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Learning to Do Business in Mexico 
There are many opportunities for 
Canadian companies in the Mexi-
can market. But taldng advantage 
of them can sometimes be difficult 
and time consuming. Market in-
formation is harder to obtain than 
it is in Canada — Mexico has only 
recently emerged from a long peri-
od of protectionism, and many bu-
sinesses have not yet fully adapted 
to the new market environment:\ 

Mexicans also bring; 	dis
tinctive set of values linty up4- 
ating methods to their bpsiness 

rn 
dealings. Canadians need.4fferet ) 
to appreciate this vey  
business culture, and to bq flexible, 
enough to operate in ;it. Piotential 
buyers and customers like toi do 
business with people thy kriow 
personally. Getting  t kri 
can require several trips 
before serious business 
Business relationships ai 
on fi-iendship and trust\M 
are reluctant to offend anYo 
feel more comfortable saying 

"yes", whether they mean it or not 
— a "yes" can mean "maybe" or 
even "no." 

Tlie EXport iMexico Knowledge 
Ba.s' A is  the  centrepiece of the 
Action Plan a'rid the starting 
eint for busine4es investigating 

the  Mexican earket. This com-
prehensive system allows busi-
ness people to research the mar- 

ket in depth, and supplies them 
with current information on 
market--ogio-a-unittes. A special 

e of,*e Knoviteçlge Base is 
onciseIaluationeof emerg- 
markepportunities and 

rket açééss issues — '1ols that 
ow busin4à ,people to have 

thèir export s4ategy /Prepared 
whèrk,  they à.dive to' test the 
Mexican,waters,-Id Knowledge 

ase also —ciffers market profiles 
summaries, handbooks on 

iness issues and a range of 
eful reference material. At the 

time of writing, about 75 per cent 
of Knowledge Base materials 
were completed and available. 

Individuals and companies 
interested in obtaining copies of 
the Dude Action Plan for Mexico 
and the Export i Mexico Know-
ledge Base Catalogue should 
contact the Latin America and 
Caribbean Branch — Mexico 
Division (LMR), Ottawa by facsi-
mile at (613) 943-8806. 

In this environment, careful pre-
paration, combined with the qb1. 
tyitet, adapt to constantly changiri 
circuMstances, are key  factors 6 
si,iccess There is no substitute for 

 first-Wind market reseaîch kid 
netwer>ing in Mexico,...„ 
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IN CANADA 

Latin America and Caribbean Branch - Mexico Division (LMR) 
Department of Foreign Affairs and International Trade 
125 Sussex Drive 
Ottawa KlA 0G2 
Tel.: (613) 996-5547; Fax: (613) 943-8806 

IN MEXICO 

The Embassy of Canada 
Schiller No. 529 
Apartado Postal 105-05 
Col. Polanco 
Mexico, D.F. 
Mexico 
Tel.: (011-525) 724-7900; Fax: (011-525) 724-7982 

Canadian Consulate 
Edificio Kalos, Piso C-1 
Local 108-A 
Zaragoza y Constitucién 

64000 Monterrey, Nuevo León 
Mexico 
Tel.: (011-528) 344-3200; Fax: (011-528) 344-3048 

Canadian Consulate 
Hotel Fiesta Americana 
Local 30-A 
Aurelio Aceves No 225 
Col. Vallarta Poniente 
44110 Guadalajara, Jalisco 
Mexico 
Tel.: (011-5236) 15-8665; Fax: (011-5236) 15-8665 
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