
State are many and varied, as are the distribution channels and marketing strategies
entrepreneurs can use to penetrate this geographical area of the U.S. To

demonstrate this diversity of opportunities and market-entry strategies, several

examples are presented below of Canadian establishments that have entered the New

York State or U.S. marketplace successfully. Initially, ail of these software firms

were smail businesses, often beginning as one- or maybe two-person operations.

The particular cases chosen to be presented in this Guide are representative of the

diversity of avenues that can be utilized to penetrate the U.S. marketplace.
Information for the cases is based upon telephone and in-person interviews.

a. Case #I: Establishment A

Establishment A is a Canadian firm. that has been selling software

applications in New York State and other parts of northeastemn United States for

approximately 15 years. Lt began as a two-person operation, and now employs

around 70 people. One of the initial founders of the firmn had been employed at

Statistics Canada for several years, and was very much interested in developing

computer applications that would integrate census data with other vital information

and enable the firmn to conduct marketing and location analyses for private-sector
businesses.


