product or service at home, what

needs it satlsfles for emstmg customers, and its
strengths and weaknesses in companson to the

L competltlon ak

By answeriug‘the ‘following’questions you should
be able to assess: the competltlveness of your‘,

product or service.

- Who already uses your product or servwe’-’ Is it

- in broad general use or is it limited to a partic-

ular group? Is it particularly popular W1th Azl

certain age group‘J

product readiness
for exporting in the
following areas:

» financial resources

» possible competitive
advantages abroad

_» What are the techmcal orregulathY :
- ments? They may differ from country to country.
e What after-sales : service is needed"’ Is it locally

e What modifications are
required for it to appeal to cus-
tomers in a foreign market?

by climatic or geographic fac-
tors? If so, what are they?

» commitment to e What is its shelf llfe"’ Will it

be reduced by time m transn" _
. Does your product or servxce

be modlfled to recogmze the specific demandsk
of the forelgn stomer° Does 1t requlre spe01a1 :

; ‘you can export at a competitive pnce

available or is it up to you to prov1de it? If you
need to prov1de 1t do you have the resources"’ :

o Isits use influenced or affected




