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BusiNEss GUIDE:
MOVING INTO MEXICO

Inland freight {bring to  # Loading
international carrier) # Inland transport
8 Tailgating
8 Unloading

Loding %@ Demurrage {for delays)
# Storage {may involve refrigeration)
# Wharfoge
® Special charges (long and/or heavy loads, congestion)
% Loding charges

Transportation # Freight

Landing # Unloading
& Storage (may involve refrigeration)
- 8 Customs clearance
¥ Duties
#2 Customs brokers’ fees

Delivery - # Reloading charges
® Transport fo final destination
& Unloading charges

The result of this calculation should be compared with the prices of competing
goods or services in Mexico. If the costs do not seem competitive with what is-
known of the Mexican market, the costing sheet can be used to identify expenses
that can be reduced or eliminated. The company can then develop a pricing
strategy and a sense of its bottom line for use in negotiations with Mexican
partners, agents, distributors, retailers or buyers.

Costing estimates should factor in the effect of different rates of inflation in the
two countries, as well as differing interest rates, fluctuating exchange rates,
taxation and changes to tariffs that are part of the North American Free Trade
Agreement (NAFTA) implementation process over the next few years. '
Some financing items are comparable to expenses that might be incurred in
domestic transactions. However, the costs associated with exchange rate
fluctuations are unique to international transactions and need to be accounted for.
Other costs may involve specialized services such as the sale of receivables at a
discount, the posting of performance guarantees, or the purchase of export credit
insurance. There are also costs associated with verifying the creditworthiness of
foreign buyers or partners. Though crucial to minimizing risk, such information
may not be readily available or may incur significant additional expense, which
needs to be factored into cost calculations.




