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tor. Each document also under-
goes a thorough process of indus-
try validation to ensure the infor-
mation is both relevant, and cur-

" rent.

What'’s In It

The knowledge base is divided
into information categories for
exporters to Mexico: Market
Summaries; Market Profiles;
Business Guides; Business Tools.

A Market Summary, for exam-
ple, contains up to 10 pages of\

tightly formatted information %
that provides an overview of thé -
market potent1a1 for g_gnamm v

companies. mih)
includes an mvaluable’
of up-to-date gove rdd
ments and phoné’
Mexico and Canad'

consulted for adch ig]

free of charge in |
and electromcaﬁ ¢
modem, all thro bh DF Ay
InfoCentre . M
Market Profil j
depth look at the’ 1]

are approximately 60 pages and
can be accessed free of charge by
modem through DFAITs Info-
Centre Bulletin Board (IBB) by
calling 1-800-628-1581 or, in the
Ottawa area, (613) 944-1581; or
purchased in hard copy from
Prospectus Inc., tel.: (613) 231-
2727, fax: (613) 237-7666.
Business Guides are compre-
hensive publications that focus on
specific issues that may be per-
ceived as a problem or obstacle to
entering the Mexican market.
Nine guides are available, cover-
ing, among other topics: market-
ing, government procurement,
export regulations and proce-

dures, and partnering. Each guide
is available free of charge by
modem through DFAIT’s IBB or

purchased in hard copy from

 Prospectus Inc.

In addition, the Export i
knowledge base includes Export
Planning Tools, templates that
have been created to guide the
exporter through the export plan-

Material is also available on-line,

ning process. Other Reference hed
the
covering topics essentle.:%;)1 the

export decision, such ¢
ates trade fairs and profe

tanff
i al

y com ter yep

formatted mforma’mon across an
entire economy. Everything busi-
ness people need to guide their
business decisions around Mexico
is available at their fingertips, 24
hours a day.

Export i is expected to be par-
ticularly useful for small- and
medium-size companies which
often do not have the research
resources needed to thoroughly
investigate a foreign market. Too
often, they have found that pub-
lished information is either out of
date or not relevant to their
needs. It's sometimes difficult to
find out where to go for help.
Export i intends to fill this gap by
providing timely, relevant and

focussed information to support

business decision making related
to export strategy and develop-
ment.

This project has been support—
ed in part by sponsorship from
private-sector companies, such as
the Toronto office of Baker &
McKenzie, Barristers and Solici-
tors and Federal Express Canada
port i is being official-

xport ica is save a cornpa-
ny ho ] ‘¢h and ensure
. that s ort styategy is prem-

&

ls\ed on cura bg7up-to-date infor-
mation &1 the difficulty of

accessing current information in a
rapidly changing marketplace, the
Export i program is expected to
become a vital strategic resource
for many Canadian companies,
giving them an asset that, until
now, could have cost them valu-
able time and substantial research
dollars. The Export i knowledge
base will fuel export development
by making key information
instantly available to businesses
that are targeting Mexico as an
emerging opportunity.

For more information on
Export i, please order a catalogue
of the publications from DFAIT’s
InfoCentre (see box bottom of
page 8).

Number to Note

A transposed digit in the
- Netherlands Supplement
(Vol. 13, No. 14, September 5,
1995 issue) rendered incor-.
. “rect the telephone number for .
. the Toronto-based Canada/ .
Netherlands Chamber of
Commerce in Canada. ‘The
correct number is: (416) 368-
0350. ‘
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