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PROMOTING EXPORT BUSINESS

Foreign Trade Must Bc Energetkcally Pusbed and Proper

1 Banklng Facilitios Provlded

The Canadian Bank of Commerce in a pampihlet entitled
"Expert Business," discusses the question of foreign trade
as follows:

"Ont of the sepics which is being seriousld3 useda
the present time by thinkin)g men the w\orld ovr i, business;
after she war. A)telaigcutisaemkn teuu
efforts te broaden the market fer the goodaý they have- te self
and the pertinent question with usý is -What i, Canadia doing
in this respect?

"During the' paist feýw yasour factories haveý been
deluged -with war orders, our plants have been greatly eni-
I;Irgedi te meet these dema;nds, and, %we are, prould te say,. a
skili in wr aniphas deeopdwich fas qulie x~ccde
our expectatiens. As :a consequence our prdutonbs in-
creaised enorrnous1y aiid \%e have enjoyýed unparalleled pros-
perit%, but a tinte wýill coine wVhenI war erdels wNill cease,
there mnay be little use fer inanvi% of the plant extens-ions and
numbers of workmnen will be idile, a situation which wNill bc

aggavaedby the return of our S<ldiers fromi the fronti. We'
shaHl theni be f.ftcd wvith sinaller incomesý andi a eaynational
debsit. c means ureonetaxation.-

'<We have herrowed ver\, large suins in both F.n,,glaind and
the Unte tates, the principal and initerecst on whiich we
mus.1t ende(iavor te pa;w il) geods. Our country i., liberally en-~
'dowedl with natural res;ources, the, production of foedstulfft,
and raw matrilsca be gteatlyincese andi fortunlately
these commeodities can bc rnarketed wvith compariativecae
lu the production cf ma;nuifactulreti gods we shaUl becu-
jectvd te Ille very ct- competition of ether mnanuifacturitig
couintries, but we helev sat th(. skill exhibîiteýd ini th(, pro-
duction of mniitioýns as forcibly demonsýtrateti our ability te
compete with any other countryv whiere reasoniable wages are
allowed te mloes anid thore appears te be ne reaison why
cair ianuifacturcs sheuld not fini a rea.dy sale. Our aim for
the futurie, shreoesoujlt be te increase the production of
the facterv as wevll as of ste flshery, farmi, forest and mine,
in order te create an exportable surplus and thus assure te,
cur countr-v at leasqt a recasonable proportion cf the prospecrity

it as enjoyeti in recenit %,cars,
"W hoildt rndreivoi te scek ai f air sh.kre of the o, d'

mmmerce. It is a recognizeti f act shat extensive trade over
tlie sea.,s ten-ds to qtabilize industry% hy ensuring te manu-
<adcurPrs Tnd irdcr are ~et cf ac-tivity. In-
creaseti orders; fromi forei roi '-ountriesý telidi se changv seaýsonlI
dernands to -teaidy demands thse year round, anid this k, the
ideal condition we s;houiti srek te) bring ab>out in this country.

Our Natural Advmntages.
"Ulntil rcently Canadians, with a few% notable excep-

tiqps, feît tha.t the, hrome market assufficient for their activi-
ties, anti few of our manufacturers, and preducers gave any
rensideration te) the question cf entering foreigo fillti.
f<ew, hewever, we realize Our ability anti iecessities and if
we art, aggressive our fereigu traie will doubticîs; develo)p
rapidily. Ini the expert of fotistuifsý anti raw materials we
pessess n dcideti advantage ever nxany other ceunituies, an
advantage dute primarily te nature's gencrosity in the pro-
vision cf reer ,andi we should therefore malte the most
of Our epportunities.

Must Be Prepmre Io Grant Crodit.
"A ari nmber of our rduesbsow il reluctance to,

-enter foreig-n markets, apparently labouring under the in-
pression that a fereign importer is -net as reliable te de busi-
niess with as a doxnestic client. This is quite an erroneous
idea. Tt is true tlsat the foreigai importer frequently seeks
timfe on his p)urcitases, se that if our ezcpsrters hopeý te
%ecure orders in couritries where it is usual te allow 30 e
90 or i2c days on purchases, credit must be'granted in ac-
cordlance with the urevasling custom. Creýît rtsl<s muat, of

*course. bc ir, carefully rcrutinized ii the foreizu mnarkets as
in those at home> but the banks anti mercantile agencies are
only tee nleaseti te secure renortN on foreign traders and te
place their facilitie- at the disnosal of all sitippers. T t is a
re(oôgni7zed fact that a reliable foreioen importer is iurN
jeP-loiý cf his rdit andc Meets; his (oligP-tions lu a prompt

an ýjifPror>' manner. A great many of our exporters are
inclineti te insist on cash with tIse order or cash on production

of the documents at the shipping port, but litife can be
gained in endcavoring to develop an export busi1Ass along
these lines. ,Thesýe are, of course, ideal ways in which te
do business, but ethe(r exlperting countries have seen fit te,
grant resnbecredit uhere conditions warrant it, and if
Dur exporters hope te succecd ini their foreign endeavors they
mnust at least accord sîmilar tenus; otherwise the business
wilI go elInee.l this connectbon we have in mÎnd a re-
cent order involving ovei $io,ooo which mîght have been
filied in this courntry, but which. went abroad s imply because
cash ,%an, insisted uponi befQre the goocls wecre shipped. If,
on the ether hatnd, the reastonable terras requested had been
açcded Io flot only this order but many future orders might
have resýulted.

SeIs.tlon and 8tudy of Foreign Filds.
-]n considering forcîgnl trade the mnarket is se wide that

it is, besmicring, and it is difficult te know just what country
etj courieis te cultivate. Naturally a producer, ne niatter
h ' )\ large, cannot cover all the counitries which import his
particular lune of goodý,,, and the selection of the fleld in which
to commerce operationsis 1 a matter çpf individual choice.
Once the decisien has been made, the exporter sheuld study
the, territory carefully, noting geographic and clinatic condi-
tions, general adlaptabllity cf his products te the market,

comptitonpresperity, of the inhabitants and their peculiar
needal, tariff s, local laws, credits required, most suitable
mnanner cf packing goods, steamship connections, and se, on.
To ca;rry on a successful foreign trade it is essential that
the local conditions and requirements should bc thoroughly
graspcd before one can hope te give entire satisfaction te
the fereign client.

Foreign Agenoies and Reprfllttlofl.
",Somne of the lairger corporations are aleay ell ,stab-

ljshedi in a number of foreignl ceunitries where they maintain
fully stocl<ed br.ainch houses or agencies, presided ever by
their own representatives wýho are naturally conversant with
local conditions. This is, of course, the best methed of
building up a connection abroad, as purchasers can inspect
the gcods with the further advantage of secuting immediate
delivery, which is necessarilv an important factor in effect-
ing sales. While the sma:ll manufacturer miay net be able te
vstablish a local warehouse hie can alasscure an energetic
and reliable local rep)resentaitive through whom, if hie gives,
satisfaction te bis. cu.sto-meýrs, he should he enabled te -de a
satisfactorv and profitable business.

"In view of the expenise incidentai te conducting a fereigu
business a1 number of smnall manufacturers in somewhat'
sirnilar, but non-compctitive fines-, miay agree te send a joint
irrsentative to a foreign field, thus dividing the expense
anriong several, and this plan bas beeni feund te work well
in rnany assin which net enilv the ability te organize, but
ailse the willingness cf the individual te subo)rdinaite his own
interests te those of the whole group have been in evidence.
The best results, ho)wevecr, cannet 'be expected frorn One
.salesma-n endeaivoringz te handle several absolutely different
fines such as, for instance, automobiles, dress geods and
callned meat-. This;, of course, weuld net necessarily apply
te a representative sent te al foreîgn ceuntry simply te

arrange for the appointment of mauatues agents.

Export CompUflieO
"The formation of numerousý expert companies ow.ntd and

controlle-d by varions manufacturing concerfis js eue of the
logical developments of ifter-the-wair trade, In this connec-
tien an export association has been formed in Canada, the
fuinctions ef which are te sýecure detailed infermation and
actual orders for its inembers, te initroduce buyers, te find
reliable agents, where representation is required, te cellect,
finance and maiçe shipments and se assist ini erganizing pro-
duction in Canlada xýe as te make possible the successful
executien of large expert orders."

NORTH AMERICAN LIFE CIVES PRIZES

During the monûx ef June business te the amounit of
over $,500,ooo was receîved bv the agency force of te
North American Life. This is the largest menthly total in
the history of ste colrnpanyv

Prizes rainging froin $125 down te -Si5 h ave been distri-
buted as a result of the company's sealed handicap contest,
whicb closed on jUne 29th


