
6. Additional Comments: (cont'd) 

EXPLANAT1pN of CODES 

1. COMPANY OBJECTIVES 

Check J beside your top 5 objectjves and indicate on the scale (1 =tow: 5 =high), the level of success attained. 

2. EFFECTIVENESS of ITINERARY 

Did you meet the right people, at the rightlevelbf decision making. Werethey the peopleYou expected to meet, regardless ofthie 
outcome of'your  discussions.  Rate thé effeCtiVeness of Your itinerary/meetings. 

3. ASSESS VALUE of .the MISSION in RELATION to your EXPORT STRATEGY 

Ass'éss the mission in terms'of it's value in increasing . your 'understanding of the business oPportunities ih the marketplace and adding 
to yOur knowledge base for developing an expoit strategy. 

RATE VALUE of GOV'T.'SPONSORED MISSIONS OVER PRIVATE VlS1T 

Rate the value of Gov't. Sponsorship es opposed to ah independent visit. How important Wes official Gov't. sponitorshtp for' this 
mission. 

5. SALES POTENTIAL for your PRODUCTS 

What is your assessment of the sales potential for your productsin this market. 

6. ADD'ITIONAL COMMENTS: 

Commenion any  other  aspect  of the DFAIT or your own involvement which could be improved upon for 'future trade missions. 

FOOTNOTE: 

ResPonsé to the foregoing questions assists I:WAIT in assessing the effectiveness'of the mission 
program. Feed-back`from indiUstrY enSOres that;trade  missions are  developed in PartnershiP With 
particiPating ,icbrimeniesi'and planned - th éxpancl théir knowlèdàe Of ekport markets. 


