


2 www.canadexport.gc.ca

Contacts in Canada and Brazil

The Canadian Trade Policy Office is located at the Cana-
dian Embassy in Brasilia. Canadian trade development
offices are located at the Consulate General in Sao Paulo,
Consulate General in Rio de Janeiro and the Trade Office
in Belo Horizonte. These offices may be reached through
one central email address:
infocentre.brazil@international.gc.ca.

International Trade Canada’s World Markets Division:

wolc@international.gc.ca

Export Development Canada in Brazil
« Sao Paulo: cescobar@edc.ca
+ Rio de Janeiro: fcustodio@edc.ca

Regional Offices in Canada

(each with Brazil experts)
+ Vancouver:  vncvr@international.gc.ca

+ Edmonton: edmtn@international.gc.ca
+ Calgary: clgry@international.gc.ca
+ Saskatoon: ssktn@international.gc.ca
* Regina: rgina@international.gc.ca
+ Winnipeg: wnnpg@international.gc.ca
« Toronto: trnto@international.gc.ca
+ Montreal: mntrl@international.gc.ca
« Moncton: mnctn@international.gc.ca
+ Halifax: hlfax@international.gc.ca
+ Charlottetown: chltn@international.gc.ca
« St. John's: stjns@international.gc.ca

Relevant websites
+ Canadian Embassy in Brasilia:
www.international.gc.ca/brazil
+ Embassy of the Federative Republic of Brazil in
Canada: www.brasembottawa.org
» Access country-specific information, including
market studies and profiles at the
Canadian Trade Commissioner Service:
www.infoexport.gc.ca.
+ Team Canada Inc: www.exportsource.gc.ca.
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Business tips: Steering clear of potential pitfalls

Brazil, South America’s largest economy, offers
great business opportunities for exporters who

have researched and targeted this complex market.

CanadExport offers a few quick tips to consider
if you plan on taking your business to this
challenging yet rewarding market.

Get local, get in

There are many ways for Canadian companies
to enter the Brazilian market. All the customary
import methods exist including agents, distri-
butors, import houses, trading companies,
and subsidiaries of foreign firms. Most Canadian
exporters use local sales representatives with
technical capabilities or distributors.

As direct sales to the end user are rare, the key
to success is to maintain a solid and reliable
relationship with a suitable local firm, capable of

protecting and promoting your company’s interests.

During sales contract negotiations, local buyers
will almost always place an emphasis on quality,
technical assistance and training. The presence
of a local agent or distributor is essential in most
cases. As in other markets, the selection

of an agent requires careful g X
consideration. B

In Brazil, larger
representatives have
sales offices in
several cities to
supply buyers
throughout the
country, whereas
smaller representatives 5]
may either supply companies in a o
limited region or appoint “business
opportunity finders” in different
regions outside of their operational area.

The ability of an agent to cover the
country depends in large part on the item
being sold. If your product has just a few
buyers throughout Brazil, one agent may be
enough. However, if your product sells to a
wide potential market, the need for country-

Brasilia Sawador’ related to the non-

wide service facilities could place a much greater
demand on a single agent.

Culturally, Brazil is as diverse as all other countries
that make up Latin America, so a business approach
that is sensitive to this is required. Business is often
conducted in English, but promotional material
should be in Portuguese, Brazil’s official language.

While patience and understanding are
crucial for doing business in new markets,
demonstrating a long-term commitment
to the market is key.

Of course, learning Portuguese—or having a staff
member that can speak the language—would be
appreciated. Most importantly, however, it sends a
strong message to your local contacts that you are

committed and respectful of local culture.

Know before you go
Local import regulations can be confusing to a
first-time seller to Brazil. However, complying with
° local requirements are the responsibility of the
importer, who will normally process all the
necessary paperwork through a customs
broker. Nevertheless, Canadian
» exporters should really
Fﬂlﬁbla' _ understand the
- process and be
Redfe. familiar with the
’ regulations involved
to avoid costly delays

compliance of regulations.
While patience and

understanding are crucial

7’; for doing business in new
n‘{) markets, demonstrating a long-

term commitment to the market

is key. Make frequent visits to gain first-hand
knowledge of the people and place. It will
help steer you clear of potential pitfalls.
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Forestry sector market watch

Opportunities in Brazil's forestry sector are expected
to increase in the future with the expected investment
of some $17 billion in pulp and paper industry upgrades
and expansion projects over the next seven years.
That's about $6 billion to the paper industries,
$S9 billion to pulp industries and $2 billion to the
expansion of planted forest areas.

Business opportunities include:

« anti-corrosion products and technologies;

«industrial pulp and paper sludge

de-watering technology;

+odour control systems;

« consulting and engineering services;

» automated manufacturing process control;

» soft pulp for packaging and wrapping paper;

« IT solutions, machine upgrades and research

and technology;
« forestry management software;
» recycling and de-inking technologies;

Brazil’s Iguazu Falls

« paper and paperboard coated with kaolin; and

+ mechanized harvesting and transportation

equipment.

The Brazilian forestry sector, the largest in South
America, includes lumber, veneer, plywood, particle
board, fibre board, cellulose and paper. In 2005, this
sector accounted for 4.1% of the country’s total GDP
and reported $30 billion in revenues. It exported
$8.5 billion in forestry products and imported
S1.5 billion worth.

Most Brazilian companies are export-oriented and
are constantly upgrading capacity and technology to
increase production and reduce costs. In fact, Brazilian
companies are always looking for new technologies to
ensure their global competitiveness—good news for
Canadian exporters.

For more information on Brazil's forestry sector,
contact Paulo Limas, Canadian Consulate General in Sao
Paulo, email: paulo.limas@international.gc.ca.

Going for gold in the mining sector

Canadian mining sector exports to Brazil accounted
for $12.1 million in 2004 in a market supplied locally
and valued at some $5 billion—proof that there is a lot
of digging room for Canadian firms.

Moreover, according to the Brazilian
Association of Equipment, demand for
mining equipment should grow at 30%
per year over the next five years,
worth about $22 billion in sales.

There are various mining projects
planned or already underway
creating many opportunities for
suppliers of equipment and
services who are ready to expand
into this dynamic economy.

For example, Brazil's
Companhia Vale do Rio Doce—the
largest mining company in the
Americas—is considered to be the
sector’s main player in Brazil. It plans to
invest $u billion over five years to increase coal,
nickel and iron-ore production.

There are already more than 4o Canadian mineral
exploration companies active in Brazil—mainly gold,
nickel, diamond, copper and semi-precious stone

exploitations—and 10 mining equipment suppliers.
But there is room for more.
The Brazilian government is working to deregulate
and restructure the mining sector through the
implementation of a new mining code.
Exporters can expect to see impressive
growth based on the sheer size of
this territory and the diversity
of its geological resources.
Brazil boasts more than
1,700 open-pit mines and
180 underground mines. It
produces 22% of the world's
supply of iron ore and has
94% of the world's reserves
of niobium.
Primary mining contributes
about 2% to the country’s GDP, or
$18 billion in 2004, while mineral
transformation contributes 8% towards the
GDP, or about $71 billion.

For more information on Brazil's mining sector,
contact Franz Brandenberger, Canadian Trade
Office in Belo Horizonte, email:
franz.brandenberger@canada.org.br.
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AGRICULTURE, FOOD &
BEVERAGE

Sao Paulo, Brazil

September 12-14, 2006

Food Ingredients South America is the
world's fourth-largest food ingredients
show and the leading trade fair for new
trends, solutions and technology for the
food industry.

Contact: Marcio Francesquine, Canadian
Consulate General in Sao Paulo,

tel.: (o11-5511) 5509-4356,

fax: (011-55-11) 5509-4317, email:
marcio.Francesquine@international.gc.ca,
website: www.fisa.com.br,

ELECTRIC POWER EQUIPMENT
AND SERVICES

Belo Horizonte, Brazil

August 21-25, 2006

The National Seminar on Distribution of
Electric Power is the most important show

in Brazil in the power distribution sector.
Contact: Marie-Josée Gingras, Canadian
Consulate General in Rio de Janeiro,

tel.: (011-55-21) 2543-3004,

fax: (011-55-21) 22752195, email:
marie-josee.gingras@international.gc.ca,
website: www.sendi.org.br.

FOREST INDUSTRIES

Sao Paulo, Brazil

October 16-19, 2006

The Pulp & Paper International Congress &
Exhibition will attract the most important
players in the pulp and paper industry.
Contact: Paulo Limas, Canadian

Consulate General in Sao Paulo,

tel.: (011-5511) 5509-4372,

fax: (011-5511) 5509-4317,

email: paulo.|imas@intemational.gc.ca,
website: www.abtcp.org.br.

ICT

Rio de Janeiro, Brazil

September 3-6, 2006

The International Council for Open and
Distance Education’s Conference theme is
“Promoting Quality in Distance, Flexible
and ICT-based Education.”

Contact: Fernanda Whitaker, Canadian
Consulate Ceneral in Sao Paulo,

tel.: (011-5511) 5509-4364,

fax: (011-55-11) 55094317, email:
fernanda.whitaker@international.gc.ca,
website: www.icwe.net/icde22.

Florianopolis, Brazil

October 2-5, 2006

FUTURECOM 2006 is the main ICT trade
show held in South America. With the
presence of the major mobile and fixed-line
operators, equipment and service providers,
this event is ideal for Canadian companies
wishing to expand their network.

Contact: William Jackson, Canadian
Consulate General in Sao Paulo,

tel.: (011-5511) 5509-4355,

fax: (011-5511) 5509-4317, email:
william.jackson@international.gc.ca,
website: www.futurecom.com.br.

MINING

Ouro Preto, Brazil

August 22-25, 2006

EQUIPO is the second-largest mining trade
show in Brazil, providing opportunities to
display advanced equipment, technologies
and services to Brazilian companies.
Contact: Franz Brandenberger, Canadian
Trade Office in Belo Horizonte,

tel.: (011-55-31) 32131651,

fax: (o11-55-31) 32131647, email:
franz.brandenberger@canada.org.br,
website: www.minerios.com.br.

OIL AND GAS

Rio de Janeiro, Brazil

September 11-14, 2006

The Rio Ol & Gas Expo and Conference is
one of the most important trade shows of
the Latin American petroleum industry.
Contact: Luiz Azevedo, Canadian
Consulate General in Rio de Janeiro,

tel.: (011-5521) 25433004,

fax: (011-55-21) 22752195,

email: luiz.azevedo@international.gc.ca,
website: www.ibp.org.br.

RAIL AND URBAN TRANSIT

Sao Paulo, Brazil

November 7-9, 2006

The Business on Rails Show attracts
suppliers from both freight and passenger
railroads as well as urban transit.
Contact: Simon-Pierre Rheaume,
Canadian Consulate General in Sao Paulo,
tel.: (011-55-11) 5509-4352,

fax: (011-5511) 5509-4317, email:
simon-pierre.rheaume@international.gc.ca,
website: www.revista ferroviaria.com.br/
nt2006.

SECURITY PRODUCTS

Sao Paulo, Brazil

August 23-25, 2006

FISP, FISSP and the Fire Show will feature
security, fire and safety products. With
over 40,000 visitors and 450 exhibiting
companies, it is Brazil's largest annual
security event.

Contact: David Verbiwski, Canadian
Consulate Ceneral in Sao Paulo,

tel.: (011-55-11) 5509-4354,

fax: (011-5511) 5509-4317, email:
david.verbiwski@international.gc.ca,
website: www.cipanet.com.br/feiras/
fisp/intro.

ENQUIRIES SERVICE

International Trade Canada’s Enquiries Service provides departmental information, publications and referral
services to Canadian exporters. Contact us at: 1 800 267-8376 (National Capital Region: (613) 944-4000),
TTY: (613) 944-9136, email: engserv@international.gc.ca, website: www.international.gc.ca.
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