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5 
BUSINESS GUIDE: 
MOVING INTO MEXICO 

THE NORTH AMERICAN FREE 

. TFÉADE  AGREEMENT  (NAFTA) 

The NAFT"1. expands  C in  ida  s free-trade ii.rea of 
•• 270 raiilionipeopl.ein'tO.- inifiket'etif 360 million — 

; 	 td,all'ttet larger-than tia4;:feeTtiâtion of rite I 's 

dilintries  of the Furopean  Union and one mdrhs 

total North  'American rairia'utpf[i;7 trillh  te  

Mexico is:Canad.i's most impon ant_ tra ding partner 
in I ttiii'AMériceVreô-wa ,  merehatiàise trade': 
\sith in 1994  andds 

c‘ncLted:tn:eiteed $7 billien hs ,  the end  o th e  
dcoadi:" 

Canadian ditect investment in  \lexi.D1Sgrv ttrg  

rapidW,giheidâsiriefierii $452 million in 19' 1 ru  

ovei$1i2ihillionin1 994 

•rhti guide has been prepared:with the problems 
irils:2.rent to the tieo exporter in'Hind. Tioit\ 	er, It 

.1:,•nor-exiiaustive. "flic difieting 

interesistand needs ofinddritli'ite&friiediiict ., ill  
in fl uence their strategies  Ii. r the Mékieàrithiarket 

iujficr assistapcé•ean be obiaiiiéd.by addiessing 
.••• ri.oliests to tile•Interriational:.Trade;:enties (see • 

Wiietri:Tb 	 ntac r the 1 nfoCentr. e at  

.1d l. 1-t-;00-267-8376 or (613 944-4000 
Fis 613) 996-9709  

(613) 944500 
te  

13,;;.ard tIllI4): 

f,800-628.11 ,581 or f613)iO44:15tt; 

Interner: htt .p://t,vvor ,.11"Mit-rnacci.gc:e2 
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Indirect Exporting 
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Costing and Strategy 
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