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If you are a small- or medium-sized enterprise, it may be much more effective to
outsource your e-business needs to a hosting company. These Application Service
Providers (ASPs) are professionally equipped to set up hardware, software and security
systems that can provide many online tools, including those for:

e customer transactions;

¢ trade negotiations;

¢ foreign exchange services;

e credit protection; and

e financial operations such as accounts receivable.

Finding e-leads
Your potential e-customers may be out there, but how do you connect to them? There are
several mechanisms for tracking down business leads and opportunities. The major ones are:

e Trade lead services — Through your Virtual Trade Commissioner, you will
receive international business leads identified by trade commissioners abroad

(see www.infoexport.gc.ca).

* International marketplaces — Receive sales opportunities tailored specifically for your
business by e-mail with the SourceCAN.com Opportunity Matching Service. You
control how broadly or finely the leads are filtered before they get sent to you -
so you get only what you need. SourceCAN also offers features to help you find
business partners and post opportunities you would like to contract out. See
www.sourcecan.com.

e Search engines — be sure your Web site is listed with major international search engines
such as Google and Yahoo. Your hosting service or Web developer will do this for you.

e B2B exchanges — most of these exchanges specialize in sectors like metals, apparel and
forest products. They are a source of e-trade leads and may give you a more secure
e-business environment than the online international marketplaces can provide.

Checking e-leads

The precautions you use in traditional exporting, in verifying the trustworthiness
and stability of a potential export customer, for example, also apply to the world
of e-business. Some guidelines are:

e Be sure you know who you’re dealing with. Always verify addresses and avoid
doing business in countries that are known for fraud. If you can’t identify a potential
customer or the country of origin of an order, don’t proceed with the deal.

e Other characteristics of the potential customer’s country are also important. How
good is its communications infrastructure? How stable are its financial systems?
What level of political risk does it represent? As in all export operations, due
diligence is an essential precondition of success.

e Market research is a key component of evaluating e-leads. The principles of market
research are the same for e-business exporting as they are for traditional exporting.

e Credit assessments are as important in e-business as anywhere else. Credit card fraud is
on the rise, especially in certain parts of the world, so be doubly careful when dealing
with credit card purchases from these regions.
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