
Appinmen1s with individual buyers are often neces-
sary. Asa matter of good fom ht is usually advisable
to start witJh the director of purch~asing or his oqulva-
lent. and, through him, meat the~ proper buyers.
Advance notificoation in such ceases is advlsable.

A oplate prasentation on the first caUl ia important.
Ti hoirid include litarature, specifications, samples
iposble, and ail the price, dalivery and quai ity-

coto information a buyer needs to evaluate yotur
caaiiisagainst his current sources. Many buyers

kep p-date records on tJheir suppliers. A favour-
abeipression la madte if a résumé inclucting the fol-

lwing can ba supplled at the timne of the first visit:
-your namnd opn amades n ee

reserntative (if apial)
- the year in whloh your firm was established;
- size of plant;
- number of employees;
- principal products;
- geographical location of~ plant;
- a description of youir prodtuction facilities and

equlpmTint;
- available transportation facilties;
- approx1mate yearly sals volum~e;
- a. list of representative customers;
- a satternpnt of your financiai and credit ratings.
lIowever, before vlsiting the territory, we suggest that
you write to the Ganadian Consulate Ganeral, 2001
Bryan Towar, Suite 1600, Dallas, Texas 75201, UiSA, te
obtain preliminary information on local opportunities.
Vour latter shouldci ontain the following information:
1) a summary of vour past exparlença in is market

terrltory;
2) tha channel of distribution you wis*h to pursue;
3) prices f.o.b. factory bu>t also c.if. Dallas or an

Amearcan por1 t oetry andt expressed in U.
dollars;

4) delivery tîme scheduling from data of recdipt cf
ordar;

5) warranty offaraci;
6) rate of commilssion to manufacturer's represanta-

tiv or parcarntage discount structure for a dis-
tributor.
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