
Ssualler Canadian exoters supplying a llrnlted range

exotagents who I¶n9w the mrket well. Sorn export
agnsv1ist Nigeia frqutly and deal directly wlth

Nigerian wholealrs efet tvely ellminating the need

Medium and sma1i-size Nîgertan whot.salers and
distributors hanlng building m~aterils, r8w mat>erials,
foodstuffs, pharmaceutlçals and other protiucts often
prefer to deal with a slngie supplier. Preferred
suppllers are dtverulfied, international manufacturers
capable of oftering a 1broad range of merchanclise,
provlded, of course, that pipa and ivery terms are
competitive.
The companles handling the greatest volume of non-
food1 imports are generally foreign-owned trading
companies, long established ln Nigeria, The retait
trade, however, except for a few larger outlets. la
locally controlleri. Most buainesses In the distributive
trade are requtred to be 100 per cent Nlgerlan-owned.
The exceptions are compais handllng machNfnery
andi technical equlpmerit, large superrnarkets and
clepartmTent stores whch have 60> per cent NIgra
participation.
FlndiIng a goo4 Impre/dilstributor in Nigeria is often
a difficult task. WhileI therq le never a shortage of
volunteera, the chIalengesn.finding smoewith
the experlence lohanl the adinistrative complex-

ite o mporting, thereouce to finance lhe
trasacio, te nfluience to obtain th ncssr

entry aprvlthe technial ca ai fo provide on-
site service and$ the management skl tobrlng
everytbing together.
Before enterlng trade for the first time In Nigeria,
Canadian fiwns shouldch Ieck wlth the aaa HWgh
Commission in L.agos to obtain oredit referencea and
bank reports on the laiida orcompany lnvolved.
The High Commission bas 1111.. of Liona ftl frms andi
canen unl rvd nomto ntersz n

capailiies Whre copan isnotknon,


