fand receives a commission from the exporter. A
representative is a specialized agent who generally
‘operates within a specific geographnc terntoryt?»f‘
and who sells related hnes of goods " :

CHOOSING AN E!

NTRY STRATEGY

Export success depends on many factors. If you
are a manufacturer, you should have an
effective way of getting your goods into and
distributed in the foreign market, which may
involve using intermediaries, direct selling or

‘partnering. If you export services, you should
i ‘ha?oe a mechanism that will help you secure
~and ‘manage contracts in the market, which
Eusually involves some form of local presence.

The characteristics and regulations of the target
‘ market will help you determme WhJCh entry strategy

; 'dxfferences compiex local business practlces and
:mlfamﬂtar legal envn'onments it is often better to find

Both agents and representatives are authorized
to enter into contractual sales agreements with
foreign customers on behalf of the Canadian
exporter. They are usually paid on a commission
basis only when they sell your product.

An agreement with a foreign agent or repre-
sentative immediately gives the Canadian com-

pany an established sales presence in the foreign
market. This approach is less costly than setting
up your own direct sales operation and allows
you to make more frequent sales calls It also
gives you control over the product and its pnce —
an important advantage 5

tices, legal ‘rules and cultural trad1t10n

‘ Forergn Distributors :
Unhke agents, dlstnbutoxs actually_purchase the
. exporters product and resells it to lo

h 7:'fi>\0ften d:stnbutorsi etthe selhng price, provrde i
kbuyer f1nanc1ng, and look after warranty and ;

. semce needs

34 A mgmfieant advantage is that the:dlstnbutor is

~ often’ able to prowde after—sales s" i

supplymg 1nformat10n on local business prac-

l customers.




