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ANNEX IT:
VISITS AND TRADE FAIRS

* Get the most out of your trip by making sure
that it does not coincide with traditional holiday
periods. (For example, not much work would be
accomplished in Rio de Janeiro during Canﬁval.): !

» Write to your trade commissioner upon :

Visits to potential target markets will help you

-answer the following questions:

e Is there a real (as opposed to perceived) need
. or desire for your product?
e Are there financially stable importers who are
- eager and able to accept your business?

_environment what you thought it was?
* .o Is there competition you didn’t foresee and can
© you »meet it?

] ‘I‘s}the economic, social, cultural and political

returning to Canada and let s/he know how

your meetings went, who your agent. is. (xf you
appointed one) and what your future plans are.

Keeping trade commissioners.fully 1nforn1ed‘ ;

helps them in lookrng out for sales'leads and
opportunities. s ' .

DON’Ts .
e Don’t start out on aforelgn\ arket visit withou

learn as much about the country, its peop!e ; |
and the market by osmosis as you would ina




