
AGENTS AND REPRESENTATIVES 

Most Canadian companies currently exporting to Mexico are focussed on selling 
capital goods, machinery, equipment, or components for assembly. A preferred and 
quite common approach for such companies is to enter into a relationship with a 
Mexican agent. 

Agents obtain and transmit orders from customers, and receive a commission from 
the exporter in return for their efforts. The agent sells at prices you set and does 
not normally stock your product. If you use an agent, however, remember that the 
risk associated with loss or nonpayment, and the responsibility for service and 
warranty remain with you, the Canadian exporter. Manufacturers' representatives 
are specialized agents who generally operate within a given geographic territory 
and sell related lines of manufactured goods to a specific group of customers. 

Agents solicit business on behalf of their principals but do not take title to goods. 

Many of them specialize in a particular product line or industrial sector where they 
have built up a network of contacts. In selecting an agent, key considerations 
include the regions covered, product lines handled, knowledge of the product, 
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For smaller companies that have never exported, the use of intermediaries such as 
an agent, a foreign distributor, or a Canadian trading house, is likely to be an 
effective way of entering the Mexican market. This is particularly true if some or 
all of the following conditions apply: 

El the firm is unfamiliar with Mexico; 

El it plans to make only small or intermittent export sales; 

Il it sells a low-cost, mass-produced product; 

D the Mexican market for the product has a large number of end-users and high 
sales potential; 

• the product requires extensive on-site training and support; 

• the company is not able to provide after-sales service or customer support; or 

B the product is normally sold through distributors in Mexico. 
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