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FIRST TIME EXPORTERS TO UPSTAàTE NEW YORK

Thinking of exporting to the United States? Why flot try Upstate New Yorkas a market and use the services offered by the Canadian Consulate inBuffalo, New York to get you started.

Our consular region encompasses 39 counties in northern New York includingthe major metropolitan areas of Buffalo, Rochester, Syracuse, andBinghamton. With a population of more than 4 million people, the UpstateNew York market lies within a 500 mile radius of 55 percent of ail U.S.manufacturing activity. No other region in the U.S. can boast of two vitaladvantages with its northern neighbor: its unique geographic proximity toCanada and a business community that is geared toward wor]cing with Canadian
companies.

Buffalo, the second largest city in the state after New York City, bas apopulation of 1.2 million and over 440,000 households. With over 600 acresof prime waterfront development land available, it is undergoing anexciting renaissance and becoming a vital new market in. the mid-Atlanticregion. Areas such as transportation, f inance/insurance, health sciences,and high-tech industries have increased substantially over the past ten*years. More than 400 Canadian businesses employing 15,000 people operateSbranches here.

Rochester, located 60 mtiles east of Buffalo, is a hi-tech center with apopulation of over 970,.,000, the third largeat urban area in New York State.It boasts the corporate headquarters of Eastman Kodakc, Xerox, and Bausch &Lamb and maintains a solid core of more than 1,000 smaller companies iniareas of printing, food producta, telecommunications, chemicals,electronic, and laser technology. It also has an abundance of highereducation institutions such as the Rochester Institute of Technology and isnationaîîy known for their health care facilities. In 1987, Rochester andthe surrounding area exported a record $6.3 billion *worth of products,which is more than the overaîl totals from 30 different states.

Syracuse, located in the center of New York State, has been called "TheCrossroads" due to the fact that New York State's two major interatateroutes (90 & 81) intersect here. With a total population of over 640,000,Syracuse boasts such major f irms as General Electric, Carrier Corporation,Bristol-qçyers, Niagara Mohawk and P & C Food Markets. Service industriessuch as finance, insurance, and real estate are among the fastest growingsectors in the local economy.

Canadian manufacturera export products to tipstate New York in almost ahlsectors. The Consulate has an up-to-date record on over 1000manufacturera' agents in the region who are interested in incorporatingsome Canadian lines into their portfolio of companies represented. Thecommercial officer responsible for your sector will give you the necessaryWcounseîîîng to penetrate this market.

ONE MARINE MIOI.AND CENTER * SUITE 3550 - BUFFALO. NEW YORK 14203-2884 - PHONE (716> 852-1247
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Before any f irn decides ta explore a given market, it should carefully do
its homework. The first element to consider is the availability of
resources (time and money) ta export. Deciding ta export is a committinent
which should flot be made lightly. Once the decision is made, the f irst
criteria ta consider is geograpbic proximity f rom the exporter's plant.
The potential exporter should then consider how big (population> an area he
is able to supply without damaging his home market or baving ta indicate ta
potential export clients that he does not have the capacity ta fulfill
their needs. The daily cost of doing business (hotel/meals) is estimated
ta b. $86 US/day in Buffalo; $90 US/day in Rochester; and $87 US/day in
Syracuse <February/87). To help you do your homework, the attached annexes
will provide you with a range of useful data and addresses:

I. -State of New Yorkc Map
II. -Mileage Chart
Ill. -Areas of Responsibilities for each off icer
IV. -Useful Addresses
V. -Key Trade Statistics
VI. -Population Centres/Major Employers
VII. -U.S. Customs Erokers
VIII. -Typical Marketing Areas/Manufacturing Representatives Info
IX. -Upatate New York Trade Shows
X. -Warehouses in the. Buffalo area

For Upstate NewYork, it is particularly evident that the. Route 90 corridor
(290 miles> between Buf falo and Albany comprises a vrery sizeable market
with population. basins of 1.2 million (Buffalo), 1 million (Rochester), 0.6
million (Syracuse), and 0.*3 million (Utica-Rome). This Route 90 corridor
is also an excellent training market in preparation for some of the larger
*astern cities. Each potential exporter should be able to measure bis
str.ngth and not exceed bis capabilities. Just as an illustration, the.
population of Massachusetts and New York combined exceeds that of Canada!I

Once your homework is done <including export prices in U. S. funds at a
given port-ot-entry) , w, auggest you cal 1 on- the Canadian Consulate in
Buffalo for fiurther marketing tipa and introductions ta potential brokers,
war.Ihousers, distributors, or retailers depending on yôur particular needs.
Our very close contact witi U7.S. Customs, U.S . Food and Drug Administration
and the U.S. Department of Agriculture could also prove most helpful for
your f ±rm. W. have on h.nd a staff of two~ Canada based trade coinmissioners
and four locally engaged commercial officers.

We lookc forward to serving you.

George H. Nusgrove Carl A. Roc3cburne
H*ead o~f Consul ar Post Consul and Trade
and Consul Commissioner
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ANNEX Il

HIGHWAY DISTANCE IN MILES

ALBANY 395 165 225 -356 148 231 476 793 295 200 ---

BOSTON 575 345 425 425 204 300 656 973 475 --- 200

BUFFALO 100 130 60 340 420 384 181 498 --- 475 295

CRICAGO 598 628 558 838 918 882 317 --- 498 973 793

CLEVELAND 281 311 241 521 601 565 --- 317 181 656 476

MONTREAL 335 255 325 125 379 --- 565 882 384 300 231

N.Y. CITY 520 271 373 504 --- 379 601 918 420 204 184

OTTAWA 245 196 266 --- 504 125 521 838 340 425 339

ROCHESTER 160 266 --- 266 373 325 241 558 60 425 225

SYRACUSE 230 --- 70 196 291 255 311 628 130 345 165

TORONTO --- 230 160 245 520 335 281 598 100 575 395
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ANNEX III

CANADIAN CONSULATE
One Marine Mîdland Center

Suite 3550
Buffalo, New York .14203

(716) 852-1247

PROGRAM/PRODUCT AREA RESPONSIBILITIES

Carl Rockburne

David Sinclair

Marcia Grove

Mary Mokka

Consul and Trade Commissioner
-Management of Trade Program
-Trade Policy, economic reporting
-Industrial development
-Corporate liaison
-Defence programs
-New Exporters to Border State Programs
-Consulting Services
-Energy

Commercial Offlcer
-Resource industries and construction (iron,
steel, non-ferrous metals,industrial minerais)
-Machinery (automotive, agriculture, machine
tools, material handling and construction

-Industrial components
-Plumbing, heating and air conditioning equipment
-Lumber, building supplies, pulp and paper,ý
hardware

-Chemîcals
-Transportation industries <air, transportation
systems, passenger and commercial vehicles)

-Electrical

Commercial Officer
-Agriculture, f ish and food products
-Food service equipment
-Textile and consumer products
(cultural industries, apparel, footwear,
giftware, sports equipment and toys)

-Pleasure Crafts

Commercial Oficer
-New Exporters to Border States Programs
(Arrangements, follow-up)

-Furniture (residential and contract)
-Educational equipment
-Medical equipment
-Electronics/Instrumentation/control devices
-Computers <Hardware and software)

LynnNieerlader Commercial Officer (Tourism)Lynn Niederlander



ANNEX IV
LIST OF USEFUL ADDRESSES

MARKET ACCESS U.S.A.:

Ail questions pertaining to tariffs, quotas, labelling, packaging,

import restrictions of various kinds:

United States Trade Relations Market Access (UET)
Department of External Affairs

125 Sussex Drive
Ottawa, Ontario KlA OG2

Tel: (613) 993-7485
FAX: (613) 996-9103

ASSISTANCE PROGRAMS:

Program for Export Market Development (PEMD)

ONTARIO OUEBEC

Regional Office
Industry, Science & Technology,
Canada
Dominion Public Building
1 Front Street W., 4th Floor
Toronto, Ontario M5J 1A4
Tel: (416) 973-5000
FAX: (416) 973-8714

Regional Office
Industry, Science & Technology,
Canada
800 Victoria Square
Suite 3709
Montréal, Québec H4Z 1E8
Tel: (514) 283-6779
FAX: (514) 283-3302

EXPORT DEVELOPMENT CORP.

This Federal Crown corporation finances export sales through loans

and loan guarantees and provides export insurance on receivables.

For further information, contact:

HEAD OFFIC
P.O. Box 655

Ottawa, Ontario
Canada K1P 5T9

Tel: (613) 598-2500
FAX: (613) 237-2690

TORONTO AREA
Suite 810
National Bank Building
P.O. Box 810
-150 York Street
Toronto, Ontario
Canada M5H 355
Tel: (416) 364-0135
FAX: (416) 862-1267

MONTREAL AREA
800 Place Victoria
P.O. Box 124
Stock Exchange Center
Montreal, Quebec
Canada H4Z 1C3
Tel: (514) 878-1881
FAX: (514) 878-9891



LTEBAI5QàOTRIES INC
If your product is in one or more of the following areas: burglary
protection/signaling; casualty and chemical hazards, electrical;
f ire protection»# heating/air conditioning, refrigeration or marine-
state and county laws require Underwriters Laboratories <U. L.)approval. C.S.A. approval is flot sufficieit at this time. Thecharge for such approval averages between $2,000-$5,000, but can behigher depending upon the complexity of testing required. For
further information contact:

Joanne Kroll/Susan Roth
client Advisoms

UNDERWRITERS LABORATORIES INC.
333 Pfingsten Road

Northbrook, Illinois 60062
(312) 272-8800 Ext. 2396/2373

DIRECT0R 0F MANUACTURER'S SALES AGENTS
M'ANA

This publication is printed annually and contains listings ofmanufacturers' representatives aiphabetical ly, by state location andby product sector. It also features a series of articles on finding
the best possible agency, and assista the manufacturer and the agency
in developing a successful relationship.

The cost is $85.00 U.S./$105.00 CDN. and cari be purchased by
contact ing:

MANUFACTURER' S AGENTS NATIONAL ASSOCIATION
23016 Mill Creek Road

P.O. Box 3467
Laguna Hilîs, California 92654-4040

(714) 859-4040



OTHER DIRECTORIES AVAILABLE UPON EUEST

-NEW YORK STATE INDUSTRIAL DIRECTOR'Y

-CATALOG HOUSES

-LIST 0F CANADIAN SUBSIDIARIES

DIRECTORIES AVAILABLE IN OFFICE FOR CONSULTATION

-WESTERN NEW YORK REGIONAL INDUSTRIAL PURCHASING GUIDE

-NATIONAL TRADE & PROFESSIONAL ASSOCIATIONS

-SHELDON' S RETAIL DIRECTORY
(DEPT. STORES, SPECIALTY STORES)

-SHELDONIS DISCOUNT & JOBBING
(DRUG CRAINS, CATALO SHOWROOMS)

-UPSTATE NEW YORKC DIRECTORY 0F )<ANUFACTURERS

-MANtTFACTURERSI AGENTS NATIONAL ASSOCIATION DIRECTORY

-THOMAS REGISTER 0F AMERICAN >ANUFACTURERS (21 baooks)

-MACRAE 'S INDUSTRIAL DIRECTORY: NEW YORK STATE



ANNEX V

CANADA/U.S. - CANADAINEW YORK TRADE STATISTICS

Source: Statistics Canada

m21 %Change
(Billion Dollars Canadian)

Canada's exporta to the U.S.
Canada's importa from the U.S.
Total

Canada's exporta to New York
Canada's importa from New York
Total

$90.3
7723

$167.6

$151.5
7.7

$23.2

$91.8
78.9

$170.7

$13.9
6.5

$20.4

1.5

3.1

-1.6
-1.2
-2.8

Canada/New York two-way trade in 1987 ($20.4 billion) represented 11.95% oftotal Canada/U.s. two-way trade. New York is number two among U.S. states asboth an importer from and an exporter to Canada.

Canadian Exorts to New Yrk State

Canadian exporte to No York totalled $13.9 billion which represented 15.1%of ahl Canadian exporte to the U.S. Ontario vas by far the premier exportingprovince to New York with 68% (or $9.4 billion) f a11 Canadian export,
followed by Quebec with 22% (or $3 billion).

*ollowing is the list of the top 20 Canadian exporta to New York State in1986/87 accompanied by the name of the largest supplying provinces, bydeclining order of importance:

(MM l2m1
(Million Dollars

alloys (PQ)
s, except engines (ON)
tors and chasais (ON)

(PQ)

$4,739

2,141
605
468
522
631
521
345
315
206
263
271
275
366
195
192
201
149
132
143

$4,317
775
650
545
494
487
420
374
354
286
282
276
260
246
225
207
184
179
155
133
133 -1 n

ChangeÊCanadian)

$-422
-1,366

45
77

-28
-144
-101

29
39
80
19

5
-15

-120
30
15

-17
30
23

-1in

$12,641 $10,849

ta Nov York: 81.3% 82.9%



ANNEX VI

UPPER NEW YORK MAJOR POPULATION CENTERS 1987

RANK POPULATION MEDIAN INCOME
(millions)

1.188
.996
.651
.322
.267
.094

26,343
30,698
28,871
24,605
27,941
23,102

CITIES

Buffalo (& suburbs) Niagara/Lockport
Rochester (and adjacent towns)
Syracuse (and adjacent towns)
Utica-Rome
Binghamton area
Elmira area

1987 RETAIL SALES (MILLIONS U.S. DOLLARS)

STATE 0F N.Y. BUFFAL ROCHESTER SYRACUSE

GROCERY
RESTAURANTS
GEN. MERCHANDISE
FURNITURE
AUTOMOTIVE
DRUGS

TOTAL
(incl. other secI
-------------

22.569
10.258
10.843
6.692.

18.681
3.814

1,575
573
610
291

1,217
289

1,513
585
618
339

1,585
268

1,021
360
387
211
930
182

RANK

1
2
3.
4
5
6
7
8
9
10
il
12
13
14
15
16
17
18
19
20



ANNEX VII
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Typical
Marketing Areas

WUTI- SER. CANADA

NOHnm DAKOTA

ANNEX VIII

e

16. Wisconsin and Northwestern
Michigan (arma northwest
oi Lake Michigan).

17. Minnesota. May include North
and South Dakota and ail or part
of Iowa and Nebraska.

18. Eastern Missouri. southern
Illinois.

1i Wnttarn Missouri. Kansas.

AMERICA

of Bakersfold.

n and Gragon.

àribbean

tern Canada.
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Six Keys To Help You Select The Best Agencies
For those without professional

training ini personnel work, especially
in the techniques of interviewing, thc
approaches suggested te Tom by bis
personnel friend may seem a littie
uncomfortable. After ail, înterviewing
is a structured situation, one that is
aimcd at getting information that will
heip you make a decision. There 's
always a tendency on the part of those
wbo are net expcrienced interviewers
to beceme more involveti ini thc spirit
of the conversation, rather than guid-
ing the meeting and making judgmcnts
as il moves from point te point.

In recent years, a lot has been said
in the popular press about body Ian-
guage -trying 10 determine person-
ality characteristics by specific move-
ments or mannerisms. lU's truc that
some niovements will provide telîtale
clues tbat will be helpful in malcing an
evaluation. But like niost tbings that
have comne froni thc psychological
laboratory, the "Pop" aspects of Uic
research have been vastly overblown.
lU's not toc difficui ta, spot someone
who might bc anxious during an inter-
view by bis or ber constant shifts in
stance.. But rapid cye movement
docsn't always mean a dishonest per-
son. And a seemingly perpetual scowl
doesn't always mean hostility. One
persen we know of made such an
evaluation of a person, only te find
a genuinely friendly individual whosc
face bad been reconstructed bv nliç-

ter get tbe rigb: agcncy' basis. You
-sbould make it absolutely clear that the
person wbo, wiil make the decision will
flot bc blasted if thc agency doesn't
work ,oui. No one can make perfect
decisions cvery lime, and in Uic peo-
pIe area, the chances for, preblcmns arc
rather large. If the person wiUi the re-
sponsibility fecis tbat he or she will b-e
landed on if Uic agency doesn 'i work
out, that person will make a "safe"
decision, one that will werk eut on thc
average, but one thai may net turn out
te be the superstar cvcryone wants.
Obviousîy, you don't want te encour-
age vcry long shots. But you should
encourage thc person making Uhe se-
lectien te seek more than coering
the bases -safcly.

2. Tbis, cf course, was mentioncd
carlier wbcn we cliscusscd thc prelimi-
nary scarch work thai bas te be donc.
But the profile should cxtend bcyond
Uic basic requirements such as experi-
cnce, contacts and territory. The pro-
file sheuld aise include some of tbe
personality cbaracteristics that will bie
important in tbe relationship. you
sbould have an idea cf just bew each
candidate will mcsb witb the mndi-
viduals in your erganization, and witb
Yeur customers.

3. Don'î lumit the searcb tee
tigbîly. You arc geing te start out with
some rather specific qualifications, s0
it's important te cast as broad a net as
possible. However, cacb step cf Uic
scarcb precess should gel narroe r
and narrower. in the early stages cf
the search, yeu will prebably want te
advertise in a publication sucb as
Agency Sales, and in some of Uic ver-

the personai intcrvicwing stage. Tie
interview should strive to gel ai the
agent's goals and objectives, If you
want tbe tcrritory to grow, make sure
Uiat Uic agent you Select can do il with
bis or ber present staff, or is willing te
grow wîth yeu. TrY te gel at Uic streng
and weak peronal characteristica of
thc individual and the agency as an or-
ganization. And make sure tbat you
get a clear idea of wby bie weuld want
te represent your firm. Tbe answer
may neot be that ebvieus. An agency
migbt sec your Une as a stepping Stone
te another line. It may sec your Une
replacing a line it is about to lose. or
it miay sec your line as an avenue te
implement ils general expansion
plans. The reason for searching for
ihese answcrs is net to turn up Sinister
information, but te make sure ihat your
goals and the goals of tbe agency are
in concert.

5. Be sure te check references bc-
fore you conduci tbe interview. It's
quite easy te look over a list of major
customers and principals and make a
bad decision, Agaîn, Uic idea is flot
one cf distrust, but one whicb wilJ
frequentiy turn Up strengths Uiat an
agency may take for granted and not
mention. One manufacturer told us
how be almost decided net to appoint
an agent be bad interviewed. Every-
Uiing showed up OK with Uic inter-
view and the other rcsearch, but an-
oUier agency witb simular credentials
looked just a uitile bit bettcr. The man-
ufacturer discovered Uiat the man wbe
owned thc agency had been marketing
VP for a major cempetitor befure
starting bis agcncy. This backgrouind



10 Advantages 0f The
Agency Method 0f Marketing

Manufacturers arc worrying more and
more about the impact that inflation is
having on profits. ln most cases their
options for remedial action are few and
filled with drawbacks. They can continue
to raise product prices -until they be-
come uncompetitive; they can make the
product for Iess by cutting quality -and

take a chance on losing their position in
the market, they can buy ncw equipment
that will produce the product for less -
usually requiring high capital outlay; or
they can achieve relief by cutting selling
costs and administrative overhead.

Given today's economy andtheUi out-
look aheati, the latter option seems the

If this is disturbing, take a look ai suii
another sales expense: payroll taxes,
workers compensation insurance premi-
ums. bonding fees. liability insurance
protection, etc. They wil[ run between
$25,000 and $30,000 over and above the
salesman 's base salary and maintenance
cosis.

3. Reduces administrative over-
head: Internai costs of administtatiflg
the sales payroil and furnishing various
backup services for direct salespeople
is reduced when the switch is made to
sales agencies -and of course, costs of

tti nerqonnel will continue
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A .Short Form of Agency Agreement
MANA .Short Conlract

This Agreement by and bctween known as the Company,
and 

...... ,known as the Manufacturers' Agçnt; in accordance with and subject
to, the following:
1. The ?rodIIcts whîch the Manufacturer?' Agenit is authoxized to selI, and the prices and terms, are as shownon the addenda ta, this Agreement, or as specified in subsequent price bookcs, -bulletins, and other authorized

documents.
2. The prices of sale,' at which the Manufacturer?' Agent is to seil such products, shall be those curre.ntly ineffect and established from tine to tîme ini the Company's price books, bulletins and in other authorized releases.
3. Saîd Manufacturers' Agent further agrees to abide and comply with ail sales polic>' and operating regulatîonSof thec C ompi any, as issued £rom tinie to tirne and will not obligate or contract in behialf of the Company witx-out first having received written authority to do 50 f£rom an Executive of the Company.
4. The territory in which the Manufacturers' Agent is to worlc is as follows: ~-

This territory is exclusive unless otherwise stated in writing. The Manufacturers' Agent shall be credîted withail orders accepted by the Company froma this territory, as long as this Agreement remains in force.
5. Commissions due to the Manufacturers' Agent shail be payable before the i Sth day of the month following(date of shipment by thc Comnpany) OR (date of payment by the purchaser) OR (date of acceptance by theCompany). If orders are returned to and accepted by the Company for credit, commissions paid or creditedto the Manufacturers' Agent for such orders &hall bc deducted from the anaount of other commissions dueto the Manufacturers' Agent, if that unount is sufficient; otherwisc, commissions paid on such 'returned-for-Wcredit orders shali bc refundcd to -the Comepany by thc Manufacturer?' Agent within 30 days of written re-quest by the Company,
6. The Company reserves the right at ail times to reject a.ny and a.1l ordtcrs because of unsatisfactory credit ratingof the purchaser. On sales of umrated ncw accounits, thc Manufacturers' Agent may bc recjuired to furrush localcrcdit information and submit full information with orders. The Manufacturers' Agent will also assist in thc col-lection- of past due accounts owing Uic Company by customers locatcd in said Manufacturers' Agent's territory.
7. When an order originates in one agent's territory for shipment into another agets territory, or in arny casewhien the commission is divided between two or more of the Company's agents, thc commission shall bc dividcdaccording to the schedule shown on thc addendwrn to this Con tract, with no part of the commission beingretained by Uic Company.
8. During Uic hirst year, this Agreement may be ternainated for aray reason by cither party upon 30 dzys' noticeto Uic other 6y registered mail. A.fter this Agreement lias been in force for one full year, it may be terminatedby cither party for any reason upon six months' notice to the other by registered mail. The M\,anuf.icturers?Agent shall be paid commissions on ail orders from his territory, accepted by the Company prior to the effectivcternaination date, even Uiough such orders mnay be shipped or paid for after thc effective termination date,

COMPANY APPROVAL:
By 

. . ........... ... .............

Signature

............................. ................

B Date

.................... 
............. ....

Manufacturers' Agent



THE TEN MOST IMPORTANT QUESTIONS

TO ASK A POTENTL4L AGET

1. How long have you been in business?

2. How big is your agency (one man or multi-person)
and what territory do you cover?

3. How many lines do you currently handie?

4. lfhat are some of your other produots and how will
mine fit in?

5. Do you have any references?

6. What is your commission rate and when do you expect
to be paid?

7. What do you .xpect in the area of literature and/or
sales aids?

S. What level of sales of my product do you anticipate
to achieve over the next 12 monthu?

9. IIow often do you uaually see or speak with your
principles?

10 . What terms would you like written into our agreement?

Remember: They are also choosing you!



ANNEX IX

LIST OF UPSTATE NEW YORK TRADE SHOWS

Note: All Upstate New York Shows are regional in scope which
means that the clientele comes mostly from Upstate New York and
some from New England and Pennsylvania.

For ease of reference, these show organizations have received the
following abbreviations:

(SE) - Southex Exhibitions
Firstmark Building
135 Delaware Ave., Suite 102
Buffalo, New York 14202
Tel: (716) 852-2006 (Will accept collect calls.)

(PPM) - Professional Program Management Inc.
1552 Hertel Avenue
Buffalo, New York 14216
Tel: (716) 834-9431

(GGP) Granny "G" Productions
Corbetteville, New York 14216
Tel: (607) 775-3312

(BCC) - Buffalo Convention Center
Convention Center Plaza
Buffalo, New York 14202
Tel: 855-5555

<RCC) - Riverside Convention Center
123 East Main Street
Rochester, New York 14604
Tel: (716) 232-7200

(DC) - Dome Center
P.O. Box 22848
Rochester, New York 14692
Tel: (716) 334-4000

(NCC) - Niagara Falls Convention Center
P.O. Box 1018
Niagara Falls, New York 14302-1018
Tel: (716) 286-4781



UPSTATE NEW YORK TRADE SHOWS 1989
-TENTATIVE SCHEDULE-

JANUAR

4 - 8 THE BIG DOME BOAT SHOW (DC)
Dome Center, Rochester, New York
Contact: Charles Seldshau (716) 586-8729

15 - 17 WOMEN'S APPAREL SHOW (DC)*
Dome Center, Rochester, New York
Contact: Steve Sisskind (315) 446-6304

23 - 27 NIAGARA FRONTIER CONSTRUCTION & BUILDING
EQUIPMENT TRADE SHOW (NCC)
Niagara Falls Convention Center
Niagara Falls, New York
Contact: Bob Buckley (518) 673-3237

25 - 29 GREAT NORTHEASTERN SPORT SHOW
New York State Fairgrounds,
Center of Progress Building
Syracuse, New York
Contact: Leroy Hodge (315) 824-1820

FEBRUARY

3 - 12 WESTERN NEW YORK MARINE TRADES ASSN. BOAT SHOW (NCC)
Niagara Falls Convention Center
Niagara Falls, New York
Contact: Dennis Powers (716) 694-4311

2 - 13 GREAT LAKES BOAT SHOW (RCC)
Rochester, New York
Contact: Fred Savella (716) 232-7200

4 - 8 WESTERN NEW YORK GIFTWARE SHOW (DC)
Rochester, New York
Contact: Tracy A. Belmont (716) 254-2580

5 - 12 ROCHESTER BOAT SHOW (DC)
Rochester, New York
Contact: Charlie Feldschau (315) 483-6986

15 - 19 CENTRAL NEW YORK BOAT SHOW
New York State Fairgrounds, Syracuse, New York
Contact: Art Knorr (315) 472-5431

22 - 26 BUFFALO BOAT SHOW (BCC)
Buffalo, New York
Contact: Vance Olson (Olson Marine) (716) 947-5600



23 - 25 NEW YORK FARM SHOW
Center of Progress Building
New York State Fairgrounds
Syracuse, New York
Contact: Scott Grigor (315) 457-8205

23 - 26 ROCHESTER SPORTS, FISHING, TRAVEL & OUTDOOR SHOW (SE)Rochester Riverside Convention Center
Rochester, New York
Contact: Christopher Price (716) 852-2006

MARCH
10 - 12 ROCHESTER HOME BEAUTIFUL SHOW (GPP)

Dome Center
Rochester, New York
Contact: Claire Goodsite (607) 775-3312

11 - 19 BUFFALO HOME AND GARDEN SHOW (SE)
Buffalo Convention Center
Buffalo, New York

15 - 16 ROCHESTER INDUSTRIAL PRODUCT EXHIBIT (PPM)
Dome Center
Rochester, New York

17 - 19 BROOME HOME BEAUTIFUL SHOW (GGP)
National Guard Armory, Binghamton, New York

19 - 21 WOMEN'S APPAREL SHOW (DC)*
Rochester, New York
Contact: Steve Sisskind (315) 446-6304

29-Apr 2 GREAT LAKES FISHING & OUTDOOR EXPOSITION
Buffalo Convention Center
Buffalo, New York
Contact: Paul Fuller (603) 431-4315

APRIL

4 INSTRUMENTATION '89 (Niagara Frontier Section)
Marriott Hotel, Amherst, New York
Instrument Society of America
Contact: Robert Morris (716) 877-8800

6 - 9 'CENTRAL NEW YORK BUILDERS HOME BEAUTIFUL SHOW (GPP)
Center of Progress Building
New York State Fairgrounds
Syracuse, New York
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23 - 26 INTERNATIONAL AVIATION SNOW SYMPOSIUM (I.A.S.S.)
Ramada Renaissance Hotel
4243 Genesee
Buffalo, New York
Contact: Joann M. Reville (NFTA)

(716) 632-3115

MAY
3 - 4 CONSTRUCTION & BUILDING PRODUCTS SHOW (PPM)

State Fairgrounds, Syracuse, New York

10 - Il CONSTRUCTION & BUILDING PRODUCTS SHOW (PPM)
Buffalo Convention Center
Buffalo, New York

24 - 25 CENTRAL NEW YORK OFFICE & COMPUTER EXPO (PPM)
State Fairgrounds, Syracuse, New York

JUNE

11 - 13 WOMEN'S APPAREL SHOW (DC)*
Rochester, New York
Contact: Steve Sisskind (315) 446-6304

23 - 26 WESTERN NEW YORK GIFT SHOW (DC)
Rochester, New York

AUG7UST

8 -10 EMPIRE FARM DAYS
Agricultural Machinery Show
Seneca Falls, New York
Contact: Melanie Wickham (716) 526-5356

27 - 29 WOMEN'S APPAREL SHOW (DC)*
Rochester, New York
Contact: Steve Sisskind (315) 446-6304

13 - 14 BUFFALO INDUSTRIAL PRODUCT EXHIBIT (PPM)
Buffalo Convention Center
Buffalo, New York

19 - 21 ROCHESTER COMPUTER & BUSINESS SHOW (SE)
Riverside Convention Center
Rochester, New York
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21 CANADIAN SOLO FOOD SHOW
Hearthstone Manor, Buffalo, New York
Contact: Marcia Grove (716) 852-1247

30/Oct 1 SNOWSHOW '89
Herkimer County Fairgrounds
Frankfort, New York (315) 896-2663

OCTOBER

3 FROZEN FOOD SHOW (BCC)
Frozen Food Association
Buffalo, New York
Contact: David Smith (716) 827-3247

6 - 8 FALL HOME SHOW (SE)
Buffalo Convention Center
Buffalo, New York

18 - 20 N.Y.S. RESTAURANT ASSOCIATION CONVENTION (DC)Rochester, New York
Contact: N.Y. State Restaurant Association
(212) 714-1330

25 - 26 CENTRAL NEW YORK INDUSTRIAL PRODUCT. EXHIBIT (PPM)State Fairgrounds, Syracuse, New York

NOVEMBER
2 5 FISHING EQUIPMENT TRADE SHOW (NCC)

Niagara Falls, New York
Contact: Richard Sheffield, Triple S Sporting Supplies(716) 691-3777

5 - 7 WOMEN'S APPAREL SHOW (DC)*
Rochester, New York
Contact: Steve Sisskind (315) 446-6304

12 - 14 INFANT & CHILDREN'S WEAR ASSOCIATION SHOW*
Sheraton Inn-Buffalo East
Buffalo, New York
(716) 681-2400

14 - 16 BUFFALO COMPUTER & BUSINESS SHOW (SE)
Buffalo Convention Center
Buffalo, New York

urers Reps Show only
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ANNEX X

IBUFFAL AREA FIRMS OFFERING WAREHOUSING AND
ASSOCIATED SERVICES TO CANADIAN COMPANIES

WAREHOUSE
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WÂREHOUSE
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Buffalo Warehouse 207 
Sp cializes

207 Guilford Street 10,000 D X X X X z
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Can-Am Rapid Courier Inc. LTL
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WAREHOUSE

Forwarding Services Inc.
908 Niagara Falls Blvd.
N. Tonawanda, N.Y. 14120
(716) 692-2855.
Patrick Whelan

Franklin Terminals
212 Ohio Street
Buffalo, New York 14204
(716) 852-0480
Michael F. Santillo

Great Arrow Indus.
225 Great Arrow
Buffalo, New York
(716) 874-1101
Maria Greenburg

Park

14207

.Highland Distribution
Conter (ITC)

3123- Highland Avenue
Niagara Falls, NY 14305
(716) 285-3447
Ronald Lindberg

Innovation Transportation
Concepts (ITC)

P.O. Box 428
Lockport, New York 14094
(716) 433-4450
John Brimo

&
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Mail
XX XX X X Forwarding

U.S.
Customs
Bonding
Trucking

Customs
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Package
Mail
Forwarding

U.P.S. &
Mail
Forwarding
-LTL
Service

Kelco Warehouse

662 Fillmore Avenue 40,000 D X X X X X
Buffalo, New York 14214
(716) 852-2115
Bill Tarr

Kenmore Warehousing. &
Distribution Conter

P.O. Box 218, Station B
2321 Kenmore Avenue
Buffalo, New York 14207
(716) 875-2900
Ted Kosiorek

288,000
(3 acres
outaide
storage) r

& .. s.a 1 L.s. I - I - ô

Type R = Regrigeration, D = Dry Goods

Customs
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WAREBOUSE

Kennedy Industrial Park
575 Kennedy Road
Buffalo, New York 14225
(716) 897-1606
Roger Barth

Laub International
1051 Clinton Street
Buffalo, New York 14206
(716) 853-3703
Robert Sanborn

Lincoln Storage
155 Great Arrow Avenue
Buffalo, New York 14207
(716) 874-1380
John Palisano

& M Forwarding
00 Hertel Avenue
.O. Box 209

Buffalo, N. Y. 14216
(716) 874-1825
Paul McGuire

Markara Inc.
835 Englewood Avenue
Buffalo, New York 14223
(716) 835-0111
Mark Becker

Peace Bridge Cold
Storage Inc.

Porter Ave. & 4th St.
Buffalo, New York 14201
(716) 883-0004
Peter Elia

R Refrigeration, D *'Dry Goode



WAREHOUSE

Sam-Son Distr. Center
290 Larkin Street 260,000
Buffalo, New York 14220
(716) 853-3500.
Larry Sadkin

Seneca Industrial Center
701 Franklin Street 1,380,000
Buffalo, New York 14210
(716) 856-0810
Allan Dewart

Sonwil Distr. Center
100 Sonwil Drive 461,000
Buffalo, N. Y. 14225
(716) 684-0555 24,000
Peter Wilson

Terminal of Commerce
Warehousing

175 Ensminger Road 260,000
Tonawandai N. Y. 14150
(716) 876-3800
Lloyd Zwierschke

Transportation Marketing
Services Intl., Inc. 4,000

226 Ohio Street
Buffalo, New York 14204 pending
(716) 854-2282
David C. Ball

Western New York Foreign
Trade Zone Operators

(Site 1) 78,000
1901 Hamburg Turnpike
Buffalo, New York 14218
(716) 823-2142
George Keitner

Wilson Moving & Storage
876 Bailey Avenue
Buffalo, New York 14202
(716) 826-3555
Charles Wilson

Type R - Refrigeration, D - Dry GoodsNOTE:;
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