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Best Practices in relationship building

♦ Offer exceptional response time.

♦ Deliver pertinent information.

♦ Demonstrate honesty in professional and personal dealings.

♦ Convey a genuine interest and understanding of local market conditions.

You should also maintain visibility and provide support after a partnership with a Canadian company has 
been secured. In many cases, trade commissioners will inherit local market portfolios with contacts that 
have a history of successful partnerships with Canadian companies. In these cases, it is your responsibility 
to maintain a positive relationship with the local company in order to strengthen the relationship.

The international market is highly competitive. Local companies will choose partnerships with Canadian 
companies based not only on a great business fit and the potential for new opportunities, but also on the 
quality of the personal relationship with you, as well as previous experience with Canadian companies.
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