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penetration and provides advice on such issues 
as immigration and work permits, professional 
registration, and U.S. government procurement 
policies. 

Entry into foreign markets is rarely easy. 
However, with careful targeting of markets, 
agressive promotion, and a commitment of 
adequate dollars and time, Canadian architects 
can expect to succeed in the American building 
market. We hope this handbook will assist 
Canadian firms in their exporting efforts. 


