
friction between Flemings and Walloons, Belglum la intro-
ducirng a federal system of governrnent to allow each
Ianguage/culture group Io have greater independence. Brus-
sels, the capital, is officially bilingual and has a separate
statua. Sensltivity to regional differencea la important for
anyone wishing to do business in Belgium.
Complete statistical information on the Belgian economy
and industry is readily availabl8 f rom government sources,
bar>ks or trade associations. The varlous trade associations
are a particularly good source of information on specific
manufacturing and service sectors of the economy.

Selling to the Belgian Market
As open to trade as Belgium may be, it la also a highly
competitive and sophisticated market allowlng duty-free
accesa for products of its neighbours in the EEC as well as
the European Free Trade Area (EFIA) countries for non-
agrîcultu rai producta and preferential arrangements for
mafhy developlng countries. Canadian firma that hope to seil
there must overcome the Common External Tariff (CET> as
well as compete on the basîs of quality, price and delivery.
How then does one approach this market? We cannot
attempt to provide an answer which will meet everyone's
needs since different products are sold in different ways,
and each manufacturer has a preferred method of opera-
tion. In some cases, direct sales may be the besi approach,
partlcularly when you are seilling to a large retail chain or
have only a few major industrial accounts.
More typîcally, Canadian firms use the services of an agent
or importe r/dlstributor. There are many auch organizations
in Belglum but the exporter must be careful to select the
best firm to do the job, Because of the competitiveness of
the market, it can sometimea be diffîcuit f0 locate sultable
representatives who are not already fully commltted.
While some representatives confine themselves to specific
regions of the country, moat represent the whole of Bel-
glum and many cover Luxembourg as well. A few of the
larger firma may have affillated organizations in the Nether-
landsa, northern France or West Germany, but this is lesa
common. Due te the relatlvely amaîl size cf the market they
serve, most distrîbutors tend to be less specialized in their
product lines than they would be, for example, in the United
States.


