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abour and govemment incentives to. help finance

OPPORTUNITIES IN MEXICO:
FooD AND BEVERAGE PROCESSING AND PACKAGING EQUIPMENT
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Fmally, a kcy-cllent large food-proccssmg company may suggest particular

~ distributors with whom thcy prefcr dealing. When choosing a representanvc,

,conmder these points:

thc extent of the region that can be covered

the price mark-up

the capability to adequately promote and advertise equipment
Bl competitive products carried by the distributor

B the ability to offer after-sales service

PROMOTING THE PRODUCT

"Promotion is an important aspect of getting products accepted and purchased in-

Mexico. Though this responsibility is often relegated to a local representative,

_ Canadian exporters should be aware of the various promotional options and costs.

Few distributors have the budget to adequately promote products on their own. A
promotional plan should be jointly developed by the manufacturer and distributor
and an agreement made as to which partner will bear these marketing costs.

Food processing equipment is typically promoted through:

B spcc1a11zcd trade shows

tradc magazmcs and publlcatlons

_seminars

2 productiliterature” s

'TRAbE SHOWSV

Trade shows are a popular forum for executives to meet in Mexico, to gather

- information on new technologies and to assess opportunities without having to

commit themselves. With the relaxation of trade rules and the lowering of tariffs,
there have been an increasing number of trade shows in Mexico, and it has a well-
.established infrastructure for mounting these expositions. Mexicans frequently

--travel abroad to trade shows to keep abreast of developments in their respective

fields, although they may be less able to do so since the devaluation.

.. Concurrent seminars and workshops are often used by exhibitors to provide

greater detail and explanation to a potential client on the merits of the new
-technology being offered.
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