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et xcept as partners in cer-
i tain joint ventures, for-
eign companies operating
in Indonesia are not

direct importation, trade and distri-
bution activities. Hence, foreign
firms must establish some form of
agent or distributor arrangement in
order to sell their products and/or
services in the Indonesian market.

A few Canadian firms have
agents in Singapore or Hong Kong.
Experience, however, suggests that
it is difficult to secure sustained
business without representation in

Indonesia itself. As a result, the
use of an aggressive and active
agent is likely to be the most effec-
tive means of expanding sales in
Indonesia.

There are several other factors
that make an agent or distributor
necessary: they can be invaluable in
the processing of paperwork and
obtaining necessary permits and
licences; they can help in the nurtur-
ing of business relationships; they
can be useful in overcoming lan-
guage barriers; and they can provide
an existing network of contacts.
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Use an Agent/Distributor to Access Indonesia

agent or distributor is found, the
selection process must be carried
out in Indonesia.

The Commercial Division of the
Canadian Embassy has compiled a
selection of agents and can help in
identifying appropriate contacts.

Follow-Up

Appropriate follow-up can be cru-
cial to the success of a business
visit. Thank-you notes, as well as
samples, brochures and requested
information, should be quickly dis-
patched upon return to Canada.
Regular correspondence with con-
tacts established in Indonesia, as
well as the Commercial Division at
the Embassy, will serve to promote
confidence and establish legitimacy.
It is especially important to advise
the Embassy of new business rela-
tionships so that the Embassy can
gauge the efficacy of its own con-
tacts.

After the visit, the firm should
keep the Embassy in Jakarta
informed about subsequent plans.
Such information is held in complete
confidence and allows the trade offi-
cers to keep a company’s interests
in mind as additional opportunities
develop.

“Sepvices of the

Ganadian Emhassy

The Trade Division of the
Canadian Embassy in Jakarta func-
tions as a liaison office between
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