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Small Business

10Stepping-stones

to Export Success .

Foreign markets offer small busi-
nesses an opportunity to increase
sales, improve profitability, lower
unit costs, diversify business activ-
ity, spread risk, gain new experi-
ence and develop new ideas.

The discipline of exporting forces
companies to focus their resources
more carefully and to organize
themselves more effectively.

Tips on how to enter foreign mar-
kets havebeen published in numer-
ous issues of CanadExport. The
following are from a publication by
Industry, Science and Technology
Canada. These guidelines can help
prepare companies entering inter-
national markets for the first time.

% AGEXPORT

Supplement: pp. I-IV

* Evaluate export potential
A good place to begin is by assess-
ing your company’s export poten-
tial. This involves evaluating both
Your organizational readiness and
your product readiness to enter in-
ternational markets. Exporting is
not foreveryone. Sufficient financial
resources and an organizational
commitment to expand interna-
tionally are prerequisites for suc-
cess. Before launching an export
drive, you need a clear idea of your
competitive advantage in your cur-
rent markets. What needs does your
product or service satisfy in the
Canadian market? Who already
uses it? Why?
Continued on page 4 — Stepping

November is Services Month

Novemberis Services Month in
Canada, a trade promotion initia-
tive that now is celebrating its sec-
ond anniversary.

It was initiated in 1991 by Minhis-
ter of Industry, Science and Tech-

be especially interested in acti-
vities such asthe workshop on“Con-
sulting Opportunities in World
Bank Agriculture Sector Projects”
or the release of a “World Market
Survey on Health Care Services”.

External Affairs and

International Trade Canada

nology and Of the 60-
Minister for plus initia-
International e tives Heing
Trade, Moisdes Negyteed Month Plarmed'%;;
Michael H. A4 ing Seryites
Wilson. : Month (5hf

This year, calendan Svﬁ
Services soonbez}%g

Month will focus on the impor-
tant contribution of the services
industry to Canadian prosperity
and will feature several activities
catering to the specific needs and
interests of Canada’s fast-growing
services sector.

Thetheme of Services Month’92
is “Strategies for Turning Opportu-
nities into Success”.

Highlights of the month-long
program will be the hosting, by
Minister Wilson, of two National
Conferences: one in Toronto (No-
vember 5); the other in Montreal
(November 26).

These conferences are a follow-up
to last year’s consultations with
services industries and will feature
top executives speaking about their
successindealing with key services
sector issues.

Trade in Services ,

A variety of international trade
promotioneventsandinitiatives will
be held during Services Month,
including seminars, trade missions,
the release of trade publications
and market study reports.

Companies and consultants who
seek to export their services will
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ExportVision is the flagship—
trade promotion event whichbegan
in October during Canada Inter-
national Trade Month. The ‘vi-
sion’extendsinto Novemberto cover
the services sector of Services
Month.

Under ExportVision, a group of
trade commissioners from Cana-
dian embassies around the world
will be in Canada to meet with

-services exporters and discuss

business opportunities in their re-
spective markets.

Continued on page 2 — Services

- D
INSIDE
Business Opportunities............ 3
Trade Fairs cceeeveeereeeneennne 5-6
Agro-Industrial Projects .......... 6
Priorities in Mexico..........cueu... 7
ABeNd.....eoenenereceirereeeeannen. 8

L]

s
=
S

O




