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8. For high ticket items, suppliers should croate financiflg packages to lease or seil
equipment in Chule.
Financing aspects of a purchase are fundamental in such a competitive market as
Chile. Purchasers normally wiIl look for the most convenient credits obtained f rom the
government of the supplier's country.
Larger buyers may request financing facilities directly with international banking
groups, rather than obtaining local credit, which normally ia more restrictive and
expensive. Smaller buyers may request direct credit from the suppliers, who might
have botter access to preferential terms.

9. Equipment trials, coordinated through an entity as Fundacion Chile, is an excellent
sales strategy 'that would help the supplier validate equîpment performance dlaims.

5.2 Choloe of Market Reprosentativos

The selection of a market representative should b. considered carefully by the
consultant or equipment supplier. Even though the above mentioned strategies
recommend that the role of your local representative be limited to that of project
identification, the image of your representation is the Chilean market will have a direct
bearing on your image in the marketplace.
Comnanies lookinc for an qannt or mnresentative are recommended to first contact


