ANNEX III:
EXHIBITING OVERSEAS

After your first market visit, you may decide to
exhibit your company’s products and services at
an international trade fair. The trade commis-

‘sioner in the host country is your best source of

information on any fair in the territory.

- : Exhlbltmg at a trade fair requires careful advance
~ planning. Give yourself a full 12 months to plan

and prepare for your participation. The main

 activities that an exhibitor should undertake
»prior to the ‘fairﬁ are summarized below.

See Sectzon‘ 11 for detalls on where and how to
obtam mformatzon and assistance for exhibiting

at mtematlonal trade fazrs

12 MONTHS IN ADVANCE

Learn about the fair by consulting literature such

~ as show brochures, guldes and catalogues. This
" information w111 help you answer the questions
. below and carry out the necessary activities:
e How large an area does the fair cover?

' What is the range of products?

* How many v151tors, and from how many coun-
tries, attended last year and in previous years?

- * How many companies exhibited last year? What

countries were they from and is partxcxpatlon
mcreasmg or declmmg'v’

What is the cost of booth space? What services
are included and what is the cost of services
that are not included?

What is the deadline for reserving booth?

What are the Customs and import regulations
for the products you are exhibiting® Are special
licences required? Can the goods be easily
taken back to Canada® ‘ -

Are there other exhibit or business oppor-
tunities available in conjunction with the fa1r° B
What is the cost of clearing samples? '
What is the cost of an interpreter, if o
needed? : :




