AGENTS

An agent represents the interests of the supplier, and arranges contracts with
end-users, but does not take title to the goods. The sales contract is between
the Canadian exporting company and the purchasing entity. This way, the
supplier retains control over the price, promotion and market strategies and
also bears the risks of the deal. The agent receives a commission or a salary.
To represent the supplier in bid proceedings, the agent must be given formal
powers to commit the company.

A person who acts as an agent is protected by the federal labour law, which
includes the right to severance pay in the event of wrongful dismissal.

DISTRIBUTORS

A distributor differs from an agent in that the distributor normally takes title to
the goods. A distributor buys from a variety of suppliers, and maintains at least a
limited stock of equipment and spare parts. The distributor contracts directly
with the buyer and therefore bears the risks and is responsible for all promotion
and sales strategies in Mexico. The disadvantage of this arrangement is that

the exporter cannot control the distributor’s mark-up or the price charged to

the end user. '

SEI.ECTING AN AGENT OR DISTRIBUTOR

The selection of an agent, representative or distributor can be one of the most
important decisions a firm will make in entering the market. One of the most
difficult tasks is screening and assessing potential local agents. It is common to
take six months to a year to choose the ideal candidate. The main steps in the
process are the/following:

B contact the Canadian Embassy to inquire about established agents,
representatives or distributors promoting or carrying medical equipment;

contact the local Cdmaras in this sector and ask for the same information;
meet with the people recommended to you;

screen them in accordance with pre-established criteria;

ensure that you check into their financial position and their moral reputation
in the market;

look for their dedication to the market;
visit their place of work and arrange to interview key members of the staff;

obtain references from customers ard colleagues; and

assess the capability of each potential partner to meet your sales objectives in
Mexico.

17
MARKET PROFILE &
OPPORTUNITIES IN MEXICO: MEDICAL EQUIPMENT AND HEALTH CARE SERVICES ¥



