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NEW - TO - EXPORT

ÅAssessing productõs export potential

ÅAssessing companyõs export readiness

ÅMarket research

ÅGovernment assistance



Evaluating Productôs 
Potential

To evaluate the export potential of a 
product/service in overseas markets,

consider:

Åsuccessful domestically?

Åunique product/no competition?

Åsaturated domestic market?

Åobsolete domestic market standards?



Company Readiness 

Will exporting enhance the companyôs short, 
medium and long - term goals?

What demands will exporting require?

Are the benefits worth the cost?



Approaches to Exporting

ÅDirect

ÅIndirect

ÅPassive

ÅProactive



Distribution Decisions

ÅSales representative

ÅAgent

ÅStocking distributor

ÅEMC

ÅETC

ÅDirect to end-users

ÅForeign retailers/department stores



TAKE THE TEST!

ÅFree evaluation tool ðwww.export.gov

ÅTools of the Trade:  Export Basics Webcast 

Seminar online

http://www.export.gov/


Benefits of 
Exporting

Å95% of the worldõs consumers live outside the 

United States

ÅDiversifying customer base helps balance 

changes in domestic economy

ÅHelps companies become more competitive in all 

markets
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NATIONAL EXPORT INITIATIVE

KEY OBJECTIVE

Double exports over the next five years

to support 2,000,000 

American jobs
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State of the Union Address 
announcement (1/27)

Executive Order signed by 
President Obama (3/11)

Creation of the Presidentôs Export 
Promotion Cabinet (3/11)

NEI roll-out event at 9 U.S. Export 
Assistance Centers nationwide 

(3/22)

NEI
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s:

Increasing Trade 
Missions

Enforcing Trade 
Rights

Opening New 
Markets

Creating a New 
Market Exporter 

Initiative 
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U.S. Commercial Service

Our Mission:

To promote the export of goods & services from the United States, 

focusing on small and medium-sized businesses

To promote U.S. commercial interests globally

To help U.S. businesses find qualified global partners

The U.S. Commercial Service is part of the U.S. Department of Commerce, an 
agency of the United States government



Our trade & industry professionals are 

located in over 150 U.S. cities and 

in over 70 countries worldwide...

Our Network & 
What We Can Do For You

We can answer questions 
and provide solutions... 



Products & Services

Market Research

One-on-one Counseling and Advocacy

Finding Strategic Partners

Foreign Company Background Reports

Publications and Advertising

Trade Events and Exhibitions







Types of International 
Market Research

ÅIndustry Sector Analyses

ÅInternational Market Insights

ÅCountry Commercial Guides



Finding Strategic 
Partners

ÅInternational Partner Searchïlist of up to 5 qualified 

potential candidates

ÅGold Key Serviceïin country, face-to-face meetings

ÅVideo Gold Key Serviceïinstead of overseas travel



Advertising Services

Commercial News USA

Featured U.S. Exporter

Recommend:  Trade Journals
Industry Trade Associations



International Trade Events

International Buyer Program ð25-30 domestic shows 
chosen per year

Certified Trade Shows ðoverseas show with USA Pavilion

For a list of trade shows by country or industry, see 
www.export.gov



Ohio Export Assistance

ÅU.S. Commercial Service ïOhio offices in 

Columbus, Cincinnati, Cleveland, Toledo & Akron 

with offices in over 70 countries worldwide (US 

Embassies and Consulates)

ÅOhio Department of Development, Global Market 

Division ïoffice in Columbus & 11 overseas offices

ÅInternational Trade Assistance Center ïcentral 

Ohio office at Columbus State Community College



US Commercial Service ï
Columbus, Ohio

THANK YOU!

Roberta Ford, Director

US Department of Commerce

US Commercial Service

401 North Front Street, Suite 200

Columbus, OH  43215

Tel:  614-365-9510

Email:  roberta.ford@trade.gov



Canadian Market 

Opportunities

Ron Straatsma, Ohio Canada Office 

September  2010



Ohio Department of Development

Global Markets Division

Å Network of Trade & Economic Development offices around the 
globe

Å Canada, Mexico, Brazil, Chile, Europe, Middle East, South Africa, 
India, China, Japan, Southeast Asia

Å Global Markets Division 

Alex.Kohls@development.ohio.gov

Tel: 800 848-1300 Columbus, Ohio

www.development.ohio.gov/globalmarkets



Global Markets Division                  
www.development.ohio.gov/globalmarkets

ÅPromotes the export of Ohio products and 
services 

ÅInternational Market Research

(e.g. qualifying agents and distributors)

ÅParticipates in Trade Shows

ÅTrade Missions



Ohio Canada Office

Å1990 The State of Ohio opens its Canada Office in 

Toronto in response to the Canada-U.S. Free Trade 

Agreement

ÅCanadian Market research provided for hundreds of 

Ohio firms since that time

ÅFocus:  Marketing Channel Opportunities



The Big Picture



The Canadian Economy I

Å14th Largest Country 

Economy in the World, 

2009 GDP:  US$1.3 trillion

Ohio GSP  US$ 450 Billion

Mature economy: Service 

sector dominates

69%

17%

7%

4%3%

Services Manufactured Goods

Construction Mining/Oil

Agr/Utilities



Market Concentration: Ontario & Quebec
Canadian Population : 33 million

Prairie Provinces:  Saskatchewan, Manitoba;  B.C.  British Columbia

Maritime Provinces:  New Brunswick, Nova Scotia, Newfoundland, PEI
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Ohio Exports to Canada 

Å2009: $14.2 Billion, down from 20 Billion in 2008

ÅCanada represented 42% of total 2009 Ohio exports

31%

31%

6%

7%

25%
Transportation

Industrial

Machinery

Plastics/Rubber

Steel Products

Remainder



Optimum Canadian Marketing Channel

ÅPrimary research goal

ÅSell Direct or via Canadian Representation

ÅChanging or Adding to existing partner(s) 

ÅExamine competitionôs strategy

ÅCanadian $ value can be a major influence on channel 

selection (current rate US$ = C$1.03)



Selling Direct

ÅIf marketing capital or consumer goods to a handful of 

large potential customers

ÅIf significant óMade in Canadaô competition

ÅThe market is competitive

ïGood distributors may be tied up with competition

ïCut a level of profit taking



Distribution Channels

ÅMany Canadian agents and distributors experienced with 

American principals

ÅBuilding relationships:  Product support/Joint Sales Calls

ÅWork with local partners to continually improve customer 

service



Canadian Sales Taxes

ÅFederal Goods and Services Tax (GST) 5%

ÅGST is a value added tax, ultimately paid by the 

consumer

ÅEvery Province except Alberta has a retail or 

óharmonized with GSTô   HST sales tax

ÅOntario HST 13%   



Canadian Standards

ÅElectrical Equipment CSA (similar to UL)

ÅEnvironmental (chemical composition)

ÅPressure Vessel

ÅProcessed Food

ÅPromotional Claims



Product Labeling

ÅConsumer labels must be bilingual throughout Canada

ÅIn Quebec, French text must be at least equal to English 
script

ÅLabeling must include metric measurements

ÅMust include the importerôs/distributorôs address



Product Packaging

ÅCanada may require standard package sizes  (primarily 

for consumer items)

ÅMetric weight, volume requirements

ÅTogether will labeling requirements may result in 

separate production run



Intellectual Property

ÅReview before entering any international market

ÅU.S. patents and trademarks are not directly recognized 

in Canada



Marketing in Quebec

ÅThink French!, (pensez français) the official language

ÅBe prepared to translate all promotional/operational 

materials

ÅUse a Quebec based rep./distributor to develop an 

overview of your line



After Sales Support

ÅFree trade in goods, not people

ÅHave explicit warranty and service clauses in the sales 

contract.  Will make border entry much easier for U.S. 

personnel

ÅInventory all tools and parts entering Canada



Grow your Canadian Sales Now!

ÅContact Alex Kohls, your Global Markets Division               

Trade Development Manager 

Tel: 800.848.1300

Alex.Kohls@development.ohio.gov

www.development.ohio.gov/globalmarkets



Mexico Overlook

Miguel de Regil, Mexico office



MEXICO



Mexico 2010

AGENDA

ÅGeneral Information

ÅPolitical & Economic Environment

ÅMarket Trends

ÅOpportunities in the Mexican Market

ÅState of Ohio Mexico Trade Office
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ü Until 2006 the population was 104.8 
millions.

ü The population estimated to 2010 is 107.6 
million people.

Source: Inegi



Mexicoôs Political Situation

ÅCurrent president Mr. Felipe Calderon Hinojosa

ÅEconomic and political reforms are difficult because of 

mutual blockage of proposals between parties.

ÅThe campaigns for Presidential Elections start in 2011. 

President Calderon loses strength because everyone is 

waiting for the candidates.



Political and Economic Scenary

ÅGovernment focused on security and social development

programs.

ÅPolitical stability

ÅEconomic stability is uncertain due the economic situation

in the world.

ÅEconomic and political incentives to create jobs and

promote economic growth

ÅFiscal reform approved

ÅPolitical reform under discuss at the senate.



Economic Trends
Source:  Bank of Mexico

2001 2002 2003 2004 2005 2006 2007 2008 2009

GDP: Growth Rate 
(%)

- 0.3 0.9 1.3 4.1 3 3.8 3.3 1.3 - 6.5

Inflation (%) 4.4 5.7 4 5.4 3.3 4.05 3.8 3.7 3.57

Interest Rate (%) 11.2 7.1 6.6 6.8 9.19 8.25 7.17 7.2 5.59

Trade Deficit 
(Billions USD) 

9.73 8 5.6 6.5 8.7 5.8 11.2 17.26 4.68

Reserves (Millions 
USD)

40.83 47.98 57.44 61.5 68.67 69.13 87.21 90.78 90.83

Average Oil Price 
(U.S. Dollars per 
Barrel)

18.57 21.58 24.89 31.12 42.72 44.88 61.63 84.66 68.13

US GDP: Growth 
Rate (%)

0.5 2.2 3.1 4.4 3.5 3.3 2.2 1.7 2.6

Direct Foreign 
Investment (Billions 
USD)

25.3 14.4 10.7 15.16 18.9 14.1 23.23 23.17 11.42



U.S. Exports to Mexico
Source: Economy Secretariat
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Ohio Exports to Mexico

Source: Ohio Report 2009, Policy 
Research and Strategic Planning, 

Ohio Department of Development


